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For the benefit of the subscribers the lines 
of advertised in this issue are here classified. 
of : Many of the requirements of the modern busi- 
st ness office are represented. Should subscribers 
| be interested in any article of office equip- 
5 ment not listed here, they are invited to com- 

municate with the service bureau, through 
e which the information will be promptly and 

= = =— = == SF set ee cheerfully given by letter without obligation. 
} 
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65 an-Ward Mfg. ( Addo Machine Co., Inc King Posture Chair Co Peerless Steel Equipment Co. 
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b Alle 7 I ness Mch Marehant Cale. Machine Co Milwaukee Metal Furn. Co Standard Furniture Co, : 
. Barr \ Machine Div Monroe Cale. Machine Co Ohio Chair Co Victor Safe & Equipment Co. 
Odhner 8 Odhner Sales Ine Royal Metal Mfg. Co Wells Chair Corp 
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Smith, L. ¢ & na Typw Swift Business Machines Corp Taylor Chair Co Yawman & Erbe Mfg. Co 
~o Swift B Machines Corp Victor Adding Machine Co Wells Chair Corp ar -y M Books) 
: nd > (t » 
17 er ey Ma Calculating Machines, Used Chairs, Tablet Arm Dictating Machines, Used 
vi \ whine Co Calculator Equipment Corp Adirondack Chair Co Die Machine © 
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inmar ifg. Co . Cc rc Shipman ard Mig o 
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74 I Ad ete See Ribbon & Carbons) re” willin 4 rs Co Haskell Mfg. Co., Ine 
Arch & Clipboard Files Card index Boxes & Trays Clipbeards _* Drafting Tables 
13 Cushman & De n Mfg. Co All-Steel Equipment Inc (See Arch & Clipboard Files) Stacor Equipment Corp 
”) t ! &B r Ca... Ine Amberg File & Index Co Drafts, Notes & Receipts . 
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Os Serv | ’ Woodall Corry-Jamestown Mfg. Corp Bankers Box Co. Buckeye Ribbon & Carbon Co 
a4 Shaw -Walk ‘ General Fireproofing Co Copy Right Mfg. Corp Codo Mfg _ Corp. 
Stempel M ‘ Globe-Wernicke Co Pres-to-Line Corp. of America Colonial Carbon Co : 
63 Yawman & Erbe Mfg. ¢ Goodfrend Metal Products ( Rite-Line Corp Columbia Rib, & Carbon Mfg, Co,, Ine, 
Ash Trays i. Stands Guide System & Supply Co Correspondence Trays Harding Milo, Co 
LaSa Imperial Methods Co. Art Metal Construction Co Hart Mfg. Co 
73 Royal + al Mfg. ¢ Invineible Metal Furn. Co Art Steel Sales Corp Heyer Corp., The 
9 Sm ~King P d t Parker Steel Products, Inc Corry-Jamestown Mfg. Corp Ink Specialties Co . 
‘ Wells Chair ¢ Rockwell-Barnes Co Doro Mfg. Co ———s oe o 
v hie R t Shaw-Walker Co Fox, George E., & Co ittag voiger, ine 
Autograph Milip C ers Smead Mfg. Co General Fireproofing Co — a, A — Cc 1 
Pe Weis Mfg. Co. Globe-Wernicke Co *eerless. Imperia 0. ne. 
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nines ite 6 Smead Mfg. Co Peerless Steel Equipment Co queen ee & ~) A Ce 
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14 Bankers Note Cases Card Index Files, Revolving Security Steel Equipment . Smith, L. C., & Corona Typs 
= ema , — Diebold, Inc Sengbusch Self-Clos, Inkstand Co T nc " 

2 ee eee Hall’s Safe Co., The Service Prod. Div, Woodall vi ele be Baul eee ab 
67 — , ’ loyee Mfg. Co Shaw-Walker Co car Seve “quit ; 
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(2 Remington R Ir Wiggins, J. B., & Co Wells Chair Corp Atlas Stencil Files Co 
R8 Underwood Cor Cash Boxes Yawman & Brbe Mfg. Co Halverson Specialty Sales 

Binders, Catalog & Periodical Art Steel Sales Corp Costumers Envelope Openers 

0 Acco Pro I Central Can Co,, Inc Ard Mfg. Co., Ine Mackenzie, Arnold, Ine 

04 Elbe I & B ( In Cole Steel Equipment ( Glare Machine Products Envelopes 
Master-Craft ¢ General Fireproofing Co Globe-Wernicke Co Northern States Envelope Co 
Ne an Lax & Badry. ¢ Guide System & Supply Co LaSalle Products Co Quality Park Envelope Co 
Ss aud Mf ( Peerless Bteel Equipment «r Peerless Steel Equipment Co Wilson Jones Co. 

er Wilson Jones ¢ - Rockwell-Barnes Co. Royal Metal Mfg. Co Envelopes, Plastic 

64 Binders, Permanent Storage Cash Register Parts Security Steel Equipment Co Cooks’ Inc 

Hin — —_ Box \ : Int'l Cash Register Parts Co Wells Chair Corp Markilo Co 
So be «<> ‘ rm ; Covers, Loose Leaf Meier, Joshua, Co 
63 Blackboards ; — aeertoes, Slides Smead Mfg. Co. Smead Mfg. Co 
09 Fox, George B.. & Co : Darnell Corp., Ltd Crayons Eradicators, Ink 
19 Service “- : Woodal Master Mfg. Co Dixon, Jos., Crucible Co Carter's Ink Co 
: ee Cushions & Pads, Chair Sanford Ink Co 
61 Btentiheoke 7 a ne Pt bed ‘ Fox, George E., & Co Erasers, Rubber 
50 aa 7 ‘ hes Cuspidors Amer. Pencil Co. 

94 Ww ‘L nay A a Chair 1 ~ T! aon F. H., Co., The pas Eno 
il ( Seng Co 1e , laisdell ‘ene Co 

39 Stuenrint 4& Pies File Cabinets Chair Mats gw dy ag Dixon, Jos Crucible Co 

3 Be sree En Fox, George E., & Co Force, William A., & Co Koh-I-Noor Pencil Co. 

3 rt caer al “s pre ng Hardboard Fabricators, In Fulton Marking Equipment Co Roberts, Weldon, Rubber Co 

‘ Rr r : he public Service Prod. Div. Woodall Desk Bumpers Expense Books 
x2 , { ( Chairs. Foldin Fox, George E., & Co Nascon Products Div 

4 I q 
29 Cole & , a Adirondack Chair Co Desk Lamps Eyelets & Eyelet Fasteners 
0 Cor wn Mfg. Corp Clarin Mfg. Co Copy Right Mfg. Corp Bates Mfg. Co. 
gr Ge aul I ne Co Krueger Metal Products Glaro Machine Products Gabe Mfg. Corp 
I Ml | ( Lyon Metal Products, Inc Industrial Lamp Corp File Boxes, Fibre Collapsible 
0 Peer S } nt ¢ Royal Metal Mfg. Co Wells Chair Corp Bankers Box Co 
81 Shaw-W alk ‘ Wells Chair Corp Desk Name Plates Diebold In ' 
Stacor E ent Corp Chairs, Office Force, William A., & Co Globe-Wernieke Co ; 
Yawman & |} Mfg. Ce Aluminum Seating Corp Desk Pad Protectors Guide System & Supply Co 

32 Bond Boxes Ard Mfg. Co., In Meter. Joshus. Ca Filing Cabinets, Insulated ’ 
> er I Art Metal Construction Co Desk Pads and Tops Herring - Hall Marvin Safe Co 
2 Beck oe Bright Chair Co Pen, Geerms &. & Co Meilink Steel Safe Co 
01 All-Steel } Ir Cramer Posture Chair Co Meier, Joshua. Co Mosler Safe Co 
56 Amer. M Products Co Emeco Corp Wilson Jones Co Shaw - Wormer Os. 

1 Berger Mf I Republic General Fireproofing Co Desk Pen & Ink Sets Victor Safe & Equipment Co 
ol Bro M ‘ Grand Rapids LAhr. Furn, ¢ - . . Filing Cabinets, Metal 

. - Esterbrook Pen Co > I SI 
ri Mf Cort Gregson Mfg. Co Gregory Fount-O-Ink Co Advanco I Text viv. ASB 
( W ‘ Gunlocke, W. H., Chair Co. > re dl Self-Cl . Seieetené ¢ All-Steel Equipment Ine 
‘ s s I nt ¢ Harter Corp., The sone pa it _ + stan 7 Art Metal Construction Co. 
69 S , ‘ High Point Bending & Chair ( Sheaffer, W. A., Pen Co Art Steel Co,, Ine 
We Mf ‘ Huntington Chair Corp ay Stee F + ag Index C Art Steel Sales Corp 
Imperial Leather Furn. Co Amberg © & Index CO Kentson Mfg. Co., The 
Sestheoping amass Ir dione Chair Co Cole Steel Equipment Co Berger Mfg. Div. Republic 
71 r ; Jasper Chair Co RKockwell- Barnes Co Browne-Morse Co 
42 8 Johnson Chair Co Yawman & Erbe Mfg. Co Cardinal Sales, Inc 

win = Sater Files Marble, B. L., Chair Co Desk Trays Cole Steel Equipment Co. 

9 ‘ ps 5 « } - , Milwaukee Chair Co (See Correspondence Trays) Columbia Steel Equipment Co 
] Cole & ; . - Milwaukee Metal Furn. C« Desk Work Distributors Corry-Jamestown Mfg. Corp 
vs Glol W . Murphy Chair Co., Inc Advanco Products Div. ASB Geller . K 
9 per tei: > Precision Mfg. Co Fox, George E., & Co General Fireproofing Co 

Bock er toval Metal Mfg. Co Globe-Wernicke Co. Gilobe-Wernicke Co 
Shaw-Walker Co Lyon Metal Products, Inc Guardsman Safe Co 
26 Brief & Zi ipper Cases Shepherd Chair Co Victor Safe & Equipment Co Invincible Metal Furn, Co 
0 7 Stanley Mfg. Co Wilson Jones Co Keystone —a uapnent co 
: or ( & « Sturgis Posture Chair Co Parker Steel Products, Inc 
6 F k N ( I Taylor Chair Co Desks Peerless Steel Equipment Co 
M r-( . Alma Desk Co 
2 ss Aste ‘ U.S. Chaircraft Mfg. Corp ast Metal Canstruction Co Remington Rand Inc 
' ‘ l pholstery Leather Group, The Bentson Mfg. Co Rockwell- Barnes Co 
~ : eat ¢ Wells Chair Corp 3 ‘ Security Steel Equipment Corp 
0 s trowne Morse Co Shaw-Walker Co 
Ste Chairs, Posture Cardinal Sales, Inc . . 
6 Buitt to Ord - om - minum Seating Corp Clemeco Desk Mfg. Co.. The : » Ay wd oe ‘ 4 ‘ 
8 “ ce Furniture Art Metal Construction ( Commercial Furniture Co ctor Bate & Equipment (0 
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All-Rite Pen In 
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Sheaffer, W. A., Pen Co 
Gummed Cellulose Tape 
Minnesota Mining & Mfg. ¢ 
Gummed Cloth Rings 
Reyburn Mfg. Co., Inc 


Gummed Tape & Sealing Machines 
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Reyburn Mfg. Co., Ir 
Hardware, Office Desk 
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Fulton Marking Equipmer ( 
Higgins Ink Co., Ine 
Ink Specialties Co., Inc 
Sanford Ink Co 
Inkstands 
Cushman & Denison Mfg. 
Sengbusch Self-Clos. Inkstar { 
Labels 
Imperial Methods Co 
Oxford Filing Supply Co 
Reyburn Mfg. Co., In 
Smead Mfg. Co 
Warshaw Mfg. Co 
Weis Mfg. Co 
Ladders, Library, Store & Vault 
Cotterman, I. D 
Leads for Mechanical Pencils 
Dixon, Jos., Crucible Co 
Listo Pencil Corp 
Leather Goods 
Chicago Saddlery Co 
Doppelt, Charles & Co 
Stebco Products 
Stein Bros 
Letter Trays 
(See Correspondence Tray 
Library Equipment 
All-Steel Equipment Ine 
Browne- Morse Co 
Corry-Jamestown Mfg. Corp 
Lithographed Continuous Forms 
Hano, Philip, Co., Ine 
Lockers & Storage Cabinets 
All-Steel Equipment Inc 
Art Metal Construction Co 
Berger Mfg. Div, Republi 
Browne- Morse Co 
Commonwealth Steel Produ ( 
Corry-Jamestown Mfg. Cor 
Globe-Wernicke Co 
Invincible Metal Furn. ¢ 
Keystone Steel Equipment ( 
Lyon Metal Products, Inc 
Parker Steel Products, In 
Security Steel Equipment 
Shaw-Walker Co 
Supreme Steel Products, Ir 
Yawman & Erbe Mfg. ¢ 


Loose Leaf Books & Devices 
Amberg File & Index ¢ 
Elbe File & Binder Co., I 
Free Hand Binder Co 
Master-Craft Corp 
Neiman Loose Leaf & B ‘ 
Sheppard, CC. E., Co 
Stationers Loose Leaf | 
Wilson Jones Co 

Loose Leaf Metals 
Sheppard, C. E., Co 
Wilson Jones Co 

Loose Leaf Sheet Covers, Plastic 
Cooks’ Inc 
Markilo Co 
Meier, Joshua, Co 
Neiman Loose Leaf & Bary. ( 
Smead Mfg. Co 
Wilson Jones Co 


Loose Leaf Tray Binders 
Intasco Corp 
Posting Equipment Cort 
Sheppard, ©. E., Co 
Weber Bros. Metal Work 
Wilson Jones Co 

Mail Distributors 
Advanco Prod. Div ASB 
Globe- Wernicke Co. 
Victor Safe & Equipment ( 

Manifoid Books & Business Forms 
Hano, Philip, Co, In 


Map Tack 
( , ¢« I ( 

Marking Devices 
Force W 


" A. &( 
Matched Office Suites 
Leom ( 
Memorandum Books 
faster-Craft Cor 
N m Prod ib 
Rock Barne ‘ 


‘ 


Memorandum Devices 
B Mfg. ¢ 
Mending Tape 
M M 


& Mf ( 
Ke Mig. ¢ I 
Metal Badges, Checks, Tokens 
1) t . Wor 
Moisteners 
Sey ~ ( Ink 
Numbering Machines 
R Mie. « 
bor \\ \ & ( 
Stew > ee oO 
Office Furniture Sectional Units 
( e-W ke ¢ 


K I ( 
Office Partitions and Railings 
ty ive ‘ ‘ 


Wa Mfg. ¢ Inc 
Office Printing Outfits 
I W \ & ¢ 
; Vi } } { 


Pads, Figuring 
A | } 
Paper 


} 
toch B ( 


Paper Clamps 
\ 


i A 1) Ni i 
h I & I ( I 
} Kk I 


Paper Clips 


0 ( ) ~s 


Paper Fasteners and Washers 
fbab { ) _t 


Paper Fastening Machines 
Ace | Cort 


~ I ( 
\ S & Eq ( 
Parcel Post & Postal Scales 


Paste 


Pen & Ink Sets 
S D> | & S 
Pencil Sharpeners 
I Mt ( 
Pencils, Mechanical 
\ { 


. T wW.A., } ( 
Pencils, Paper Wound 
R | ( 


Pencils, Wood Cased Lead 
i’ ‘ 
} 


Penholders 


Pens, Steel 
~ ( Ink 

Pins and Pin Containers 
Oak ‘ ) s 


Platens, Typewriter. etc 
‘ ‘ 


Posting Trays & Stands 
See x I B 


Presentation Covers 
F & | ( I 


«& ¢ 
} WN " 
>. \ & 
Publishers 
Punches 
‘ > 
( \ ( 
\ I Vi 
~ | ( 
Ribbons and Carbons 
‘ & KR Mr ( 
\ I Mr ‘ 
\ ( 
I & ¢ ( 
& ¢ Vl 
\ 
~ ( 
M & \ I 
0 ( 
( I 
( \ 
Q & nm ¢ 
R er ( 
RK K I 
R & M 
( 
3 W Mfg ( 
HM. ¢ 
8. 7 R M 
\ FS. ¢ 
\ I 


Rubber Bands 


tubber Stamp & Plate Mig. Mechs 
{ Co 


Amer t 
Rubber Type 
Foree, Willla \ & ¢ 
Stewart, R. A & « 
Rulers, Transparent 
C-Thru Ruler ¢ 
Runner Matting 
Amer. Mat ‘ 
Safes, Office 
Art Metal ¢ m ( 
Brus e 








rhe ng nh 
Shaw-Walh ( 
Victor Safe & hx t 
Sales & Advt. Counsel 
Advert i 1 Amer 
Sand Urns 

Compeo 

Glaro Mac I . 

Lawson, F. H ( 
School Furniture 

Seating Ir 
Scrapbook 

Elbe File & I ( Ir 

Globe-We 

Weis Mf ( 

\“ nm Jor ( 
Sheiving 

4/ Ste 

mer, Metal P Co 
Bankers Box ( 





s ¢ ~ I’ Ir 
Signals, index Card 
Graff, Ge B., ¢ 
vi Safe & Equi 
Signs, Changeable Letter 
Davenpor a « & Sor 
Smoking Stands, Office 
Ma el 


( 


ent ¢ 


LaS e Pro i 
K 1 Me M ( 
~ K ' 
Wi ( 4 ( 
Sorting Devices 

Amberg } é 


\ wiate I ay é 
Yawman & |} Mig. ¢ 
Sorting Shelf Tables 
W 4 M I 
Spindle Files 
Wells ( 1 ( 
Stamp Pads 
Bates Mfg 
Carte Ink ¢ 
I WwW ‘ \ & { 
Fulton Mark ‘ 
P 


P ‘ 

r K \ & « 
Standing Mats 
Amer NI ( 


Stands for Office Machines 
\ el | t I 


Ste 
Ame Su ( 

Card Sa 

( s I ( 

) Mi ‘ 

G } ( 

H ( 

\I Ss I 

M k Ss S ( 

{ \l f ( 

3 S I ( 
Ss WW \ ( 

Ny t Me l ( 
W ( 


Staples and Stapling Machines 
Ace | t ( 


{ v I ( I 
Bate Mir ( 
Markw Mf 
Spee P , 
M ( 


Stationery Racks 
iH s 


Stencils, Brass 
Da S 
Stenographers’ Notebooks 


VW 
“ 


Rock I 


Stools 
tiar A 
H A \ { 
\\ ‘ 

Storage and Transfer Cases 
\ Steel | l 
\ I & I ex ¢ 
4 Me ( 
\ s ( 
4 re 9 
I * I 
hark ‘ & { 
B M 
B Mi R 
| M 
( s | ( 
‘ Ss I ( 
( 
( ( 
( ( 
( be-W ‘ 
( S &s ( 
H s ‘ I 
H H M Safe ( 

t \i i 
I it M I ( 
Oxford I Ss ‘ 
I ker S I 
I rless S&S | ( 
: } ‘ 
Lock i ‘ 
S ~ } ( 
W ' ( 
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\ u 1 Ex & Mi ‘ 
WW s Mfg. Co 
Y & | 


: e M 
Store Fixtures 
L-S 


rbe M ‘ 
& Equipment 


\ “quipme l 
Strong Boxes, Fire Protected 
) i 


I ng-Hall-M Sa ‘ 
‘ nk Steel & ( 
Safe & } ‘ 
Tables 
4 ‘ ‘ 
‘ Mor ( 
i Sal , 
Mfg. ¢ 
( Wer ( 
, Mfg. ¢ 
Mf ( 
M i 
| Pp 
{ Mi ‘ 
Steel ( 
~ Walker ( 
~ Fr i 
‘ sircra \ ( 
Sa & | ( 


n & F 
Tables, Folding 
we } ! 
Tablets and Pads 
" k Ta ‘ 
Tabulating & Statistic Machines 
I n Ra I 


Tags 
h Mfg { | 
Telephone Accessories 
K \ifg ( 
I & B ( I 
Safe & I ( 
Thumb Tacks 
\i ( 
r r.G 
0 ( 
Mfg. ( 


Ticket Holders 


vir ( 
Tier Tables 
\ 


Time Clocks & Recorders 
\ D> Vir ( 
Trimming Boards 
Mater ‘ 
Type Typewriter 
< W 1 { ( 
Typewriter Cleaning Material 


k « 
W M 
\\ r F. B.. ¢ 
Typewriter Covers 
- un-Ward M ( 
Typewriter Cushion Bases & Knobs 
Hair & I ( 
(ieors } A 
~ a W 4 \l { 
Typewriter Cushion Keys 


> Pro ‘ 
Typewriter Parts & Tools 
Supt ( 
“ W \ ‘ 
ypewriter Pedestal Desk Mechanisms 
( I 
Typewriters, Mfrs. of 


TY 


T 


Typewriters, Rebuilt & Used 
t I ‘ 


Ww \ 
Upholstered Furniture 
aie ¢ 
( ‘ 
S 
R I ‘ 
‘ ‘ 
La ‘ 
Me M 
Mire. ¢ 
\ 
k 


Upholstery Materials 


Visible Systems Equipment 
NI | i 
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SITLATIONS WANTED 


TYPEW RITER—ADDING MACHINE MECHANIC—Factory 
trained Underwood Electric Typewriters Sundstrand 
Adding I Posting Machines Repair all make standard 
typewrit Good health, family man, Sales experience also 
At present time I own and operate my own agency but 
desir¢ ocation in South or West Coast area, due to family 
healtl Box E-127, care Office Appliances, Chicago 6 


SALESMAN WELL KNOWN in Fifth District NSOEA will be 
w connection traveling for manufacturer 


Vallable I ne 

prefer Ohio, Indiana, Michigan area or Southeast 

Desires t e all time to the products of one well estab- 

lished pany Able and aggressive, with excellent sales 
rd Address E-137, care Office Appliances, Chicago 6 


A” 
77 


1D STATIONERY BUYER desires to travel for 

é ‘ stationery, filing equipment, or furniture 

Ww year itside experience as specialty salesman, ten 

Will consider any area that offers suitable 

entious, intelligent effort. Address E-138, 
iances Chicago 6 


EXECUTIVES WANTED 
WANT A MAN who has had experience in furniture factory 
the f ‘ capacity: accounting, production, cost work 


l ‘ ‘ Factory is located in southwest area near 
tw irge metropolitan centers. In reply give full details and 
vlific Box S-71, care Office Appliances, Chicago 6 


SALESMEN WANTED 


SALES POSITION AVAILABLE!—Prominent Manufacturer 
of Du} Machines needs salesmen in its CHICAGO 
BRANCH OFFICE. Principal job could lead to Branch Man- 
gel t ear future for properly qualified man W rite 
det 2x your background experiences and references 
Box S ire Office Appliances, Chicago 6 
AGGRESSIVE SALESMEN 
4 compet fast gzrowine organization desires ambitious 
go-gettel to} 1lary and commissions—unlimited possi 
bilitic for re men 
CHICAGO OFFICE SUPPLY CO 
MAIN OFFICES 3956 ELSTON AVE., CHICAGO 18 
SALESMAN t operate one of our established branch stores 
Bus Mac es and Office Furniture experience necessary 
Als I ‘ rrotected territory open for experienced Cash 
Register esman. Might consider investment in our busi 
ess 3s 4 re fast growing, well established and located 
withir hundred fifty miles of Chicago Box S-73, care 
Office Ap] ces, Chicago 6 
SALESMAN Exceptional opportunity for aggressive expe 
nes 1 ( salesman. Rapidly growing commercial sta 
tioner rthern Indiana. Hiehly industrialzed area. Box 
S-74 fT Applances, Chicago 6 
OUTSID SALESMAN to work Georgia trade for well 
tal ffice supply, printine, and office equipment firm 
est territory Replies strictly confidential. Give 
ation first letter Enclose picture Address 
s ‘ Tt fT ‘ Appliances Chicago 6 
WAN erienced Systems representatives for high 


ichine accounting forms, vouchers and hot 

vroll checks by highly successful company 

x<perience and national coverage. If you want 

this fast growing highly profitable business 

send ( nformation regarding your present operations 
f Box S-76, care Office Appliances, Chicago 6 


IPPOR N Y FOR EXPERIENCED OFFICE EQUIPMENT 


SALESMAN with reputable, long established concern located 
n I e! nsyvivania Wonderful future for right per- 
VW x full details as to experience, age, back- 


gr ! ‘ es and anticipated annual remuneration. All 
be kept confidential and an appointmet can 


Box S-77, care Office Appliances, Chicago 6 
FLOT 4 AGENT has opening Typewriter and/or Adding 
M ‘ in for Underwood products Write Post Office 
Box pa, Florida 
RETA é ICE FURNITURE SALESMAN WANTED We 
Cat ete Line of Wood and Steel Furniture. Trinity 
Office I tur ct 21 Murray Street New York 7 N Y 
WAN SALESMAN To accept a challenge in outside 
‘ ! pplies and equipment. Opportunity to obtain 
growing store in Illinois area. Box S-78 
nces Chicago 6 
AD N ACHINE & TYPEWRITER SERVICEMAN Wanted 
(3 d chance for advancement. City Typewriter 
> tor Rochester! N y 
SALES) N carry TaAst Sel ne line Party Game Books 
Mar t iten Write Leister Game Company, 26 N 


\LTY SALESMAN wanted to sell a high 


iplicating equipment in Chicago area Give 
and references All replies held in confi- 
S40 are Office Appliances, Chicago 6 
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The rate for classified advertise- 
ments is fifteen cents a word, mini- 
mum charge $3.00, payable with 
order. Add six words if box address 


is used. 





SALESMAN WANTED TO TRAVEL Rocky Mountain area 
for well known stationery manufacturer. Give full informa- 
tion including experience and references. All replies in 
strict confidence. Address S-91, care Office Appliances, Chi- 
cago 6. 


MECHANICS AND REPAIRMEN WANTED couke y. 
ACCOUNTING MACHINE SERVICEMAN—Sundstrand, Elliott, 
Fisher or Underwood Bookkeeping experience only. Exclu- 
sive Underwood Sundstrand Agency located Metropolitan 
Detroit area. Must be capable of handling all accounting 
machine sales installations and service. State service train- 
ing, where and when, and total experience. Excellent pay 
and working conditions. Dodge Office Equipment Co., 3962 
Fort Street, Lincoln Park 25, Michigan Ei AS 
ROYAL AND VICTOR exclusive dealer has opening for shop 
foreman who has experience on all makes, or would con- 
sider a person who is desirous of advancement who has some 
experience. 4 man shop. Permanent position. Good pay. Clean 
shop. Ideally located. Plenty of work. State experience 
with reference and picture in reply. TYPEWRITER INSPEC- 
TION COMPANY, 118 West Market St., Lima, O. 
WANTED—EXPERIENCED UNDERWOOD and Sundstrand 
Service-Man or Combination with sales ability. Permanent 
Job, must be reliable, sober. Rowe Typewriter Co., Under- 
wood Agt., Durham, N. C 
WANTED MECHANIC—Experienced on all typewriter, add- 
ing machines and calculators. Cash register experience desir- 
able. Shop work and outside service. Liberal salary with 
bonus Midwest town. Box S-79, care Office Appliances, 
Chicago 6. 

WANTED—COMBINATION TYPEWRITER MECHANIC and 
salesman, experienced on all makes machines. Ames Station- 
ers, Ames, lowa 

WE WILL PAY a good R. Cc. Allen Service man $90.00 the 
week. Located in a small Western Minnesota City. Box 8-80, 
care Office Appliances, Chicago 6 


SALES REPRESENTATIVES AVAILABLE ° 
CAN FURNISH THOROUGHLY conscientious representation 
in $th District Region. Twenty-seven years’ successful ex- 
perience in Commercial Stationery, Office Equipment, Wood 
and Steel Furniture, Filing Supplies and Loose Leaf both as 
Dealer and Distributor Salesman. Either one major or com- 
bination of non-conflicting lines Box E-128, care Office 
Appliances, Chicago 6. 
MANUFACTURERS REPRESENTATIVE—Dependable young 
man desires Commercial Office Equipment and Supply lines 
for COLORADO, UTAH, NEW MEXICO and WYOMING. Com.- 
plete following with Dealers, Wholesalers, and Consumers 
in this area for over six years. Nine years’ successful ex- 
perience in the Office Equipment business. Box E-129, care 
Office Appliances, Chicago 6 
SOUTHERN CALIFORNIA Manufacturer's Representative 
wants two or three top lines in office supply or equipment 
field. Will be in New York and Chicago during May. If you 
need good distribution in this territory, write at once to 
E-130, care Office Appliances, Chicago 6. 
JOBBER ITEMS WANTED—Smaller office supply items and 
supplies wanted to distribute along with the Print-O-Matic 
machines and supplies in Minnesota, Dakotas and surround- 
ing territory. Donald F. Rossin Co., 423 So. 5th St., Minneap- 
olis 15, Minn 
MANUFACTURERS REPRESENTATIVE DEPENDABLE, 
calling on office equipment dealers North Central and North- 
eastern States for many years, desires steel or wood equip- 
ment lines. Best clientele. Box F-131, care Office Appliances, 
Chicago 6, Ill 
MANUFACTURER'S REPRESENTATIVE desiring additional 
lines of wood or metal office furniture and equipment for the 
southwestern territory. Know the trade and will give the 
proper representation. Box E-132, care Office Appliances, 
Chicago 6 
MANUFACTURERS’ REPRESENTATIVE with excellent fol- 
lowing among Office Supply Dealers in Great Southwest de- 
sires an additional line. References and photo available. All 
replies confidential. Box E-133, care Office Appliances, Chi- 
cago 6 
ADDITIONAL LINES WANTED by long established organi- 
zation in Los Angeles, covering California from Fresno 
south. Selling direct, also to dealers. Box E-134, care Office 
Appliances, Chicago 6. 
EXPERIENCED SALESMAN desires quality line of wood or 
steel office equipment or furniture in Southwest. Box E-135, 
care Office Appliances, Chicago 6 

SALES REPRESENTATIVES WANTED 

MANUFACTURERS AGENTS now calling on commercial 
stationers, to handle new fast selling line of new, simplified, 
improved stock business forms Finest on the market, in- 
dividually boxed with dealer's name on each box. Prefer 
men with non-conflicting items. This is a real money-maker 
Some choice territories still available. Write today and give 
full details of self and lines now handled. Prompt reply 
assured. Box S-81, care Office Appliances, Chicago 6. 
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alents 


Copies of patents can be obtained from the Commis- 
sioner of Patents, Washington, D. C., for 25 cents each. 
Stamps and personal checks are not accepted. 


Granted March 4. 1952 


2,587,749. Paper Punch. W 3° M l Alt Calif. Ilustration. 
2,587,766. D sconnectible Transfer Mocheniom for Settable Registers Fran 
g ' j a” teckel Pitney-Bowes, | ymfor 
ustration 
2,587,778. Typewriter Keyboard. Ra i L. Smith, Arlingt Va 
2,587,786 Mechanical Lead Pencil Kari Josef Svensson, Sunat } 
2 587.827. Movable Box for Meienery ester K. Fleischmar hicag 
. ; Manif 
2.587.886. Base or Pedestal fg Chairs. Henry A. Penchoer turg M 
Sturgis. M 
2.587.935. Retrac table Pen Device. Frank C. Wallace, North Hollyw 
2. 587.949 Fountain Pen Harlan H. Zodtne anesville, Wis SS5'1g 
f ' snesviile Ww 
2,588,015. Pen. Herman Kochendoerffer, New Rochelle, N. Y., assig 
2,588,023 Bo obtaeging wmactine. E Magar Magnussor Stockt 
¥ t Aktiebolaa Fk miregister. Stockholn 1 
Illustration 
2,588,087. Method and Apparatus for Mounting Film on Cards. Roger 
f 4 , A+ P assia - he McBee 
2,588,127 nterlock for Calculating | Machine Control! Keys simer M 
} Felt & Tarrant Mfg. C Chicag INus- 
tr at on 
2,588,152 Note Paper Ejecting Address er . Newr F 
N ? New ant Mfr New k WN 
2.588.163. Drawer for Typewriters, includi ing Beveting Typewriter aepem 
; * + Berkeley f Detmayer. M 
2,588 286 Card Index F x Perwolf V » A 
Granted March I1, 1952 
2,588,470 nking Mechanism for Rotary Lithographic Presses. £ Ba 
nite 40 A. B. Dict N 
2,588 498 Typist’s Rule : B 
2,588, 548 nk Applicator for Typewriter Ribbons rland W. Mark 
M ustration 
2,588,629. Ball Point Writing Instrument. § f ae ane vA 
2,588,692. Pen Clip. Ernest Bartlett sary. Alberta 
588.829. Writing Instrument. RF 
2,588,844 nsertable Platform for Desks es R é skew 
j ‘ A n . smestow N 


2,588,917. Sheet Stop Device for Rotary Duplicating Machines. Arthur H. 
Geib, Milwaukee, Wis. Illustration. 

2,589,202. Manifoiding. Douglas A. Newman, Sea Cliff, N. Y., assignor 
to Columbia Ribbon and Carbon Mfg. Co., Inc., Glen Cove, N. Y. 


Granted March 18, 1952 

2,589,271. Latch Mechanism for Perforator Matrix Elements. Nicholas S. 
Miller, Chicago, IIl., assignor, by mesne assignments, to Cummins-Chicago 
Corp. Ilustration. 

2,589,358. Ledger Tray Cabinet. Arthur W. Feiertag, Athens, Ohio, 
sssignor to The McBee Co., Athens, Oh 

2,589,383. Filing Apparatus. Raymond 8. Holt, Alhambra, Calif. Ilus- 
tration. 

2,589,396. Desk Pad Holder. Robert George Kense!, Barrington, III. 
2,589,598. Rotary Card Filing Apparatus. Leland W. Belew, Hamilton, 
Dhio, assignor to Herring-Hall-Marvin Safe Co Hamilton, Ohio 
2,589,632. Composite Mailing Envelope. Harold S. Scott, Alliance, Ohio. 
2,589,790. Secondary Feed and Moistening Device for Hectograph Dupli- 
cating Machines. Ronald Max Ford, Sparkbrook, Birmingham, England. 
Illustration. 

2,589,647. Caster. William H. Noelting and John A. Skupas, Evansville, 
Ind., assignors to Faultiess Caster Corp., Evansville, Ind. 

2,589,884. Manifolding and Copying Apparatus. Theodore Arthur Solway, 
formerly Tibor Zsoinai, London, England 

2,589,905. Four-Color Magazine Pencil. Frank Wagner, Laure! Hill, N. Y. 
2,590,037. Apparatus for Feeding Carbon Interleaved Sheets to Typewriters 
and Like Imprinting Machines. John William Randall, Hemel Hempstead 


England, assignor to John Dickinson & C Ltd.. Hemel Hempstead, 
England 

2,590,038. Carbon Sheet Arrangement for Use with Continuous Stationery. 
John William Randal! Hemel Hempstead England, assignor to John 


Dickinson & Co., Ltd., Hemel Hempstead, England. 
2,590,047. Combined Tabulator and Summary Punch. Frederick A. Shultz, 


Herkimer. Floyd C. Gresse | n, and Oscar J. Hobb. Little Falls. N. Y 
and Gustav H. Kroeger, C nnati. Oh sssignors to Remington Rand 
Ir New York, N. Y. Illustration. 


Granted March 25, 1952 

2,590,179. Sheet Delivery Device for Rotary Printing Machines. Clyde W 

hnson, Islington, Ma assignor, by mesne assignments, to A. 8B. Dick 
Nile Illustration 

2,590,273. Envelope with Hanger Support. Seymour Robins, New York 
y 


N 

2,590,335. Selective Keyboard Clearing Means. James A. Maffie, Belle 

e, %. J Ssigr to Monroe siculating Machine Co., Orange, N. J. 
Illustration 

2,590,341. Filing Cabinet. Orvie E. Nabholz, Shelisburg, lowa. 

2,590,549. Tape-Serving Mechertom Alfred P. Krueger, Stratford, and 

ar P. Erhardt, Derby, C ; to Derby Sealers, inc., Derby 

2,590,594. Spring Powered Type Bar Actuating Mechanism for Typewriters. 
Lin Yutang, Zur Switzerland. Illustration 

2,590, 599. Calculating Machine. David Silvester Evans, Radlett, England. 

2,590,618. Holder for Invoice Books. Forest C. Hodkin, Dallas, Tex. 

2,590,652. Speed Feed Manifoiding Attachment for Typewriters. Herman F 
Sedaebury and Robert N Ward Daytor Ohi« assignors to The Egry 
Register C Dayton. OF 

2,590,777. Case Shifting Mechanism and Repeat Typing Mechanism for 
Power- Operated Typewriters and Like Machines. William H. Kupper, West 
Harttor nr ’ gnor ? Roya Typewriter C Ir New York N. Y 


Nusteation. 


h 
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Page 15... Take a good, long look at the phenomenal 
typewriter market, advises J. M. Hackney, sales man- 
ager of portable typewriter dealer sales division, 
Remington Rand Inc. This is big business, he says, with 
an estimated annual sales volume at retail of over 
50,000,000 annually. Retail sales training in portable 
typewriter merchandising is therefore vital, he con- 
cludes 


Page 17... Now is the time for dealers to prepare for 
the good ole summertime,” says R. C. Hannon. He 
yives many workable examples of how the season 


can be converted into a time for store revenue. 


Page 18 .. . Of similar vein is an article by Lester E 
Dunkin, who suggests “Let Your Sales Go on a Vaca- 
tion Spree.’ Here are tips for more profit while cus- 


tomers relax 


Page 19... “The Salt Lick” is a brand new feature 
beginning in Office Appliances Read “Monthly 
Musings on Salesmen and Their Problems” by L. R. 


Addington, manager, wholesale division of Art Metal 
Construction Company. This column will be devoted 


to the problems and education of the men who sell. 


Page 20 . . . George D. Taylor's monthly section on 
modern display offers advice and counsel by which 
jealers can profit. Read how elaborate fixtures are 
not essential, how stripes can do a window job, how 

Royal Typewriter Company, Inc. ad provides a 


suggested window display 


Page 24... Remodeling has improved furniture display 
facilities for the J. S. Barnett, Inc., firm at Waco, Tex. 
It's another of those practical experience stories that 
make reading of Office Appliances profitable for those 
engaged in the commercial stationery and office equip- 
ment industry 


Page 30... The 14th annual featuring of school equip- 
ment and supplies begins on this Here are ideas 
for more sales to schools gained from the profitable 


experience of fellow firms. 


page 


Page 38... Office Appliances again brings complete 
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Leaf, from 
the Logbook 


NE WHO READ Along the Trail 
O section in April sensed the 
mutual good will of France and 
U.S.A. by Charles Mamet’s intro- 
duction of Charles Biernatzki to 
the Chambre Syndicale de l’Organ- 
isation of Paris. 

A few weeks later Mr. and Mrs 
Mamet and a young lad, a cousin, 
arrived for a stay of several weeks 
while Mr. Mamet conferred with 
certain manufacturers and made 
careful study of business conditions 

One pleasant event of the mission 
was a mid-day meeting and lunch- 
eon in compliment to our dis- 
tinguished visitor by the office 
equipment section of the Chicago 
Association of Commerce. C. D 
Wothington, chairman of the sub- 
division and manager of the Chi- 
cago sales department of the Ad- 
dressograph Company presiding. A 
staff member of Orrice APPLIANCES 
greeted the guest with the following 

“Lieutenant Mamet, it is a pleas- 
ant privilege to extend to you the 
hand of fellowship of this company 
We greet you as a co-worker in the 
field where our own fortunes are 
cast. We know that the difficulties 
with which you are confronted in 
your own city are the same diffi- 
culties with which we day by day 
are confronted. The problems which 
you must solve are the problems 
which we must solve. The friendly 
rivalry in which you are engaged 
is very like the friendly rivalry in 
which we are engaged 

“But above our fraternal senti 
ments for you as a co-worker in 
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being a 
review of 
some events at 
the start and in 

the progress of the 
OFFICE EQUIPMENT IN- 
DUSTRY and its trade journal 
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business is the higher and nobler 
fraternal sentiment which we hold 
for you as a comrade in the struggle 
to make liberty a fact in the lives 
of men. As a soldier of France we 
greet you, Lieutenant Mamet, and 
express the hope that the long 
friendship between your country 
and ours, renewed on the battle- 
fields of Europe, will increase with 
the passing years 

“Between the ages of 10 and 12 
years every boy and girl in this 
country who attends school learns 
what constitutes the basis of the 
long friendship between France and 
the United States. They are taught 
the story of that small group which, 
contending for liberty, found them- 
selves in a position of great 
uncertainty in their struggle to 
establish the principles of free gov- 
ernment. They learn that when 
success seemed about to elude the 
grasp of the Americans, there ap- 
peared off the shore of one of our 
Southern states a ship flying the 
flag of France. What followed is 
known equally well, we hope, to 
every boy and girl in your country 

“It is a long time between that 
historic event and the landing of 
General Pershing in your country 
There is a story that upon his 
arrival he gathered his aids about 
him, and, standing in salute before 
the statue of LaFayette, made the 
laconic remark, ‘LaFayette, we are 
here!’ Whether or not the incident 
occurred precisely as recorded, it 
did occur in the mind of every 
true American. History will record 
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it as a fact. A new bond unites the 
people of France and the United 
States. May it endure as long as 
our two governments shall last.” 

In reply, Mr. Mamet paid graceful 
tribute to the kindness and hospi- 
tality he assured us he had found 
throughout his journey in the 
United States, and said that it 
would be his pleasure to take to 
France and lay before his colleagues 
of the French office equipment as- 
sociation the many letters he has 
received which gave evidence of the 
power of the office equipment in- 
dustry in America and of the kindly 
feelings of Americans toward 
Frenchmen 

Mr. Mamet then briefly described 
the situation of the industry in 
France, named the two associations 
which direct the policies of the 
industry there and suggested some 
changes in trading customs that 
might benefit both countries 

Officials of the 24 outstanding 
companies of the industry repre- 
sented were much impressed with 
Mr. Mamet’s personality and the 
presentation of his facts 

Here, space limitation checks the 
story of our visitor’s pleasant ex- 
perience in U.S.A. to recount part of 
less happy events when four years 
a war prisoner 

In the May, 1919, issue containing 
the five-page story of the four years 
in an old German fortress was the 
following editorial notice 


A Remarkable Narrative 

“OFFICE APPLIANCES cannot let this 
issue pass without expressing its 
profound appreciation of the article 
by Lieutenant Charles Mamet, man- 
ager of La Compagnie Real, a leader 
in the office equipment field of 
Paris, France. This article begins 
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on page 33 and we venture the 
assertion that anyone who com- 
mences its perusal will not lay down 
the magazine until he finishes Lieu- 
tenant Mamet’s story. 

“Never before have we published 
so vivid a personal narrative of a 
man’s experience as a prisoner of 
war, nor have we read an article 
which more powerfully impressed 
us with the undefeatable courage 
of the Frenchman in adversity. 

“We venture to say, in passing, 
that Orrice APPLIANCES enjoys a 
peculiar distinction among trade 
papers in that it once published an 
article smuggled from a German 
fortress in the hollowed-out back of 
a hair brush.” 


Prisoner 

Mr. Mamet’s story: 

During the first days of the war 
I entered the army as a lieutenant 
of the Two-Hundred Eighty-third 
regiment of infantry and was taken 
prisoner near Verdun at Eton in 
Lorraine, with 10 men who survived 
out of the 64 who composed my 
company. We had received an order 
to hold the line at all costs and 
those among us who were not killed 
were seized and disarmed by the 
enemy who advanced with an in- 
creasing numerical superiority. 

The first months were terrible. 
Reduced to a purely material life, 
it seemed as if our spirits, crushed 
down by the shock of our misfor- 
tune, were like our bodies, kept 


prisoners between walls and bars. 

Our impression of it all, once we 
came into contact with such con- 
ditions of life, was that no human 
being could be capable of resisting 
them for a long time without being 
driven either to insanity or death. 

Under these conditions of life in 


which we found ourselves, inactivity 
would have been fatal to both body 


and spirit; nevertheless, the instinct 
of self-preservation actively re- 
volted in us and fought against 
inaction, and all our powers of 
imagination set themselves to the 
task of inventing occupations which 
would provide a semblance of activ- 


ity. But work which does not have 
a well determined object neverthe- 
less bears its own fruit, and it is 
to this work that I and many of 


my comrades owe the maintenance 
of their physical and moral integ- 
rity during their captivity. 

But what work could one do 


under such circumstances? The in- 
geniousness and spirit of initiative 
for which the French have always 
been known had an opportunity for 
full play 


The class of work which was most 
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highly developed and from which 
the best results were obtained was 
that of the study of languages. 

On the whole, a perfect comrade- 
ship and a deep feeling of solidarity 
found its inception in our common 
efforts to employ our time profit- 
ably and give our minds the com- 
forting influence of sane diversion. 

Devoted and competent comrades 
organized a series of instructive 
and interesting conferences, for the 
speakers always dealt with subjects 
of which they themselves had an 
intimate practical knowledge. 

Considerable impetus was given 
the mental lives of the interned 
men by the establishment of a mag- 
azine, “Les Tablettes du Fort 8,” 
composed and printed entirely at 
the fort. To this end we had sent 
from France a duplicating device 
which made possible the reproduc- 
ing of handwriting and sketches to 
the extent of several hundred 
copies. 

We had an orchestra. A number 
of our gifted comrades got together 
for the purpose of buying and bor- 
rowing musical instruments and 
giving concerts at which all the offi- 
cers interned at the fort were invited 
guests. An artistic program was 
printed in “Tablettes” and the pro- 
ceeds of the sale of these programs 
was applied toward covering ex- 
penses. 

Among the most remarkable crea- 
tions of the ingenuity of the in- 
terned officers must be mentioned 
the theater. The scenery, the deco- 
rations, and the costumes were in 
every part assembled at the fort 
with the means at our disposal. 
Among the mechanical pieces there 
was even an electric motor made 
entirely at the fort. 


Thus we had many good times, 
with conferences, concerts, and 
plays causing us to forget for a few 
hours the unhappiness of our situa- 
tion and the deadly monotony 
which threatened so many of us. 
Sorrowful spirits—and there were 
some—were astonished and indig- 
nant at the fact that we who were 
captives should seek such amuse- 
ments while our brothers were dying 
on the field of battle. 

I had the good fortune to meet 
among my comrades in captivity a 
particularly valuable co-worker to 
guide my studies in organization: 
Mr. Maurice, lieutenant of reserve 
artillery, before the war manager 
of a metal construction plant. He 
is a graduate of our noted school of 
engineering, L’Ecole Polytechnique, 
at Paris, which is known partic- 
ularly for the most thorough higher 
mathematical training which it 


gives its students. Maurice and 1 
soon became a pair of close friends 
with his previous training and pro- — 
fessional experience, and his positive 
manner of approaching the study 
of the subject of organization. 
Together we pursued our studies of 
French needs from the standpoint 
of organization and working meth- 
ods with that sense of national duty 
which we considered the basis of 
the public well-being and prosperity 
of our country. At the same time 
we made a study of the organiza- 
tion and extension of my Paris 
business, La Compagnie Real, and 
for this purpose my friend Maurice 
became my co-worker. Our object 
is to educate the France buying 
public to the viewpoint of organ- 
ization, giving them at the same 
time an example of the means by 
which it is effected. 

At the fort we extended the circle 
of our studies so that it embraced 
others of our comrades in captivity. 
We held discussions which greatly 
assisted our comrades, who were 
reserve officers, the heads of busi- 
ness establishments, managers, and 
technical engineers in peace times. 
We set before them the principles 
of modern organization, working 
methods which would tend to get 
from their business the best possible 
results and effect economies, the use 
of systems, mechanical devices, ad- 
vertising, sales, and accounting 
methods; in fact, anything which 
would be of benefit to business in 
any of its many ramifications. Our 
initiatory efforts were met with real 
enthusiasm and we all gained the 
greatest of profit from our common 
studies. 


Hair Brush 

Our studies were fortunately as- 
sisted by the numerous works and 
publications which we procured 
easily enough, for they were sent 
us by our families in our parcels. 
Particularly were we able to profit 
from the help of Office Appliances 
for some time, since it reached us 
quite regularly. We found it a pre- 
cious collection of facts. But from 
the time the United States declared 
war against Germany the German 
censor refused to pass the publica- 
tion through to us, and the German 
authorities destroyed a_ certain 
number of the issues which belonged 
to us. This act of the Germans was 
an addition to the martyrology of 
the great war and to the glory of 
Office Appliances. 


Next Month 
The hair brush story and observa- 
tion upon four years as a prisoner. 
—EJ 
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for NSOEA governors, too 


L. G. “Pat” O'Connor, Louisville, Ky., greets 
his successor, Sidney Butterfield (right), 
Evansville, Ind. 





District No. 5—Louisville, Ky. 


The new governor, Vaughan Williams 
(left), Kansas City, Mo., is congratulated 
by Fred Pfaff, Omaha, Nebr 





District No. 8—St. Louis, Mo. 


Dave Reed (left), Dallas, Tex., gets the best 
wishes of his predecessor, Gus Trahan, 
Lafayette, La. 





District No. 9—Dallas, Tex. 


(see paces 38 to 46) 
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phenomenal portable typewriter market 


by J. M. HACKNEY 


sales manager, portable 
typewriter dealer sales 
division, 

Remington Rand Inc. 


gw THE PORTABLE typewriter 
market has shown a truly remark- 
able and phenomenal growth since 
the first portable machine appeared 
about 1906. Although production 
figures are not available for the 
first few years, proof that the port- 
able typewriter fills a need is shown 
by the fact that approximately 
10,000 machines were produced in 
1913 

In 1914, production rose to a fig- 
ure of approximately 66,000 units. 
In 1950, the last period for which 


manufacturing data is available, a 
total of more than 600,000 portable 
typewriters were produced. 

Unit-wise, portable typewriter 
sales has grown to a business nearly 
equalling the unit production of the 
office size or commercial typewriter. 
Today, it is a big business with an 
estimated sales volume at retail of 
over 50,000,000 annually. 


Market Is Growing 


The United States Department of 
Commerce reports that there are 
6,400,000 portable type- 
writers in use, and the market for 
these machines is constantly grow- 
ing 

Each succeeding year, since the 
end of World War II, (1951 was no 
exception) the demand for portable 
typewriters exceeded the supply. 
While there were months in these 
years when supply was greater than 
demand (because portable type- 


close to 
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writer sales are somewhat seasonal), 
the average for each post-war year 
definitely showed the market for 
the portable typewriter exceeded 
production. 

The shortage of portable type- 
writers in peak periods of retail 
demand has been due to conditions 
largely beyond the control of either 
the manufacturer or the retailer. 

. factors which could not have 
been foreseen or predicted. An in- 
stance is the unprecedented de- 
mand which developed almost over- 
night at the start of the present 
Korean conflict. 


Some Passed By 


Despite the continuing growth 
of the portable typewriter market, 
it appears that not all retailers 
have enjoyed a correspondingly in- 
creasing volume. The basic reason 
for this is that some retailers have 
failed to recognize that there have 
been continuing significant and 
far-reaching changes in portable 
typewriter buyer habits and needs. 

Because of the merchandising, 
advertising, sales promotion and 
marketing activities of portable 
typewriter manufacturers, in col- 
laboration with the retailer, the 
buyer today is more conscious of 
the feature values for the end use 
of the portable typewriter. This 
situation certainly did not exist 
years ago when “price” was the 
dominant sales factor and was de- 
pended upon to strike a responsive 
chord on the buyer’s part. 

Since there have been definite 
changes in buyer habits and needs, 
it becomes more important now 
than ever before in portable type- 
writer retail selling, that the re- 


tailer merchandise the product 
through strong product displays and 
feature value demonstrations. 

Successful retail portable type- 
writer selling now demands that the 
seller be fully aware of the changes 
that have occurred in the attitudes 
of customers for these machines. 

Buyers today know what they 
want in a portable typewriter and 
insist on dealing with those re- 
tailers who know the product well 
enough to discuss it intelligently. 

Many of these buyers, because of 
a semester or two of typing instruc- 
tion at high schools and business 
schools, have developed a “feature 
value” understanding of the ma- 
chine itself. 

What can the retailer do today to 
increase his knowledge of the ma- 
chines he displays so that he can 
impart to the buyer the proper 
product values? 


Training is Vital 

As almost everyone will agree, 
retail sales training becomes more 
and more important as competition 
for all types of merchandise grows 
keener. Promotion departments of 
all manufacturers realize that, as 
goes the retail salesperson in the 
store, so goes the product. 


A poorly-trained portable type- 
writer salesperson will invariably 
dodge the potential buyer who looks 
for facts on features of the ma- 
chines on display. Fortunately, re- 
tail sales training to adequately sell 
portable typewriters does not require 
lengthy academic sessions. Our 
company has available for every 
retailer selling the Remington port- 
able typewriter visual sales training 
aids that point out the outstanding 
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of-sale, the arranging of displays 
calls for ingenuity and knowledge 
of the product. Display at its best 
is an invitation and an introduc- 
tion. It should increase public in- 
terest and confidence in terms of 
values offered 

The retailer interested in in- 
creasing his portable typewriter 
sales should understand that his 
merchandising efforts are a com- 
bination of the application and use 
of advertising and sales promotion 
techniques, plus competent, trained 
sales personnel. 

Best results are usually achieved 
by the creative displaying of the 
portable typewriter in combination 
with a thorough knowledge of the 
product and an awareness of the 














Remington Portables Are Invitingly Displayed to Sell buyers’ habits and needs. 
machine features that a customer stimulate sales must be recognized When these detailed steps are 
will want to know. as an important factor in the sale taken, the retailer can expect a 

When a salesperson can visually of portable typewriters. The major definite growth in his sales, with 
dramatize the portable typewriter’s job of a modern display is to sell. the further assurance that as the 
outstanding features and discuss It must either sell, or aid in the market continues to grow, he, too, 
these major sales points forcibly selling of, a product. will enjoy the profitable benefits 
and unhesitatingly, the successful To be most productive at point- of this expansion. 


sale results. 

In addition to product knowledge, 
it is equally important that retailers 
understand the advertising, sales 
promotion and display factors that 
get customer response and accept- 
ance. 

More than 75% of all portable 
typewriter purchases are full-fea- 
tured machines. It follows there- 
fore, that advertising that does not 
sell value features of the machine 
is advertising to a market that is, 
percentage-wise, the smallest part 
of total portable typewriter busi- 
ness. 


Advertising and sales promotion 
activities which stress value and 
completeness of features, when di- 
rected to the predominant interest 
of the majority of buyers, will 
achieve real sales results. 

The use of creative displays to Facilities for Trial Accompany Remington Portable Display 














The Tax Dilemma 


Loud public groans over the present tax load are causing members of Congress to stop, look 
and listen. Competent observers in the nation’s capital see no prospect of a further tax increase 
at this session despite the urging of the President in his budget message. 

The tax burden as pointed out by the Chamber of Commerce of the United States in its pub- 
lication “How Much Can Our Economy Stand?” in 1890 required only 7 per cent of the national 
income. By 1940 it stood at 22 per cent, and now it takes a full third. 

“Unfortunately,” says the Chamber, “too many have been led to believe that all government 
expenditures can be paid for by taxes on the rich. They are learning better now. Any further 
tax increases must fall primarily on people of very modest means, for they have most of the in- 
come. Secretary Snyder says that almost 75 per cent of all personal income available for 
additional taxing is actually on the lowest income bracket. 

“Fast as individual income tax rates have soared, corporation rates have jumped even faster. 
The ceiling was 42 per cent in World War Il. Now, it is 52, with excess profits taxes on top 
of that, the whole totaling as high as 70 per cent. Not much room for further boosts if an 


incentive economy is to endure 
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Dealers— 





prepare for “the good ole summer time” 


by R. C. HANNON 


special writer 


gw A RECENT SURVEY prepared by 
a large office machine manufac- 
turer revealed that sale of office 
supplies and furnishing slackened 
by more than 29% during the 
months of June, July and August. 
For this exceedingly valid reason; a 


resume of what can be done to com- 
bat “summer slackitis” is well 
worthwhile, indeed. 

Take for example, one office equip- 
ment dealer who concentrates upon 
students who graduate in May and 
June. Not one, but three separate 
promotions are in the offing for this 
advance harbinger of Summer. 

For one thing, each student in 
public and parochial high school 
graduating classes receives a “Con- 
gratulations on Graduating” greet- 
ing card from the dealer together 
with a graduation certificate worth 
$1 on any purchase of $10.00 or 
more, within 30 days following 
graduation 

A letter points out that many 
students will have graduation cash 
in their pockets which they might 
well invest in a pen and pencil 
combination, brief case or other 
item on the agenda. 


Personal Appeal 


This same office equipment re- 
tailer sends a personal letter to 
each and every school teacher in 
the elementary, junior high and 
high schools of the community 
offering a “Graduation Threesome” 
special consisting of a brief case, 
pen and pencil set and billfold, all 
at a special charge if purchased at 
one time. Selections may be made 
by the instructor from a vast group 
of such merchandise. 

Finally, the office equipment mer- 
chant makes it a point to have a 
special graduation window display 
listing opportunities in the business 
world for feminine graduates. 

Each and every owner of a store 
or personnel manager or a firm is 
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urged to submit on their stationery 
a listing of requirements and jobs 
available for young women who 
emerge from school portals. 

These “reports from the business 
world” are posterized and placed in 
a special window display. 

Still another office equipment 
merchant realizes that summertime 
is vacation time and that many 
business executives enjoy a vaca- 
tion. Many stenographers and office 
workers take a “siesta” during the 
torrid months. This dealer offers a 
$5 cash award and five $2 awards 
for the best letters from office 
workers on “How I Spent My Vaca- 
tion.” 


Describe Vacations 


Vacations spent at home can be 
described just as ones spent many 
miles distant from the home clime. 
These “vacation epistles” may be 
submitted any time between June 
and the last week of August when 
contest closes. 

This merchant invites any office 
worker who is “out of a job” and 
available for summertime replace- 
ment work for a few days or weeks, 
to register and fill out a card which 
will be placed on a bulletin board 
on the premises. 

Many housewives who were 
former office workers are willing to 
secure a little pin money by work- 
ing for a limited time only. 

Executives and personnel mem- 
bers come in to consult this list of 
“replacements available” on the 
office toiler front. 

Nor is this all by any means. This 
office equipment merchant has dis- 
covered that many executives can- 
not be “away from the office” for 
any length of time. They can spend 
weekends away but that is the 
maximum. 

With this thought uppermost in 
mind, the office equipment dealer 
has asked all real estate agencies in 
the community to submit photos 
and information on cottages avail- 
able at nearby lakes, camps and re- 
sorts. These photos and descrip- 
tions are placed in an interior dis- 
play, contents of which change 
from week to week. 


Each and every week from June 
to September 1, a display of “week- 
end and summer cottages available” 
has been arranged for. 

This naturally stimulates store 
traffic during a time when traffic 
is imperative if the office dealer is 
to keep out of the “red and in the 
black” with any fair degree of 
success. 

Office dealer employees are quite 
apt to respond to the heat with a 
corresponding degree of inertia and 
a definite lack of interest in their 
sales activities. 

One dealer is offering a monthly 
prize of $10 to the employee who 
comes up with the best suggestion 
for stimulating summertime sales. 
Employees may dream up brain- 
storms revolving ‘round window 
displays, counter arrangements of 
merchandise, direct mail, newspa- 
per advertising, radio, anything at 
all which will cause summertime 
office equipment sales to spurt. Any 
store employee may write out one 
or a dozen of these summertime 
“promotional gestures,” and the 
more inexpensive and down-to- 
earth the promotion, the greater 
the chance of winning an award in 
June, July or August. 

This same office equipment mer- 
chant has installed an automatic 
coke dispensing machine on the 
premises and anyone making a pur- 
chase of $2.00 or more is invited to 
“have a coke on the house.” 


Free Refreshments 


Sales people are all instructed to 
offer ‘cokes to customers” with such 
purchases, and brief newspaper 
teasers invite purchasing agents, 
executives and office workers to 
come in and “have a coke while 
making a purchase.” 

In this connection the dealer is 
featuring “office bars” during the 
good old summertime. Any busi- 
nessman or office worker is cor- 
dially urged to write down on paper 
“my favorite summertime recipe 
for a cooling drink.” As many reci- 
pes as desired can be submitted by 
anyone and everyone. Many of 
these submissions are typed up and 
placed on exhibition on a conven- 
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ient wallboard, adjacent to a dis- 
play of office bar equipment and 
fixtures. 

Virtually every Main St. merchant 
and firm executive has a favorite 
“cooler” in the summer, and these 
recipes can be copied down because 
scratch paper and pencils have 
been thoughtfully placed nearby 

Still another office equipment 
vendor realizes that summertime is 
garden raising time. He has ar- 
ranged an inspiring window featur- 
ing garden tools and seeds, these 
alternating with account ledgers, 
bookkeeping forms and the like. 
Theme of window is, “Know what 
your garden costs you—how much 
you save by raising your very own 
food—KEEP ACCURATE RECORD 
OF GARDEN YIELD AS COM- 
PARED TO EXPENSE.” 


This office equipment 


be is a “ mmer— 


merchant 





let your sales 


by LESLIE E. DUNKIN 


feature writer 


@ LET YOUR OFFICE appliances 
Sales go on a vacation spree! Help 
others to enjoy their vacations, 
whether on trips, visiting, or at 
home, and your increased sales will 
go far toward more than taking 
care of a welcome vacation for you! 
The 10 following tips will help the 
public to become office appliances 
conscious to bring an increased va- 
cation trade to your store: 


“Going Somewhere?” was painted 
by an office appliances retailer 
neatly at the top of his display win- 
dow. He used white show window 
paint to get the passing public to 
look at the display. 

The same question, “Going Some- 
where?”, was presented in brilliant 
colors on the rear wall of the dis- 
play window, with folded travel 
highway maps spotted attractively 
around it. Scotch tape did this 
neatly and effectively. 

In his window space he portrayed 
a straight highway in the fore- 


18 


also has a tie-in display during the 
summer months with a local sport- 
ing goods dealer. The dealer loans 
tennis, swimming, golfing, bowling 
and archery equipment, together 
with fishing devices for a series of 
summertime windows. 


Snapshots Invited 


All office workers and executives 
are urged to bring in snapshots of 
their prize catches and maps show- 
ing choice fishing spots are dis- 
played from time to time. Local 
golf courses and swimming outlets 
submit photos for window display. 

Window posters urge businessmen 
and office workers to “relax” and 
make this a “sports summer.” 

Such window displays bring ex- 
ecutive and office worker into closer 
and more frequent contact with the 
office equipment dealer, especially 


since this dealer offers a $25 award 
for the biggest fish. The catch must 
be attested by two witnesses, and a 
sales slip must show a purchase 
made from June 20 through Au- 
gust 25. 

Witnesses must NOT be related to 
the fish catcher and must swear 
before a notary public as to weight 
and species of prize catch. 

This then is a resume of what 
can be done to keep summer office 
equipment contacts and volume of 
sales “up to snuff” and not “dog- 
gish” in character. 

Incidentally, at least one office 
equipment merchant places daily 
inside the premises a clipping from 
the local newspaper relative to fish- 
ing conditions over the state. This 
serves as a traffic-inducing device 
which is inexpensive, yet rings the 
bell. 


go on a vacation spree 


ground and a winding one in the 
background. Miniature automobiles 
and trucks were going in both di- 
rections on the two highways. Each 
car and truck carried an office mer- 
chandise item that might be of 
service on a trip or that might help 
the work at home go more smoothly 
while a vacation trip was under 
way. 

“Keep Spring in Your Business 
this Summer!” was dramatically 
presented by another retailer. Each 
item of office equipment and sup- 
plies displayed in the window stood 
on a coil wire spring, or several of 
them. A variety of sizes and kinds 
of these springs were used, depend- 
ing on the size and weight of the 
merchandise to be supported 


Use “Spring” Motif 

Finer wire coil springs were used 
as decorative points in the display 
and around the glass of the window, 
to increase the “spring” atmosphere. 
In the store, similar coil springs 
were hung by wires from the ceiling 
at prominent points. The public 
was reminded, too, of the repair and 
check-up service on office appli- 
ances offered by the store to keep 
the business “springing” along 
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For July 4 and then Labor Day, 
the country’s flag is used effectively. 
With a floodlight effect of small 
flags in the foreground and flank- 
ing both sides of the window dis- 
play, the public’s attention is di- 
rected toward the patriotic reminder 
on the rear wall, “Be Loyal to Your 


Display Suggests 

A double object was spread after 
the “Your.” The top word was 
“Country” while the bottom word 
was “Business” with a small flag 
after each word to punctuate the 
suggestions. The floor of the win- 
dow display presented a variety of 
office equipment and supplies to 
help to maintain and improve the 
operation efficiency. 

“Give Yours a Vacation!” was the 
theme of another effective vacation 
window display. Instead of a short 
“vacation,” the suggestion implied 
a well-earned retirement for badly- 
worn or outmoded office equipment. 

The window had an attractive 
display of up-to-the-minute office 
equipment and supplies. Back of 
each item was a worn and used 
article similar to it, but designated 
as “Yours.” The pointed question 
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was asked on a centrally-located 
card, “When did you buy yours?” 
In the center of another window 
display space was a miniature 
swimming-pool, utilizing a large 
mirror with a sandy beach border. 
Bathing suits were used for dec- 
orative atmosphere to present the 
latest in smaller office appliances, 
equipment and supplies. The theme 
card suggested, “Be in the Swim!” 
Another retailer traced in the 
center of the window glass an out- 
line of the state in which the store 
was located. Then, in the four 


corners of the wnidow glass, he 
traced with window-glass white 
paint on a much smaller scale the 
outlines of the four adjoining 
states 

The explanatory theme for the 
display was “Enjoy Your Trip!” 
Travel highway map folders added 


atmosphere to the presentation of 
helpful items from the store’s stock 
for such a trip or for the office at 
home during the vacation. A large 
wall clock was slightly above the 
center of the rear wall. Beneath it 
was the added reminder, “Every 
Minute of it!” 

“Let’s Enjoy it! Work and Play!” 
was the promotion theme of an- 
other vacation window display. A 
variety of play equipment in the 
foreground provided atmosphere. 

This included a small tricycle, a 
small wagon, baseball equipment, 
marbles, jacks, tennis rackets and 
other items. The rest of the space 
was devoted to office appliances, 
equipment and supplies that help 
the office worker to enjoy the work 
even in the Summer. 

“Make Your Work Fly!” was the 
promotional theme for another ef- 


fective window display. 

The retailer hung a good-sized 
juvenile desk by invisible wire from 
the ceiling of his window space. 
Cardboard wings were attached to 
the four corners of it. With the 
desk suspended in mid-air slightly 
above the eye level, the explanatory 
card, “Make Your Work Fly!” 
pointed to both the “flying” desk 
and the attractive display of mer- 
chandise to speed office work. 

A good-sized toy automobile was 
placed in the center of another 
window display with a spare tire 
prominently in place on it. The 
window card warner, “Remember 
that Spare!” 

Two of each item of office mer- 
chandise were presented in the dis- 
play. The front one was the regular 
while the second was designated as 
“that spare.” 





THE SALT LICK 
Monthly Musings on Salesmen 
and [heir Problems 








by L. R. ADDINGTON 


manager, 
wholesale division, 
Art Metal Construction 


Company 


™ MANY SALESMEN 
seem to have a fear of the 
future and they often ex- 
press themselves by say- 
ing “business is good but 
of course this is a sellers’ market.” 

The thinking of these men is quite obvious. They 
are saying to themselves, “When merchandise be- 
comes plentiful we will be in a so-called buyers’ 
market and business will then be bad.” However, 
if they will stop to think, reason will come to their 
rescue and they will realize, with the old timers, 
that our industry was born, developed, and made 
a good profit for thousands of salesmen and office 
equipment dealers during those years when the 
salesman carried the message of what he had to sell 
to individuals and business concerns. The desire 
to buy new products for the office was almost en- 
tirely the creative work of the salesmen on the 
Street. 

Stated simply, the salesmen had to seek out and 
pursue the buyer. 

We have been living for many years in a market 
where the buyer has been pursuing the seller. We 
can, any day now, find ourselves in a market where 
the seller must pursue the buyer. This will be a 
natural and good situation because the chances are 


OFFICE APPLIANCES, May, 1952 





that there will be as many companies with as many 
office workers as there are now with a need for 
better products and service. The only difference 
will be that two suppliers through two salesmen, 
may be offering two similar items at the same time. 
The salesman who knows his product best, is ac- 
quainted with the work problem which is to be 
solved, and who knows his customer best, will likely 
get the order. 


It is only in a so-called buyers’ market that real 
salesmanship comes into its own in our world of free 
enterprise. he salesman who daily puts to work 
the following points will not fail in his job as a 
salesman and i needs to have three ingredients in 
his makeup in order to make them work. They are: 
a desire to learn, faith in the future, and a keen 
desire to serve his customers. Coupled with this in 
his daily work, he needs also to: 

1. Know his customers and the important people 
in his customer's organization. 

2. Know his products and why his customer will 
gain by using them. 

3. Provide a constant flow of good advertising 
material to the key people in his customers 
offices. 

4. Be constantly alert and observing. 

5. Equip himself with clean, up-to-date price lists 
and catalogs. 

6. Be clean and well groomed. 
7. Plan each day's work carefully on the day 
before. 
8. Discuss his sales problems with his boss. 
9. Maintain a careful record of important facts 
about his customer. 

10. Constantly improve himself in sales tech- 
nique. 

11. Give the same attention and interest to the 
small or unlikely appearing prospect as is 

iven to the largest customer. 

12. Believe that he will get those orders which 
he earns. 

Each of these subjects will be discussed sepa- 
rately in following issues and it is earnestly hoped 
that they will serve a good and profitable purpose 
to the salesmen in our industry. 
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MODERN 
DisPlil 


for the 


OFFICE EQUIPMENT DEALER 


conducted by 


George By. Taylor 


P.O. Box 542, Long Beach, Calif. 


_ = good displa ys 





elaborate fixtures are not essential 


@ HERE IS A DISPLAY of chairs 
which proves that elaborate display 
fixtures are not an absolute neces- 
sity for an attractive seating dis- 
play. 

The Western Office Furniture 
Company, 428 S. Spring St., Los 
Angeles, Calif., made a very service- 
able arrangement by using one 
piece of 4 x 8-foot combed plywood 
to enhance its display of the popu 
lar Do/More Chair. 

As shown in the photograph, the 
plywood was cut to six-foot length 
and this was split to make the dis- 
play “wings” used between the glass 


and the wall panel on either side. 
The piece left over was put to good 
use as a center panel upon which was 
shown various brochures distributed 
by the Do/More Chair Company of 
Elkhart, Ind 

The wings were used to show pic- 
tures of the various chair models 
with pertinent information con- 
cerning each chair. The center cut- 
out sign emphatically told the name 
of the product and featured the 
Do/More seating plan. The mer- 
chandise included several executive 
models and secretarial chairs 

The two small readers carried the 





Chairs on Parade at Western Office Furniture Co., Los Angeles 
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caption “Sit Right Feel Right.” 
This well-lighted display on one of 
Los Angeles’ main streets did a good 
job of window advertising for the 
Do/More Chair Company and the 
Western Office Furniture Company. 

It is apparent from the photo- 
graph that in a very simple, inex- 
pensive manner it is possible for 
any firm to duplicate such a display 
with profitable results. These panels 
can be reversed for another display 
with a distinctly different effect 
The narrow panels could be used 
along the front of the window and 
the center panel hung in the center 
of the display. A new arrangement 
of the chairs would complete a 
brand new arrangement 


Promotes Well 

Mr. Tufeld has been a distributor 
for Do/More for many years and 
has done a splendid job of promot- 
ing this excellent line of office 
chairs. His windows are simple, but 
impressive, and demand the atten- 
tion of the many progressive busi- 
nessmen in the metropolitan area 

A feature of the window display 
at Western Office Furniture Com- 
pany is the splendid lighting system 
employed in the windows. The ex- 
tensions as depicted in the photo- 
graph throw the light where it is 
needed, right on the merchandise 
This is very important to the suc- 
cess of any display 

As we have stated in many issues 
of this column, light is the cheapest 
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advertising you can buy and “econ- 
omy in electricity” is an adage of 
the past. It has no part in modern 
merchandising, either in the store 
or in the show window. 


Display at Western Office Furni- 
ture Company holds an important 
place in the merchandising program 
of the store. You, too, can sell more 
office furniture by improving the 


display in your store. Think about 
it, plan for it and then see that your 
plans are carried out faithfully and 
with regularity. There’s gold in 
properly-displayed merchandise. 





Stationers Corp., Los Angeles, Display of Eversharp Pens 
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stripes do a job for Stationers Corp. 


@ HANS ANDRES, the genial dis- 


play manager at Stationers Corpor- 
ation, Los Angeles, Calif., has been 
a liberal contributor to this display 
column. He recently sent us three 
pictures of displays installed by him, 
each of which will find a place 
among these articles. 

Today’s ontribution shows a 
clever display of the Eversharp Star 
Reporter pen which was the means 
of creating many sales of this pop- 
ular item on Spring St., Los Angeles 

The pens were displayed on their 
original cards and unusual grace 
was added to the arrangement by 
means of striped paper. Attention 
was gained by means of a huge cut- 
out sign. This sign was made by 
Mr. Andres, who used a cut awl in 
creating his work shop 

Any dealer can purchase such a 
sign from the local sign man, and 
you can take my word for it that 
this is money well spent 
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The item is indelibly stamped on 
the mind of the shopper by the size 
of this attractive cut-out which was 
painted to contrast with the back- 
ground. Two manufacturers’ signs 
were used as “wings” on the back- 
ground and their very attractive- 
ness help to build sales of the pens. 

There is no better means by which 
volume can be established on a sin- 
gle article from your stocks than by 
such a display as illustrated. This 
is a definite way in which to build 
your cash register sales. Of course 
the size and type of business you 
are conducting has to control the 
amount of space and the time you 
allow for its showing. 

However, you cannot go wrong in 
planning a display of this sort if 
only shown over a week-end. Sta- 
tioners Corporation is fortunate in 
having a battery of windows. This 
firm can afford large windows for 
such purpose. The smaller store 


can devote smaller space with defi- 
nite success. 

We are once again indebted to 
Mr. Andres and to Stationers Cor- 
poration, Los Angeles, for letting 
us reproduce in these columns a 
display of a highly popular, nation- 
ally-advertised item. This illustra- 
tion shows a definive use for man- 
ufacturers’ aids. The value of these 
aids is appreciated not only by the 
small merchant, but is put to clever 
use by such large organizations as 
Stationer’s Corporation, one of the 
largest dealers in office equipment 
on the Pacific Coast. 

We shall present two more win- 
dows by Mr. Andres in coming is- 
sues of Orrice AppLIANces. They will 
be valuable and even if they cannot 
be reproduced in your store in de- 
tail they will present ideas which 
you, as an independent dealer, can 
use in arranging suitable displays 
that will increase profits. 
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OA ad display 
for May 


suggested by the advertis 
ing of Royal Typewriter 
Company, Inc. 


gw ON PAGE 63 of the January, 1951, 
issue Of OFFICE APPLIANCES appears 
a simple and impressive advertise- 
ment by the Royal Typewriter Com- 
pany, Inc. It advertises Royal port- 
ables to the dealers and at the same 
time suggests a window display 
within the reach of anyone who 
desires to do something different in 
increasing the sale of portable type- 
writers. 

All that is needed to install such 
a display are some costumers, some 
typewriter tables and three tri- 
angular signs each one bearing one 
of the illustrated captions “Stop,” 
“Look,” “Listen.” 

The three cards should be at- 
tached to the costumers which 
should each be placed behind one 
of the typewriters. The center table 
could be placed on an improvised 
platform formed by using a table 
top protected by a suitable covering 


























YOUR STORE NAME 





Royal Typewriter Co., Inc., Display With a Punch 


A spotlight should be directed on 
the center sign or, better still, on all 
three of the signs. Illumination of 
this nature will greatly add to the 
effectiveness of the display 

Of course after you have induced 





Come in - arrange for 70SLT + tree 
WO-day test in your own office 





Cesco Window Display ... The display pictured here was designed as a guide 
for dealers in building their own Cosco window display from materials on hand or those 
easily procured. This display was planned for a window with eight-foot frontage, six 
feet deep, but can easily be expanded or contracted to fit available window space by 
wider spacing of the products, or by eliminating one or two chairs if the window is 


smaller. 
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the customer to stop, look and lis- 
ten you must prepare a few perti- 
nent sales talks for his perusal. 
These can be prepared on small 
cards, preferably about 7 x 11 inches, 
supported by easels made of card- 
board and taped to the back of the 
signs. 

The message should be brief and 
satisfy the customer that your place 
of business is the place to buy his 
Royal portable. 

Such messages as “Buy Now”, 
“Color Feature”, “Terms”, “Ease of 
Operation”, “Magic Margin” and 
many others should be worked out 
as they apply to your store 


Display Your Name 


Your store name and the name of 
the Royal Typewriter Company, 
Inc., should of course appear in the 
display as you want to be sure to 
capitalize on the wonderful national 
advertising which is a part of the 
Royal service to you. It costs thou- 
sands of dollars and it would be 
folly for you to pass it by 

We are grateful to the Royal 
Typewriter Company, Inc., for the 
suggestion revealed by its smart 
advertisement. There is money in 
smart windows and here is one that 
anyone can carry out with a mini- 
mum of work 
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by Irving Settel, authority on retail advertising 





20. in-store advertising ups unit sales 
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m= THE PURPOSE of advertising is to get the 
potential customer into your store. Once accom- 
plished, it is then necessary to “sell” him your 
merchandise. 

However, advertising can play an important 
part inside as well as outside the store. Although 
often overlooked, “indoor” promotion can sub- 
stantially assist sales people in the final act of 
selling both advertised and unadvertised prod- 
ucts. In larger stores, it encourages a visit to 
various departments which might otherwise be 
missed. 

It is well to remember that only a small por- 
tion of your merchandise can be advertised in 
newspapers, with direct mail or on the radio. 

For the office appliance merchant, who usu- 
ally carries several different items, it is essen- 
tial to promote merchandise within the store. 
Once in the store, a person is usually in a buy- 
ing frame of mind. 


Consequently, “inside” store advertising is as 
important to the office appliance retailer as is 
“outside” advertising. It is interesting to note 
that every major outdoor media can be em- 
ployed advantageously inside the store. 

Let us briefly review a few of these which can 
effectively increase sales. 

NEWSPAPER ADVERTISEMENTS. Many re- 
tailers make double use of their newspaper ad- 
vertisements. For one, they serve to attract 
potential buyers into the store. Secondly, they 
are displayed within the store in an attempt to 
remind the customer at point of sale. In this 
way, they have a two-fold effect. Either regular 
size or enlarged for display, the newspaper ad- 
vertisement within the store has proven its 
worth. 


MANUFACTURERS’ PROMOTION. Many 
manufacturers supply retailers with a great deal 
of sales promotional material. Counter cards, 
window displays, store displays, reproductions of 
the manufacturers’ newspaper and magazine 
advertisements and so forth are yours for the 
asking, usually without charge. 


The use of manufacturers’ material is highly 
recommended. It is usually top-notch advertis- 
ing which will do a selling job by itself. In ad- 
lition, displaying these signs will add prestige 
to your own merchandise and serve to back up 
your own statements of quality, value and econ- 
omy. It gives the customer greater confidence 
in your store. 
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LEAFLETS. The use of leaflets in retail stores 
is gaining popularity every day. Either in a self 
service rack or distributed by hand to incoming 
customers, these promotional pieces are not only 
inexpensive but highly effective. Usually, un- 
advertised merchandise is displayed, with brief 
copy calling the shoppers’ attention .to specials, 
values, and so on, in the store. 

These leaflets can also be used as package in- 
serts to remind the customer of your store name 
when the package is opened. New items of mer- 
chandise for mail order have been effectively 
promoted in this manner. 

STORE SIGNS. Most office appliance retailers 
recognize the need for store cards and posters. 
However, many fail to realize the full selling 
possibilities of this medium. Informative signs 
are very helpful in assisting the salesmen to 
emphasize certain facts about the merchandise. 
They can be used to push unadvertised mer- 
chandise by drawing the attention of the store 
traffic. 


Prices, while very important on all signs, are 
not usually sufficient to offer enough informa- 
tion to the customer. 


PHOTOGRAPHS. Enlarged photographs of 
merchandise or information relating to the 
merchandise, can attract a great deal of atten- 
tion. An effective “selling” illustration has been 
to picture the merchandise in use, with large 
copy explaining its benefits or highlighting its 
merits. This has, in the past, greatly influenced 
the shopper. 

PUBLIC ADDRESS SYSTEMS. Also becoming 
popular, is the public address system. This is 
especially useful in large stores. It is used to 
broadcast brief announcements about the spe- 
cials of the day and to remind shoppers of ad- 
ditional needs. Some stores broadcast music 
between announcements in order to entertain 
the customers. Either “live” or recorded an- 
nouncements are possible and have been very 
effective. In some towns, where the law permits, 
a loud speaker is placed so that it faces the 
street. In this way, passersby are attracted by 
the announcement of “specials” into the store. 

Remember, “outside” advertising does only 
half the job. Good store promotion will not 
only complete the sales of advertised merchan- 
dise but will also increase the volume of un- 
advertised goods. 


(Turn to page 118, please) 
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improved facilities for furniture display 


by BERT MERRILL 


staff writer 


@ AN EXCELLENT EXAMPLE of 
how the eternal space problem in 
connection with the merchandising 
of office furniture may be solved 
with a little ingenuity is the hand- 
some $30,000 remodeling job, re- 
cently completed at J. S. Barnett, 
Inc., stationers and office furniture 
dealers of Waco, Tex. 


The Barnett organization, cur- 
rently headed by Frank Barnett, 
with brothers F. M. and J. S. Bar- 
nett, Jr., is one of the oldest office 
supply firms in central Texas, hav- 
ing been established in 1870 
Through three moves it has grown 
into a leading light in the area be- 
tween Dallas and the state capital 
of Austin. 


The firm was initially founded by 
Mr. Barnett’s father, currently re- 
tired, as a bindery, and through 
progressive steps, entered the job 
printing field, commercial printing, 
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and gradually, the “sideline” of 
office supplies. 

In 1917, after having occupied 
two previous locations, the firm 
moved to its present excellent loca- 
tion, on downtown Franklin street, 
a block away from the main shop- 
ping area, and convenient to Waco’s 
“Wall Street.” 


Here, the office supply busi- 
ness which had been initiated 
as a supplement to printing 
operations, began to flourish, 
due to heavy traffic and ad- 
jacency to office buildings, 
and as years went by, the Bar- 
nett organization augmented 
its lines with office furniture. 
Now, with a handsome, im- 


Solving a Space Problem 

. Three views of the remodeled 
quarters of J. S. Barnett, Inc., Waco, 
Tex. UPPER RIGHT: Note second 
floor display windows; LOWER 
LEFT: First floor salesroom; LOWER 
RIGHT: An old-fashioned high ceil 
ing permitted this handsome furni- 
ture showroom mezzanine to be in 
stalled in the Barnett store. 





pressive building second to none in 
the state, Barnett’s inventory em- 
braces every phase of office supply 
with the exception of business ma- 
chines, backed up by a modern 
printing plant, and several contigu- 
ous specialty departments. 

Many peculiar problems faced the 
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central Texas firm when the orig- 
inal remodeling plan was begun in 
early 1951. On the advantage side 
was the fact that Barnett’s owns 
the building occupied, plus another 
brick building, at right angles facing 
on a side street 

The two buildings were almost of 
equivalent size, but one had been 
built in 1870, and the other in 1916. 


This meant that remodeling meth- 
ods had to be almost entirely differ- 
ent in each building to take into 
account the variation in construc- 


tion and methods. 


Faced Problems 


Two major problems confronted 
the firm in undertaking the remod- 
eling plan. First, it was desired to 
develop an impressive front and 
colorful first floor eye-appealing 
enough to attract traffic from new 
business firms moving into the 
Waco area. Second, it was felt 
urgent create additional display 
and selling space for office furni- 
ture, which had long been a thorn 
in the side of the management, due 
to lack of square footage. 


Office furniture space has been 
provided through an extremely 
clever plan. “We found ourselves 
blessed with an exceedingly high 
first-floor ceiling,” Frank Barnett 
said 

“Actually it is more than 16 feet. 


At the rear of the building, just 
over the general offices, was a short 
mezzanine balcony, with just 
enough space that a tall man could 
stand comfortably on its floor with- 
out his head brushing the ceiling. 
This demonstrated to us that all of 
the space above the shelving level 
along the first floor was actually 
waste space, and that it could be 


converted into a separate sales 
room for office furniture.” 

With some artful engineering, 
special joists, trusses, and supports, 
a false ceiling was built over the 
first floor, eight feet above the floor, 
and level with the mezzanine bal- 
cony already mentioned. 

This “ceiling” which is, of course, 
the floor of the room above, extends 
the full length of the building. It 
provided a “mezzanine floor” be- 
tween the second and first, 100 feet 
long and some 45 feet wide, with 
ample space for complete displays 
of desks, tables, chairs, files, and 
even such large bulky items as 
sofas, directors’ and conference 
tables, and so forth. 

The quiet floor, conveniently 
reached by a short flight of steps 
at the rear, is done throughout in 
rich pastels, with a hardwood floor 
and an indirect lighting system, 
which brings the furniture out to 
maximum advantage. 

“We have found this new space a 
Godsend,” Mr. Barnett said. “It is 
no longer necessary to clutter up 
the first floor with desks and other 
bulky items set wherever space 
could be cleared for them. Instead, 
we can conveniently ask the cus- 
tomer to step up to the mezzanine, 
and handle his every need there.” 


A New Look 


Concurrently installing a new 
front of “Austin stone” mined near 
the state capital city, containing 
the fossils of many antediluvian 
creatures, the Barnett organization 
had an opportunity to dovetail the 
new furniture floor neatly into “the 
scheme of things.” 

What was done was to install a 
new facade of this stone all the way 


from the sidewalk to the roof of 
the building, and then to add two 
“all-glass fronts,” one above the 
other. 

The upper “all-glass front” is the 
front wall of the office furniture 
showroom, and because four power- 
ful floodlights are located along the 
ceiling above it, passersby in the 
street can readily see complete 
model offices, outstanding executive 
chairs and desks, on display. 


Many Changes Made 


At the rear of the building, sub- 
stantial changes effected include 
the removal of an old hydraulic 
elevator, and the building of an 
entirely new elevator well at the 
juncture of the two right-angle 
buildings. 

A former “skylight” which looked 
down into the printing plant, has 
been converted into a short hard- 
wood ramp, leading to the furniture 
storage room and paper storage 
room at mezzanine level in the 
newer, side-street building. 

Most of the remodeling seen by 
customers is on the first floor, 
which has been done over tastefully 
in a combination of green pastel 
colors, with blonde hardwood gon- 
dolas and display fixtures, a dropped 
acoustic ceiling and powerful two- 
line fluorescent lighting. 

The floor is asphalt tile to match 
the walls, and the lighting troffers 
are spaced neatly down the ceiling 
in two rows, to provide a soft, 
smooth glow of light over all. At 
the right wall, a single traveler 
duct is connected with a 10-ton 
Chrysler Air-Temp package air con- 
ditioning unit, which keeps the 
temperature at a pleasant 80 de- 
grees the year around. 








Chairs for Hospital . . . The staff consultation room at the 
lowa Hospital, lowa City, lowa, where the Milwau- 
furnished the chairs for comfortable seating. This 


University of 


Kee Chair 


More Milwaukee Chairs _. 
Co. installation at the University of lowa Hospital, lowa City, 
Iowa, part of the 62 upholstered chairs furnished. These were 


| 
= e _ ‘4 





Another Milwaukee Chair 


; ’ 1A 
installation was sold 





through Frohwein Supply Co., Iowa City. sold through Frohwein Supply Co., lowa City. 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:—- 
CONFIDENCE .. . COUR. 
AGE ... CO-OPERATION 


m@ GORDON LOWE, editor of the 
illustrious Luckett Loose Leaflet, 
that zestful house organ of the 
Luckett Loose Leaf Company, Ltd., 
of Toronto, Montreal, Winnipeg and 
Vancouver, Canada, easily rates the 
May, 1952, award of our genial Mr 
I. Will Pepper-Upper. 

Therefore, Mr. I. Will holds his 
telescreen proudly aloft with this 
winning Pepper-Upper-of-the- 
Month, which Mr. Lowe featured in 
his Vol. 9, No. 11 edition, giving a 
credit line to Avery Hillis of Good 
Business. Here it is focused sharply 
in all its forcefulness: 


Optimiam ia the 
most aatisfactory 
attitude we have 
found, the moat 


conducive to suc- 
cess and happi- 
nessa. Uptimiam ita 
more FUN thar 
pessimism. 








... thank you again Gordon Lowe 
for this lead-off hit. And we want 
to thank you for that important 
“12 Pet Hates of Purchasing Agents.” 
If you wish them we thought you 
might like to have Gordon's Toronto 
address, which is 11-17 Charlotte St 


* * > . . *“ * 


One of the most inspirational 
contributions we have ever received 
is from a comparatively newcomer 
to the trade, one who took the time 
to furnish this timely article from 
another right pert house organ 
known as The Right Hand. Here it 
is in its important entirety 


WELCOME GRADUATION CLASS OIF 
12 
Every June American colleges de 
liver thousands and thousands of grad 
uates to be pulverized, ioniz ind a 
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similated into the great cauldron of 
industry. It is commendable how rap- 
idly the aspiring graduate loses his 
frictional points and learns co-ordina- 
tion and co-operation 

Perhaps a few words of admonition 
may be offered by employers who have 
lived enough years to remember how 
things were done prior to War I. Amer- 
ica has always been a nation of sales- 
men. Salesmen and missionaries intro- 
ducing new inventions from gas-savers 
for Fords to combination washing ma- 
hines that are able to sing lullabies 
to babysitters salesmanship has 
brought the highest standard of living 
ind comfort to American homes 

During the past years, we have read 
everal articles lamenting the decline 

American salesmanship. It is true 
that wars created shortage of goods 
which resulted in a seller’s market; and 
frequently the salesmen were demoted 
to be only order takers or service men 
Where once the aggressive, live-wire 
salesman continually studied not only 
his own product, but also that of his 
competitor, there is danger today that 
the sales department is depending upon 
the customer being educated by radio 
rv, or mail 

There has never been a better time 
for young college graduates to start at 
the bottom and learn every detail of 
the product or service of their com- 
pany A future successful salesman 
must never suffer from inertia of ef- 
fort, nor atrophy from sales resistance 
offered by customers who fail to appre 
ciate the merchandise he sells 

There have been so many excellent 
olumes written on salesmanship that 


we will refrain from giving the names 
iny of them, but may we offer a few 
xioms which our years of observation 


have taught us are important 

First: Honesty nothing will close a 
sale quicker than the confidence which 
the buyer has in the salesman and in 
he integrity of the company which he 
epresents 

Second: Complete understanding of 
the use of the product and require- 
ments of the customer The 
must realize the extent of his cus- 
tomer’s present and seasonable require- 
ents and try not to exceed them 
Third: Full appreciation of the re 
sponsibility of his position as repre- 
sentative of the employer; just as good 
distribution is as essential to pros- 
perity as accurate production, so must 

successful salesman stand as an 
ipostle of free enterprise and the Amer- 
ican Way of Life. Again we repeat that 
this is the kind of salesmanship that 
built America It was part of the old, 
onfident pioneering spirit which could 
without trying to 
ypen it and pass through 


salesman 


not face a doorway 


7 om * 7 . a * 


I-D-E-A 


E-X-C-H-A-N-G-E 


Presented 
each month to 
give your dol- 
lars CENTS- 
INSURED 
Plus SENSE- 
ASSURED! 
Remember 
the price— 
ONE IDEA FROM YOU FOR EACH 
IDEA ORDERED BY 
YOU !!! (Always men- 
tion idea number), and 
address the co-ordinator 
of this page, Care of Shaw and 
Borden Co., Box 2153, Spokane 10, 
Wash. Use this same address in 
sending in your thoughts for our 
Mr. I. Will Pepper-Upper, Here’s 
an Idea From Under My Very Own 
Hat, and Terse Trailer departments 
of BUSINESS BUILDERS’ monthly 
telecast. 


* « * * + & a” 





This was a consistent flood month 


OFFICE APPLIANCES, May, 


of requests for Business Builders; 
and oddly none of our correspon- 
dents enclosed B. B. of their own in 
payment as per our IDEA EX- 
CHANGE plan. However to each we 
sent their requested Business Builder 
with the notation “that perhaps 
INCOME TAX MONTH had made 
them overlook their enclosure of 
their own pet BUSINESS BUILDER 
and to please send same in return 
RIGHT SOON.” One of these re- 
quests bears special mention for he 
is the 4lst correspondent desiring 
Business Builder No. 2-52-3, which 
was “Six Themes We Used in a Suc- 
cessful Direct Mail Promotion in 
1951: and Seven Key Ideas We Are 
Going to Feature in Our 1952 Series.” 
Next month we are confident we 
will have a galaxy of BUSINESS 
BUILDERS to present for your con- 
sideration. 


* * * * * * * 


Again we emphasize: 
“TERSE TRAILERS 
PRODUCE FOR YOU!” 


So send in your TERSE TRAILERS 
and there’s a prize for each one 
used. . . 


. and this time a TRIPLE TIE, 
therefore we'll use all three and 
send each a most unique award in 
the shape of distinctive paperweight 
from the largest silver-lead-zinc 
mine in the world. . . and here we 
televise the scripts of the TRIPLE 
TIE winners: 

No. 1 on the May, 1952, Terse 
Trailer Hit Parade is from a Geor- 
gia stationer, who chose these words 
of Carlyle: “Experience takes dread- 
fully high-school wages, but it 
teaches like no other.” 

No. 2 runs true to New England 
homespun pattern, and it is from 
a Massachusetts stationer, who puts 
a down-East twist to it as he re- 
ports: “Nature gives everybody five 
senses .. . touch, taste, sight, smell, 
and hearing. But the other two... 
horse and common, you have to 
acquire!” 

and No. 3 comes to you as 
one of the favorite desk mottoes, 
source not known, of C. O. Schlaver, 
associate editor of OFFICE APPLI- 
ANCES. It truly catalogs correctly 
that arch-enemy of all of us: 
“Worry is the interest paid in ad- 
vance on trouble that never mate- 
rializes.” 


38, 3, 3 Ie 


Office-efficiently yours! 
RALPH B. ORTEL 
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ers B. L. Marble Chair Co. 














on - 
n in ar . ae 
EX- Office-of-the-Month 
1 we j 
Ider Selling Plan 
1aps 
lade The B. L. Marble Chair Co. has had an 
ol enthusiastic response from dealers concern- 
IER ing its nev les promotion suggestion, 
urn Office-of-the-Month.”’ As the name implies 
; this feature ertain grouping of desk 
re- 
nd chairs for that particular month. It 
r he represent kage deal.” This group- 
ring ng can be tively promoted by the sales 
1ich rganizat : lisplayed on the floor or 
es n the wi w. Subsequent months will 
uC 
spotlight oth« roupings and dealers are 
in yiven advance information on the chairs 
Are selecte 
ies 
we 
ESS 
on- 
) Above... The May “Office-of-the-Month” 
: grouping. This is a Chippendale ensemble 
-RS , and shows the B. L. Marble No. 3292AF 
ny executive posture chair with the No. 2534 
one guest chair. 
TIE 
and 
i in 
ght 
nc 
we 
»LE 
rse 
or- 
rds 
ad- 
it 
ind 
on At Left ... The B. L. Marble Co. in April 
featured this ensemble utilizing the No. 
uts 1939'2R executive posture chair with the 
re- No. 1938R matching arm chair. 
five 
ell 
as 
eS 
rel 
'LI- 
tl 
uS 
id 
te- 
a Hoosier Desks Pictured is a busy 
mt fice s tA Products Co., Atlanta 
W workers are using Hoosier 
esks by Braun & Rutherford, 
EL 
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recent 
installations 


Seating by Guniocke ... Here is an 
installation featuring Nos. 2269 and 2295 
AC chairs made by W. H. Gunlocke Chair 
Co. Bene & Co. of Providence, R. L, in- 
stalled the chairs in the lodge hall of the 
new Masonic lodge at Providence, carrying 
out the specifications for both utility and 
comfort. 
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Desks by Leopold . Storey-Ken ' | | 


worthy Co., Des Moines, Iowa, made this 

impressive installation for the Peanut Corp eS & ro t—+ 
of America, equipping all of the offices ‘ j 
after a general remodeling job by the cor i Sh. Be Be 
poration. Desks manufactured by The se we fe | 


Leopold Co. were used and in the picture 
are visible a JSL-378-60 and a JSL-20-C 
also a JSL-760 table. These are all in 210 
finish. On the walnut panel walls the 200 
finish was used. In all offices there are 
overhanging type desks and every office 
has a table and a phone stand. The chairs 
were furnished from Milwaukee 


Taylor Chairs ... J. D. LeBlanc, Inc 
New Orleans, La., Taylor chair dealer 
equipped this private office of “Bud” 


Walther, secretary-treasurer of Walther 
Bros. Co., Inc., New Orleans. In addition 
to the Taylor chairs the office is furnished 
with Leopold desks 
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Use G-W Desks... Pictured is the main 
fice of Bottling Co., St. Louis, Mo., 
wing tl stallation of Globe-Wernicke 
Stre rm] esks. At the rear left is the 
t desk with overhanging 
I p typewriter, as well as flat 
executive model desks are in the fore- 
ngs yroul be-Wernicke steel desks 
nw have molded tops and island bases with 
“hi 1djustable rew glides. All desks are 
110 Th yuipment was purchased from 
ind installed by Comfort Printing & Sta- 
tionery t. Louis 


























Chairs for Directors .. . Kuhlman 
Office Supply Co., Baton Rouge, La., made 
this impressive installation of chairs manu- 
factured by Stationers Mig. Co., Fort Worth, 
Tex., for the directors’ room of the Dixie 
Electric Membership Corp. at Baton Rouge. 
The No. 151 series Samson table of genuine 
walnut, 192 x 48 inches, was made by 
Mutschler Bros., Nappanee, Ind. The chairs 
include 18 special made directors’ type, 
genuine walnut and four No. 109% side 


type. 





Choose Shaw-Walker Furniture 

I tsburgh Plate Glass Co., re- 

ently 1 é into a new building which 

ise A housing facilities as well as 

f branch at Kansas City, 

this complete installation 

V r desks, tables and files, 

the! Is wi tw-Walker “Correct Seating” 
ranged by Willard Harrison 

y Ptg. & Staty. Co., Kansas 
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14th annual featuring of 


SLHOUL EQUIPMENT & SUPPLIES 
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profitable orders from school boards 


by ALBERT S. KESHIN 


feature writer 


@ PERSONAL DEMONSTRATION 
of school furniture plus facilities 
for repairing or salvaging used or 
damaged equipment is providing a 
ready entry for board of education 
business for The Walters of Madi 
son, N. J. 

Although quartered in a small 
town, this dynamic enterprise is 
a convincing example that school 
orders can be obtained in satisfac- 
tory consistent volume through 
organized contacts with the pur- 
chasers, together with a means of 
reconditioning desks and chairs 
which ordinarily would have to be 
discarded. 

The first step in such a concen- 
trated program is through direct 
mail serving to introduce the firm’s 
facilities and smooth the path for 
the salesman’s call later. 

The most attractive mailing piece 
is an 8% x 1l-inch brochure illus- 
trated with sample lines and giving 





Gerard 


Ready for Service 
Walters (right) supervises the assem 
bling of a school desk unit as sold by 
The Walters, Madison, N. ] 
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specifications and colors. These do 
not list prices but are identified by 
number. They are sent to the super- 
vising principal or other authorized 
buyers. 

It is note worthy that this bro- 
chure is not stapled or bound in 
any way. Loose sheets are inserted. 
The reason given is that some of 
the items available at press time 
may be in scarce supply or entirely 
unobtainable when the brochures 
are distributed, since they are 
printed well in advance and in large 
quantities at a time. 

In such an event, all that is nec- 
essary is to pull out the insert de- 
scribing the scarce merchandise 
without the necessity of scratching 
out this stock or otherwise dam- 
aging the mailing piece. 


Use Follow-Up Plan 

A few days later this circular is 
followed up by a mimeographed 
postcard calling attention to the 
mailing and suggesting that the 
principal consider his needs at 
the next board meeting before price 
rises and shortages foul up their 
budget 

The company then states that it 
will gladly deliver and bill next 
July or August any orders placed 
immediately. 

Then follows a series of similar 
postcards in which particular items 
are emphasized. For example, one 
of them headed “Important Notice 
re Enrollment Increase” states 
that “we have in our warehouse for 
immediate delivery a supply of 
wood desks and chair sets in all 
sizes as well as the Arlington Uni- 
versal classroom units in large size 
and also a few ‘Clarin’ steel folding 
chairs. For full description please 
refer to our catalog mailed you 
earlier in the year, or write for a 
new one.” 





Herbert Walters 
(left) and his son Gerard, owners of 
The Walters, schoo! furniture firm of 
Madison, N. J. 


The Owners . 


These cards also bear a rough 
sketch of the items described. 

So valuable has this mailing 
effort been in calling attention of 
school purchasers to needed items, 
that the firm has found it worth- 
while to install its own mimeo- 
graphing department, with enough 
production to keep this section busy 
on a ’year-round basis. 

The direct mail campaign is fol- 
lowed by personal calls in which 
salesmen demonstrate and explain 
the equipment described and which 
presumably some of the schoolmen 
have read or heard about. 


Cover Entire State 


For this purpose, the entire state 
of New Jersey is covered by three 
outside salesmen who work largely 
out of their homes. They report to 
the office either by phone or in per- 
son about once a month, with their 
orders, of course, being mailed in 
regularly. 

This arrangement saves valuable 
time for the salesmen in going 
about their duties and also is bene- 
ficial to the school people since all 
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they need do is to call at the sales- 
man’s home nearest them, reducing 
phone expenses to the home office 
and Madison, and expediting serv- 
icing 

The salesmen take with them the 
usual type of portfolio carrying 
photographs, prices, samples, spec- 
ifications and order blanks, as well 
as another batch of the firm’s cir- 
culars printed matter which 
they leave upon calls. 

In addition, they take a full line 
of sample or as much as their 
automobile station wagon will 
hold 

The value of bringing this equip- 
ment along is soon apparent. When 
the principal is engaged in conver- 
sation, he may evidence interest in 

item described in the 
mentioned by the sales- 
latter can then go out 
bringing in the furni- 

land give the principal 
look it over and mull 


over itS merits 


a particuilal 
circular oO! 
man. The 
to his auto 
ture discuss¢ 


a chance 


Writes Specifications 

Then, the principal is advised to 
write into his specifications that he 
wants so many chairs or desks of 


the Walters type or its equivalent.” 

Instead of requesting any kind of 
folding irs, for example, the bids 
will then specify a particular name, 
type and brand which gives the 


Walters company an immediate 
immense advantage in submitting 
their bids. 

It’s a bit of sales psychology 
which reacts favorably to any firm 
in such a position, since it narrows 
down the competition to particular 
makes which the supplier is in a 
position to furnish. 


Salesmen Appear 


Furthermore, the members of the 
school board are presented with 
concrete evidence of what the 
school needs. This procedure is 
often followed up by the appearance 
of the salesman at the board meet- 
ing during which he will demon- 
strate equipment in which the 
group may be interested and go 
into a full description of its merits 
and price. All of this, of course, is 
the result of the initial contact 
with the supervising principal or 
his representative. 

Such selling procedure entails 
trained salesmen who are trained 
both at The Walters home office 
and at some of the leading fac- 
tories. Their ready knowledge of 
the merchandise and ability to 
answer all questions put to them 
immediately is highly impressive 
with an intelligent audience such 
as school people. The salesmen are 
paid on a drawing account and 
commission basis. 





Invitation to Teachers... 
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Another valuable means of gain- 
ing attention of school buyers is 
through booths at their annual 
assemblages. The Walters always 
has an eye-catching exhibit at the 
annual convention of the New 
Jersey State Teachers in Atlantic 
City as well as the manufacturers’ 
show at the national convention of 
the supervising principals which 
was held recently at Atlantic City 
also. 

These booths in which executives 
of the firm are usually present pro- 
vide an excellent opportunity to 
talk to prospective buyers and build 
up contacts which can be capital- 
ized on later. 


A Selling Point 


A strong selling point is the firm’s 
offer to supplement the manufac- 
turer’s guarantee on all new equip- 
ment purchased. To impress pur- 
chasers with the company name as 
well as the brand, a small decal 
giving the Walters signature line 
is placed on an inconspicuous spot, 
such as under a chair. Thus, any- 
one interested in getting similar 
furniture knows where to buy it. 

As a precaution, however, the 
color of this gummed label is 
changed yearly so that the firm 
knows when the furniture was pur- 
chased, can refer to its own files 
on the transaction, or, if need be, 





Mr. and Mrs. Gerard Walters at exhibit of The Walters of Madison, N. J. 
This scene was pictured at annual convention of New Jersey State Teachers Assn. in Atlantic City, N. J. 
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can mention that this particular 
line is out of stock or otherwise un- 
obtainable because of the time lag 

Another factor which has been 
highly instrumental in bringing in 
orders, particularly from _ school 
boards in rural areas and the 
smaller communities with limited 
budgets, is the firm’s facilities for 
reconditioning and salvaging old 
and damaged school furniture 

With a large service shop on the 
premises and six skilled cabinet- 
makers and carpenters at the firm’s 
disposal, The Walters store can 
make much of this worn-out furni- 
ture look like new at considerable 
savings to the school boards 

This service is an extra ingredient 
which has gained the company 
many friends and served as a con- 
venient means of entry for school 
business. 

A recent example serves as an 
apt illustration. A large school 
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suffered a disastrous fire. Some of 
the furniture was saved and brought 
to The Walters where it was re- 
painted and new tops put on, the 
entire job costing about half of 
what brand new equipment would 
entail. This made strong friends 
with that particular school and the 
firm has been getting its business 
ever since. 


Shop Streamlined 

The service shop has also stream- 
lined some old items which were 
popular, such as making lift-lids 
which are in strong demand in 
country districts. Another demand 
service is in cutting individual ink 
holes. 

The creative talent of the cabinet 
makers is also called into play when 
they turn out samples and designs 
to conform to certain specifications 
produced en masse by the manu- 
facturers 





. 

The firm emphasizes, however, 
that it does not sell reconditioned 
or used furniture as such, but offers 
its shop services only to buyers who 
turn in equipment for their own 
use later. The shop is prepared to 
make repairs, installations, altera- 
tions and refinishing. 

Deliveries are made by truck 
either direct from the manufacturer 
or from the company’s own ware- 
house in Madison. During the 
height of the season in the summer 
when school orders are prepared, 
every inch of available local ware- 
house space is crammed with stock, 
some of the neighborhood empty 
garages even being utilized for this 
purpose. 

The business is a family enter- 
prise as its name suggests. It was 
established in Madison in 1936 by 
Mr. and Mrs. Herbert Walters who 
are joined in the management by 
their son, Gerard. 


stress “back to school” supplies 


by W. B. STODDARD 


feature writer 


gw SCHOOL SUPPLIES—typewriters 
in particular—should be brought to 
the attention of students and the 
general public early in August at 
the latest, for in the majority of 
cases if a machine is to be pur- 
chased budget terms must be ar- 
ranged. 

It is well, also, to feature the 
small items—pens, pencils, crayons, 
erasers, note books, steno blanks, 
ink, tape and calipers in order to 
get a fair share of the trade, for the 
variety stores get in their colorful 
displays at an early date. It is not 
so much the profit that accrues 
from the sale of these small items, 
as it brings scores of people into 
the store, who have a chance to see 
your typewriters, desk sets, files, 
and other office appliances that run 
into money. 

Strawn’s, Boise, Ida., ran a one- 
column ad in the Sunday paper 
“Check List for Back to College. 
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Fall college days are rapidly draw- 
ing near. Save yourself a lot of 
time and trouble by selecting the 
items you will need now—Wherry 
luggage, Smith-Corona portable 
typewriter, Sheaffer and Parker 


+ 


a 
af 


pens. Lay it away now at Strawn’s.” 

Another ad of similar size advised 
“One stop for school supplies from 
first grade through high school. 
Your name free on any leather note 
book.” They quoted 12 necessities 


Bacy, 
Sipmtoc, 


~~ 





Here’s How Nash Co., Pasadena, Calif., Sells School Supplies 
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A “Back to School” Window at Schwabacher-Frey Co., Los Angeles 


rade students, and 12 
1 high school pupils 


for primary 
for junior an 
A window complementing the ads 
showed Remington and Smith- 
Corona typewriters, tabulating ma- 
chines, chair pads and several files 
In a rack above the machines were 
a number books, including sev- 
eral types of dictionaries. Near the 


front of the store is the fountain 
pen department, which is_ kept 
brightly lighted at night, and can 


be seen through the glass doors. 


Stress Impulse Sales 


The cash re 


ter of the tore 


rister is near the cen- 
, and all around it 
of small school and office 
supplies, which lead to many im- 
pulse purchases. Metal desk furni- 
shown in the front of 


are score 


ture 1S alist 


the store 

McWhorter-Youn, Inc., San Jose, 
Calif., arranged a very attractive 
window chool stationery. Against 
an old-rose background was a black- 
board on which was chalked “Back 
to School On steel fixtures and 
on the floor were portfolios, inserts, 
typewriter paper, carbon paper, 
note b rulers, steno blanks, 
calipers, pencils, chalk, paste and 
other school supplies. 

In the center of the store is the 
schoo] ipplies section, a large 
Square, holding all the essentials for 
school, from kindergarten through 
college. In the extreme rear is the 
office es section, where files, 


ledgers, day books, letter scales and 
tationery are shown 


~ 


Knowi that many relatives and 
give some parting 
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gift to the boy or girl going away 
to school, across from the school 
supplies section is a large table 
holding many small gifts which 
can be packed in a suit case, desk 
clocks, picture frames, small pic- 
tures, bud vases, and various small 
leather items. People coming in for 
school supplies noted the various 
popular price gifts and many im- 
pulse sales were made. 

A clear-cut window of school sup- 
plies, with emphasis upon supplies 
for college students, was arranged 
by the Nash Company, Pasadena, 
Calif. The background was brick 
red—which at once caught the eye 
of the passerby. On a stand was a 
big open dictionary, with several 
atlases on the shelf below. 

A white fixture held several type- 
writers, a globe, and a number of 
cameras. School books were scat- 
tered over the floor. On the wall 
were two simulated slates on which 
were chalked “Back to School Sup- 
plies.” 


Promote Leather 


Lowman & Hanford, stationery 
dealers of Seattle, Wash., made a 
specialty of promoting the sales of 
all manner of leather books to stu- 
dents. An ad called attention to 
eight different types—leather bound 
record books, such as personal rec- 
ords, notes, MSS books, address 
books, engagement books, stock 
books, autograph albums and trans- 
fer record books. Another ad fea- 
tured telephone book covers and 
leather covered thesis books. 

Ads are run in the students’ own 


daily paper, circulated both on and 
off campus. 


Appealing especially to the young 
people who had graduated from 
high school, and were entering a 
business school, or going away to 
college, The Selma Typewriter Com- 
pany, Selma, Ala., came out with a 
big ad headed, “It’s Time to Gradu- 
ate to the World’s Fastest Type- 
writer.” 


Display Helps 

They illustrated two of the 
machines, one of the portable, the 
other standard type, and told of the 
advantage of having a machine at 
home or in their college room to 
practice for speed, or do their 
themes in a clear and legible man- 
ner. They backed up their ad with 
a window display of typewriters, 
comptometers, a metal desk and 
comfortable office chair—suggesting 
that a proper table and chair made 
typewriting much easier. 

On the wall of Fisher’s, Tacoma, 
Wash., was a big card, with circles 
of red and green. Opposite the red 
circle was “Stop at Fisher's” be- 
neath it “Before You,” and opposite 
the green circle “Go to School.” 
These stop and go signals attracted 
much attention. 


Another card said “Our School 
Supplies Stock is Now Ready.” 
Against a desk leaned a 30-inch 
pen, topped with a grotesque head, 
and a four-foot lead pencil. On the 
desk was a Webster’s unabridged 
dictionary and a big globe. On the 
other side were boxes of pencils, 
crayolas, abridged dictionaries and 
reference books. On the floor were a 
typewriter, note books, pencils, 
school satchels and art supplies. 


Supplies Spotlighted 

Schwabacher-Frey, Los Angeles, 
set forth a series of windows de- 
voted to school supplies of all kinds. 
One display featured a _ portable 
writing case “ideal for service men, 
business men, travelers and stu- 
dents;” drafting supplies and small 
leather goods. On the wall was a 
big card “Back to School,” and 
autumn branches were used as 
decoratives. A window devoted to 
artists’ supplies had against a pale 
green background an easel with a 
painting of daffodils, flanked with 
a five-foot red pencil and yellow 
ruler. 

A stationery window showed open 
boxes of red, brown, navy and car- 
dinal writing paper, with bottles of 
blue and white ink. On the wall 
were a number of college pennants. 
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she’s successful in 
a man’s industry 


wm ON JULY 1, 1919, Arthur E. 
Taylor opened a new typewriter 
exchange business in New York 
City. Two weeks later he col- 
lapsed in an illness which proved 
fatal 16 weeks later. 

Thus it was, on July 26, 1919, 
that his wife, Jessie I. Taylor, 
went to work in an unfamiliar 
business but one in which down 
through the years she has won 
the admiration of her male com- 
petitors for her business acumen 
and sales ability 


Heads Business 


Today, Jessie is president of 
Globe Typewriter & Adding Ma- 
chine Company, Inc., 37 Murray 
St., New York City, the business 
which she bravely carried on as 
her husband had planned. 

Although competition is great 
in this field, Mrs. Taylor has 
found that prompt service and 
skilled workmanship keep cus- 
tomers for her firm in the fields 
of government, television, radio, 
newspapers, communications, 
transportation and insurance 

A son, Arthur R. Taylor, is now 
an active partner in the firm as 
vice-president and treasurer. 
Mrs. Taylor is proud of her fam- 
ily which includes two married 
daughters and three grandchil- 
dren. 


Her Friends Helped 

Those early years were hard 
ones and Mrs. Taylor says kindly, 
“The men who knew and re- 
spected my husband did every- 
thing in their power to help me 
carry on. I could always call on 
them for advice on prices and 
how to make estimates on ma- 
chines I was not familiar with. 

“During the 16 months Mr. 
Taylor lived after I went to work 


he taught me all about 
writers.” 

Of her first day in the office 
machine industry, Mrs. Taylor 
recalls: 

“IT learned the hard way, how 
to solicit customers. In those 
days in the lobby of office build- 
ings a sign was posted, ‘No Can- 
vassers, Peddlers or Solicitors 
Allowed in This Building.’ 

“T was caught and politely put 
out of the building. I went back 
to my office, sat down and wept. 

“T tried again in the afternoon. 
This time I took some names of 
firms located on different floors 
from the lobby directory. I walked 
into an office and was surprised 
when the young lady said, ‘I 
want an Underwood typewriter 
with pica type and a red and 
black ribbon. Have you got one?’ 

“T took the order and rushed 
home to Summit, N. J., to tell my 
husband that I had sold a type- 
writer. The first thing I asked 


type- 
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“History Repeats” 
Says Mrs. Taylor 


“During the last 32 years | 
have been in the typewriter 
business there have been three 
wars—this is a war we are 
having now. 

“History seems to repeat it- 
self. Again we have shortages 
of office machines and high 
wholesale prices for rough ma- 
chines. The cost of the finished 
rebuilt typewriter is so high 
that it leaves little profit for the 
dealer. 

“It is more profitable for the 
customer and the dealer to re- 
claim the customer's machine 
than to exchange it for a re- 
built machine.” 


Old ji 








Jessie I. Taylor 


was, ‘Daddy, what does she mean 
by pica type and where do I 
get it?’ 

“We did not have a stock of 
machines, just a mechanic and 
an office boy. Mr. Taylor told me 
to see Mr. Ramer, who was with 
the Wholesale Typewriter Com- 
pany on Broadway, New York 
City. Mr. Ramer was very inter- 
ested in my problem and told me 
to go out and sell all the typewrit- 
ers I could and he promised to 
instruct his shop to carefully 
inspect them for me 


Rebuilding Pays 

“IT soon learned that it was 
easier to sell rebuilding the cus- 
tomer’s typewriter than to re- 
place it was a rebuilt typewriter. 
In those days a new typewriter 
cost $102.50. The rebuilt type- 
writer cost $85.00 and the profit 
was small because the wholesale 
price of the rough machine was 
$57.50.” 

Mrs. Taylor has long served in 
New York OMDA and the na- 
tional association. She was 
elected a NOMDA director and 
was treasurer for four years. 

She has won the esteem of 
both competitors and customers 
Recently her firm rebuilt a type- 
writer which came from Seward, 
Alaska. This should be a record 
for long distance rebuilding. 
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The Biggest Shareholder 


@ R. J. KOCH, president of Felt & Tarrant 
Manufacturing Company, is among those execu- 
tives who have provided pertinent comment 
anent the present situation in which taxes are 
wiping out corporate profits to an alarming 
degree. 

Points out Mr. Koch relative to the 1952 finan- 
cial report of his own company, “Shareholders 
were paid $2.00 per share in dividends during 
1951, while federal and foreign governments re- 
ceived $3.06 per share in income taxes. Thus 
you can see that the tax collector is the largest 
shareholder in the enterprise.”’ 

Similarly Walter E. Ditmars, president of the 
Gray Manufacturing Company, says, as his 
company paid shareholders $1.84 per share for 
1951, compared to $1.83 per share for the year 
previous, “This inconsequential increase in net 
profit, as contrasted with a 4342% rise in oper- 
ating income, is attributable to a single, readily 
identifiable factor—the staggering, discrimina- 
tory, and almost confiscatory tax burden.” 

Harsh words these, “Staggering, discrimina- 
tory and almost confiscatory.” But we imagine 
that the executives of other companies through- 
out the nation would speak in the same blunt 


language. The U.S. News & World Report lists 
these figures: 
What U.S. What Company 
Takes Per Has Left 
Company Share After Tax 
U. S. Steel $15.24 $7.05 
U. S. Gypsum 20.60 12.39 
International Harvester 8.72 4.80 
Bethlehem Steel 18.38 11.11 
Firestone Tire 19.42 12.40 
American Tobacco 8.88 6.07 
Bendix Aviation 9.55 5.58 
Douglas Aircraft 9.81 5.77 
U. S. Rubber 40.38 17.24 
Northern Pacific 9.84 6.43 


“The chart,” says this magazine, “shows that 
in every case the Government is taking a larger 
share of earnings than the company is allowed 
to keep or distribute to its stockholder. Some 
companies turn over the profits on nine months’ 
operations to the tax collector.” 

The Government doesn’t sit in on the direc- 
tors’ meetings but today it’s the highest-salaried 
executive, a phantom with a grabbing fist. 





The Regionals Come of Age 


#4 THE NATIONAL STATIONERY & Office 
Equipment Association in the last two months 
has seen an amazing demonstration of interest 
in its regional conventions. At Louisville, Ky., 
at St. Louis, Mo., at Dallas, Tex., and at St. Pe- 
tersburg, Fla., attendance figures have soared 
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beyond the fondest dreams of NSOEA (or NSA) 
pioneers. 

Today, a regional convention such as held at 
Dallas and St. Petersburg dwarfs the national 
conventions of not so many years back from the 
standpoint of attendance. Dealers are flocking 
to the regionals in an increasingly large per- 
centage, compared with manufacturer and field 
representative registration. That is the most 
healthy sign of all as far as the regionals are 
concerned. 

This has naturally been cheering to General 
Manager Paul Burbank and to the NSOEA lead- 
ers from within the industry. 

The “proof of the pudding” naturally is in 
the enticement of the recipe. And that means 
first of all an attractive program such as the 
troupers this year have delivered. Mix this pro- 
gram with a dash of entertainment and good fel- 
lowship and the dish is a tasty one. 

Credit, too, must be given to members of the 
travelers clubs. These hard-working men, mainly 
field representatives of the leading manufactur- 
ers in our industry, have made the regional con- 
ventions a labor of love. They have given gen- 
erously of time, talent and money. They are 
worthy of any plaudits they receive. 





Penalizing Thrift and Industry 


@@ W. L. McKNIGHT, the board chairman of 
Minnesota Mining & Manufacturing Company, 
will be 65 on Armistice Day—-November 11. Hav- 
ing to face realities, he and his lawyers recently 
took a look at the federal and state inheritance 
taxes his estate will have to pay when he dies. 

It was discovered that these taxes will exceed 
70 per cent of his estate. 

As a result Mr. McKnight has to sell a sizeable 
portion of his stock to meet the exigencies of 
that date that comes to all men alike. 

If Mr. McKnight didn’t sell some of his stock 
now, on his death his estate would have to dump 
the stock within a year and such action could 
upset the market and hurt all his stockholders. 

Minnesota Mining and Manufacturing Com- 
pany developed a $170,000,000 business through 
plowing back of earnings, research into and the 
development of new products. 

Over the years, Mr. McKnight and his family 
invested in the company’s stock and paid large 
personal income taxes. They worked diligently 
for the success of what was once a small com- 
pany started with the purpose of mining carbo- 
rundum to meet the need for a tougher abrasive. 

Today, Mr. McKnight pays the penalty of 
thrift and industry. 
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Congratulations! 

@@ TO THE PUBLISHERS of the 75th Anni- 
versary issue of Geyer’s Topics in March, we ex- 
tend our congratulations. Finding, assorting and 
assembling historical information is always a 
task, albeit a pleasant one. The Geyer staff did 
an excellent job and in the results reveal the 
extensiveness, importance and complicated 
characters of the office equipment and supply 
industry. 

The interesting pictures and sketches of 
offices ‘“‘way back when” evoke a feeling of nos- 
talgia in some of the older old timers in the 
industry, not nostalgia accompanied by a desire 





to return to the past but just to revel a bit in 
pleasant memory. 


And from memory’s storehouse comes the 
knowledge that probably not one of the offices 
pictured was equipped with furniture purchased 
from a stationer. In those days office furniture 
was distributed through household furniture 
stores. It was not until 1909, when OFFICE 
APPLIANCES began its vigorous and successful 
campaign to convince dealers and manufac- 
turers alike that the commercial stationer was 
the logical outlet for office furniture, that such 
equipment began to be channeled through the 
dealers of this industry. 





here and there 


“CARE” ENLISTS AID FOR 
GLOBAL FIGHT ON DISEASE 

For Americans who want to know what 
they can do personally to promote the 
universal well-being so essential to peace, 
the new CARE world health program offers 
an opportunity to join a global fight 
against disease—the enemy that needlessly 
kills and cripples and incapacitates millions 
of the world’s people in underdeveloped 
countries. 

Launched at the request of the United 
Nations’ world health organization (WHO), 
the program will serve as a channel for 
meeting acute medical needs in critical 
health areas, through specific CARE pack- 
ages or projects for which the public will 
be asked to subscribe funds. 

Now underway as the initial project is 
a $60,000 campaign to establish an “Iron 
Lung Bank” in Asia. The funds will cover 
CARE’s purchase and delivery costs for 30 es... 
respirators, at $2,000 each. 

Ten respirators will be deposited in each 
of three hospital centers in Tokyo, Bang- 
kok and probably Cairo (or some other 
Middle Eastern city). These centers will 
serve all of Japan, Thailand, Egypt, 
Afghanistan, Burma, Ceylon, India, Pakis- 
tan, Nepal, Indonesia, French Indo-China, 
and other nearby countries. At the call 
of WHO representatives, iron lungs and 
trained personnel to operate them will be 





Old Billing Machines Never 
And here to prove it is an 
old Elliott Fisher machine that carries 
Retired at McClellan 
Air Force Base, near Sacramento, Callif., 
after more than a generation of service 
it is here being sa- 
Robert J. Finnigan, 
McClellan supply officer, and J. A. 
Schott, warehouse superintendent. Mr. 
Schott first saw “Old Bill’ in action in 
1919 while he was working at Rock- 
well Field near San Diego, Calif. (Offi- 
cial U. S. Air Force Photograph) 


a 1903 dateplate 


for the Air Force 
luted by First Lt 


old-age and survivors’ insurance since 
January, 1951. 

Mr. Ridgely, like most small business- 
men, did not know that this tax is com- 
pulsory. To quote Mr. Ridgely on the 
matter, “‘When my auditor told me | didn’t 
have any choice, | got mad. It’s not the 
money. It’s the principle and, believe me, 
it’s the last straw. | was so mad | was 
thinking of going to live in Mexico.” 

However, Mr. Ridgely calmed down and 
wrote to his Congressman, which did not 
help. The he went to a lawyer friend in 
Bad Axe and had him draw up a peti- 
tion protesting the compulsory nature of 
the law. Last week he began gathering 
signatures. Already, from a town of 3,000, 
he has collected 47, but this newest mem- 
ber of the country’s little band of anti-tax 
crusaders expects to circulate his petition 





in other parts of the country. 


JACOBSEN PAINTINGS 
SHOWN IN FLORIDA 

One of the few artists in the industry, 
Henry W. Jacobsen of Jacobsens, Inc., 
Gary, Ind., had the distinction of having 





sent from the nearest center into any area 
stricken by a polio epidemic. 
Japan illustrates the need for this proj- 


SMALL BUSINESSMAN 





ect. Polio, primarily a western disease, has 
risen each year since our occupation troops 
arrived and now averages over 3,000 cases 
annually, with a mortality rate of 25%. 
Yet no Japanese hospital owns an iron 
lung. 

Contributions in any amount to the Iron 
Lung Bank, CARE, 20 Broad St., New York 
5, N. Y., or any local CARE address, will 
help provide the respirators as “A gift 
from the American people.’ Should an 
organization or individual donate the com- 
plete cost of a respirator, delivery will be 
made in the name of the donor 


36 


HAS BIG GRIPE 


One man who intends to do something 
about taxes is office supply man Forrest 
Ridgely, of Bad Axe, Mich. 

Mr. Ridgely said that until last De- 
cember he only complained about taxes, 
but now he is doing something about 
them. In fact, right now, he is leader of 
a campaign to remove the nation’s 4,600,- 
000 small businessmen from social security 
rolls. 

Under 1950 amendments to the Social 
Security Act, most self-employed persons 
have been earning credit toward Federal 





Henry W. Jacobsen 


two of his paintings shown at the Florida 
International Art Exhibition. This was held 
in Lakeland, Fla., in February. 

The paintings are oils. One of them 
was titled “Stumps” which was painted in 
Indiana State Park. Its peculiar coloring 
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and odd forms of gnarled roots pointing 
to the sky made it different than the usual 
dunes painting 

The other was a semi-abstract which Mr. 
Jacobsen painted one afternoon when the 
family was on a picnic near Hobart, Ind. 
He calls it ‘Pattern’. This received ‘“‘Hon- 


orable Mention” rating. 





BUY A BUDDY POPPY— 
HELP A VETERAN 


The V.F.W. Buddy Poppies made by 
disabled and needy men who served this 
nation in its Armed Forces symbolize not 


a | 
Veterans of foreign Wars 
of the United States 





only America’s tribute to its dead, but also 
the grateful wish to help those veterans 
and their families who may at some time 


need our assistance 
Disbursements of the annual sale pro- 


Not a Bark in the Lot... 


ceeds are confined strictly to veterans’ and 
their dependants’ needs. In each com- 
munity, nearly 70% of the total Buddy 
Poppy receipts are used for local veteran 
welfare and rehabilitation. 

Remember that when you buy a Buddy 
Poppy, you are helping someone who has 
already helped you. 





ONE DOG=—ONE WIFE 


With more than 6% of the total num- 
ber of Basenji dogs in this country in his 
possession, office equipment and supplies 
salesman John Hanly, together with 
daughter Carolyn, is realizing an am- 
bition to develop this ancient and famous 
breed of barkless dogs in the United 
States. 

Mr. Hanly of the Quality Press, who 
celebrated his 30th anniversary in the in- 
dustry on March 30 and whose home is 
in Charleston, W. Va., is a former circus 
man who has always been interested in 
rare and unusual animals. He heard 
about the African dogs shortly after they 
were imported into Canada and deter- 
mined that one day he would have one. 

Mr. Hanly describes the dog, which 
dates back to the days of the Pharaohs 
of Egypt, as looking like an ordinary cur, 
but being in some ways like a cat. It licks 
itself each day and keeps its coat spot- 
lessly clean. It can also make tremendous 
cat-like leaps. Although it can not bark 
it still makes a good watchdog since it can 
make sounds like a chortle or scream. 

Mr. Hanly and his daughter are very 
proud of their Basenjis. And who wouldn't 
be proud of a dog, which in its own land, 
is worth the price of a good wife? 





John Hanley, industry veteran with the Quality 


Press, Charleston, W. Va., and his daughter, Carolyn hold a bumper crop of Basenjis, 


the African | 


dog t the iett 
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arkless dogs. The four puppies were recently delivered by Mtongo Kadi. 





2 WHO STREET 
OAK TREE 
HOLLOW 


Dear Editor: 


In the reign of Louis the Fifteenth, there 
was a gal called Madame Pompadour who 
was the King’s favorite and it is reported 
that her influence with His Royal Highness 
was due largely to the use of honey as a 
cosmetic. She mixed it with almond cream. 


The King kept a hive in back of his 
palace and filled the garden with beauti- 
ful flowers from which the bees could ex- 
tract the nectar and carry it to the hive to 
produce honey. One day Madame Pompa- 
dour was strolling in the garden with her 
honeyed face and her lady-in-waiting and 
she stopped to smell a lovely flower that 
attracted her attention. A little bee was 
busy working inside the flower and he 
resented the lady sticking her nose in his 
business, so he stung her on the snozzle. 


The King’s gal was furious. She ordered 
her lady-in-waiting to call Louis and when 
she told him what had happened, he was 
mad all over too. “Get all the bees into 
the hive’ he ordered his Royal Beekeeper, 
“and kill everyone of them that can sting.” 
The beekeeper got the Queen Bee to call in 
all the working bees and then he honey- 
combed the hive, separating the stinging 
bees from the stingless bees. He killed 
the stinging bees and left the stingless 
drones who were born never to work, who 
never produced a drop of honey in their 
lives. 


The next week Madame Pompadour’s 
supply of honey ran out and she asked 
the King to get her some more. The King 
called his beekeeper and the beekeeper 
told the King that there was no honey in 
the hive, that the male drones just hung 
around all day buzzing the queen. 


“There's no more honey, honey,” said 
Louis to his lady. A short time later, find- 
ing Madame Pompadour no longer sweet, 
he replaced her with Madame du Barry, 
extravagance 


whose corruption and 


brought on the French Revolution. 


It is sometimes better to tolerate a sting 
on the nose than to bring a kingdom 
down on your neck. 


Very wisely yours, 


OLLIE THE OWL 
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special section regional meetings 


NSOEA 


DISTRICT NO. 5 KICKS OFF REGIONAL 
SERIES AT LOUISVILLE; 360 ATTEND 


Nominate Sidney Butterfield as New Governor; 
—Visitors Enjoy Kentucky Hospitality of 
Host City Stationers, District Travelers 


@ IT WAS AN OPPORTUNITY to “Revel with the 
Rebels” at the Brown Hotel in the heart of the Blue- 
grass country and Derbytown, Louisville, Ky. 

And the NSOEA Fifth District in lead-off batter role 
provided a portent of things to come in the 1952 
regional convention swing as it attracted a total regis- 
tration of nearly 360, including the ladies. Approxi- 
mately one-half of the 310 male registrants were 
dealers. 

This was a convention in which hospitality of the 
Fifth District Travelers Club, food and program were 
blended together in a satisfying and profitable experi- 
ence of the industry. Spearheading the affair was a 
genial district governor, L. G. “Pat’’ O’Connor of 
O’Connor & Raque Company, Louisville 

The NSOEA troupers made their bow to regional 
convention audiences and their performances won the 
comment, “The best regional troupe ever assembled 
by General Manager Paul Burbank.” 

Convention attendants didn’t miss the business 
programs as they found it a rich experience to learn 
more about selling and NSOEA activities from Troupers 
Grant Howard, president of NSOEA; William K. Wii- 
son, sales manager, systems division, Diebold, Inc.: 
Carl W. Priesing, vice-president, American Lead Pencil 





Greetings .. . Grant Howard (right), president of NSOEA., is 
welcomed at Louisville by Cal Long, Cramer Posture Chair Co 
and Edna Wolf of Louisville. (Courier Journal and Louisville Times 
Photo) 
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On the following 9 pages are picture and text reports 
of the first three of the scheduled 13 district 
conventions of the National Stationery & Office 
Equipment Association. The remaining meetings 
will be reported in June, July and August issues. 


Company; Paul E. Burbank, general manager, NSOEA; 
Howard W. Gunlocke, W. H. Gunilocke Chair Company, 
and Ralph A. Maish, Dennison Manufacturing Com- 
pany. 

This NSOEA district in the “Industrial Heart of 
America” nominated Sidney Butterfield of Smith & 
Butterfield Company, Evansville, Ind., as the new gov- 
ernor. He will succeed the hard-working L. G. “Pat” 
O’Connor. Serving with Mr. Butterfield will be these 
five lieutenant governors: 

Indiana—Howard A. Decker, Decker’s, Inc., Lafay- 
ette, Ind 

Kentucky—A. J. Gunderson, A. J. Gunderson Office 
Supply Company, Louisville, Ky 

Michigan—Reginald A. Macdonald, Macdonald & 
Stingel, Saginaw, Mich. 


“ the Opposite Page... 
Grant Howard, Howard & Stofft, Tucson, Ariz., president, NSOEA 
Paul Burbank, general manager, NSOEA; Floyd Zinkhon, American 
Lead Pencil Co 
Ray eee R. P. Lewis and Ray Lewis, Jr 1 R. P. Lewis Co 





Flint, Mic 

... a. We Hal tiller, Wheeling Office Supply C Wheeling, W. Va 
John A. Long, manufacturers’ repres¢ itive yincinnati, Ohi 
John Howison, Kelsall-Vorheis, In Cc George § 
Long, manufacturers’ representative, Cinc innati hi 

4. Robert Ball, Ball Office Supply, In Jackson, Mi Fred Brower 
B. L. Marble Chair Co.; Roscoe Benge, Codo Mig 
Don Stewart, Office Supply C Louisville, Ky Herb Walsh 
Ace Fastener Corp.; John Smythe ¥ yer Publications 


6 L.G Pat’’ O'Connor, O’Connor & Raque Co., Louisville, District 
No. 5 governor, NSOEA; John Gilbert, Office Appliances; H. E 
Gildea, Jasper Desk Co.; R. L. Sheppard, Minnesota Mining & Mig 
Co., and Ray V Schumacher improvises on the Tribune), manu 
facturers’ representative. 





‘ 


Harry Nichols, Weis Mfg. Co., newly-elected honorary member of 


District No. 5 Travelers Club Ra ilph Maish, Dennison Mfq. Co 
vice-chairman field division, NSOEA; Mike Aylwin, F. 5. Webster 
Co 

8. Two Ennis Tag & Salesbook C representatives: Martin E 
Stuckey, Chattanooga, Tenn., and Maurice Kirkpatrick, Birming 
ham, Ala 

9. Tom Riendl, Peerless Imperial George J. Handorf and Bill 
Aylward, The Globe-Wernicke C Harold Wilson, Hawywood's 
Lafayette, Ind 

10. Max Spak, Top’s Business Forms; W. M. Small hnson Chair Co 
Robert Vojta, Chicago Saddlery C J. D. Wils Wm. L. Lilien 
thal & Sons, Cambridge, Ohic 

ll. Fifth District NSOEA Governor L. G Pat’ O'Connor greets Gov 


ernor Allan Cammack, Fourth District, NSOEA 

12. Charles Malody, National Blank Book Cc Roscoe Benge, Codo 
Mig. Co.; Mrs. Schubert and Larry Schubert, Miller J. Huggins 
Anderson, Ind.; H. A. Denomme, Bussing’s, Highland Park, De 
troit, Mich.; Mrs. Benge 

13. Grant Howard, president, NSOEA; Paul Burbank. general man- 
ager, NSOEA; Harry Fellowes, Bankers Box C in a strictly 
candid shot 

14. Valtin H. Lust, president All-Rite 
turers’ representative, Shaker Heights 

] Fred A. Chindgren, sales manager Wa 
his Kentucky Colonel necktie 


Hale, manufac 





Inc displays 


16. W. C. Aylward, The Globe-Wernicke C Allen Cammack, Cam 
mack Office Supply Co., Burlington, N. C yovernor District No 
4, NSOEA; Elmer Rahe, The Globe-Wernicke C 
John Robinson, Pickett & Eckel Slide Rule C W. Clemen 
G. J. Aigner Co.; Al Mehl, Elmer Krumwiede & Associates; Jack 
Harris, Service Office Supply C Detroit, Mich 

18. Charlie Lipman, George B. Graff C 





19. Arthur Frey and Norman Gerth, both Imperial Desk Co 

20. Jim Wallace, Jasper Office Furniturs« Howard Gunlocke, W. H 
Gunlocke Chair Co 
John W. Poast, Diebold, Inc.; Tom Wilson, Wilson's Book & Staty 
Store, Paducah, Ky.; William K. Wilson, sales manager, systems 
division, Diebold, Inc., NSOEA trouper; Adrian Pembroke, Pem- 
broke’s, Salt Lake City, Utah, vice-chairman d butors’ division 








NSOEA 
Bill Lashbrook, Esterbrook Pen C Jim Lewis ivincible Metal 
Furniture Co.; Larry M. Saunders, C. Howard Hunt Pen ¢ 

23. A group of Michiganders: Walter Ludwig and Alfred J. Mayer 
Jr., Gregory, Mayer & Thom at Lansing and Detroit, Mich.; Reg. A 
Macdonald, Macdonald & Stingel, Saginaw, Mict >. L. Rifenberg 


DeMay’'s, Inc., Jackson, Mich 
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R. Diehl, Diehl Office Equipment members entertained the convention “early birds” on 

lumbus, Ohio Sunday evening with a party in the roof garden of the 
a—Ed Garrison, Parkersburg Office Sup- Brown Hotel. Refreshments were ample and the music 
Parkersburg, W. Va intriguing for those wishing to dance. 

table Louisville Stationers Association (Turn to page 227, please) 
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Seen by the OA Camera During the District No. 5 NSOEA Convention Held at Louisville, Ky. 
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ST. LOUIS REGIONAL REGISTERS 385 
TO BREAK RECORD SET AT OMAHA 


Vaughan Williams to Succeed Fred Pfaff 
as Governor—Choose Kansas City for 
1953 Convention—Burbank Honored 


gw THE MEMORIES of the 1952 District No. 8 NSOEA 
convention held March 20-21 at St. Louis, Mo., will 
linger long. First, it was a record-breaking convention 
from attendance standpoint, the 385 registrants break- 
ing the mark set at Omaha the year before. Second, 
it was a convention which had lavish surroundings at 
the Chase Hotel and unsurpassed hospitality in the 
succession of special functions arranged by the Mid- 
west Travelers Club and the Stationers Club of Greater 
St. Louis. 

Included in the 385 registrants were 126 dealers, 82 
ladies and 177 manufacturers and travelers. They over- 
flowed from the Chase Hotel to the also luxurious 
quarters of the Park Plaza Hotel adjoining. It was 
there in the palatial Tiara Room high above St. Louis 
that one of the convention’s memorable functions, the 
Paul Burbank Night, attracted an overflow attendance. 

The officers-elect, confirmed at the St. Louis regional 
and whose term of office commences at the national 
convention next October in Chicago, are: 

Governor-elect—Vaughan T. Williams, Schooley 
Printing & Stationery Company, Kansas City, Mo. 

General chairman-elect for the 1953 regional—John 
B. Brain Jr., Brains, Omaha, Nebr. 

Lt. governor-elect of Nebraska—Sidney Anderson, 
Latsch Brothers, Inc., Lincoln, Nebr 

Lt. governor-elect of Kansas—Homer Lay, Duke, Inc., 
Wichita, Kans. 

Lt. governor-elect of Missouri—Vic Agee, Midland 
Stationery & Supply, Jefferson City. 

Lt. governor-elect of Oklahoma (re-elected)—Al 
Cook, Al Cook Desk & Office Supply Co., Oklahoma 
City. 

Secretary (re-elected)—Paul Baird, Geo. E. Baird 
& Son, Kansas City, Mo 

Treasurer (re-elected)—Irving W. Shockley, Samuel 
Dodsworth Stationery Company, Kansas City, Mo. 

Kansas City was selected as the site for the 1953 
convention although the recommendation of the com- 





1. Ladies’ luncheon group at Melbourne Hotel surrounds Richard |] 
Fuller, Smead Mfg. Co., chairman of ladies’ entertainment. 

2. Wolt A. Stempel, Stempel Mfg. Co.; Mrs. Jack C. Kern; Mrs. Wolt 
A. Stempel; Jack C. Kern, manufacturers’ representative; Mrs 
Wolt C. Stempel; Wolt C. Stempel, Stempel Mfg. Co.; Dave C 
Neuhaus, manufacturers’ representative and president-elect Mid 
west Travelers Club. 

3. Ladies’ radio participation show. Russ David, master of cere 
monies presents a prize to Mrs. Fred E. Pfaff, wife of the governor 
of District No. 8, NSOEA. (Photos by Lee Hausam 
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mittee was for Tulsa, Okla. This action was taken in 
view of the fact that the new governor is from that 
city. Fred Downs, Downs-Randolph Company, Tulsa, 
former president of NSOEA, graciously withdrew the 
bid of his city for the 1953 meeting and asked that 
Tulsa be given first consideration for 1954. 

The district’s affable governor, Fred E. Pfaff, Omaha 
Printing Company, Omaha, Nebr., spearheaded the 
convention and had the assistance of a loyal army of 
workers recruited from the ranks of the host St.Louis 
stationers and members of the Midwest Travelers Club 
headed by the retiring president, Roy L. Wood, Ester- 
brook Pen Company. 

Vaughan T. Williams, the governor-elect, ably served 
as general chairman of the convention, abetted by the 
services of his co-chairman, Alex J. Bartens, Shallcross 
Printing & Stationery Company, St. Louis. 

As at Louisville, members of the NSOEA touring 
troup scored with eloquent addresses. They included 
Grant Howard, president, NSOEA; Ralph A. Maish, 
Dennison Manufacturing Company, vice-chairman, 
Field Division, NSOEA;: Paul E. Burbank, general man- 
ager, NSOEA; William K. Wilson, Diebold, Inc.; Carl 


On the Opposite Page... 


1. Hugh A. Steger, Haskell Mfg. Co.; M. F. Mann and H. Voorhis, 
Sanford Ink Go: Q. P. Graves, Eversharp, Inc. 

2. Bill Hehmann, Graham Paper Co.; Alex J. Bartens, Shallcross 
Ptg. & Staty. Co., St. Louis, president of Stationers Assn. of Greater 
St. Louis; Fred H. Glarner, Rockwell Barnes Co. 

3. M. Scott Hudson, Star Ptg. Co., Muskogee, Okla.; Arnold E. Wolf, 
Tiffany Stand Co.; Jack Burkey, S. G. Adams Co., St. Louis. 

4. Izzy Voda, Wallace Pencil Co.; Dick Fuller, Smead Mfg. Co.; 
Cari Schutz, Eagle Pencil Co. 

5. Mrs. Fred Downs; Ralph Maish, Dennison Mfg. Co., vice-chairman 
field division, NSOEA; Mrs. Paul Burbank; Mrs. Folger Fellowes; 
Folger Fellowes and Harry Fellowes, Bankers Box Co 

6. Mr. & Mrs. Forrest Beal, Beal Office Supply Co., Wichita, Kans.; 
Jim O’Brien, Jr., Boorum & Pease Co.; Mrs. C. Cherrington; 
B. C. Cherrington, American Lead Pencil Co. 

7. Roy S. Mooreland, Schooley’s, Kansas City, Mo.; Zac Smith, Zac 
Smith Staty. Co., Birmingham, Ala., former president, NSOEA; 
Jay Parrott, Waterloo Office Supply, Waterloo, Iowa, governor 
District No. 7, NSOEA. 

8. Harry L. Short, manufacturers’ representative, Chicago; Lou 
Blair, Blair Office Supply Co., St. Louis, Mo., the man with hotel 
arrangements headache. 

9. Henry A. Paschke, Western Typewriter Co., Topeka, Kans.; 
C. Scott Parnham, manufacturers’ representative, Villa Park, IIl.; 
Irwin S. Vincent, Western Typewriter Co., Topeka, Kans. 

10. Jack C. Kern, Jack C. Kern Co., Dallas, Tex.; Norman A. Gerth, 
Imperial Desk Co.; A. F. Krieg, Jasper Seating Co. and Indiana 
Desk Co.; Louis H. Farber, manufacturers’ representative, Chicago. 

ll. Ray Eichenlaub, Service Steel Products Co.; Clarence Clemen, 
G. J. Aigner Co.; Gordon Kickels, C. L. Barkley & Co.; Richard 
Singer, Cooke & Cobb Co 

12. Howard Gunlocke, W. H. Gunlocke Chair Co., vice-president 
manufacturers’ division, NSOEA; Grant Howard, Howard & Stofft, 
Tucson, Ariz., president of NSOEA 

13. Tom Seward, Speed Products Co.; Chester Parrott, S. G. Adams 
Co., St. Louis; Mrs. Parrott; Bob Krohne, American Lead Pencil 
Co.; Gene Gore, Security Staty. Co., Kansas City, Mo 

14. Jack A. Lang and S. C. McKee, both Cramer Posture Chair Co. 

1S. Fred D. Pitt, manufacturers’ representative, Independence, Mo.; 
Ernest Brickey, Joplin Ptg. Co., Joplin, Mo.; W. F. Cromwell, 
Eaton Paper Corp.; Gene Hays, Joplin Ptg. Co. 

16. George Constantine, Palace Office Supply, Tulsa, Okla.; O. E 
Glasgow, Carpenter Paper Co.; Charlie Reynell, Oxford Filing 
Supply Co.; Carl M. Schutz, Eagle Pencil Co.; Fred Downs, Downs- 
Randolph Co., Tulsa, Okla.; Marion Follin, manufacturers’ repre- 
sentative, Riverside, III. 

John D. Horne, Eberhard Faber Pencil Co.; Robert P. Scott, South- 
western Staty. & Bank Supply. Lawton, Okla.; Bill Pickering and 
A. C. Van Horne, Eberhard Faber Pencil Co. 

18. Vincent L. Gutzweiler, Hoosier Desk Co.; John Ford, Jr., Peterson 
Lithograph & Ptg. Co., Omaha, Nebr. 

19. Seated: E. J. Mitchell, manufacturers’ representative, St. Louis, 
Mo.; Tom Seward, Speed Products Co.; Standing: Vincent L. 
Gutzweiler, Hoosier Desk Co.; Mrs. Peg Rader, Rader Office 
Equipment, Omaha, Nebr. 

20. Roy S. Mooreland, Schooley’s, Kansas City, Mo Fred Downs 

Downs-Randolph Co., Tulsa, Okla., former president, NSOEA. 

1. Bob Heck and Frank Palmer, both Faton Paper Corp 

22. Frank R. Curtiss, Neva-Clog Products Inc A. E. Okerberg 
Corry-Jamestown Mfg. Corp. 

23. Guy Boyd, Shaw-Walker Co Bill Bohart and Bill Pickering 
Eberhard Faber Pencil Co. 

24. Sam Flenniken, Jr., Diebold, Inc.; Art Reed, Latsch Bros., Lincoln, 
Nebr.; Al Cook, Al Cook Desk & Office Supply Co., Oklahoma City 
Okla.; Gene Hays, Joplin Ptg. Co., Joplin, Mo 

25. John W. Poast, Diebold, Inc.; Ernest Brickey, Joplin Ptg. Co 
Joplin, Mo.; William K. Wilson, Diebold, Inc., NSOEA trouner 
L. E. “Red” Walk, Al Cook Desk & Office Supply Co., Oklahoma 
City, Okla.; Sid Anderson, Latsch Bros., Lincoln, Nebr 


26. Herb Held, Blackwell-Wielandy, St. Louis Chuck Shepard 
and Tom Seward, Speed Products Co 

27. Bill Schmiederer, Buxton & Skinner Ptg. & Staty. Co., St. Louis, 
honorary member, NSOEA. 

28. Rival pencil men in a debate; Izzy Voda, Wallace Pencil Co 


and Bill Pickering, Eberhard Faber Pencil Co 


T 


29. A pair of busy photographers: Lee Hausam, Hutch-Line, Inc. 
Hutchinson, Kans., and Dave Neuhaus, manufacturers’ representa 
tive, Kansas City, Mo., president-elect Midwest Travelers Club. 
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W. Priesing, American Lead Pencil Company; Howard 
W. Gunlocke, W. H. Gunlocke Chair Company, vice- 
president, manufacturers’ division. 

(The subjects of these speakers and the content of 
their talks have been adequately covered in the report 
of the Fifth District convention appearing elsewhere 
in this issue.) 

In addition the St. Louis committees presented a 
number of other speakers, most of whom were from 
outside the industry but who furnished inspiration and 
ideas to the stationers. 

The program, however, drew from its own field in 
R. Harvey Whidden, general sales manager of the 
W. A. Sheaffer Pen Company. In his address on “Put- 
ting the Polish on the Brass,”’ Mr. Whidden told of the 
value of an organization building from its own ranks 
for replacement of key personnel. He said that each 
assistant should be adequately trained to replace the 
man above him if the emergency arises. 

“Too often American business is content to salve its 
conscience with the feeling that young people since 
1932 have been growing up in a welfare state,” he 
asserted, “instead of conditioning them. Too often we 





1. Important contributors to the success of the St. Louis regional: 
Chester A. Kennedy, Wm. J. Kennedy Staty. Co., St. Louis; Izzy 
Voda, Wallace Pencil Co.; Mrs. Chester Kennedy; Al J. Bartens 
Shallcross Ptg. & Staty. Co., St. Louis 

2. Mrs. Ray Baldwin, Gene Glasgow, Mrs. Glasgow, Al S. Perry 
Mrs. Perry, Mrs. Carl M. Schutz, Mrs. John Chowning and John 
Chowning. The men are all from Carpenter Paper Go. 

3. Walter Wentworth, Allied Carbon & Ribbon Mfg. Co.; Wm 
“Billy’’ Schmiederer, Buxton & Skinner Ptg. & Staty. Co., St. Louis 
Al J. Bartens, Shallcross Ptg. & Staty. Co., St. Louis; P. F. ‘Pete 
McLaughlin, Allied Carbon & Ribbon Mfg. Co., first president of 
Midwest Travelers Club. 

4. Seated: Mrs. Maybelle Bishop, Fiddlers, Inc., Kansas City, Kans 
Mrs. A. F. Sengbusch; Mrs. Dave C. Neuhaus; Standing: Walter 
Ruedy, S. G. Adams Co., St. Louis; Wolt C. Stempel, Stempel Mfg 
Co.; Dave C. Neuhaus, manufacturers representative Wm 
Schmiederer, Buxton & Skinner Ptg. & Staty. Co., St. Louis; Wolt 
A. Stempel, Stempel Mfg. Co.; Geo. K. Desmond, Victor Safe & 
Equip. Co.; A. F. “Heinie’’ Sengbusch, manufacturers’ representa 
tive. (Photos by Dave Neuhaus 
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1. Herb Buschart, Buschart Bros., Inc., St. Louis, chairman program 
committee; Louis Blair, Blair Office Supply Co., St. Louis, chairman 
of hotel reservations; Walter Ruedy, S. G. Adams Co., St. Louis, 
chairman reception committee 

2. Homer Lay, Duke, Inc., Wichita, Kans., Lt. governor-elect of Kan- 
sas; Mrs. Homer Lay; Gene Gore, Security Staty. Co., Kansas 
City, Mo. 

3. Rus E. Ragan, American Pad & Paper Co.; Gordon J. Kickels, 
C. L. Barkley & Co.; C. O. Schlaver, Office Appliances; Charlie 
Reynell, Oxford Filing Supply Co., Traveling companions, Louis- 
ville to St. Louis. 

4. Mr. and Mrs. Homer Lay and Mr. and Mrs. Earl K. Duke, all 
Duke, Inc., Wichita, Kans. (Photos by Dave Neuhaus 


Shrug off the training we might have given these 
young people. 

“We as a group don’t realize that the only way we 
can advance is by building up a strong organization 
to take our places.” 

“We Make Our Own Breaks” was the topic of an ad- 
dress by Cylvia A. Sorkin, business consuitant of St. 
Louis. This only woman speaker of the convention 
asserted, “I think that too often we of the education 
world have allowed students to go out in the business 
world thinking that it isn’t ‘what we know but who 
we know’ that counts.” 

She also declared: 

“The greatest deceiver is one who deceives him- 
self. 

“The greatest comfort is the knowledge that you 
have done your work well 

“The greatest need today is commonsense.” 

Ross Shannon, sales manager of the Socony-Vacuum 
Oil Company, St. Louis, Mo., for 30 years in the oil 
business, told about “Selling as I See It.” 

“We are now operating in a situation of no critical 
shortages,” he said, “but during the period of shortages 
our ideas of selling might have become warped. We 
blow hot and cold. 

Turn to page 238, please) 
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DALLAS DRAWS RECORD CROWD TO 
NSOEA DISTRICT NO. 9 MEETING 


Registration Soars to 504—Dave Reed to Succeed 
Gus Trahan—1953 Session to Be in San Antonio 


mg WHEN DEALERS outnumber manufacturers at a 
regional meeting of the National Stationery & Equip- 
ment Association it’s top news. That is just what hap- 
pened at the annual assembly of Dist. No. 9 in the 


Baker Hotel, Dallas, Tex., March 26, 27 and 28. The 
final figures revealed a record of 182 dealers, 170 
manufacturers and 152 ladies. The total of 504 was 
54 higher than the previous record, established in 
New Orleans last year. 

Officially, the Ninth District meeting didn’t start 
until Thursday morning, but registrations were taken 
all Wednesday afternoon and the Texas Travelers Club 
sponsored a cocktail hour from 6:30 to 7:30 in the 
evening 

At the business session Friday morning the following 
officers were chosen unanimously: Dave N. Reed, 
Cathey Office Furniture & Supplies, Inc., Dallas, Tex., 
governor; Jack Perdue, the Perdue Company, Pine 
Bluff, Ark., lieutenant governor; Tom Ketchings, Tom 
L. Ketchings Company, Natchez, Miss., lieutenant gov- 
ernor; Edgar C. Jordan, Standard Printing Company, 
Alexandria, La., lieutenant governor; W. N. Stewart, 
Jr.. Stewart Office Supply Company, Dallas, Tex., 
lieutenant governor; W. E. Lowe, E. L. White & Com- 


pany, Ft. Worth, Tex., treasurer; Cliff Wilson, Jr., 





New Officers of District No. 9... 
Seated ff W n, Jr., Wilson Staty. & Prtg. Co., Houston, Tex., sec 
retar Reed, Cathey Office Supply Co., Dallas, Tex., governor 
we, E. L. White & Co., Ft. Worth, Tex., treasurer 
eutenant governors W. N. Stewart, Jr., Stewart 
Dallas, Tex.; Edgar C. Jordan, Standard Prtg. Co., 
Alexa Tom Ketchings, Tom L. Ketchings Co., Natchez 
Miss e, The Perdue Co., Pine Bluff, Ark. 


tationery & Printing Company, Houston, Tex.., 


After the election of officers, San Antonio was 
selected as the 1953 convention city. The dates set 
were April 16 and 17. 

Evincing a quiet skill, Gov. Gus Trahan, General 
ffice Supply Company, Lafayette, La., guided the 
program with smoothness and dispatch. All the ses- 
sions started on schedule and were well attended 
Registrants soon learned that it was worth while to 
be on time for the various events on the agenda. 

Most of the addresses were given by NSOEA troupers. 
The titl f their talks and the names of the speakers 


Balai by NSOEA President Grant Howard, How- 
ard & Stofft, Tucson, Ariz.; “Put It on the Line,” by 
Carl W. Priesing, vice-president, American Lead Pencil 
Com} With Office Equipment It Pays to Pack- 
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age,” by Kenneth F. Davis, vice-president, W. H. Gun- 
locke Chair Company; “Build a Fire Under Your Pro- 
tection Selling,” by William K. Wilson, sales manager, 
systems division, Diebold, Inc.; “A Traveler Talks to 
the Trade,” by Ralph A. Maish, Dennison Manufactur- 
ing Company, vice-chairman, field division, NSOEA 
General Manager Paul Burbank. 

On Thursday afternoon, with Dave Reed presiding, 





An Executive Duet... General Manager Paul Bur- 
bank and President Grant Howard join in a vocal duet 
with the G. M. tickling the ivories. 


the meeting was called to order immediately following 
the luncheon in the Peacock Terrace on the Baker 
Hotel roof. Jim Vaughan, merchandise manager of 
Clarke & Courts, Dallas, was the first speaker. Under 
the title, “A Dealer’s View of Fifty-two,” Mr. Vaughan 
asserted that there is no substitute for brains and that 
reason based on experience and topped by imagination 
equals success in 1952 or any other year. He adjured 
his listeners to buy, stock, promote and sell intelli- 
gently. Then “learn how to interpret accounting 
records” in order to have a thorough understanding 
of the condition of his business at all times. 

R. L. Thornton, chairman of the board, Mercantile 
National Bank of Dallas, the other non-trouper speaker 
was also on the program Thursday afternoon. The 
burden of his address, which was titled, “The 1952 
Business Outlook for the Great Southwest,” dealt with 
the current gradual change from a sellers’ market to 





New Officers Texas Travelers Club .. . Charles 
McDaniel, Ennis Tag & Salesbook Co., secretary-treasurer; 
Julian Bailey, Eagle Pencil Co., chairman executive com- 
mittee; Art Pfister, Smead Mig. Co., president; George 
Tarrant, The Carter's Ink Co., first vice-president; Wolt 
Stempel, Stempel Mfg. Co., second vice-president. 


a buyers’ market. He expressed the belief that the 
volume of business in the second half of 1952 will 
increase sufficiently to make up for the shortened 
volume of the first half of the year. Selling will be 
more difficult, but business will be good. 

From 5:30 to 6:30, in the Lounge Room of the Baker 
Hotel, the Texas Travelers Club conducted a “House 
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1. Gus Trahan, General Office Supply, Lafayette, La., governor Dis 
trict No. 9, NSOEA; Dan MacDougal, Stationers Loose Leaf Co. 

2. Bill Gigliotti, manufacturers’ representative; Harrison Cooper, As 
sociated Stationers Supply Co. They were faithful guardians o! 
the Friendship Room for the Texas Travelers. 

W. C. “Wolt” Stempel and J. Hugh Stempel, both Stempel Mfg. Co 
Art Pfister, Smead Mfg. Co., president Texas Travelers Club, and 
Art Carrow, Speed Products Co., recording secretary of the Trav 


ae 


of Friendship.” At 7:00 o’clock all walked over to Abe’s 
Old Colony Club to participate in the Texas Travelers 
Club silver anniversary party. The club’s facilities 
were strained to handle the crowd, but most conven- 
tionites displayed fortitude and ended up by enjoying 
the floor show and having a very good time. 

Promptly at 9:30 on Friday morning Gov. Trahan 
called the meeting to order and, after a few announce- 
ments, turned the chairmanship over to Lt. Gov. H. I 
Tate, The Commercial Dispatch, Columbus, Miss. Mr. 
Tate presented Paul Burbank, who gave his chart and 
picture report of NSOEA and its services. 

The next speaker was Ralph Maish, who gave his 
regular talk as an NSOEA trouper. Then followed a 
dealers’ forum, with Paul Burbank presiding. The 
number and characters of the queries voiced and the 
informative answers from Mr. Burbank, and manu- 





1. Hugh Bush, House of Wren, Oklahoma City, Okla.; Ellis Ryan 
Mizs. Rep.; George Tapner, Industrial Tape Corp 

2. Ned Sondock, Delta Office Supply Co., Harlingen, Tex.; A. H 
Hargraves, Hargraves Staty. & Book Store, Brownsville, Tex 
Bill Gigliotti, Mfrs. Rep. 

3. John Horne, Eberhard Faber Pencil Co.; Charles Wallace, Parker 
Pen Co.; Richard Buchanan, Stewart Office Supply Co., Dallas 
Tex.; Roy Wood, Esterbrook Pen Co 
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Some Pre-Convention Regional Shots by Traveler-Photographer Art Carrow 


elers. (Art Carrow’s camera was borrowed for this pix. 

5. W. A. Stempel, Harry Hintz and Emil “Dell’’ Dalmas, Jr., all The 
Dorsey Co., Dallas, Tex. 

6. Henry Sassman and Miss Jackie Matthews, Victoria Typewriter 
Co., Victoria, Tex.; Norman Gerth, Imperial Desk Co.; Mrs. Oliver 
Thomas and Oliver Thomas, Thomas Bros., Lubbock, Tex. 

7. Miss Dorothy Lehman, NSOEA; Jim Cooper, manufacturers’ repre- 
sentative; Paul Burbank, general manager NSOEA. 


facturers and dealers present made the forum a lively 
and helpful event. 

First of the committee reports was on the selection 
of the 1953 convention city. San Antonio was chosen 
and the dates set were April 16 and 17. 

As a final business act the officers named previously 


were elected. 
Brilliant sunshine lured quite a number of regis- 


On the Opposite Page... 


1. William C. Clegg, The Clegg Co., San Antonio, Tex.; Neill Stewart, 
Jr., Stewart Office Supply Co., Dallas, Tex.; Gus Trahan, General 
Office Supply Co., Lafayette, La., governor, NSOEA Dist. No. 9. 
Lionel Colomb, Weis Mfg. Co.; H. M. Cooper, Associated Station- 
ers Supply Co. 

Edgar Jordan and Ollie Wood Carey, both Standard Prtg. Co., 

Alexandria, La.; S. D. Denny, Ennis Tag & Salesbook Co. 

Jimmie Parker; Bob Strafford III, Mfrs. Rep. 

Frank Palmer, Eaton Paper Corp.; Al Baugher, Sanford Ink Co.; 

Ellis Ryan, Mfrs. Rep.; Bob Schutts, Stafford—Lowdon Co., Ft. 

Worth, Tex.; Dan MacDougall, Stationers Loose Leaf Co 

6. Alex Patterson, All-Steel Equipment Co.; Bronc Childress, Mosler 
Safe Co. 

7. J. Hugh Stempel, Stempel Mfg. Co.; W. A. Stempel, Dorsey Co., 
Dallas, Tex.; . C. Stempel, Stempel Mig. Co.; G. P. Vondersmith, 
Vondersmiths, Beaumont, Tex.; Ben Garlinghouse, The Globe- 
Wernicke Co 

8. H. A. Kuhlmann, Kuhlmann Office Supply Co., Baton Rouge, La.; 
Tom Massingill, Story-Wright Prtg. Co., Lufkin, Tex.; Dave Reed, 
Cathey Office Supply Co., Dallas, Tex.; Gus Trahan, General 
Office Supply Co., Lafayette, La.; C. G. Ferrell, Cathey Office 
Supply Co., Ballas, Tex. 

9. In the “Ladies Hangout’’—Mrs. J. Andrew Smith, San Antonio, 
Tex.; Mrs. Guy Lowe, Jackson, Miss.; Mrs. Pat Whitesides, Dallas, 
Tex.; Mrs. W. S. Thompson, Dallas, Tex.; Mrs. Jack Fleming, 
Dallas, Tex.; Mrs. Jo Ann Stempel, Dallas, Tex.; Mrs. Jack Kern, 
Dallas, Tex. 

10. Art Carrow, Speed Products Co.; Harvey Rivera, Dameron-Pierson 
Co., New Orleans, La.; W. L. Paetz, Latil Staty. Co., Baton Rouge, 
La.; Edgar Jordan, Sr., Standard Prtg. Co., Alexandria, La.; Ivy 
J. Garan, Latil Staty. Co., Baton Rouge, La.; Ollie Wood Carey, 
Standard Prtg. Co., Alexandria, La. 

ll. Bob Sprott, The Globe-Wernicke Co.; Morris Hansell II, F. F. 
Hansell & Bro., Ltd., New Orleans, La.; R. O. Beamus, Beamus 
Office Supply Co., Oklahoma City, Okla.; Harold D. Hart, Hartco 
Mig. Co. 

12. Ivy J. Garan, Latil Staty Co., Baton Rouge, La.; Paul Dopke, 
Peerless Imperial Co.; H. M. Cooper, Associated Stationers Supply 
Co.; J. H. Wilbourn, Wilson Staty. Co., Houston, Tex 

13. Art Beseler and Brean Jones, both Penland Prtg. & Staty. Co., 
Houston, Tex.; Tom Ketchings, Tom L. Ketchings Co., Natchez, 
Miss.; Dave Myles, Gulf Coast Office Outfitters, Houston, Tex.; 
Henry Moore, The Capital City Company, Austin, Tex. 

14. R. B. White, Jr., The Dorsey Co., Dallas, Tex.; Johnny Wright, 
Story-Wright Co., Tyler, Tex.; Harold Cude, Stewart Office Supply 
Co., Dallas, Tex.; Bill Simpkins, Tiffany Stand Co. 

1S. Fred Bowes, Eagle Pencil Co.; Ralph Maish, Dennison Mfg. Co.; 
Buff Burtis, Burtis Press & Office Supply Co., Clinton, Okla.; 
Julian Bailey, Eagle Pencil Co. 

16. F. P. Gregg, Mfrs. Rep.; W. Jack Hunsucker, W. A. Sheaffer Pen 
Co.; Harry Hintz, The Dorsey Co., Dallas, Tex.; Joe Donahue, 
W. A. Sheaffer Pen Co.; Ed Hekman, Hekman Industries; Jess 
Musgrave, Mfrs. Rep. 

17. Lee Cromwell, Cromwell Press, Enid, Okla.; Guy Lowe, The Office 
Supply Co., Jackson, Miss.; Bronc Childress, The Mosler Safe Co.; 
H. I. Tate, Commercial Dispatch, Columbus, Mo 

18. Sam Flenniken, Bill Wilson, Henry Thompson, al! Diebold, Inc.; 
Fred Nackley, Caddo Office Supply, Shreveport, La.; James Brown, 
Automatic Pencil Sharpener Co. 

19. Jim Pettit, Standard Office Supply Co., Pine Bluff, Ark.; Paul 
Cheney, Southworth Paper Co.; Irvin Kilpatrick, Standard Office 
Supply Co. 

20. Jim Pryor, Wilson-Jones Co.; Earl R. Otta, Mfrs. Rep.; Pat White 
sides, Mirs. Rep.; Jack Fleming, Vance K. Miller Co., Dallas, Tex.; 

. W. Powell, Bennett Prtg. Co., Dallas, Tex.; George Alter, 
Invincible Metal Furn. Co. 
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OA Camera Roams at Dallas... 

l. Travelers’ registration—Mrs. Jack Fleming, Dallas, Tex., and Ben 
Garlinghouse, The Globe-Wernicke Co 

2. Dealers’ registration—-Willis Lowe, E. L. White & Co., Ft. Worth 


Tex.; Fred Johnson, Johnson's, Dallas, Tex.; Mrs. Jane Bell, Dallas 
Tex. 

3. Carl Priesing, American Pencil C Putting Things on the Line.” 

4. Mr. Priesing charts a sales 

5. The Ladies Hangout--The unmentionables were made of crepe 
paper by members of the ladies committee to supplement the sign 
outside the room reserved for the ladies during the convention. 


trants out to the Lakewood Country Club for the golf 
tournament. The players had to hustle a bit to get 
back to the hotel for the Texas Travelers Club’s 
“House of Friendship” at 6:00 o'clock. 

By 7:15 the banquet hall was well filled and dinner 
was being served. By 8:30 Gov. Gus Trahan was reveal- 
ing a fine talent as an informal master of ceremonies. 
With graceful phrases he introduced notables, includ- 
ing two past-presidents of NSOEA, W. Neill Stewart, 
Stewart Office Supply Company, Dallas, and Wil- 
liam C. Clegg, The Clegg Company, San Antonio. 
Manager Paul Burbank presented an NSOEA certificate 
of merit to Gov. Trahan. 

The new officers of the district were presented and 
then golf prizes were awarded. Low gross was won by 
Royal Hogan, Hogan Fort Worth Office Supply Com- 
pany, Fort Worth, Tex. The low net prize went to Art 
Pfister, Smead Manufacturing Company 

Governor-elect Dave Reed spoke modestly and asked 
for continued co-operation. Julian Bailey, Eagle Pencil 
Company, immediate past-president of the Texas 
Travelers Club, introduced the new officers of the club, 
as follows: 

Art Pfister, Smead Manufacturing Company, presi- 
dent; George A. Tarrant, Carter’s Ink Company, first 





1. Dick Gage, Art Metal Construction Co.; Marving Hartung, Paul : : : 
Anderson Co., San Antonio, Tex.: Pete Menteell. Oscar ictnees vice-president; Wolt Stempel, Stempel Manufacturing 
Co., Galveston, Tex.; W. ] Peiper, Paul Anderson Co., San Antonio Company, second vice-president ‘ Charles McDaniel. 
Tex.; Arthur Hopkins, Clarke & Courts, Dallas, Tex E is T & Salesbook C f ee tary-t ; 

2. Horace Van Dorn, Jos. Dixon Crucible Co.; R. W. Howard, Ester nn ae aiesboo ompany, secretary-treasurer; 
brook Pen Co. A. M. Carrow, Speed Products Company, reporting 

3. Arthur Hopkins, Clarke & Courts, Dallas, Tex.; Dorothy Lehman secretary. 

NSOEA, Washington, D. C.; A. V. Breard, Monroe Office Equipment ‘ 


Co., Monroe, La. Turn to page 237, please 
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Banquet Scene of Wholesale Stationers Assn. Held in Hotel New Yorker on March 6, 1952 


36TH ANNUAL CONVENTION OF 
WHOLESALERS HELD IN N.Y. 


82 Manufacturers Exhibit Lines — 
300 Register — Elect Edward W. 
Blevins President for ‘52-53 


gw THE 36TH ANNUAL convention and trade show of 


the Wholesale Stationers Association of the U. S. A. 
and Canada was held March 3-7 in the Hotel New 
Yorker, New York, N. Y. 

Registration started early Monday morning, March 
3, and steadily increased, reaching a grand total of 
300 by the time the books were closed. The program 
was divided into three morning sessions preceded by 
the registration. The trade show was open from 3:00 
to 9:30 p.m. Monday, from 2:30 to 9:30 p.m. Tuesday, 
from 12:00 noon to 5:30 p.m. Wednesday, from 12:30 
to 5:00 p.m. Thursday and from 9:00 a.m. to 1:00 P.M. 
Friday 

The ladies’ program consisted of a reception, bingo 
party and afternoon tea on Monday afternoon, a con- 
ducted tour of the Hotel New Yorker’s kitchens fol- 
lowed by tea in the East Room on Tuesday and a 
breakfast party at B. Altman & Company’s beautiful 
Charleston Gardens followed by a fashion show on 
Thursday. On Wednesday night, a sidewalk cafe party 
entitled “An Evening in Paris” was held and on Thurs- 
day night the annual banquet was enjoyed in the 
Prana Daliroom 

Considerable activity was to be seen as 82 manufac- 


turers concluded the finishing touches to their exhibits 
for the trade show which occupied the entire ninth 
floor. Promptly at 3:00 pm. the annual convention 
trade show was Officially opened and conventionites 
swarmed through the entrance to inspect a wide va- 
riety of product displays until closing time at 9:30 P.M. 


Tuesday, March 4 


The first general session was well attended when 
called to order in the main ballroom by Harold C. 
Whittemore at 9:30 a.m. on Tuesday, March 4. Presi- 
dent Lothard M. Jensen, Brinn & Jensen Co., Omaha, 
Nebraska, presided. After extending greetings and a 
cordial welcome, he called upon J. Howard Shoemaker, 
Eberhard Faber Pencil Company, who gave the in- 
vocatiol! 

A new gavel was then presented to President Jensen 
by Duane W. Carlton on behalf of the Hotel New 


OFFICE APPLIANCES, May, 1952 











Yorker. President Jensen gave his annual report in 
which he reviewed conditions in the industry and the 
growth of the stationery business since 1900. 

He called attention to economic changes, mass pro- 
duction, growth of bank resources, new selling meth- 
ods, large scale advertising, new and improved prod- 
ucts, better store appearances, clean and well-stocked 
counters and new outlets for stationery products. 

In talking of new outlets he warned of the danger 
of super-markets becoming likely outlets for stationery 
products. He pointed out that most wholesalers are 
doing an excellent job of servicing the industry and 
with co-operation between manufacturer, wholesaler 
and retailer all can get a fair share of the all-impor- 
tant consumer income. In closing he thanked the 
exhibiting manufacturers for their co-operation with 
the association. 

The first speaker was William A. Lydgate, associate 
director of the Gallup Poll, whose talk was entitled: 
“What America Thinks.” This was an interesting and 
informative talk in which he gave a number of exam- 
ples of the operation of public opinion poll taking at 
election time and in various fields. 

In discussing the coming presidential election on the 
basis of analysis of cold figures, he arrived at the con- 
clusion that the Republican party will find it extremely 
difficult to elect their candidate in the face of strong, 
united Democratic opposition. 

He went on to tell of a recent poll on “Human Hap- 
piness” to find out how successful American people 
are in this respect with the following results: 1. Most 
happy are plump people; 2. Religious people are much 
happier than non-religious; 3. People living in moun- 
tainous areas or higher altitudes are happier than 
those living in low areas; 4. No exceptional happiness 
is found in accumulated wealth; 5. Education is no 
factor; 6. Married people are happier than single peo- 
ple; 7. People in rural areas are happier than those in 
large cities and manufacturing areas. In conclusion 
he gave the following standards for happiness in the 
order of their importance: 1. Marriage and family 
life; 2. Unselfishness; 3. Freedom from worry; 4. Physi- 
cal health; 5. Sufficient money. 

The next speaker was Abraham Claimbart, U. 8S. 
Department of Labor, Wage & Hour and Public Con- 
tracts Division, who spoke in place of Regional Director 
Frank J. Muench who was unable to attend because of 
illness. 

In giving an analysis of the wage stabilization regu- 
lations he reviewed U. S. economic conditions covering 
such factors as scarcity of products, higher production, 
price stabilization, purchasing power and shortage of 
manpower and their effect on the wage situation. De- 
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claring that the stabilization board is doing a good job 
of creating a well-rounded program, he reminded his 
listeners that it is essential for employers to have 
knowledge of all regulations for their guidance. 

He went on to cover in some detail those wage and 
salary regulations and their application to several 
methods of payment including both pension and profit- 
sharing regulations. A discussion period followed with 
numerous questions from the floor being answered 
satisfactorily. 

The next order of business was a report on the 
wholesale stationery industry of Canada rendered by 
John H. Chipman, Brown Brothers, Ltd., Toronto, 
Canada, vice-president of the Canadian division of 
the association. 

Before adjourning the morning session, general 
chairman Marion E. Springer, American News Com- 
pany, gave a detailed outline of the program to follow. 

Luncheon was served in the ballroom with Richard 
Thomas, correspondent, newswriter and analyst on the 
staff of the New York Times, as guest speaker. His 
topic was “Current World Development.” In true com- 
mentaJor fashion Mr. Thomas proceeded to give his 
audience the latest news that would make headlines 
in the evening papers. 

He then went on to discuss world affairs with par- 
ticular emphasis on Russian domination. Calling Rus- 
sia our No. 1 problem he pointed out that while the 
United States continues to follow its policy of helping 
free nations Russia continues her disrupting activities. 

In discussing economic leadership of the United 
States he demonstrated by the use of charts a com- 
parison of both countries showing the vast superiority 
of the United States in production, income, living 
standards, ships, telephones, coal, oil and other com- 
modities. On the home front he called attention to the 
fact that too few people take sincere interest in 
domestic affairs and stressed the importance of rem- 
edying the situation. The United States, he said, has 
the proper cards to help bring peace and security and 
in his opinion the following six-point working program 
will help to accomplish it: 1. Keep well-informed, go 
to the polls and vote; (2). Pick leaders with care; 
3. Step up war production; 4. State Department to 
adopt proper foreign attitude; 5. Labor control; 6. Get 
on with the Korean war and bring it to a satisfactory 
conclusion. 


Wednesday, March 5 

The second session began at 10:00 a.m. on Wednes- 
day, March 5, with Vice-President Edward W. Blevins, 
Caldwell Sites Company, Roanoke, Va., presiding. The 
first speaker was William H. Gove, Minnesota Mining 
& Manufacturing Company, who presented his talk 
entitled “Serve and Sell’ which was so well received 
at all of the 1951 regional meetings of the National 
Stationery & Office Equipment Association and other 
meetings since then. 

In his usual dynamic manner he held his audience’s 
complete attention from start to finish. Interspaced 
with a number of humorous stories, many of which had 
a bearing on his topic, he went on to tell in detail of 
his highly-effective selling formula embodying three 
proven stages: “serve, show, suggest.” His telling is so 
interesting and the selling information so profitable 
that salesmen are glad to have the opportunity of 
hearing the talk a number of times and benefit thereby. 

Next to address the group was Mortimer L. Alder- 
man, Rochester Stationery Company, Inc., Rochester, 
N. Y., who gave a brief address on “How Little is Free- 
dom Worth To You” in which he urged lethargic 
America to re-awaken, be mindful of basic duties, 
and vote. 

Calling attention to the fact that only 49% of the 
eligible voters of the United States go to the polls, he 
warned of the possibility of losing our privileges of 
government by the people and for the people if more 
people do not take an active interest in national affairs 
and express their opinions at election time. 


48 





“Forty-five minutes with our manufacturers,” a 
combined manufacturer and wholesaler meeting, was 
next on the program. It took the form of a debate on 
the subject of “Shortages?—If so What?” “No Short- 
ages?—If not, How?” with Louis M. Brown, Eberhard 
Faber Pencil Company, vice-president of the manufac- 
turers’ division, presiding. 

Moderators were John G. Kolb, C. Howard Hunt Pen 
Company, and B. C. Deuschle, The Acme Shear Com- 
pany. 

After a brief summary by both moderators the meet- 
ing was thrown open for discussion and numerous 
opinions were given from the floor by both manufac- 
turers and wholesalers. 

The next subject was “Marketing Analysis” with 
Clarence McGuire, Hoover Bros., Inc., Kansas City, 
Mo. presiding. Remarking that both manufacturing 
and distribution appear to be the biggest problems, he 
pointed out that selling, being directly tied-in with 
marketing, is of equal importance. He then called 
upon Thomas P. Tanis, The Tanis Company, consult- 
ants on distribution, who told of the difficulties of 
determining from day to day what our economy will be. 


In order that a fairly accurate market analysis can 
be made, a cross section of facts must be procured 
from both manufacturers and wholesalers so that 


On Opposite Page... 


1. Scene at the registration table. 

2. V. H. Lust and Miss Helen Secol, both of All-Rite Pen, Inc. 

3. B. C. Deuschle, The Acme Shear Co.; Herbert F. Held, Blackwell- 
Wielandy Co., St. Louis, Mo.; Max Goldstein, Rochester Staty. Co 
Rochester, N. Y. 

4. Sam Jason, manufacturers’ representative, Montreal, Canada; 
W. W. Winnes, Will Winnes Co., Cincinnati, Ohio; C. Parker, 
C. E. Sheppard Co. 

5. Front row: Charles E. Reynell, Oxford Filing Supply Co.; J. S. 
Luckett, Luckett Loose Leaf Co., Ltd., Toronto, Canada; Mrs. John 
J. Mortimer, Frank A. Weeks Mfg. Co.; Rear Row: Howard S&S. 
Sanders, Stationers & Publishers /* of Trade; R. A. Jonas, Jr., 
Oxford Filing Supply Co.; J. P. (Steve) Moriarty and Mrs. Moriarty, 
E. Morrison Sa o., Washington, D. C 

6. R. C. Scherer, Toke Leslie Paper Co., Minneapolis, Minn.; L. Long, 
Practical Drawing Co., Dallas, Tex.; Max Goldstein, Rochester 
Staty. Co., Rochester, N. Y. 

7. A. L. Salomon, A. L. Salomon & Co., New York, N. Y.; Mrs. H. L. 
Chandler and H. L. Chandler, Adams, Cushing & Foster, Boston, 
Mass.; H. G. Horder, Associated Stationery Supply, Chicago 

8. Leonard Wheatley, Wheatley & Wilson, tia.. Montreal, engde: 
Mrs. David Gabe, I. D. L. Mfg. & Sales Co.; M. A. Sumner, Stan- 
ton & Evis, Ltd., Toronto, Canada; Sam Jason, manufacturers’ 
representative, Montreal, Canada; L. M. Jensen, Brinn & Jensen 
Co., Omaha, Nebr. 

9. Presentation of gavel to President L. M. Jensen by Duane W. Carl- 
ton, Hotel New Yorker. 

10. G. E. James, American Crayon Co.; H. B. Van Dorn, Joseph Dixon 
Crucible Co.; W. W. Winnes, Will Winnes Co., Cincinnati, Ohio. 

1l. H. N. Schmidt, Paul M. Adams Co., Baltimore, Md.; John G. Kolb, 
C. Howard Hunt Pen Co.; Mrs. Ethel Bell, Prudential Paper Prod- 
ucts Co.; Edward W. Blevins, Caldwell Sites Co., Roanoke, Va.; 
Robert T. Gimmell, Binney & Smith Co. 

12. Louis C. as ny ~g.-wyy Staty. Co., Rochester, N. Y.; R. A. 
Maish, Dennison Mfg. Co.; C. E. Collogan, John Leslie Paper Co., 
Minneapolis, Minn. 

13. Herbert C. Hooks, Moore Push Pin Co.; J. H. Chipman, Sr., Brown 
Brothers, Ltd., Toronto, Canada; L. Long, Practical Drawing Co., 
aoe Tex.; David Koeller, Jr., Blackwell-Wielandy Co., St. Louis, 

o. 

14. oe H. Gove, Minnesota Mining & Mfg. Co., at the speakers’ 

atform. 

15. Front Row: Mortimer H. Chute; L. M. Jensen, ex-president con- 
gratulating President-Elect Edward W. Blevins; John H. Chipman, 
Sr.; Harry Litzenberger; Rear: Harold C. Whittemore and J. 
Howard Shoemaker. Company affiliations listed in No. 19. 

16. R. A. Maish, Dennison Mfg. Co.; H. G. Horder, Associated Sta- 
tionery Supply. Chicago; Edgar M. Berry, Loring, Short & Harmon, 
Portland, Me. 

17. Herbert C. Hooks, Moore Push Pin Co.; T. L. Mitchell, Mrs. 
Mitchell, Mrs. Donald Young and Donald Young, all of Copp- 
Clark Co., Toronto, Canada. 

18. Mortimer H. Chute, Bainbridge, Kimpton & Haupt, Inc., New York, 
N. Y.; L. M. Jensen, Brinn & Jensen Co., Omaha, Nebr.; Marion E. 
Springer, American News Co., New York, N. Y. 

19 ew officers for 1951-52: Front--Mortimer H. Chute, Bainbridge, 
Kimpton & Haupt, Inc., New York, N. Y., first vice-president; 
Edward W. Blevins, Caldwell Sites Co., Roanoke, Va., president; 
John H. Chipman, Sr., Brown Bros., Ltd., Toronto, Canada, second 
vice-president; Harry Litzenberger, H. H. Tamman Co., Denver, 
Colo., fourth vice-president; Rear—-L. M. Jensen, Brinn & Jensen 
Co., Omaha, Nebr., retiring president; Harold C. Whittemore, 
Wholesale Stationers Assn., secretary-treasurer; J. Howard Shoe- 
maker, Eberhard Faber Pencil Co., national chairman, Sales Repre- 
sentatives National Society. C. W. Lofgren, Sanford Ink Co., 
third vice-president, was not present when pictures were taken. 

20. Herbert C. Hook, Moore Push Pin Co., and J. Howard Shoemaker, 
Eberhard Faber Pencil Co. 

21. Harry Tehan, Sr., Higgins Ink Co.; J. S. Luckett, Luckett Loose 
Leaf Co., Ltd., Toronto, Canada; John G. Kolb, C. Howard Hunt Pen 
Co.; Alex Naismith, Buntin Gillies & Co., Ltd., Hamilton, Canada; 
F. Selway, Acco Products, Inc. 
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wholesale selling operations can be improved through 
research. Both Mr. McGuire and Mr. Tanis felt satis- 
fied that they had accumulated enough information 
at the convention to be helpful in preparing a report 

on market analysis for the association. 
n t evening a sidewalk cafe party called “An 
Paris” was held in the grand ballroom and 








a colorful affair it was from start to finish. Promptly 
at 8:30 p.m. some 300 ladies and gentlemen started on 
their tour of the Cafes along La Rue de La Stationier 
to enjoy their brief sojourn in Gay Paree. They patron- 
ized the attractions in each cafe and sat at tastefully- 
arranged tables to rest and enjoy good music and 


(Turn to page 142, please) 
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Personalities at the Wholesale Stationers Assn. Convention Held in New York City March 3-7 
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ISLAND BASE FURNITURE 
Clemco Desk Manufacturing Company, Inc., 
Bloomfield, Indiana. 


The 500 line of modern island base furniture in the “‘picture 
frame motif’ is offered by Clemco in a variety of pieces. In- 
cluded are a large conference type desk, end table and tele- 
phone desk, credenza, and table (illustrated clockwise starting 
at top left hand corner), also several other office and secretarial 
desks. All exterior surfaces are of American walnut, with drawer 
sides and bottoms of oak, sealed to prevent shrinking or swell- 
ing. Desks are equipped with the positive-drawer follower block, 
adjustable to either letter or legal size. Desks and tables have 
adjustable glides for easy adjustment in desk height from 29 to 
30'2 inches, or to compensate for uneven floors. End tables and 
telephone cabinets are 29 inches high. 





NUMBERING MACHINE 
Wm. A. Force & Co., Inc., 
64 White St., 

New York 13, N. Y. 


A rubber-figured machine fo 
numbering on unusually 
smooth surfaces is now avail- 
able. A special rubber foot- 
ing is attached to the gauge 
plate to prevent slipping 
while making an impression 





on gloss, photographic film, 
cellophane or metals such as 
chromium, nickel-plated metal 


and tin. Excellent results are ROTARY STENCIL DUPLICATOR 
obtained, it is claimed, when Print-O-Matic Company, Inc., 
the proper ink is used and Merchandise Mart, Chicago 54, Ill. 


the machine is cleaned fre- 
quently. It is available in six 
or seven-wheel capacities in 
3/16 inch gothic figures only 


This new large size stencil duplicating machine, Model 4-A, is 
now being produced by Print-O-Matic in Holland. Features 
include closed, cast aluminum drum, counter-balanced to aid 
smooth operation; an inside semi-automatic inking brush with 
outside handle, and an automatic feed with stabilizer bar with 
precision-type paper grip adjustment and snap-on feed arm. 
The frame is of cast steel and a collapsible paper tray folds 
flat under the machine, enabling it to be stored in a space 18 
inches by 12 inches by 10% inches. The machine utilizes regular 
four-hole stencils and will handle letter and legal size paper as 
well as any sheet from post card size up. Retail price is $56.00. 





EXECUTIVE POSTURE CHAIR 
The B. L. Marble Chair Company, 
Bedford, Ohio. 


A compact, fully adjustable chair, No. 
180%, has just been introduced by this 
company. It has all the features of adjust- 
ment as to height of seat, position of back 
and so forth to provide custom fit for any 
individual. The tension on tilting back- 
wards may also be regulated to provide 
more, or less, pressure as required. Arms, 
back and seat are upholstered in leather, 
while the top of the seat is covered in Bed- 
ford cord fabric to help preserve the soft- 
ness and resilience of the foam rubber, 
applied over hand tied springs, underneath. 
The chair may also be had completely 
leather covered. Bose feet of the chair are 
equipped with non-breakable Tenite plastic 
base foot protectors. 





REX RECORDER 
American Dictating Machine Company, Inc. 
65 Madison Ave., New York 16, N. Y. 


This magnetic recorder is claimed to provide 
recording free of surface and background 
noise on a disc that may be reused 10,000 
times or more. Spot corrections may be made 
by dictating over mistakes. Perfect marking of 
length of letters and corrections is claimed, 
with word or phrase backspacing. The machine 
may be had in three different units; the dictat- 
ing unit complete with microphone, priced at 
$265.00; the transcribing unit complete with 
choice of headset and foot pedal, priced at 
$265.00, and the combination unit completely 
equipped for use as a dictator or transcriber 
priced at $300.00. 
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GUARDIAN SAFE 
Diebold, Inc. 
Canton 2, Ohio. 


The Guardian safe is manufactured by this com- 
pany to fill the need of a small safe for home 
or office use. Tested for protection against fire, 
impact, explosion and burglary, the safe bears 
the Underwriters’ Laboratories, Inc., label for 
Class C fire and class 1-20 burglary. Newly 
redesigned and styled, the Guardian is now 
available throughout Diebold’s principal city 
branches and dealers. 





METAL-LUX POSTURE STOOL 
Milwaukee Chair Company, 
3022 W. Center St., 
Milwaukee, Wis. 


TE SOS lC( 


KEEN-RITE CARBON PAPER 
Codo Manufacturing Corporation, 
Coraopolis, Pa. 


This carbon paper is now on the market with several 
new features. A new control for applying the coat- 
ing to the back of the paper is said to give greater 
slippage resistance, while the length of the paper 
has been increased by half an inch to facilitate 
removal after typing. Each sheet now has two corners 
rounded off as an aid to handling. The name Keen- 
Rite also appears on the back of each sheet in a 
new design. Each box of Keen-Rite contains the 
company’s carbon gripper. 


Latest in stool design is this ad- 
justable all-purpose posture stool. 
It has latex rubber “breathing” 
Comfo-Cushion seat and back. 
Measurements are: depth of seat, 
14 inches; width of seat, 17% 
inches; width of backrest, 13 in- 
ches; height of backrest eight 
inches; leg spread 21% inches, 
with a foot rest diameter of 19 
inches. The height of the stool 
is adjustable from 22% to 26% 
inches, in \4-inch steps. The back 
rest and sitting depth may also 
be adjusted. 








STEEL SAFETY LADDERS 

1. D. Cotterman 

4535 N. Ravenswood Ave., 
Chicago 40, Ill. 


This welded stee! ladder is obtainable in 
two styles. No. 1, illustrated, has swivel 
brake casters on all four legs, while 
style No. 2 has four steps and three-inch 
non-swiveling wheels on back legs and 
swivel brake casters on the step side. The 
bali bearing swivel casters allow the 
rubber-cushioned legs to rest on the floor 
when the ladder is in use, to prevent 
rolling. They are automatic and are 
actuated solely by the weight of the 
operator, but allow the ladder to be 
rolled freely when nobody is standing on 
it. The ladders are made of electrically 
welded steel, with non-skid steps made 
from expanded metal. The finish is bright 
aluminum. The top platform is 12 inches 
deep, steps, eight inches deep. Platform 
rail is 24 inches high. Ladders are made 
in various dimensions. 
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MARK-ON LABELING TAPE 
The Tapemark Company, 
321 Cedar St., St. Paul, Minn. 


A new pressure-sensitive labeling tape for general office use, 
Mark-On is designed for labeling files, drawers, notices and 
so forth. Claimed to be smudge-proof, the writing surface, 
located beneath a protective covering of transparent acetate 
film tape, is said to permanently reproduce any impression made 
by a blunt-pointed instrument. Ink-free typewritten messages also 
reproduce. The tape may be applied to any clean and dry 
metal, plastic, glass, wood or paper surface. It is claimed to be 
resistant to water, acid and oil. It is available in ‘42-inch width, 
with \4-inch writing surface, ot $1.49 a 648-inch roll; also in 
%-inch width with %-inch writing surface at $1.95 for similar 
size roll. A plastic dispenser is included with each order. 
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WHIRL-O-MATIC ASHTRAY 
Arrow Lamp Manufacturing Company, Inc 
22 W. 19th St., New York, N. Y 


TWIST AND TURN DESK 
Jasper Table Company, Inc., 
Jasper, Ind. 


Made for kindergarten through college use, these 
desks may be changed to different heights by 
changing the legs. This is done by the twist and 
turn method. They are available in heights up to 
and including 30 inches and extra leg sets are 
available. Made of maple or beech wood, the top 
edges, rails and legs are rounded. Rails are 
mortised into corner blocks and legs fasten by 
means of hanger bolts driven into the legs and 
turned into steel T-nuts imbedded in corner blocks. 
Inside book compartment dimensions are 197% inches 
wide, four and one half inches high and 15% inches 
deep. Desks are shipped knocked down and packed 
two to a carton. 
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FIRE-RESISTANT SAFE 
Mosler Safe Company, 
Hamilton, Ohio. 


The “counter-spy” dial is one of the fea 
tures of this new streamlined A-label fire. 
resistant safe now being offered by this 
company. Because the combination num. 
bers have been shifted from the front to 
the edge of the dials the operator no 
longer need bend or stoop to line up the 
numbers, thus shielding the dial from 
others’ sight. The stainless steel shield also 
makes it impossible to get a side view of 
the numbers. The unit was designed for 
Mosler by Raymond Loewy Associates. 
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This patented all-metal ashtray hos a floor consisting of 
a disc that revolves around a threaded plunger. A down- 
ward push on the plunger whirls stale cigarette odors, 
stubs and ashes into a hidden receptacle below. It is 
said to be particularly useful where emptying the ash- 
trays frequently is difficult. It is made in several styles, 
including both table and stand models and is finished in 
bronze, pewter, green or maroon with brass trim. Table 
model retails at $6.95, the floor mode! at $14.95 and the 
server model at $19.95. 





TEMPOLITH MECHANICAL NEGATIVE 
Milo Harding Company, 
432 W. Pico Blvd., Los Angeles 15, Calif. 


The Tempolith negative, similar in makeup 
to a regular stencil, eliminates one step in 
the processing of offset work. It serves as 
the negative from which the offset plate is 
made and thus there is no need for camera 
equipment or photo film. It will make copy 
from a Vari-Typer or any standard typewriter 


and reproduces typing, drawing or tracing. rs 
It may be used also as inexpensive make-up ss 
for use with pre-sensitized offset plates, or sa 


regular plates which have been sensitized 
and for small one-time silk screen reproduc- 
tions. Tempolith negatives are top 
printed with guide lines and measurements 


for exact placement of copy. They cre the 


silver 








STEEL UTILITY TABLE 
R. K. Clarke Company, 
2840 Fourth Ave., South, Minneapolis, Minn. 


An addition to the company’s line of steel shelv 
ing, bins and so forth, is this new model steel 
utility table. It is available in three sizes: 48 
inches wide by 24 inches deep by 30 inches high 
36 inches wide by 24 inches deep by 30 inches 
high, and 30 inches wide by 18 inches deep by 
27 inches high. 
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same size as the offset plate so no masking 
is required. Negative No. 147-P is the same 
size as a standard stencil 
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and as for 


CARBON 
# PAPER Jo 


Each | 
PANAMA-BEAVER — | 
wil quality, weight and 
fire- } 
this surfacing is RIGHT | 
e for its specified | 
the 
—~ Purpose. You simply | 
a cannot procure more 9 


for your money. ... > — 
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RIBBONS 


UV: stoutly insist that PANAMA-BEAVER 


Typewriter Ribbons are best for superior letter 
production . . . because of their fine inking, re- 
cuperative property and sustained perfection 
on the job. Short cut to office efficiency... 


and unmatched for ultimate economy! 


PANAMA-BEAVER 
Gtk “Cate 


MANIFOLD SUPPLIES CO., 188 3rd Ave., Brooklyn 17, N. Y. 
Coast to Coast Distribution 
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VITOZONE ELECTRIC DEODORIZER 
Kisco Company, Inc., 
2400-40 DeKalb St., St. Louis 4, Mo. 


Said to destroy, rather than mask, unwanted 
odors, the Vitozone is electrically operated. It is 
equipped with a Westinghouse Odorout lamp. The 
finish is eggshell white with a polished aluminum 
reflector and it has a key slot in the back to 
provide mounting on a wall. An eight-foot cord 
is attached. Two models are available, both of 
which have the same fixture. The V-1, listed at 
$7.95, is equipped to deodorize areas up to 1,000 
cubic feet; the V-2, price $10.95, has two lamps 
which will service up to 2,000 cubic feet. Cost 
of operation is said to be less than five cents a 


“ELECTRIC FINISH” CARBONS week and the effective life of each lamp is 
The Carter's Ink Company, claimed as 4,000 hours, or six months of con- 


239 First St., Cambridge, Mass. tinuous operation. Lamps work on AC current 
only. Overall dimensions are 812 inches by 5 














Eight new finishes on carbon paper for use with electric 
typewriters have been added to this company’s line of 
carbon papers. These are, Buccaneer, Director, Five 
O'Clock, Golden Arrow, Midnight, Planet, Silver Craft and 


inches by 3 inches. Shipping weight is 242 pounds 





Special Occasion brands. Further information may be 


obtained from the company. 





BANK-BY-MAIL ENVELOPES 
Northern States Envelope Company, Inc., 
300 E. Fourth St., St. Paul, Minn. 


This firm is now in volume production of its full 
line of Bank-By-Mail envelopes. Featured is the 
one-piece style illustrated. The envelopes come in 
two sizes and combine the deposit slip, mail de- 
posit receipt and addressed envelope for mailing 
deposit, in one unit. Standard colors are white 
or gray kraft. Other colors are optional 


INKED RIBBON PLASTIC CONTAINERS 
Pres-to-line Corporation of America, 
2339 Cotner Ave., Los Angeles 64, Calif. 


A description of these containers appeared last 
month. Through an omission, however, it was not 
stated that they are designed for the inked ribbons 
made by this firm. The containers are not for sale 
simply as containers but are made solely to en 
hance the value of Pres-to-line ribbons 
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EXECUTIVE DESK 

Standard Furniture Company, 

Herkimer, N. Y. 

Model 5127 executive desk is completely custom-built and equipped 


and finished in the company’s new Sahara finish. Top measurements 
are 78 inches by 42 inches; base measurements, 60 inches by 34 


inches. The desk is one of a group of 14 units in this line. 


pc 


AIGNER LABEL HOLDERS 
Aigner Index Company, 
97 Reade St., New York 13, N. Y. 


These labels, of easy-to-attach construction, are 
made of acetate butyrate fireproof plastic. They 
may be used on bins, shelves, cabinets, counters, 
showcases and so forth and may be permanently 
fixed in place by cement, tacks, staples or screws. 





The neutral ivory-colored plastic holders come ron 
complete with perforated paper inserts and cellu- a 


lose acetate faces ready to slide into place. estat 
Standard sizes, ready for immediate delivery, them | 


range from ‘2-inch by 1% inches to 1% inches tions. 
by 5 inches, packed 10 of one size to a pack- 


age, cartoned 12 packages to the box. Special 


lengths up to six feet may be made to order. Lcs 
An illustrated booklet giving prices and sizes 
oa wf will be sent on request. also 
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Smith-Gorona 


Worlds HIRST portable...Worlds FASTEST portable 










CARRYING CASE 


in THE MEW 
SILVER BIRCH 
COLOR 


The 5-0-044 writing 
portable...with the Zowch and action of an office typewriter ! 


The greatest success story in portable history! In a recent 
survey, typewriter dealers were asked which portable is best, 
The answer was Smith-Corona—2 tol over any other. 


Exclusive features—top performance. 








, . See it demons . Ask about easy terms. 
QUICKSET MARGINS TYPEBAR SPEED BOOSTER supen-speeD escarment SC it demonstrated. A y te 
Easiest system on any tee! spring snaps Permits fastest type- TT ne » 
ypewri Jepartme 
portable typewriter typebar back faster bar action of any At Type y ter, I I sad nt, 
Simply press dowr after every printing portable. In correct or me ¥ . 
SJewe 
pointers and TT peeds up return rhythm, key action is Jeu lry and Statronery 
them to desired troke. Less chance smooth and in perfect stores every where 9 lb. baby brother! 
tions f jamming synchronization. ; . “ % Full-size keyboard! 


Fine for traveling! 


LC SMITH & CORONA TYPEWRITERS INC SYRACUSE 1 NY Canadian factory and offices, Toronto, Ontario. Makers 
also of famous Smith-Corona Office Typewriters, Adding Machines, Vivid Duplicators, Ribbons and Carbons. 
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DESK-O-FILE 

Steel Parts Manufacturing Corporation, 

Division of Blackstone Manufacturing Company, 
4630 W. Harrison St., Chicago 44, Ill. 


Recently introduced is this all-steel desk which provides vertical hanging file space. 
Made of heavy gauge steel it comprises two filing cabinets and one desk top, and is 
available in two sizes. The desk with letter-size filing cabinets, when assembled, 
measures 52 inches long, 2712 inches high and 184 inches wide. Legal-size cabinet 
desk measures 58 inches long, other measurements being similar. The entire unit 
may be assembled without the use of tools. Desk-O-File is available in green, gray 
and walnut and is delivered complete with rubber casters for mobility. 





ISLAND STYLE DESK 
Doro Manufacturing Company, 
220 W. Institute Place, Chicago, III. 


No. 6032 executive island style desk has top, panels and drawer fronts of 
walnut, with all-steel island bases which are adjustable in height to suit 
individual preference. The desk is equipped with file drawers and four 
regular size drawers with automatic locking device. 





DRAWING SCOPE 
Hart Manufacturing Company, 
2400 Endicott, St. Paul, Minn. 


This new drawing scope is intended specially for use 
in offices which require artwork or hand lettering on 
mimeograph stencils. The glass bed is cemented into 
a gray frame mounted on an easel for use in a vertical 
or horizontal position. It is equipped with a standard 
heading bar, cool lamp and reflector, 30-60-90 degree 
triangle, stylus and new type T-square. Price is about 
$20.00. 





SLIM STYLE BALL PEN 
David Kahn, Inc., 
North Bergen, N. J. 


This Wearever Slim Style ball pen, just introduced, 
is provided with a special ink which is claimed 
neither to smudge nor transfer and to be perma- 
nent and quick drying. Every cartridge is pre- 
tested and contains a supply of ink. Style number 
is 904 and it retails at $1.00. 





STA-PLYER STAPLER 
Markwell Manufacturing Company, Inc 
200 Hudson St., New York 13, N.Y 


The new Sta-Plyer is made to penetrate 
tough materials. It has a stroke contro! and 
new feed channel design said to prevent 
clogging. The stapler uses Micro-perfect size 
staples and has brass hammertone finish. For 
full particulars write to the manufacturer. 
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Trade Marks 
that stands for QUALITY 


Mode Maker 
Desk No. 1760F 


URL EL 


Goodform 
Comfort Master 
Chair 

No. 3129 [eTelelehiclaan 
Told a-tislalel, 
Chair 
No. 2123 


| 
| 
- 


a \uper ler’ 


Super Filer 
5-drawer Cabinet 
No. 55051 
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Four Keys to Success 
in selling 
metal office furniture 


Modern office tools can bring these four benefits to your 
customers’ offices: 


Improved morale. Office employees like to work in 
pleasant surroundings, with modern and good equipment. 
The better morale prevailing in a well-equipped office 


results in better employee relations. 


Improved health. Good office tools reduce physical and 
mental fatigue, save time, and eliminate much of the 
drudgery involved in clerical work. This makes for hap- 
pier, healthier workers. 


Increased efficiency. The amount of physical energy 
that workers expend on their jobs can be increased very 
little, if any, by management policies. Consequently, 
productivity can be improved only by providing better, 
more efficient tools. This is as true of the office as it is 
of the factory. 


Increased customer and public prestige. Often the only 
physical contact a business has with the public takes 
place in its offices. If offices are old-fashioned and in- 
efficient, the company may be judged to be likewise. 

That these benefits can be delivered by good office 
tools is proven by the hundreds of leading American 
companies that every year invest thousands of dollars 
in GF Metal Business Furniture, frequently in preference 
to other equipment with lower initial costs. The General 
Fireproofing Company, Youngstown, Ohio. 


GENERAL 
FIREPROOFING 


Ga 


Foremost in Metal Business Equipment 


DEALERS THROUGHOUT THE WORLD 
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straight shade. 


No. 209 


WARDROBE RACK 

Glaro Machine Products Co., 
220 Beach 82 St 

Rockaway Beach, 

kh © F 


This new single-post wardrobe rack 
with four to eight garment capacity, 
is made in gray and chrome steel 
with heavy gauge square post, on 
15-inch heavy square base. The racks 
are made in two sizes, two feet wide 
and three feet wide and 12 inches 
deep. A hang bar is provided for 
coat hangers, also auxiliary hooks 
to hang coats and umbrellas 


TYPEWRITER TABLE 


“MODERNE” 
Lincoln Lighting Products, Inc., 
311 N. Desplaines St., Chicago 6, Ill. 


Adjustable lamps, suitable as desk or table accessories, 
cre offered in several styles. No. 209, illustrated at 
right, has twin 
be adjusted to any position. Three-way switch is in 
a weighted, felt-protected base. The lamp is finished 
in satin silver or satin brass, and is available with 
angle cut-off shades. 
left, gives a glareless light and is available with a 
Finishes are the same as for Model 


* . ° ° . NEW 


LAMPS 


on 18-inch arms which may 


Model 204A flexarm lamp, at 





FOLD-AWAY TABLE 
All-Luminum Products, 


1917 W. Oxford St., Philadelphia 21, Pa. 


This new Model S table has a steel top and 
aluminum legs and is offered in baked enamel 
hammertone finish in dove gray and Caribbean 
blue. When open, it will seat eight persons and 
will support nearly 1,000 pounds. It is said to 
be rust-proof, weather-proof and to require no 
special care. The weight is less than 25 pounds 
The table retails at $19.95 ($21.50 west of the 
Mississippi). 
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Kingdom Manufacturing Company, 
410 Market St., Fulton, Mo. 


Guaranteed to give complete satisfaction, 
these typewriter tables are available in 
either solid oak or satin walnut finish hard- 
wood. The table top and outside surfaces 
of the legs are rounded and smoothed, 
with metal guides. The drawer has heavy 
duty guides and the writing pad is fully 
finished. Top measures 17 inches*by 31 
inches by % inches. Legs are 1% inches, 
outside measurement. The tables are packed 
two in a carton, knocked down and shipped 
within five days of ordering 
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Copy-rile 


gives you more 
to sell..... ....and “mere to sell” 
means 


»| MORE SALES FOR YOU! 








Copy-rite” is naturally preferred by leading finest duplicating work. The complete line 
business firms—schools and institutions every- of “Rite-Copy” supplies and the full line of 
where BECAUSE of its many, many advan- “Copy-rite” Duplicators (including electric 
tages. “Rite-Copy” supplies are very heavy model with UL seal) are now available. 


selling items too, BECAUSE they insure the 


Model l-45-2 . . . $214.50 


Other units including electric mod- 
els with Underwriters’ Approval— 
from $167.25 to $424 50—all plus 
tox, F.O.8. Chicago 









SEVEN IMPORTANT REASONS WHY 
Cofy-rile ASSURES GREATER 
CUSTOMER SATISFACTION—BIG- 
GER PROFITS FOR YOU: 






1. LONGER RUNS OF MORE UNI 
FORM COPIES permitted by roller 
moistening principle. 


2. FASTER WORK—one copy for each 
turn of the handle — face up. 


3. INSTANT STARTING without priming. 
Fluid supply always visible. 


4, NO STENCILS, GELATIN, RIB- 
BONS, TYPE, INK. 





Oo 


ACCURATE ALIGNMENT—auto- 
matic paper feed — accurate 
registration. 


6. VERSATILITY — Copy-rites han- 
dle stock from postcards to 
9” x14” sheets. 


7. Copy-rites are simple, and built 
to last. 








WOLBER DUPLICATOR & SUPPLY Us). 


1203-Cortland Street, Dept. OA, Chicago Tite 
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Here are Carfer’s answers to your problems ;, 


A wide range of Duplicator Carbons... a 





And a brand-new » 


Carter’s Cleancoat . . . Sensibly priced for short runs. 
Protective coating and sealed Units keep carbon factory- 
fresh—no offsetting, easy erasures 

In Flat Sheets and Masterfold Units 












DUPLICATES 


Carbor Up er 


imres 













Carter’s Commercial . . . Carter's most economically 
priced Duplicator Carbon, for volume users. All 
the features of Cleancoat less protective coating. 


In both Flat Sheets and Masterfold Units. 


\ WR? \ “ibe GEC 46 ABE Vy 






Carter’s Long Run... For runs up to 400 copies 
twice as many copies as Cleanceat or Commercial! 

Gives ideal performance for most Spirit Duplicating 

jobs. In Flat Sheets and Masterfold Units; 

special finish for electric typewriters 

as well as regular finishes. 
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in this FASTEST growing field... 


An Improved Duplicating Fluid... 


Hand Cleaner .ece 





ee ae 








Carter’s Duplicating Fluid 


Quality where quality is important: 
Carter’s Duplicating Fluid transfers com- 
plete impression to paper in less than .01 
second. Draws off just enough color to 
produce sharpest copies—dries in just 


the right time to produce brilliant copies! 


2 wai 


Carter’s Super Quality .. . A superior 
juality Duplicator Carbon styled for 









thoroughly . . . quickly 


contains lanolin to soften hands and prevent chap- 
ping! It is applied as easily 
cream and removed with paper towel or tissue. 
Stains made by duplicator carbons, regular car- 
bons and ribbons, ball-point pens, ink, etc. vanish 


without a trace! 


exceptionally long runs up to 600 copies! 
Available only in Masterfold Units 
with protective gold-sealed edges. 





Carter’s Waterless Hand Cleaner: This remark- 
able Hand Cleaner removes all kinds of ink stains 


as a soothing hand 


For those who want the best... Carter’s Silvercoat 
top-quality carbon —no equal at any price! Metallic 
protective coating means easier corrections — cleaner 
handling. In both Flat Sheets and Masterfold Units 
with gold-sealed edges. Available in five brilliant colors 
for runs up to 400 copies. 
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LEANER 


THE CARTER’S INK COMPANY 


CAMBRIDGE 42 @ BOSTON, MASSACHUSETTS 
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PLASTIC SWIVEL CHAIR 
Herman Miller Furniture Co., 
Zeeland, Mich. 


A swivel desk chair designed es 
pecially for offices has been 
added by  architect-designer 
Charles Eames to the series of 
Zenaloy mold plastic chairs made 
by this firm. The flexible plas- 
tic shell is mounted on a pivot 
plate which provides all mobility 
of the old-fashioned swivel chair. 
It is available in shell colors of 
elephant hide gray, greige, 
parchment, lemon yellow, sea 
foam green, red, dark blue or 
neutral gray. Legs are made of 
birch or walnut. Retail price is 


about $39.50. 





MODERN SCHOOL SEATING 


Seating, Inc. 
545 Fifth Ave., New York, N. Y 


This new series of school furniture has been designed 
by Gordon Florian for the exclusive distribution 
through office furniture dealers. A catalog of this 
X-109 series is available from the corporation 
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SORT-O-FILE LL-6300 
Associated Industrial Designers, 
P.O. Box No. 12562, Los Angeles 39, Calif. 


The latest addition to this firm's line of sorting 
devices is model LL-6300, a ball-bearing shuttle 
carriage type sorting machine for use with 
business papers and public documents. A single 
tray may be used as a desk sorter, or an almost 
unlimited capacity may be obtained when trays 
are mounted on the shuttle carriage. Trays and 
drivers are made of light weight aluminum. The 
dividers are pivotally hinged, but method of re- 
moving them is simple. Body of the dividers is 
painted a non-glare black. Label holders offer 
maximum visibility and are equipped in the back 
with a paper glide that permits of one-hand 
sorting. Multiple shelves provide storage space 
for trays and may be expanded after installation 


NEST-KARTS 
Continental Fixtures Company, 4 
1104 W. Main Si., 

Oklahoma City, Okla 


Uses for these carts are being found 
in offices for delivery of mail, file 
delivery, conveyance of office mo- 
chines, book distribution, file room 
collections and so forth. Files may be 
moved quickly and easily without dis- 
turbing order or neatness. The Nest- 
Karts have a capacity of 4,500 cubic 
inches with a large built-in lower 
basket in addition. Small items baskets 
are available to attach to the inside 
of standard baskets, without impair- 
ing the nesting features of the cart. 
Carts are equipped with ball bearings 
and non-marring rubber wheels. Tele- 
scopic construction permits them to be 
nested together so that each addi- 
tional unit requires less than six in- 
ches of additional space 





SECTIONAL FURNITURE 
Huntington Chair Corporation, 
Box 2111, Huntington, W. Va 


These new sectional pieces are now offered by this firm. At left, No. 191, 
left and right arm sectional in fawn ook, or No. 291 in nubian oak is 52 
inches wide by 29 inches deep by 30 inches high. The curved sectional, No. 
192 in fawn oak, No. 292 in nubian oak, measures 54 inches by 54 inches 
overall and 40 inches high. .The seat depth is 21 inches. At the extreme 
right is a left and right arm sectional, No. 190 in fawn oak, or 290 in 
nubian oak. Measurements are 27 inches wide, 29 inches deep and 30 inches 
high. All the pieces are available in leather, Fabrilite or fabric upholstery. 
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1. Push Royal: Royal is the easiest-selling 
portable ever built—with more office- 
machine features than any other portable. 


Push Royal: The complete line of pre- 
ferred portables, Quiet Deluxe, Arrow, 
and Companion. 


3. Push the best-advertised portable: 


Push 6 ways at once—make money! 


2. Push public preference: Remember that 


Royal is preferred 41/, to 1 over its near- 
est competitor. This puts it in a class 
by itself. You can count on popularity 
when you push Royal. 


4. Push the typewriter that helps you most: 


Royal does more advertising than any 
other portable on the market. In 1952 
more millions of customers will learn 
about Royal. Here is a sales-tool worth 
capitalizing on. 


1952 brings startling new merchandising 
plans for Royal dealers, tested direct- 
mail programs, traffic-building stunts, 
and other free sales-stimulating aids. 


5. Push the best-made typewriter: Royal 


is made by the world’s largest manu- 
facturer of typewriters. Royal Portable 
is the finest, most rugged portable ever 
built any place, any time. Exclusive 
features such as “Magic” Margin, 
“Touch Control” and other famous 
features. Get behind it! 


Exclusive Royal Portable Features 
“Magic” Margin, Finger-Flow Keys, 
Speed Spacer, Rapid Ribbon Changer, 
“Touch Control,” Automatic Paper Lock, 
Locked Shift Freedom, Line Finder. 


ROYAL —World’s No. 1 Portable 


“Magic” and “Touch Control” are registered trade-marks of Royal Typewriter Company, Inc. 
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6. Push the portable whose manufacturer 


cooperates with you: Don’t forget, Royal 
depends on typewriter dealers for dis- 
tribution of its famous portable. We are 
proud of you and are continually looking 
for new and better ways to improve our 
worthy relationship. 
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AUTOMATIC PUSH-BUTTON LOCKS 
Arcasy Basculas Soler, S.A., 
Aldana 3, Barcelona, Spain. 





Two automatic push-button type locks are offered by this company. One 
lock is operated by means of 14 buttons, each marked with two letters. 
By pushing these buttons a certain number of times in a pre-established 
code, the safe is opened. Use of the buttons does not give any signal to 
those who do not already know the code and the device will operate only 
when two or more partial codes have been arranged. The safe locks by 
pushing a “tooth” in the central handle. Even when external devices are 
pulled off, it is claimed that the lock remains safe. There is an unlimited 
number of codes that may be arranged. The second locking device which 
may be fitted to any safe or safety cabinet, is operated by pushing button 
A to make ready the lock then pushing the center and lower buttons the 
appropriate number of times according to the code by which the safe 
has been locked. The lock is simple to close and the code may be changed 
by use of a key. 





NEW 


Continued 


PAGE GAGE 
L. C. Smith & Corona Typewriters Inc., 
Syracuse 1, N. Y. 


The Page Gage, introduced a year ago as a feature of this company’s 
office typewriter, has now been incorporated into the Smith-Corona 
portable machine. The device shows the operator how much space 
remains at the bottom of the page being typed. The mechanism is 
simple and may be set very quickly. As the bottom edge of the paper 
being typed disappears behind the platen, red figures on the Page 
Gage indicate when the typing has reached two and one half inches 
above the end of the page and show at half-inch intervals how much 
space is left until the bottom of the page is reached. The Gage may 
be set for any length of paper. 


SURFACE TREATED SCOTCH TAPE 
Minnesota Mining & Manufacturing Company, 
900 Fauquier St., St. Paul 6, Minn. 


A new patented surface treatment for the backing of Scotch brand 
cellophane tape is announeed by the manufacturers. The treatment is 
claimed to make the tape easier to unwind and to prevent breakage 
regardless of temperature and humidity. It is also claimed to resist 
swelling and telescoping on the roll. The treated tape is available in 
rolls of all sizes from jobbers nationally 


PARADIN FOR PLATENS 
Shipman-Ward Manufacturing Company, 
325 N. Wells St., Chicago 10, Ill. 


A new ingredient, known technically as paraisoptopoxydiphenylamine, 
and trade-named Paradin, is now being used in the compounding of 
B. F. Goodrich platens, for which this company is national distributor. 
The chemical functions as an anti-oxidant and is claimed to lengthen 
the life of the platen by preserving its resilience and retarding normal 
hardening of the rubber. 





Royal Announces Four Appointments 


D. B. Starrett, vice-president for the Royal Type- 
writer Company, Inc., has announced four new man- 
agerial appointments. 

J. E. Churchill, formerly Cincinnati typewriter sales- 
man, has been made district manager of Royal’s 
Chattanooga office. 

Mr. Churchill began his career with Royal as a 
salesman at Cincinnati in 1947 and achieved the rapid 
rise to his present position of district manager through 
the outstanding record he compiled in that capacity. 





J. E. Churchill V.F. Baumhefner 


V. F. Baumhefner, who has been acting manager of 
Royal’s Oakland branch, has been appointed district 
manager of that office. 

Originally joining the San Francisco Roytype Divi- 
sion as a supplies salesman in 1946, Mr. Baumhefner 
transferred to typewriter sales two years later. In 1950 
he assumed additional responsibilities as assistant to 
San Francisco manager C. E. F. Russ, which position 
he held until his recent transfer to the Oakland 
branch. 

A former Washington government salesman, H. E. 
Sangston, has been chosen to succeed L. G. Davidson 
as Springfield, Ill., district manager. Mr. Davidson is 
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retiring from the company after 18 years of service, 
seven of which were spent managing Royal’s branch 
operation in Springfield. 

The new manager’s career with Royal started in 
1950 when he joined the company as a salesman at 
Washington, the post in which he established the fine 
record that was the basis for his recent promotion. 





» 


H. E. Sangston F.K. Pace 


F. K. Pace has been named to head the company’s 
newly-formed operation, the California Distributors. 

Mr. Pace joined Royal in 1946 as a salesman in San 
Francisco, and, in his new post, will make his head- 
quarters in Royal’s offices at 1034 South Broadway, 
Los Angeles 15, Calif. 





Old Town Names Cohen Assistant Controller 

Old Town Corporation has announced the appoint- 
ment of Seymour J. Cohen as assistant controller. The 
appointment is effective immediately. 

A graduate of New York University, where he re- 
ceived his B.S. in accounting, and a certified public 
accountant since 1948, Mr. Cohen has an extensive 
background in the accounting field. 

He served for three years in the U. S. Army as a 
disbursing officer. 


1952 
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The “DEBONAIR” 


Posture Tilt 


You can get immediate delivery 
on this popular office chair. Six simple 
adjustments give unsurpassed comfort 
for clerical workers, typists, and stenographers 
who want the best. Write today 
for complete details on this fast selling 
Posture Tilt chair. Priced low to you for 
a profitable mark-up. 


$40.40 ea. List 


slightly higher in zones 2 & 3 


PREPAID TO DESTINATION 


in shipments of 100 Ibs. or more 
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National Office Machine Dealers Association @====== 


Harold W. Mann, Executive Secretary, 1267 North Wilton Place, Los Angeles 38, California 


New NOMDA Weekly Makes Big Hit 


NOMDA’s new weekly publication titled “Keeping 
You Posted” is making a big hit with the members of 
the association. In its fourth week of publication it 
has already been the cause for the most favorable re- 
marks ever made about a NOMDA activity. 

Purpose of the new mailing is to keep the members 
up-to-date with trends in business, Government edicts, 
national affairs and vital news affecting the office ma- 
chine dealers. 

The new weekly is in capsule form. No attempt is 
made to present long, drawn-out articles. It is being 
confined to short paragraphs that are quickly read. 

“It has been felt for a long time that our monthly 
Spokesman was not conducive to keeping our members 
as promptly informed as we would like to have them,” 
stated Harold Mann, executive secretary of NOMDA 
and editor of “Keeping You Posted.” 

“We feel the members are entiled to know of things 
that affect them just as soon as possible after they 
happen and once a month is not often enough to 
accomplish this. 

“We have received many letters from members we 
have never before heard from expressing their appre- 
ciation for this new service and we intend to better 
the feature as we go along,” stated Mr. Mann. 

Comments received include these: 

Dave Silvers, president of the New York OMDA: 
“This is the hottest thing that has come out of NOMDA 
in years.” 

Ed McHale, Cincinnati: “The weekly news letter is 
a good idea.” 


Looks Forward to Bulletin 

Mrs. Dorothy Kramer, executive secretary of South- 
ern California NOMDA: “We look forward each week 
to receiving it. It is a great idea and just what we 
need.” 

E. F. Roberts, Sandusky, Ohio: “I want to express 
my thanks and appreciation for the weekly ‘Keeping 
You Posted’ bulletins. They certainly give us a look 
at what’s going on—both good and bad.” 

Alan Callaway, Salisbury, Md.: “The new paper 
‘Keeping You Posted’ is very good. Keep it up.” 

Ellis Moore, Muncie, Indiana: “Thanks for ‘Keeping 
You Posted.’ We like the idea.” 

W. A. Johnston, Knoxville, Tennessee: “I received 
my second edition of ‘Keeping You Posted’ for which 
I thank you. I hope we keep this and that the members 
will read and re-read it and file for reference.” 

Sam Stein, New York: “The weekly letters are a 
step in the right direction.” 

Jim Ward of Ames Supply Company, Chicago: “This 
is something real for our members and I am sure it 
will be a great drawing card for new ones who will 
want to get in on all the very latest news and vital 
information.” 

Don Coumbe of Shipman-Ward Company, Chicago: 
“Congratulations on your weekly news bulletin. We 
think they are very fine and something that your 
members will be both happy and grateful to receive. 
Your mailing will fill a long-felt need.” 
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Walter M. Casey to Give Keynote 
Address for NOMDA’‘s Convention 


Walter M. Casey, nationally-famed speaker, has been 
selected to give the opening talk before members of 
NOMDA at their convention in Dallas on June 16. Mr. 
Casey is one of America’s most inspiring speakers and 
has been in constant demand for years by various 
organizations. His subject will be “Selling in Today’s 
Economy.” 

Mr. Casey is one of the leading citizens of Beaumont, 
Tex., where he has extensive business interests. He 


Walter M. Casey 


traveled throughout Europe recently to study economic 
conditions resulting from the aid given by the United 
States. 

A rising ovation has always been given Mr. Casey 
after his keynote addresses to many conventions. He 
is one of the top men listed by the National Sales 
Executives Club which furnishes speakers to groups 
throughout the nation. 

Mr. Casey is owner and operator of the New Crosby 
Hotel, Beaumont, Tex.; assistant to the president of 
the Beaumont Rice Mills, Beaumont; president of the 
Sabine Ice Company, Beaumont, and has been asso- 
ciated with the Ford Motor Company for three years 
in the owning and operation of three dealerships in 
Los Angeles and San Diego, Calif. 





NOMDA Questionnaire on Price Controls 
will be Tabulated for Vital Information 


Returns from NOMDA’s questionnaire recently sent 
its members are being scrutinized at headquarters and 
the results will be given to its committee on price con- 
trols in a few weeks. There are still a number of mem- = 
bers who are to return their documents and as soon as J 
these are received, the tabulation will start. 

“We feel our questionnaire will form the basis of our 
approach to price controls on used office machines,” 
stated Robert Randazzo, chairman of NOMDA’s com- } 
mittee on price controls, when interviewed in Kansas } 
City recently. i 

“This is one opportunity for the members of the 
association to really express their opinions of price 
controls as they affect our industry. The answers to 
the questionnaire will give us something concrete with 
which to work. This is the first real opportunity for 
the dealers to make their wishes known and we are 
confident we will have 100% returns on this association 
effort,” stated Mr. Randazzo. 

Working diligently on the committee with Mr. Ran- 
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Bristol and Pressboard Guides are made in all sizes to meet standard 
card filing requirements. 








Letters, numbers or names on printed tabs are ACTUALLY PRINTED 
on the the stock in black, bold, easy-to-read type—not stamped on or 
pasted on. Variety of printed index inscriptions: Alphabetical, 25 divi- 
sion A-Z to 3,000 division A-Z, Days 1-31, Months or States. Unprinted 
tabs for customer's topical indexing. Inserts for Metal Tabbed Guides 
are Cell-U-Sealed for extra protection. Line includes guides with all 
/ normal tab positions and sizes. Tab styles are illustrated at left. 


5 T  @] Cc K BRISTOL “Commercial Grade” — sulphite. “Stondard Grade” — No. 1 
Bristol quality for longer life. 


PRESSBOARD Plain tabbed guides — 20 point. Metal tabbed guides — 
25 point. 





Cc (@) L '@) RS BRISTOL Alphabetical guides—buff, blue, salmon. Days 1-31—salmon. 
Months and States—blue. 


PRESSBOARD Pearl gray with hard smooth surface. Metal tabs finished 
in green or black baked enamel. 


RRO ETE LS : 


PA CKAGING All Weis card guides are carefully and attractively boxed in two-piece 


gray cardboard boxes with strongly reinforced joints. They serve both 
dealer and customer by keeping guides clean and orderly until sold or 
used. Boxes are clearly labeled with complete stock identification. 


TEL ET LTT OS Te 


S PECIALS Non-regular sizes of card guides; guides with special tab positions; 


tabs printed to meet specific indexing requirements can all be obtained 





from Weis. Let us quote you on special needs. 
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The Weis Manufacturing Company 


Monroe, Michigan 


NEw YorRK 13: The Weis Mfg. Co., 54-56 Franklin St. CuicaGo 6: Associated Stationers Supply Co. 


Boston 10: Adams, Cushing & Foster, Incorporated 
Carpenter Paper Company 


OKLAHOMA City 1 Fort WorRTH 1 HOUSTON 2 









You enjoy both 


PROFIT 
and 


SATISFACTION 
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in selling furniture upholstered in 


GENUINE LEATHER 














4 Selling fine furniture upholstered in Genuine pearance, all that it says for his good taste and sound 
4 Leather for the furnishing of new offices and offices sense of value. 
+ being remodeled yields both profit and satisfaction. Make leather your leader . . . for Genuine Leather 
& [his satisfaction is shared mutually by you and your is the one upholstery material that appeals to leaders 
customers: by you in the pride that is yours in in business, industry and the professions. 


ng the genuine, the durable, the distinctive; 


by your customer in his enjoyment of the luxury of 








Leather, its smart colors, its attractive ap- 


THE UPHOLSTERY LEATHER GROUP 
Tanners’ Council of America « 100 Gold Street, New York 38, N. Y, 


American Leather Manufacturing Company, Nework, N. J. « The Ashtabula Hide & leather Company, Ashtabula, Ohio 
Sionchard Bro. & Lane, Nework, N. J . Eagle-Ottawa leather Company, Grand Haven, Michigan . Garden State Tanning Inc., Pine Grove, Pa. 
The Lockowanna Leather Company, Hackettstown, N. J. © Radel Leather Manufacturing Company, Newark, N. J. 
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dazzo are James Sheehan, Boston; Clarence Bush, 
Washington, D. C.; Ralph Archinal, Alameda, Calif.; 
David Ligon, Glendale, Calif.; Charles Meyers, Miami, 
Fla.; Gene Taylor, Bloomington, Ill., and Nicholas 
Fucci, Englewood, N. J. 





NOMDA “Who's Who” Proving Popular 

The 1952 biennial issue of NOMDA’s “Who’s Who in 
the Office Machine Industry’ will carry the largest 
number of advertisers in the history of the association 
Space selling for this issue began two years ago when 
three advertisers asked to be included in the 1952 
publication. When the general solicitation went out in 
January, the response was immediate 

“On my recent trip to the Eastern local associations 
I was impressed by the importance the members 
gave to our ‘Who’s Who,’” commented Harold Mann, 
NOMDA’s executive secretary, recently. “I found the 
members had their copies in their desks while others 
put copies in glove compartments of their autos when 
taking trips over the territory. 

“We sell many copies of this publication to airlines 
and railroads as well as to many manufacturers who 
are looking for live-wire dealers for outlets for new 
products,” said Mr. Mann. 

It is hoped that the 1952 book will be in the mails 
by the middle of May. Weeks and weeks are spent 
gathering the data for the roster and many more are 
spent in checking to see that all information is ac- 
curate. 





NOMDA Experiencing Rapid Growth 

With 184 members added to its roster since the start 
of the membership campaign in October, the National 
Office Machine Dealers Association is experiencing the 
most rapid growth in its history. 

So far in 1952 one new member has been enrolled 
for every business day of the year. This is definitely a 
record for the association and is one the members are 
trying vigorously to maintain. 

A number of those counted among the new members 
are dealers who have returned to membership after 
having withdrawn three or four years ago. To the 
officers of the association this is one of the best signs 
that could happen as it indicates most definitely a 





great appreciation for the work that has been done by 
the organization in recent years. 

The present membership efforts of the association 
will end on May 31. Chief interest in this contest is 
the battle between the locals in New York City, Texas, 
Chicago and Penn-Jersey-Del for the honor of being 
the largest affiliate of NOMDA. They started the new 
campaign almost even. So far New York has reported 
the addition of 11 new members. Word from the other 
locals will be coming in from week to week. 





NOMDA Exhibit Space Sells Rapidly 


“Manufacturers realize the importance of the South- 
west market and are anxious to have their products 
displayed to the NOMDA members who will be gather- 
ing at the event,” said Harold Mann, NOMDA execu- 
tive secretary, commenting upon the forthcoming 
convention in Dallas, Tex. 

Exhibit space has been selling rapidly according to 
reports from NOMDA headquarters. Some potential 
exhibitors have still to buy space, but initial sales 
were record breaking. 

A preliminary list of exhibitors follows: 

R. C. Allen Business Machines, Inc. 

Barrett Division, Lanston Monotype Machines Com- 
pany. 

Clary Multiplier Corporation. 

Duplicator Corporation. 

Indiana Cash Drawer Company. 

National Cash Register Company. 

Olivetti Corporation of America. 

Peerless Steel Equipment Company. 

Polk Brothers Typewriter Company. 

Remington Rand Inc. 

Royal Typewriter Company, Inc 

L. C. Smith & Corona Typewriters, Inc. 

Swift Business Machines, Inc. 

Tiffany Stand Company. 

Underwood Corporation. 

Ames Supply Company. 

Addo Machine Company, Inc. 

Stanley Manufacturing Company 

Master Addresser Company. 

Maso Steel Products. 

Inter-Continental Trading Corporation. 

Shipman-Ward Company. 








Salute to Spring 


. The new wifdow display by the International Business Ma 


chines Corp. at the corner of 57th St. and Madison Ave. in New York City is not only 
a welcoming salute to Spring; it is also a look into the future in decoration and indus 
trial design. The IBM electric typewriters are finished in colors created by the company 
especially to match the bright Spring flowers over which they seem to hover with their 
“butterfly” wings. A stone wall and stile are in the rear of this meadow-like scene. The 


flowers are replaced as needed. 
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Furniture by 
HUNTINGTON HOUSE 


.. always in good taste 


Designs by 
Jorgen Hansen and Jens Thuesen 


HUNTINGTON 


CHAIR CORPORATION 


HUNTINGTON, WEST VIRGINIA 





Write for Catalog and Price List Permanent Showrooms: Chicago and New York 
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C. M. Harrison of C. M. Harrison Company, Van- 
couver, B. C., was an Orrice ApPLIANCEs’ visitor April 3 
and availed himself of the facilities of our service 
bureau. An importer, he specializes in commercial 
Stationery and office supplies, handling these lines 
wholesale and through dealers. In business since 1938 
he is continually seeking more knowledge of the sta- 
tionery business and came to Chicago to make some 
contacts after having previously visited Cincinnati, 
Ohio. 





News Items Make Telling Ads 

The Wisconsin Typewriter Company, at 1306 Tower 
Ave., Superior, Wis., uses news items in its advertise- 
ments to “bring the message home” to customers. 

Recently an item about a fire which destroyed a 
building and other valuable property was used in an 
advertisement to warn the store’s customers of the 
dangers of fire and to remind them to purchase safes 
and fireproof files. 

These advertisements attract attention and help 
impress upon the customer the need to decide quickly 
upon the purchase of suitable equipment—AGH 
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May 2-3. District No. 10. NSOEA, Hote! Utah, Salt Lake ty, Utah. Frank 
B. Creer, regional governor, Utah Idaho School pply mpany, Salt Lake 
City, Utah. 
May 8-9. District No. 14, NSOEA, Huntington Hotel, Pasadena, Calif 
Russell Davis, regional governor, Alhambra Office Supply Company 
Alhambra, Calif. 
May 12-13. District Uo. 12, NSOEA, Ahwahnee Hotel, Yosemite Valley, Calif 
Tom McWhorter, regional governor, McWhorter-Young _ San Jose, Calif 
May 18, 19-20. District No. 11, NSOEA, Hotel Chinook, Yakima, Wash. 


Herbert Peterson, regional governor, Rosser & Sutton, Yakima, Wash. 

May 18-21. National Office Management Association's 33rd internationa 
conference, Civic Auditorium, San Francisco, Calif. W. H. Evans, executive 
secretary, 132 W. Chelton Ave., Philadelphia 44, Pa. 

May 18-23. New York Stationery Show, Hotel New Yorker, New York, N. Y. 
Directed by George F. Little Management, 220 Fifth Ave., New York |, N.Y 


May 19-20. IHinois Booksellers & Stat Ass y Pere Marquette 
Hotel, Peoria, Ill. Jack Markelz, secretary-treasure The Book Shop, In 
Joliet, Il. 

May 25-28. Stationers Guild of Canada, Ir 19th annual meeting, Royal 
Alexandra Hotel, Winnipeg, Manitoba. Fred R. Smart, secretary manager 


53 Yonge St., Toronto, Ontario, Canada 
May 25-28. Luggage & Leather Goods Manufacturers of America, In t4th 
annual convention, Bedford Springs H Bedford, Pa. Headquarters, 220 
Fifth Ave., New York, N. Y. 


June 2-3. District No. |, NSOEA, Wentworth-by-the-Sea. Portsmouth 


Charles P. Anderson, regional goverr Thomas Groom & mpany 
Boston, Mass. 
June 16-17. Districts No. 3 and 13, NSOEA, Haddon Ha Atlantic City 


N. J. Samuel S. Rosendorf, Jr., regional governor No. 3, Southern Stams 
& Stationery Co., Richmond, Va., and Richard E. Wahrman, regional gover 
nor No. 13, R. E. Wahrman, Inc., New York, N. Y 


June 16-18. National Office Machine Dealers’ Association's annua 


tion, Baker Hotel, Dallas, Tex.. Harold W. Mann, executive secretary, 1267 
N. Wilton Pi., Los Angeles 38, Calif 
June 19-20. District No. 2, NSOEA, Hotel Otesaga, Cooperstown, N. Y 


Vernon R, tvans, regional governor, Vernon R. Evans Company, Utica, N. Y 


October 4-8. National Stationery & Office Equipment Association's 44th 
annual convention, Conrad Hilton (formerly Stevens Hotel) Chicago, Ill. 
f 


Paul Burbank, general manager, 740 Investment Building, Washington 5, D. ¢ 
October 20-22. Fifth Annual International Systems meeting conducted by the 
Systems & Procedures Association of America, Hote! Roosevelt, New York 
N. Y. M. W. Boz, chairman, Shell Oj! Company, 50 W. SOth St.. New York 
20, N. Y. 

October 20-25. National Business Show, Grand Centra sce, New York 
N. Y. Rudolph Lang, managing director, 33 W. 42nd St., New York 18, N. Y 
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personality 


RUSSELL E. RAGAN — 
Few travelers in our indus- 
try are better known than 
this Mid-West sales repre- 
sentative of American Pad 
& Paper Company, Holyoke 
Mass. And few of the brief 
case and order book carriers 
have given more to the 
growth of NSOEA, an or- 
ganization in which he served 
up through the ranks until 
he became vice-president of 
the Field Division. Rus main- 
tains a district sales office at 
333 N. Michigan Ave., Chicago, assisted by Lt. Douglas I. 
Allen, who just recently returned from active Army 
service in Korea. Together, they cover the 10 central 
states. A native of Indianapolis, Ind., this personable 
Hoosier was graduated from Wabash College in 1923. 
He then resided 20 years in Springfield, Mass., and New 
York City. Always winning the esteem of his fellows, he 
was elected president of the Rotary Club of Springfield, 
1932-33. Betore moving to Chicago in 1943, he covered 
New England and part of New York and New Jersey 
for American Pad & Paper. Active in association and 
Travelers Club affairs he served the Great Lakes Travelers 
Club as president in 1949 and NSOEA as convention 
hairman in 1950. He is also a participating member of 
Northwest, Midwest and Fifth District Clubs. A former 
hairman of the board of deacons of First Congregational 





Church of Evanston, Ill., where he and his family reside, 
he is also a Mason and Knight Templar and a member 
f Medinah Shrine and Beta Theta Pi Fraternity. The 
Ragan family includes his popular and gracious wife, 


Josephine; daughter Peggy, a Senior at DePauw Uni- 
versity; and son Robert Russell, who resides in Columbus, 


Ohio, with wife Maryellen and daughter Shelly Ann who 
arrived last June. Rus honestly believes there is no busi- 
ness like selling, none more satisfying. And he is happiest 


yint to 


when driving, efficiently and carefully, from one « 
nother in his farflung sales territory. 





Mosler Safe Adds New York Office Space 


An expansion of the Mosler Safe Company’s New 
York offices has been announced by Edwin H. Mosler, 
president of the firm. 

A major portion of the second floor at 320 Fifth Ave., 
has been leased, making a total of more than 13,000 
square feet used by the company at that address. This 
is in addition to 12,000 square feet of industrial ware- 
house and shipping space acquired in Long Island City 
last fall. 

The added space will give needed elbow room to Mos- 
ler’s export department which has been increasing its 
sales activities in Central and South America, the 
Phillipines, Canada and Europe. 

A portion of the new space will also house the rap- 
idly growing Cash-O-Matic division. 

Modernization and redecoration of the new quarters 
is just completed. Shadowless lighting and air con- 
ditioning are features of the offices. 
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The franc hise that means quality merchandise 


OFFICE APPLIANCES, May, 


+saay ay ed ee 






3! 
PT 


1952 






Also Makers of Quality Steel Office Equipment 





tied up in 
sales knots ? 


Bile a Leg! 


...or better still, 


bite off your share of 
Expanding Index Sales 


If it’s prompt delivery you want-—we've got it with 
“Y and E” Expanding Index. If it’s help you want in 
selling this profitable item—we have that for you, too, 
We'll give your salesmen up-to-date sales instruction 
just for the asking. 
Your salesmen can easily use these planned selling 
aids to get Expanding Index business . . . to help you 


put a big bite on these large-profit sales.* 


Use these 3 selling aids: 


1. A portable demonstration kit lets your salesmen take an 
Expanding Index right to the prospect .. . show its 
features fast . . . let it sell itself. 


2. The booklet “How to Make More Money Selling “Y and E” 
Expanding Index” helps your salesmen find prospects 
. tells how to sell them. 


3. “Y and E” District Managers will hold meetings with your 
salesmen and show how easily the Expanding Index can 
be sold. 


Let “Y and Ek” put teeth in your sales program . . . to 
get your share of profits from Expanding Index. Contact 


your District Manager, or write direct. 





*One agent, who hadn't sold an Expanding 
Index before, sold $4700 worth in 6 weeks! 
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Representatives of office equipment concerns abroad, visiting in the United States, are cordially 

invited to make the offices of this journal their headquarters. The staff at the main office, 600 W. 

Jackson Blvd., Chicago, and the staff at the branch in charge of G. C. Wheeler at 1023 Pershing 

Square Bidg., Pershing Square, 42nd St. and Park Ave., New York, will be happy to be of any 

possible service. While the facilities at New York are not so many as at Chicago, there will be 
found the same desire to serve. 





NOTES AND NEWS FROM THE BRITISH ISLES 
By S. E. Rhodes 


Lancashire Press Agency, 277 Corn Exchange Buildings 
Fennel Street, Manchester 4, England 


Manchester, March 31 

The production in the U. K. last year (1951) of office 
appliances, safes and other equipment for the safe- 
guarding of business records, and office furniture, grew 
to £40,000,000 it was announced by the Office Appliance 
& Business Equipment Trades Association, national 
body of the industry in Great Britain. 

Virtually £29 million of office machinery alone was 
manufactured in the British Isles during 1951, of 
which no less than £9,245,717 was exported. In addi- 
tion the industry also produced £6 million of office 
furniture and a further £4 million of steel shelving, 
racks and cupboards. Of this latter figure £21 million 
was shipped overseas bringing Great Britain’s exports 
of all office equipment during the past year to £1134 
million, five times the country’s entire annual pro- 
duction before the war and 33% more than its exports 
during the previous year. 

The industry also produced nearly £34 million of 
safes. 

All sections of the industry showed increases, the 
revenue from typewriters being nearly £800,000 greater 
than in 1950, the export of duplicators showing a 
33144% improvement and other labor-saving office 
appliances such as printing machinery, systems and 
so forth, also showed a substantial improvement. 

An outstanding attainment was that of the account- 
ing machinery trade, which shipped abroad no less 
than £2,944,481 of its equipment, producing a revenue 
more than twice as much as in 1950. This is an in- 
crease of 1,000% on 1946 exports. 

o * o 


There is small wonder, therefore, with such optimis- 
tic figures as these, that the industry is to have a 
bigger-than-ever display at the B. I. F. At Olynipia 
there will be a 27,000 square-foot section where all 
buyers at the Fair will be able to avail themselves of 
a free secretarial service which will include the mail- 
ing of letters as well as their transcription. 

In all, more than 60 firms will be showing in this 
part of the Fair a wealth of new equipment revealing 
remarkable developments in new technique, new de- 
sign and fresh methods in labor-saving and office 
space economy. 

One interesting exhibit will be a new filing system 
which is virtually “fool-proof” insofar as the putting 
of a file back into a wrong position is indicated by a 
special color chart. Then with another new cabinet 
system, a series of limpet links enables a complete in- 
dex system to be built up in any multiple of cabinets 
which instantly interlock and can be speedily re- 
arranged. 

New microfilming methods of filing, it is estimated, 
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save as much as 99% in filing space with greater safety 
against fire. 

The recorder is an automatic high speed machine 
which can take either 8mm. or 16mm. records, photo- 
graphing documents front and back at the same time, 
the images appearing on the film side by side. 

Among the fire-proof equipment will be a safe ledger 
file in a mobile container which is tested before 
marketing at a furnace temperature of 1,600 degrees 
Fahrenheit and dropped 16 or 20 feet to test its strength. 
In this same part of the office equipment section will 
be a safe fitted with an anti-explosive device which 
includes an independent check automatically obstruct- 
ing the sliding bolts should the normal lock mechanism 
become displaced. 

As usual, OFrFIcE APPLIANCES will be covering the 
B. I. F. office equipment section at Olympia and a 
report will appear in due course. 

. ” + 

The 22,348th idea that was submitted in a 44-year-old 
works suggestion scheme has brought an award of 
£100 to Wesley Smith, an employee of Kalamazoo, Ltd., 
of Northfield, Birmingham. 

Mr. Smith, who is 38, has been with the Kalamazoo 
company for 24 years. He works in the despatch de- 
partment where he discovered that in the packaging 
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of carbon papers two boxes were often used when one | 


amended box would suffice. He suggested this economy, 


and he has now learned that since the adoption of — 


his idea will mean a saving of £200 in six months he, 
in accordance with the rules of the suggestion scheme, 
will receive half of this amount. 

The Kalamazoo suggestions scheme, which has run 
without a break since 1908, is probably one of the oldest 
and most successful of its kind in Britain, if not in 
the world. 

- > . 

In last month’s notes we referred to a new visible 
of the Kalamazoo Company. Visible recording is now- 
adays a familiar aid to office efficiency, but hitherto 
no visible method has combined the advantages of 
speed of operation and complete security with perfect 
sheet alignment. 

The new Kalamazoo visible binder incorporates an 
ingenious clip mechanism which provides the operating 
speed of a ring binder. At the same time the security 
of a key-wound binder is retained and whilst records 
may be removed, changed or added with increased 
speed, their perfect alignment is assured. 

Some of the uses to which the visible binder can be 
put include sales and purchase ledgers, analysis, hire 
purchase ledgers, stores ledgers, buying records, stock 
records, plant and machinery registers, plant mainte- 
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BATES REFILL 
5000 rustless Brass staples 
each loading. 


BATES 

SAMSON 

PUNCH 

Powerful, easy to use— 
perforates up to 

%” of paper. 


BATES 
NUMBERING 
MACHINES 

The world’s standard 
for excellence. 


BATES 
BATES MERCURY STAPLERS 


MODEL C STAPLER Wide range of eee 4 
Makes its own staples. every require . 


One loading—5000 staples. 


BATES MUNKEE 

SILENT STAMP PADS 
Reversible, renewable filler 
for long life, 

clear impressions. 


BATES 

AUTOMATIC 

EVELETER 

Feeds, inserts and 

crimps eyelets 

in one automatic d LIST FINDERS 

action. Data desired is instantly 
before you. 


hi 
BATES STAPLE “ 
REMOVER AND PUNCH 


Instantly removes any staple. 


Punches a hole up to 
a thickness of 
eight pieces of paper. 
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BATES 

PERFORATOR 

Easiest action, lorge waste 
container. Compact, economical. 














nance records, sales promotion records, minute books 
and registrar’s records. 

Then there is the Strip Index which is an efficient 
method of keeping lists, indexes and schedules of every 
kind. 

It employs thin card strips which can be instantly 
slipped on to the special pages of a loose-leaf binder, 
and is particularly valuable where the information is 
constantly changing. No matter how often additions 
and deletions are made, this index is up-to-date, tidy 
and in correct sequence. 

> * * 

Ellams Duplicator Company Ltd., of London and 
Watford, is running a “Miss Ellams” competition, 
which, I should add, is international in character. The 
house journal of Ellams carries quite a selection of 
the entries so far received. From what I have seen, 
the judges are in for a difficult time! Entries have 
been received from many overseas countries and there 
is one photograph of Miss J. Blais, of Ottawa. 

Ellams, incidentally, has just celebrated 35 years of 
trading in Scandinavia. It was in 1916 that H. E. 
Clark went to Stockholm to “open up.” According 
to what I am told the office was somewhat primitive 
in those early days and there was a barrow boy for 
machines and so forth. To-day that barrow boy is the 
manager of the Stockholm branch. 

“Can a machine think?” was recently discussed in 
talks given on the British Broadcasting Corporation. 
The old parlor game of “Twenty Questions” has long 
been popular but Adrema Ltd., which manufactures 
the world famous Bradma British Addressing Ma- 
chines, has now given us the fascinating new version, 
“Five Questions” and its PEB/S power operated print- 
ing machine takes the part of the question team. 

The game is used to demonstrate automatic selection 
and one is left wondering if a machine can think after 
all! 

The question master selects an object, the machine 
is then set in motion and a series of questions printed, 
each succeeding question depending upon the answer 
to the previous one, until finally the machine prints 
the name of the object chosen. Despite many attempts, 
no one has so far succeeded in catching out the ma- 
chine! 

Another machine arousing considerable interest is 
the Bradmaster automatic letter-writing unit. Fitted 
to a standard NEB/S25 printing machine in conjunc- 
tion with an automatic suction feed, it produces in one 
operation a perfectly matched in sales letter with 
name, address and personal salutation, facsimile sig- 
nature and date. 

We started this article with a reference to exports 
and it is opportune to refer to the achievements of 
Scotland in the field of office appliances 

The office industry has really existed in Scotland for 
only five years. It will be readily realized, therefore, 
that, post-war in character, to have developed on a 
modest scale would be a remarkable achievement. Yet 
it has so grown that in 1951 nearly one-third of the 
£26 million U. K. output was produced in Scotland! 

From one factory alone in Dundee—National Cash 
Register Company—where are made accounting and 
adding machines and cash registers, machine produc- 
tion last year amounted to £3,670,000 and exports to 
£1,315,000, £227,000 more than in 1950. The wages of 
the 1,873 employees there who made this possible 
amounted to over £777,000. 

On the Queenslie Estate in Glasgow, are now func- 
tioning at top pressure two of the largest typewriter 
factories outside of the U. S. A. At the first—Rem- 
ington Rand, Ltd.—over 2,000 are now employed and 
last year their £800,000 of exports of 1950 are believed 
to have been easily exceeded. Present production is 
in the region of 1,800 machines a week. At the second— 
British Olivetti, Ltd., which went into production in 
June, 1949, there are now employed between 800 and 
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900 men and women. Output was roughly double that 


of 1950. 

Of this, over 40% went to export. 

At a third Glasgow factory—James Howden and 
Company, Ltd., which is engaged in manufacturing 
steel office furniture, a commodity not included in the 
statistics, more than 250,000 orders were booked last 
year and the percentage of their output for export was 
increased from 40% in the early months of the year 
to 65% towards the end of the year. 

Shipments were sent out to nearly 50 different coun- 
tries and the company is drawing up plans for greater 
coverage in the U. S. A. and Canada. 

To the east, at Strathleven, Burroughs Adding Ma- 
chine, Ltd., went into production in 1950 and last year’s 
output went up by over 300% of which more than 
75% went to export, being shipped to 47 countries. Of 
this latter total, 50% was shipped to the U. S. A. 

The present plant is 156,000 square feet in area and 
employs more than 1,000 people. The first sod on an 
adjoining site where a further extension of 150,000 
square feet is to be built, was turned during March 
of this year. 

At Greenock, the International Business Machines 
(U. K.) Ltd., has now begun manufacturing the first 
electric typewriters to be built in the U. K. When ‘its 
factory is completed it intends to extend the range 
of equipment made here with plans to employ up to 
5,000. 

At the B. I. F. four of these Scottish firms will have 
stands occupying nearly 4,200 square feet. 





Belgian Firm Enlarges Brussels Branch 


The Maison Desoer, agents in Belgium for Under- 
wood, Addressograph and Acior office machines, has 
announced the opening of a larger office in Brussels. 
In the new quarters at 50-52 Rue de Stassart, sales and 
service departments for all machines, and the print- 
ing department, have been centralized. 

Maison Desoer, a very old-established firm, has 
branches in eight Belgian cities. 





Remington Rand Export Division 
Assigned New Title, Personnel 


Remington Rand Inc. has announced a new title 
for its export division, that of Remington Rand Inc.— 
International Division. 

In making the announcement, M. N. Rand, vice- 
president and general manager, said that the world- 
wide operations of the company are truly international, 
since the unification of Remington Rand Inc. has been 
far reaching. 

The company has 361 branch offices with sales or- 
ganizations on five continents together with 15,090 
exclusive distributors and dealers on six continents. 
There are also 32 plants in strategic world locations 
manufacturing the complete line of business products 
bearing the company’s name. 

C. W. Reifel, general sales manager of the Interna- 
tional Division, has announced the appointment of 
J. M. Keese as general sales manager of Remington 
Rand S. A., Paris France. 

Mr. Keese joined the company in 1938 as a salesman 
in Syracuse, N. Y. In 1940 he was named district 
typewriter sales manager in Utica, N. Y. In 1945 he 
was manager of veterans affairs in the company’s pub- 
lic relations division, Stamford, Conn. Transferred to 
the then Export Division in 1949, Mr. Keese was suc- 
sively typewriter sales promotion manager and type- 
writer sales manager. 

Two other appointments within the International 
Division were also announced by Mr. Reifel. They are 
V. J. Seward, as sales manager for a new combined 
typewriters, adding and calculating machines depart- 
ment, and W. E. Rohman as sales manager of the 
accounting machines department. 

Mr. Seward joined the company in 1938 as assistant 

(Turn to page 121, please) 
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The American Metal Products 


The symbol! of a quality product 
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Wou ace tnetted to join our dealer organization 
to carry our quality line of 


“Flexi” Metal Office Furniture Products 


SLIDING SHELVES 
adjusteble without bolting 


+ > 


SLIDING SHELVES 
adjustable without bolting 





amp “‘FLEXI’’ Storcase 4218 


amp ‘FLEX!’ Bookcase 4212 
Height 42” — Width 38” — Depth 18” 


Height 42 Width 38” — Depth 12” 





amp ‘FLEXI’ Bookcase 8412 
Height 84” — Width 38” — Depth 12” 


Top, bottom, shelves and uprights of all cases are 18 gauge steel; backs and trim side panels, 20 gauge 


steel. All cases finished in top quality gray or green baked enamel. Sizes given are outside dimensions, 





Gentlemen, these are quality products manufactured by a nationally known company that produces only quality products. 
lts know-how created these outstanding cases to sell at attractive prices, with a good profit to you. You are urged to get 


acquainted with the amp line without delay . . . it may prove to be one of your greatest sales opportunities. 


Write today for more details 


AMERICAN METAL PRODUCTS COMPANY 


5 9 Linsdete. BDetrrerve 4, WBteurecea 


OFFICE APPLIANCES, May, 1952 79 











Hold NOFA Area Meeting in Reading; 
Jules R. Ermel, Philadelphia, Presides 


Another successful NOFA area conference, the sec- 
ond of its kind, was held in Reading, Pa., on Monday, 
March 10, at the Berkshire Hotel. It was sponsored 
jointly by the Philadelphia Office Furniture Associa- 
tion and the National Office Furniture Association 
with Jules R. Ermel, Wm. F. Murphy’s Sons Company, 
Philadelphia, Pa., president of the Philadelphia Chap- 
ter, presiding. 

President Ermel extended a cordial welcome and an- 
nounced that George Wustner, Wm. F. Murphy’s Sons 
Company, who had planned to attend, regretted his 
inability to do so because of his recent illness from 
which he is recuperating. A letter from Howard Gate- 
wood, Wood Office Furniture Institute, was read. It 
expressed his regrets at being unable to attend because 
of illness and conveyed his best wishes for a success- 
ful meeting. 

The first speaker of the morning session was Paul 
M. Fletcher, NOFA management consultant, whose 
topic was “Back Again From Where We Started.” 

Declaring that one of the many jobs of NOFA is to 
eliminate confusion, to bring to its members infor- 
mation helpful to every-day business problems in order 
to achieve better operation of their business, he added 
that trade papers are doing a good job of publishing 
numerous money-making ideas for dealers. 

Mr. Fletcher pointed out that dealers who have large 
inventories are concerned with ways and means to 
move that merchandise. He found that selling is the 
answer and stressed the importance of outside sales- 
men to that end. Owners and business heads must 
know what they expect from their personnel, he stated, 
and have their duties clearly defined in order to hire 
a man for a specific job and not for what he may be 
able to do in addition. 


Personnel Mistakes Costly 

Stating that mistakes in selecting personnel are 
very costly, he recommended that dealers seek to 
learn as much as possible about each man selected, 
such as, his business background, education, schooling, 
social activities, home life and his liking for people. 

Having selected the most desirable men manage- 
ment’s responsibility does not end. The next step is 
to train those men in the ways of the company on a 
regular planned schedule to include policy, practices 
and administrative operations. They should also set 
up a sales training program to make a mediocre sales- 
man a good one and make a good salesman a star, 
said Mr. Fletcher. 


NOFA Session .. . Scene at Eastern 
Pennsylvania NOFA area conference held 
at the Hotel Berkshire in Reading, Pa., 
March 10. 








He went on to tell of the technique of selling, sg 
ing that people buy results, they don’t buy produ¢ 
but rather what those products will do. Again stresg 
ing the importance of outside salesmen who chan 
a suspect into a prospect and make the sale, he ad 
vocated the training of those men on how to me 
objections before they receive them. They should } 
able to tell their story artfully, persistently, effeg 
tively and develop a series of ideas on how they cz 
be helpful to each customer. . 

In conclusion, he declared there is a possibility of 
our economy changing for the worse in a few year 
and urged dealers to plan ahead, saying “Those wh 
plan best suffer least.” ; 

A question and answer period followed with Mr 
Fletcher answering numerous questions satisfactorily, 


Hear NOFA Chairman 2 


The next speaker was V. L. Caldwell, John Wa 
maker Store, Philadelphia, Pa., who outlined the p 
gram to be presented at the NOFA annual conventi 
and exhibition to be held April 23-24-25 in Hadd 
Hall, Atlantic City, N. J. Calling attention to the f 
that dealers should not only have a knowledge of 
lines of furniture and equipment they carry b 
should also be informed of lines they do not han 
he stressed the value of the opportunity to see 
inspect a large variety of products, all under o 
roof. This, he said, saves a considerable amount 
time, an opportunity that comes only once a year. : 
told of the excellent speakers scheduled for thé 
three-day convention including the attractive pro 
gram planned for the ladies and urged all present &# 
plan to attend. 

J. Werfel, Colonial Office Furniture Company, New- 
ark, N. J. chairman of the convention exhibition com- 
mittee, told of the difficulties of accommodating al 
manufacturers of office furniture and equipment who 
wished to display their products at the convention. 

Despite the fact that they used all their ingenuity 
in devising ways to accommodate as many as possible, 
they found they were all sold out with some 25 appili- 
cants unprovided for. Pointing out that the coming 
sixth annual convention will be the biggest ever staged 
by NOFA, he too, urged his listeners to be sure and at- 
tend if they possible could. 

The last speaker of the morning session was John H. 
Munro, Jr., NOFA insurance director, who explained in 
some detail the insurance program available to mem- 
bers of all chapters. He remarked that the NOFA group 
insurance program is one of the best investments ob- 
tainable because of its low cost and prompt payment 
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| COMMANDER 


Sure, ring °em and see how door after door opens 
wide to more sales—more profit! All Columbia 
Typewriter Ribbons and Carbon Papers are just 
loaded full of the fine writing qualities which build 
customer confidence in you. 


Your franchise as a Columbia dealer is backed 
up by the very best sales aid program in the in- 
testimony of leading stationers* 
everywhere shows that the Columbia Sales Co- 
operation Plan makes new customers—points the way 


dustry. The 


Se, to a big and profitable ribbon and carbon 


Hap; department—with lots of extra value in other 
wf 


. . . 


Cotumara Risspon & Carson Merc. Co., Inc. 

Main Office & Factory 

id, Glen Cove, L. I., New York. New York 
64 West 40th Street. Branch Offices & Dis- 


- 


102-5 Herb Hill R 
Sales & } xT 
tributors 

Classified Dire 
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pal cities. Consult your local Telephone 
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f : (Rainbow 






business from accounts that grow and stay with you! 


All you have to do to ring up more ribbon and 
carbon profits is mail in the coupon for a copy of 
the Columbia Sales Cooperation Plan. Do it now! 


*Names and statements on request. 


Brand Names that Build Business + SUK GAUZE - COMMANDER 
CLASSIC - PINNACLE - MARATHON - D.H.&D. + RAINBOW 


Covumsia Risson & Carson Manvractunine Co., Inc, @A-5 
102-5 Herb Hill Road, Glen Cove, L. L., N. Y. 


Let's have a copy—the Columbia Sales Cooperation Plan, that is! 





Name 





Position 

















of claims. Policies are available in $5000 amounts for 
executives and in $1500 policies for employees. All pol- 
icies are sold through NOFA executive office. 


The first speaker of the afternoon session was Dale 
J. McKnight, Radel Leather Manufacturing Company. 
Speaking for the Upholstered Leather Group he dis- 
cussed the “Use of Leather for Office Furniture.” Re- 
marking that leather is most desirable because of long- 
wearing qualities plus durability, he pointed out that 
it is easily cleaned and, above all, beautifies with age, 
thus making it admirably suited for upholstery pur- 
poses. He went on to tell in some detail of the various 
processes the raw hide goes through before it is ready 
to be used for upholstery. In conelusion he passed out 
information kits furnished by the Tanners Council of 
America. 


The next speaker was Bernard H. Nemlich, Regan 
Furniture Corporation, New York, N. Y., NOFA secre- 
tary of activities, whose topic was the NOFA national 
advertising and publicity program. With the aid of 
a large placard showing the progress of the publicity 
campaign to-date, he informed his listeners of each 
operation. Among the subjects covered were publica- 
tion articles, advertisements in national publications, 
window display contests and various dealer aids. 


Russell M. White, Dubin & Company, Philadelphia, 
Pa., editor of NOFA Bulletin, was next to address the 
group. Reminding his listeners that the growth of the 
Bulletin parallelled the growth of NOFA he reviewed 
its program from a humble start a few years ago to 
its present size. He told of the policies of NOFA in 
only publishing uniform-size ads and of the addition 
of articles of interest to the trade and urged members 
to be sure and read it. 


The last speaker was John R. Gray, NOFA executive 
director, who gave his talk on “The NOFA Way” in 
which he reviewed the progress and growth of NOFA, 
its services to members, the formation of national 
chapters and the increase in membership which has 
reached the 300% mark with new members joining 
daily from all parts of the country. 


He told of the convention and its program of good 
speakers, exhibitors and recreation provided for those 
who attend. In conclusion, he declared there are a 
number of projects under consideration, one of which 
is area conferences. Pointing out that this is the sec- 
ond successful area conference, he asked those in favor 
of holding another to so signify and the response was 
so favorable that another meeting will be held at a 
later date. 

Before adjourning the conference a “Business Clinic” 
was held with manufacturers describing conditions in 
the office furniture and equipment business. Chairman 
Erme!l acted as moderator. At its conclusion he thanked 
H. L. Guth, manufacturers’ representative, and the 
committee of arrangements, also Mrs. Gross of the 
Reading Chamber of Commerce for her assistance. 


Pictured at NOFA Area Conference... 


1. Hugh T. Morgan and George B. Wray, manufacturers’ representa 
tives; V. L. Caldwell, John Wanamaker’s, Philadelphia, Pa.; H. L 
Guth, manufacturers’ representative 

2. John W. Simpson, Emeco Corp.; Paul M. Fletcher, NOFA manage 
ment consultant; C. Steuart Goll, manufacturers’ representative 
Andrew D. Kuhn, Wm. G. Hintz, In Reading, Pa 

3. Harold Xander, Wm. G. Hitz, Inc., Reading, Pa.; Robert Moyer, 
Business Equipment Supply Co., Reading, Pa.; J. S. Ermel, Wm. F 
Murphy's Sons Co., Philadelphia 

4. George B. Wray, manufacturers’ representative; Harry Shaaber 
Business Equipment & Supply Co., Reading, Pa; Charles A. New 
comet, The C. F. Heller Bindery, Reading, Pa.; Norman Clyborne 
Safe & Equipment Wholesale, Philadelphia, Pa 

5. Max Block, Keystone Steel Equipment Co., Inc.; Jack F. Emhardt 
Columbia Steel Equipment Co.; John R. Gray, NOFA executive di 
rector; Russell M. White, Dubin & Co., Philadelphia, Pa 

6. John H. Munro, Jr., NOFA insurance director; C. G. Burroughs 
Gimbel Bros., Philadelphia, Pa.; Jack Landis, Young Chair Co 
Frank Sandstrom, All Steel Equipment Co 

7. Paul M. Fletcher, NOFA management consultant, addresses the 
conference. Mrs. Gross, Reading, Pa., Chamber of Commerce; John 
R. Gray, NOFA executive director; J. S. Ermel (behind rostrum 
Wm. F. Murphy's Sons Co., Philadelphia, Pa.; Mr. Fletcher; Horace 
M. Laurence, Philadelphia, Pa.; Dale J. McKnight, Radel Leather 
Mig. Co. 

8. Bernard H. Nemlich, Regan Furniture Corp., New York, N. Y., ad- 
dresses the conference. 
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Leta J. Stroben (left) Addresses The Globe-Wernicke Co. One-Day Filing School Course 


G-W Increases Schedule of Filing School 


Following the necessity of an unanticipated extra 
session of its one-day filing school held recently at the 
New York Athletic Club, New York City, The Globe- 
Wernicke Co. has announced plans to increase the 
school’s schedule to be conducted by its New York 
branch in 1952. 

The decision to increase availability of this practical 
course, instituted in 1948, came after the last school 
in New York City, at which 400 were accommodated. 
The total was brought to 800 with the unexpected re- 
run, while 700 were turned away during the two days. 

Leta J. Stroben, manager of Globe-Wernicke’s sys- 
tem division, New York City, and directress of the 
school, points out that while the number of clerical 
employees in American business and industry has 
jumped from a humble 2,000 in 1870 to a dramatic 
7,600,000 last year, “the art of putting papers away 
and finding them again is still the office step-child.” 

When, as Miss Stroben further emphasizes, 2,800,000 
of these clerical workers are exclusively engaged in 
filing and record keeping work, and the Federal Gov- 
ernment alone spent an estimated $3,000,000,000 in 
1951 in this same category, Globe-Wernicke’s plan to 
bring factual “how to do it” training to larger and 
larger audiences of office personnel is easily appre- 
ciated. 

Since its first conclave in 1948, the school has issued 
2200 certificates of completion to employees in steel 
companies, the food industry, insurance, banking, 
trade unions, the automotive industry, publishing, ad- 
vertising, real estate and, in fact, almost every facet of 
American business. 

Skilled in educating office personnel, Leta J. Stroben 
is a past president of the Records Management Asso- 
ciation of New York; a vice-president and director of 
the city’s Office Executives Association, which is the 





New York Chapter of the National Office Managers! 
Association 

One of the country’s largest producers of office 
equipment and creators of office management systems, 
Globe-Wernicke distills into the One Day Filing School 
curriculum the fruits of a 69-year history. 

Inquiries should be directed to Leta J. Stroben at the 
company’s New York branch offices, 220 E. 42nd St, 
New York 17, N. Y. 





First NOMA “How Shop” Has Successful Session 


The first “How Shop” of the National Office Manage- 
ment Association was conducted at The Warwick Hote 
in Philadelphia on March 17 and 18. Registrants from 
five states were guided through a thorough coverage 
of office reproduction processes by Irvin A. Herrmann 
of Servel, Inc., and George J. Hart of Shell Oil Com- 
pany. 

Mr. Herrmann’s wide knowledge of the office repro- 
duction field plus the great number of examples, tests, 
and pieces of literature he explained and passed 
around for examination, provided even the most ex- 
perienced registrant with valuable new knowledge. Ii 
most cases, Mr. Herrmann or Mr. Hart had a ready) 
answer for the questions and problems of those attend-? 
ing. However, free discussion across the table brought) 
out helpful suggestions and new ideas. : 

Starting with the meeting in Philadelphia, NOMA 
intends to expand the “How Shop” principle so that 
it will provide a means through which interested mem- 
bers and non-members can fully explore all facets 
of office management. The “How Shop” is a maximum 
of 20 people meeting for at least two full days for @ 
thorough coverage of one particular subject. Two lead- 
ers encourage and guide the discussion so that full 


NOMA’s First “How Shop”. . 


Seen here are registrants from five states 
who attended NOMA’s first “How Shop, 
held in Philadelphia in March. Under dit 
cussion at this session, led by I. A. Hem 
mann and G. J. Hart (seated at head of 
table) were office reproduction processes 
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Ps SOLSTERIES 


ANOTHER S VALUE POINT 


Sturgis has standardized on top quality 
upholsteries of four types, each type 
well known for good performance. In 
the Sturgis plants, these upholsteries 
are carefully hand-tailored to order 
for each chair—custom cut, double- 
stitched and properly applied to give 
wear-defying service. Your customers 
may choose from this wide color and 
material range: 





Guildhall Top 
Grain Leathers 


Dixie Deep Buff 


sTURGIS a 2 
Goodall’s Fabrics, 
UPHMOLSTERIES in two styles 


Versilan—viny! 
plastic coated 
fabric 








Your customers can't see all the quality 
that’s engineered into Sturgis chairs 
but it’s there in full measure—and 
because it’s there Sturgis dealers find 
it easy to build repeat business for 
the complete line of Sturgis chairs. 


DOUBLE STITCHING 
















You can’t see all 
the quality that's 
engineered into 
Sturgis chairs. 
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THE CARTER’S INK COMPANY [fF 


Cambridge 42 ® Boston, Massachusetts 
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- with a 10¢ price tag. 


Carter’s 2-ounce streamlined bottles 
are selling magic on your counter! 


aR and cusTOMERS like Carter’s 
quality inks in the 10¢ bottle—a handsome 
2-ounce size that looks big and is big. It has 


smart appearance plus the magic 10¢ price... 








two sure keys to volume sales. 


The Carter’s bottle is oval-shaped 
. actually weighs less because of 
lightweight glass . . . costs you less 
for freight and handling. Now is the 
time to place an order for Carter’s 
full line of Fine Fountain Pen Inks. 
Available in 9 brilliant colors to suit 
all tastes and needs. 


Perfect companion seller 


( Se Carter’s one-solution Ink Eraser 
... quickest and simplest to use 


Just apply one or two drops ... then 
blot. Carter’s new one-solution eradi- 


eator does the job quickly, simply, 
completely. A “‘must”’ item for 
“sales-minded” dealers. 
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use is made of the available time and the experience 
of those participating. 

The second NOMA “How Shop” will be again on 
reproductjon processes with Mr. Herrmann continuing 
as leader. It will be held on May 22 and 23 at the 
Fairmont Hotel in San Francisco, Calif. The fee, in- 
cluding two luncheons, is $50. All registrations are in 
advance and may be made through Art Gager, NOMA, 
132 West Chelten Ave., Philadelphia 44, Pa. 





Texas OMDA to Meet in Dallas in June 


The annual meeting of the Texas Office Machine 
Dealers Association will be held in Dallas in June at 
the same time the national convention takes place, 
according to an announcement made recently by D. L. 
Keeney, Jr., president of the Texas group. 

The Texans usually hold their annual session in 
January or February but decided to have their 1952 
meeting in June so the members could attend both 
gatherings simultaneously. 

“We are proud to be acting as hosts to the National 
Association’s convention this year,” stated Mr. Keeney, 
“and we are looking for a record turnout. The holding 
of our own association meeting coincidentally with 
NOMDA’s gives us a double incentive for our members 
to be on hand. We have held several meetings in 
various cities over the state and find that enthusiasm 
is running high for our Dallas events. 

“Of course we know there will be a grand outpouring 
of members from all the reservations that have been 
received, even this early we know we will not be dis- 
appointed,” concluded Mr. Keeney. 

The Texas OMDA has the third largest membership 
of all locals in NOMDA and expects to have a much 
larger enrollment by convention time. 





Emeco Launches Sales Campaign 


Built around the works of the French sculptor 
Auguste Rodin, with the theme, “Sculptured Master- 
works” Emco Corporation launched one of its largest 
advertising and merchandising campaigns at a dinner 
in the Baltimore Sheraton-Belvedere Hotel in March. 

Emeco sales representatives from all over the country 
were called to attend the meeting, at which addresses 
were given by Wilton C. Dinges, president of the corpo- 
ration; William Houghland, Fred G. Ham, and Jon 
W. Simpson. 

Mr. Simpson presented the 1952 advertising plans of 
Emeco, outlining the motives behind it. He pointed out 
that the United States Department of Commerce fig- 
ures show a definite trend toward the use of metal 
office furniture. Government figures showed increased 
sales for metal office furniture of 251% between 1937 
and 1947, almost twice the rate of increase for the 








same period in sales of wood office furniture. Sales for 
1952 were expected to reach $10,000,000 for the Emeco 
Corporation, stated Mr. Simpson. 

The advertising program is scheduled to appear in 
several national business and trade publications. 

Mr. Houghland announced plans for expansion of 
Emeco in the near future. 

Following the meeting, representatives were con- 
ducted on a tour of the firm’s factories in Hanover, Pa. 

Emeco executives and sales representatives shown in 
the picture are: 


Seated:—Ernest Linebaugh, Emeco plants superintendent; 
Matthew Gabrys, Emece assistant treasurer; William Hough- 
land, vice-president of Emeco Corporation; Fred G. Ham, 
Emeco contract sales manager; Jon W. Simpson, Emeco ad- 
vertising and sales promotion manager; A. L. Marschall, 
Emeco southern states sales representative, and Jack Levin, 
Louis E. Shecter Advertising Agency. 

Standing:—D. W. Alexander, Emeco'’s West Coast repre- 
sentative; W. J. Brown, Business Week representative; Bar- 
rett K. Mitchell, Emeco representative in the Mid-Western 
states; John Ott, Emece institutional sales representative in 
western Pennsylvania; Stanley Werksman, Emeco’s New 
England representative; William Hyman, Jr., institutional 
sales representative in eastern Pennsylvania; C. Stuart Goll, 
Emeco sales representative Mid-Atlantic states; Adolph 
Field, institutional sales; Gustave Lefcourt, representative 
for Metropolitan New Yerk; Stanley Whitehill, Craft Press 
of Chambersburg, Pa.; Ben P. Field, Emeco representative 
for Michigan and Great Lakes areas. 





New Jersey Stationers Hold Annual Dinner 


More than 200 members and guests assembled to 
attend the annual dinner and St. Patrick’s Day party 
of the Stationers Association of Northern New Jersey, 
held Monday evening, March 17, at the Robert Treat 
Hotel, Newark, N. J. 

After an hour enjoying cocktails and good fellowship, 
guests were served a delicious beef steak dinner in the 
grand ballroom where the spacious arrangement of 
tables permitted all to see the floor show that followed. 

President Abe Siminoff, Colonial Stationery Corpora- 
tion, Newark, N. J., extended greetings and a hearty 
welcome. Remarking that the Stationers Association 
of Northern New Jersey holds interesting and informa- 
tive meetings each month he extended an invitation 
to attend those meetings, become better acquainted 
and benefit from an exchange of ideas. 

On behalf of the association, he thanked the com- 
mittee for doing a splendid job and called upon Chair- 
man Martin E. Escoffier, Clinton Stationery Company, 
Newark, and Al Pickar, Acme Stationery & Printing 
Company, Newark, to take a bow. He then introduced 
and congratulated Vic Quinn, Universal Stamp & Sta- 
tionery Company, Newark, who was celebrating his 
birthday. Mr. Quinn acknowledged the introduction 
amidst loud applause and the singing of “Happy Birth- 
day to You.” 

He then called for a few words from Richard E. 
Wahrman, R. E. Wahrman Company, New York, N. Y., 
governor of NSOEA 13th Regional District. In re- 

(Turn to page 125, please) 


Emeco Session . Pictured are 
executives and representatives of Emeco 
Corp. who met in March at the Baltimore 
Sheraton-Belvedere Hotel, to launch one of 
the company’s largest advertising cam- 


paigns. 
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CALL/ 


Cash in on Dixon’s 

$25,000.00 

JINGLE CONTEST 
NOW / 


It's sensational! Already Dixon's 125th Anniversary 





Consumer Contest is making Ticonderoga and other 
Dixon Pencil Products the fastest moving, the most 
asked for merchandise in the stationery field today. 
The contest was announced in the pages of the 
Saturday Evening Post and Collier’s, starting with the 
April 19th issue of the Post. Big, full-page ads told the 
nation about Dixon’s 125th Anniversary Contest. The 
response has been overwhelming, is getting bigger. 
And no wonder! The contest is simple and easy...a 
must for every man, woman and child who has the 
slightest inclination toward winning big cash prizes. 
You still have time to cash in! So get your share 
of this increased store traffic, increased 
sales, greater profits! Write or wire 






us today for complete details. 








+" 











The Nation’s First Pencil! 
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Dennison Elects New Officers 


John S. Keir, executive vice-president since 1939, has 
been elected president of the Dennison Manufacturing 
Company to fill the vacancy caused by the death of 
Henry S. Dennison, who had been president for 35 
years. 

The directors also elected Ralph A. Maish, vice- 
president in charge of marketing and John A. Garvey 
vice-president in charge of production. 

The newly-elected president has been associated 
with Dennison since 1924, when he came to the com- 





R. A. Maish 


J]. A. Garvey J. S. Keir 


pany as staff assistant to the president. He was placed 
in charge of the research division in 1929 and elected 
a director in 1932. He became vice-president in 1936 
and executive vice-president in 1939. 

Andy Maish came with the company in 1910 as a 
salesman in Cincinnati. He was transferred to Fram- 
ingham in 1921, and in 1922 was appointed merchan- 
dise manager of the Dennison lines that are sold to 
wholesalers and retailers. He was elected director in 
1936 and served as director of merchandising. For the 
past three years, as director of marketing, he has had 
general supervision over the activities of the entire 
marketing division. 

Mr. Garvey entered the employ of the Dennison 
Manufacturing Company in 1919 and in 1922 was 
placed in charge of employment and personnel. From 
1927 to 1933 he was in charge of various manufacturing 
divisions. In 1934 he was appointed assistant pro- 
duction manager. He became production manager in 
January 1936 and was elected director in March 1936. 

H. E. Gorton, P. B. Hamilton and R. N. Wallis have 
been added to the board of directors. Directors re- 
elected were J. S. Keir, R. A. Maish, J. A. Garvey, J. T. 
Dennison, D. C. Huntington, R. J. Mitchell, A. B. 
Newhall. 

D. C. Huntington who has been director of sales, 
was named director of marketing operations. 

H. E. Gorton has been appointed director of mer- 
chandising for the lines sold to wholesalers and 
retailers. 

R. J. Mitchell, who has been director of merchan- 
dising, continues in that capacity for made-to-order 
goods. 

P. B. Hamilton, formerly manager of the northeast- 
ern selling division, was named director of sales. J. T. 
Dennison will continue to serve as assistant production 
manager. A. B. Newhall continues as treasurer and 
R. N. Wallis as assistant treasurer. 





Saxon Paper Makes Personnel Changes 

Saxon Paper Corporation has announced the ap- 
pointment of Jack Abrahams as advertising manager, 
replacing Charles Weissman, who is now a sales rep- 
resentative with the organization. 
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Joseph Dixon Crucible Company Now 
125 Years Old, Observes Anniversary 


The business of the Joseph Dixon Crucible Company, 
Jersey City, N. J., this year marks its 125th anniversary, 
having been started by Joseph Dixon in Salem, Mass., 
in 1827. 

That was the year that he settled down to do a reg- 
ular business of manufacturing and selling graphite 
crucibles and graphite stove polish, both the result of 
his experimenting with graphite in the making of 
crude pencils and in the casting of type for his own 
printing. 

Dixon was an inventive Yankee who pioneered with 
things near at hand. He had several mechanical in- 
ventions to his credit and he contributed considerably 
to the advancement of printing and lithographing 
processes and made some experiments in camera de- 
velopment. 


Found Use for Graphite 


Lumps of graphite (also known as plumbago) picked 
up on a wharf in Salem where a ship back from Ceylon 
had unloaded ballast aroused his inventive curiosity. 
Finding several practical uses for it, he engaged a 
sea-captain to bring in more of it, and he and his 
company have imported it constantly and in increas- 
ing quantity ever since. 

He invented the graphite crucible as a great im- 
provement over baked clay crucibles which had been 
used for several thousands years. He combined graph- 
ite with clay, as in a pencil “lead,” to form a melting 
pot making it a better conductor of heat to melt gold, 
silver, copper, zinc, and tin, and tougher and longer 
lasting than the former clay crucibles. 

It was the greatest improvement for the melting of 
metals since the time of Hiram of Tyre, the worker in 
brass, who cast the metal decorations for King Sol- 
oman’s Temple. 

The new brass industry in New England competing 
with importations from England offered Joseph Dixon 
a ready market. At the same time, iron stoves were 
rapidly replacing open fire places. 

Dixon had noticed the shiny and rust preventing 
effect of graphite when rubbed on iron, so made the 
first stove polish which he sold to the Yankee peddlers 
and they in turn made it one of their “best sellers.” 


Resumed Pencil Production 


In the day that ink was almost universally used for 
writing and paper not yet plentiful, there did not 
appear to be any general market for pencils so he quit 
his hand pencil making not to resume it by machine 
production until some 40 years later near the end 
of his life. 

After the Mexican War which had stimulated his 
crucible business, Dixon moved to Jersey City for the 
convenience of shipping in and out of New York 
Harbor and to be located on a railroad for direct and 
faster shipments to the West. 

The walls of his original building in Jersey City are 
a part of the present Crucible factory beside the 
Pennsylvania Railroad which ran by his door. 

Joseph Dixon’s business was incorporated as the 
Joseph Dixon Crucible Company in 1868, the year 
before he died. 

From this beginning has grown the Dixon business 
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The binder for active records in 
office and factory. 


Locks and unlocks by turn of knurled 
end knob— speedy, convenient. 


Locking mechanism assures positive 
grip on posts simultaneously. 


Metal hinge covers for extra 
strength. Metal end knobs. 


Covers are of extra heavy genuine 
binders board for long life. 


Bound in durable brown Cordoba 
imitation leather—neatly embossed. 


NEW YORK 


. ey 
~ * ts re 
aig * f ERE: 


WiILSO 


CAMBRIDGE, MASS. 


Street 26 Blackstone Street 


YT #: 


~ an 
1° Se 
+a ee ee : 


= 





POSITIVE LOCK—WITHOUT KEY 


A simple turn of the knurled end knob locks or unlocks 
the Mohawk Binder in an instant. This provides speed 
and convenience, appreciated by users especially where 
sheet changes are frequent. 


Like all @ Post Binders, the locking mechanism grips 
both posts simultaneously and with equal tension. The 
Mohawk is equipped with metal hinge covers for extra 
strength. Covers are of extra heavy genuine binders 
board bound in durable brown Cordoba imitation leather, 
attractively embossed. Its sturdy construction makes it 
adaptable for housing active current records. It will 
stand up under hard use in the office or factory. 


For complete listing, see Catalog No. 149, Page 48. 
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N JONES Co. 


CHICAGO KANSAS CITY, MO. 
3300 Franklin Bivd. 1520 Cherry Street 


SAN FRANCISCO 
246 First Street 


Main Plants at CHICAGO and ELIZABETH, N. Jd. 
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as we know it. Joseph Dixon’s last work was the plan- 
ning and devising of facilities to manufacture lead 
pencils and crayons in quantity. His successors built 
upon this, so as the lead pencil was the only Dixon 
product that everybody could use, pencil manufactur- 
ing soon became a very important part of the Dixon 
business. 

This company is what it is today because of what 
happened and how it was directed over so many years. 
It owes its present existence to the fortitude, character, 
perseverance, and vision of those who have gone be- 
fore. It is one of very few human institutions that has 
survived for so long a time. It has endured through 
periods of peace and war, boom and depression— 
serving each age with useful products for the changing 
modes of life. 

In this tradition, new products are now underway to 
become a part of the very newest of industries. Ob- 
viously, this is not one of the largest companies in 
the country, yet it has ever made a real contribution 
to the building of the nation, and has set an example 
of high conduct of private business enterprise. 

The present management is deeply conscious of the 
responsibility of upholding the traditions and the hon- 
orable reputation of a century and a quarter. Those 
entrusted with the official direction today are: 

E. M. Cabaniss, president; F. G. Atkinson, executive 
vice-president; H. B. Van Dorn, vice-president; L. A. 
Behrendt, vice-president; H. W. Armstrong, treasurer, 
and J. P. Templeton, secretary and comptroller. 

The business has a deep foundation of experience 
and a broad foundation of public good will. It carries 
on with the firm resolve to do its part from day to day 
that it will live to be much older and much greater— 
always in step with the world about, and applying new 
ideas according to time-tested principles of fair 
dealing. 





Stanger Named to Burroughs Canadian Region 


Frederick E. Stanger has been appointed regional 
service sales promotion representative for Burroughs 
Adding Machine Company Canadian region. The an- 
nouncement was made by C. A. Baker, general service 
manager. 

Mr. Stanger, who joined the organization in Hamil- 
ton, Ont., in 1938, was a serviceman in Toronto, North 
Bay and Barrie, prior to his present appointment. 
During World War II, he served for two years in the 
Royal Canadian Air Force. 

Mr. Stanger’s headquarters will be in Burroughs’ 
Toronto regional office. 





NSOEA Publishes “‘How to Sell Pencils’ 


Members of the National Stationery and Office 
Equipment Association have received their copies of 
the new sales training manual, “How to Sell Pencils.” 
This newest manual is the 12th in the series developed 
by the Association. 

In addition to a full sales treatment on the main 


subject, wood-cased pencils, the manual contains two | 
extra sections which cover the closely allied lines of | 





erasers and pencil sharpeners. For the first time in 
the series, the text pages are printed in three colors 
instead of two. The cover is printed in gray, black, 
and yellow. Its 40 pages are profusely illustrated with 
photos, drawings and cartoons which tend to make 
study easier and more attractive. 

The manual contains a set of questions and a 
glossary of terms and a separate leaders’ guide assists 
store managers in planning and conducting training. 

Every wood-cased pencil, eraser and pencil sharp- 
ener manufacturer member of NSOEA was consulted 
during the development of the manual, as well as 
selected retail members. Ten companies were visited 
personally, and the top sales executives contributed 
information and ideas which lead to a completely 
factual and yet unbiased guide for increasing sales. 

Copies of the manual are available only to members 
of NSOEA. For more information, write to the National 
Stationery and Office Equipment Association, 740 In- 
vestment Building, Washington 5, D. C. 











———————— 


It's the Indiana Chair Co., Inc., Now at Jasper, Ind.; Drop “New” From Name 


This plant at Jasper, Ind., founded 23 years ago when a group 
of wood craftsmen and businessmen banded together, is now 
known as the Indiana Chair Co., Inc. The word “New” in the 
former designation as the New Indiana Chair Co., has been dis- 
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continued and the company states, “No longer we are new— 


but old!—and proud of it! We're proud of our record and every | 
piece of furniture we have produced in those 23 years. So we 


are correcting our name.” 
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A-S-E Construction Features 
Are Features You Can Sell 


Completely Concealed Hinges—no bolts or 


ent sagging doors and 
ada to attractiveness 


rivets showing Pre 


Die-Cast Chrome Plated Handles of modern 
tches at top, center and 
bottom of cabinets 


Gesiagn contro! 


Easy Shelf Adjustment—no bolts or nuts re- 
aquired for adiustment on 1%" centers. 
Strongly Built — Fr + thick steel angle up- 
rights and 16-gauge channel cross members 
gth and rigidity. 


nmsure lasting strer 
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SUPPLEMENT YOUR SALES with 
A-S-E STORAGE CABINETS 


You can sell a cabinet for every type of storage requirement when 
you carry the complete A-S-E Storage Cabinet Line. That's why 
they are the fastest selling line of storage cabinets in the field. They 
make excellent sales leaders, and are perfect for the tie-in sale 
that boosts both sales and profits. Their smartly designed hardware, 
durable baked-on finishes and strong, rigid construction all tell 
why they are so well-liked by all business men. Offer this fine line 
of storage cabinets in dawn gray, olive green or grained finishes, 
and you provide your customers with a choice that will keep them 
coming to you for their storage needs. This is the line that will 
give your sales a boost! Send for the A-S-E STORAGE CABINET 
CATALOG NO. 180 and price list today. 


AN A-S-E CABINET TO MEET EVERY STORAGE NEED 
® Storage Cabinets ® Combination Cabinets 
® Wardrobe Cabinets ® Counter High Cabinets 
® Key Cabinets 








ALL-STEEL EQUIPMENT 
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Palace of Tulsa Remodels 


When befeathered Osage Indians 
rode the streets in chauffeur-driven 
violet Cadillacs; when board walks 
and mud streets were the only 
thoroughfares in this young and 
booming oil town; this was when a 
young French Canadian, James 
Constantine, arrived in Tulsa, Okla. 
to start work as a bootblack. 

James progressed rapidly, learn- 
ing the language and making 
friends. Not long after his arrival 
he went into the drug business; 
later he traded in furs; then, as 
manager of a curio shop, he: mar- 
keted the products of the Osage 
Indians. 

But it soon became evident that 
the new town needed a supplier of 
the tools of business—a stationer. 
And so, 39 years ago James and his 
wife Olive, started the business that 
grew to be the modern Palace Office 
Supply Company of Tulsa. 

However, the vicissitudes of the 
stationery business were many and 
the present business did not grow of 
itself. 


Survived 1917 Fire 


In 1917 a large Tulsa fire de- 
stroyed the Constantines’ store. A 
new store was started immediately 
and it prospered. 

By 1921 construction was started 
on a new building at 611 S. Boston 
St. At that time the location was 
on the fringe of the business dis- 
trict. Most business men doubted 
the wisdom of the move, but several 
far-visioned men urged the Con- 
stantines to build even beyond the 
needs of their own business and io 
include space for a hotel. This was 
done. 

This is the same building that has 
now been completely remodeled and 
modernized. Made into a beautiful 
store and office building (the hotel 
no longer exists) it houses, besides 
the Palace Office Supply Company, 
the offices of one of the outstanding 
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Remodeled Home of Palace Office Supply Co., Tulsa 


oil companies of the country. It is 
an elegant picture of gray stone 
and stainless steel, a monument to 
the work and success of James and 
Olive Constantine. 

But not to them alone. 

Employed now as they have been 
during the growth of the company 
are Maude Barnes, with 35 years of 
service; Floyd J. Thomas, 33 years; 
Fred Morgenstern, 31 years; George 
Highfill, 30 years; Harry M. Jackson, 
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30 years; Felix Salles, 29 years; Rays 


G. Castleberry and E. M. Baxter, 
each 26 years. 
stationery know how! 
tribute to the human understand- 
ing and the “heart” of the owners 
of the business. 


Son Heads Firm 


Now at the head of the 
tion—James Constantine 


institu- 
died in 


1950—is George Constantine, son of | 
1929 he has | 


the founders. Since 
been trained for his responsibilities. 
During his high school days he 
learned the shipping, receiving and 
warehousing phases of the business. 
Then came a complete business 
training at the University of Chi- 
cago, from which he graduated in 
1934. 

Since that time he has learned 
every detail of the work under the 
tutelage of his father and the men 


Stationery Was Secondary ... 
In 1909 Mr. & Mrs. James Constantine 
(center) operated a drug store in Tulsa. 
Pictured is their store with some station- 
ery items on the high shelves 
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Exclusive with the 





LU5SL4 EXECUTIVE —six easy adjustments 
that fit the chair to the man! 


Model 18-A 


COSCO Executive 


now with new Form-Flo base. 


e chair for men that’s bound to head the sales 

sco Executive! 

(1) Six comfort adjustments, made without 
chair to a man’s own physique, his own work 
eas of comfort. (2) Sturdy, all-steel construc- 
rubber-cushioned, saddle-shaped, revolving 

e-piece Form-Flo base. (3) Du Pont “Fabrilite”’ 

Bonderized, baked-on enamel finish in all pop- 


lors. (4) More comfort, more convenience—a 


r that you’ll have no trouble at all in selling to 


profitable investment in attracting the best 
zetting top working efficiency . . . improving 
es 
sco Executive your leader in America’s leading 
ffice seating . . . including an armless model to 


iel 18-A Executive; arm chairs, side chairs, and 


Stock and feature them all. Send today for 


HAMILTON MANUFACTURING CORPORATION + COLUMBUS, INDIANA 


OFFICE APPLIANCES, May, 1952 


Sy 








Adjustable in a jiffy to 
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Nationally advertised 


CUSED Ais 





Custom-built quality at mass-production prices 
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and women who helped build the 
company’s fine reputation. 

And now, 39 years after James 
and Olive Constantine opened their 
store, another opening took place, 
this time of the same business, but 
in a handsome, remodeled home. 

A “family dinner” on April 2 gath- 
ered together the entire staff, with 
wives and husbands, also represen- 
tatives of the principal suppliers in 
the business, the architects and 
contractors for the new building, 
and civic leaders of Tulsa 

On April 3, the general public was 
invited to visit the building, store 
and printing plant. Those who did 
so saw a modern, air-conditioned 
store equipped with steel shelving 
and display cases; office furniture 
layouts in room-like arrangements, 
and a new printing and lithograph- 
ing plant. 

Thus the Constantine Building 
and the Palace Office Supply Com- 
pany continue to grow with the Oil 
Capitol of the Southwest 





Credit Executives to Meet This Month 


The silver anniversary conference of the Credit 
Executives of Associated Manufacturers Selling Sta- 
tionery, Office Supplies, School Supplies and Kindred 
Products will be held in the Congress Hotel, Chicago, 
on May 14, 15 and 16. A registration of about 100 is 
expected. 

P. M. Ness, assistant treasurer of the Wilson Jones 
Co., is national chairman of the group. Working with 
him in promoting the conference are B. E. Van Dyke, 
credit manager of Esterbrook Pen Company, eastern 
chairman; August F. Van Eyke, credit manager of 
Woodall Industries, Inc., western chairman, and Ruth 
Goss, credit manager of White & Wychoff Manufac- 
turing Company, national vice-chairman. 

Melvin W. Borders, president of the Wilson Jones Co.., 
honorary chairman of the conference, will give the ad- 
dress of welcome on Wednesday morning. At that and 
subsequent sessions, the following speakers will be 
heard: Joseph T. Meek, executive secretary, Illinois 
Federation of Retail Associations, “Freedom to Fail;”’ 
C. Edward Dahlin, attorney, First National Bank of 
Chicago, “Behind the Scenes in Banking Operations;”’ 
Howard S. Sanders, secretary, Stationers & Publishers 
Board of Trade, “Credit Where Credit Is Due;” Special 
Agent K. Robert Schroeder, Federal Bureau of Investi- 
gation, “Bankruptcy Frauds;” Joseph P. Templeton, 
comptroller, Joseph Dixon Crucible Company, “We Get 
So Soon Old and So Late Smart;” Edward L. Maclen- 
nan, certified public accountant, Touche, Niven, Bailey 
& Smart, “How to Read a Financial Statement;” Abra- 





Master Addresser Display ... 
Lab-L-Master were recently featured in this attractive window display by Farnhe 
Staty. & School Supply Co., of Minneapolis, Minn. A display unit furnished by Mas 

Addresser Co. occupied the center of the window featuring the Model 40 flanked } 

Master tapes, carbon tapes, spool holders and printing fluid. According to J. W. Fraum 
felder, store manager, the display stimulated interest in Master Addresser products. 





The Master addresser, Master duplicator ¢ 


ham L. Popper, Popper & Popper, attorneys at law; 
William Gove, Minnesota Mining & Manufacturing 
Company; Harry W. Heckman, consulting economist. 

The entertainment program at the conference in-} 
cludes an evening at Mangan’s Chateau, near Lyons, 
Ill., on Wednesday; an informal party in the English 
Walnut Room of the Congress Hotel on Thursday! 
evening and the annual banquet on Friday evening in 
the Florentine Room of the Congress. Special enter- 
tainment will be provided for the ladies not attending 
business sessions. 








IBM Appoints Sales & Service Managers 


International Business Machines Corporation has 
announced the appointments of Herbert C. John and 
Harold M. Nelson as managers of all its sales and 
services in the Chicago west, and Evanston offices, re- 
spectively. 

Mr. John was previously manager in Schenectady, 
N. Y., while Mr. Nelson was a sales representative if) 
Chicago. 


Book Store Opened in Fort Worth 

The Baptist Book Store, at 107 W. 10th St., Fon 
Worth, Tex., was formally opened on March 3. The 
store occupies a two-story building, the first floor a 
which is used to display books and cards, the second} 
floor being used for offices and storage. Visual aids 
films and tape recorders are shown in the basement) 

The store is managed by Miss Virginia Dare Smith— 
JHR 

















National Blank Book Co. Occupies New Office and Warehouse in Chicago 


Reproduced is an artist's sketch of the new National Blank Book 
Co, headquarters in Chicago, occupying 45,000 square feet of floor 
space in a modern fire-proof building, with a railroad siding and 
five trucking bays. The former location on Jefferson near Horder’s 
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Inc. has now been superseded by the location at 4500 W. Dickens” 
St., telephone DI 2-4500. National in the new quarters has an! 
efficient one-story operation. Additional details will be published) 
when the organization is settled in its new home. : 
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“No more tugging at folders 








.. filing is quick and easy!” 

nd 
™ “Does away with sagging folders 
iy . gives more filing space!” 
in 

Yes, when your customers discover how easy it is to file and find records 
rt in Victor Suspended File Folders, they’! want their entire filing system 
he changed over; and when they “hang it all,” you're in for some real profit! 
7 A simple demonstration is all that’s needed to assure you the profit 
is from this changeover. Just show them how Victor Suspended File Folders 
it eliminate thumb-worn, dog-eared folders and overcrowded drawers... 
4 how they hang neatly without sagging and make filing a one-hand oper- 

ation. Explain how the newly designed Victor Suspended File Frames will 
> fit practically any file drawer because they can be adjusted for beth 

width and depth... an added feature that means added sales. 

Write today for full information on how to order a portable demon- 
strator that’s worth it’s weight in potential profit. Also, if desired, we 
will send you details on the Complete Victor Line of Filing Systems and 
Supplies including all sizes of guides and folders, in a variety of metal, 
celluloid and plain tabs ... we have a system for every filing need. 

THE VICTOR SAFE & — CO., INC. 
ns 
“: NORTH TONAWANDA NEW YORK 
BC 
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Addressograph-Multigraph Honors J. B. Ward 


J. B. Ward’s attainment of his 25th membership in 
Addressograph-Multigraph Corporation’s international 
honor organization for top salesmen was marked at the 
company’s annual “Hundred Club” meeting in the 
Atlantic City, N. J., 


Chalfonte-Haddon Hall Hotel, 
March 10. Mr. Ward was presented with a special com- 


J]. B. Ward 





memorative certificate by George C. Brainard, presi- 
dent of Addressograph-Multigraph Corporation. 

His jubilee membership is based on the performance 
of the domestic distribution organization which, in 
1951, exceeded its assigned sales quota for a new vol- 
ume record. His previous memberships were earned 
as a salesman, sales agent, and as national Addresso- 
graph division sales manager. As vice-president and 
general manager, Mr. Ward also acts as a general 
sales manager. 

He is the first sales representative in the history of 
the company, which was founded in 1892, to attain 25 
memberships. A salesman earns membership in the 
“Hundred Club” by exceeding his assigned sales quota 
for the calendar year. 

“Hundred Club” records reveal that 10 active sales 
representatives have 15 memberships or more, but only 
one other has as many as 22. He is B. B. Silesky, man- 
ager of the Baltimore, Md., Multigraph sales and serv- 
ice office. 





Famous Trade-Mark Used on Many Products 
The eagle trade-mark, well known for years all ove 





the world, will now be seen on a wide line of product 





to be manufactured by The Hall’s Safe Company, Inc.) 
successor to The Hall’s Safe Company of Cincinnati! 
Ohio. : 


Details of the re-organization of this company were 
related in the April issue of Orrice APPIANCES. 





Taylor’s of Grand Rapids Changes Location 


C. B. Krenz, president and general manager of Tay-! 
lor’s, Inc., dealers in office supplies and equipment in} 
Grand Rapids, Mich., announced that his firm has} 
taken a long term lease on a building at 308 Monroe? 
Ave., NW. 

The move is expected to take place about May 1, or 
as soon as remodeling is completed. The new location 
will provide twice the amount of floor space now used 

Supplies will be departmentalized in the new store, 
while space for furniture display will be provided en 
the ground floor and a lower floor. A service shop for 
typewriters and adding machines will be installed on 
the balcony. 





Stimulating Stationery Traffic... 
Displays of social letter papers bring traf- 
fic into commercial stationery stores and 
Schwabacher-Frey Co., Los Angeles, finds 
it worthwhile to show fashion and staple 
social papers at frequent intervals. This 
recent installation, designed by Thomas 
Burke, features a variety of Eaton Open 
Stock classics claimed to pyramid social 
paper volume through repeat sales 
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When a product is outstandingly good, 


it doesn’t need a circus barker to sell it. ¥ 


PEERLESS IMPERIAL No Curl No Smudge 
carbon is that kind of a product. It sells 
itself. It's the sort of carbon every 
office is looking for. It has manifolding 


quality, sharpness, cleanliness and 


NO CURL NO SMUDGE opens the door ¥# 
to fine profits and repeat business, 
because it assures customer satisfaction. 


And this isn’t just advertising talk 


Offer it proudly . . . and it % 
will do you proud in increasing # 


sales. Write for samples and 


price information 






28 Peerless Place, Newark 5, New Jersey 


PEERLESS- IMPERIAL 


A] 
- ¥ . 
We Ww , 4 
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66 3 ath 
ad @ t-cat Y rp in (ee Ribbons, carbons, spirit and gelatin duplicating 


carbons, master units, carbon ribbons, carbon rolls for every business need. 
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UPPER LEFT—Exterior view 
of Itkin Bros. new showrooms 
at 290 Madison Ave., New 
York City. 


LOWER LEFT—Executive of- 
fice furniture in individual 
settings on the main floor 





UPPER RIGHT — Correlated 
groupings of furniture in 
typical office settings for in- 
viting display. 


LOWER RIGHT—One of the 
private offices for the partners 
in the enterprising New York 
City firm. 


The Itkin Brothers: Abe, Sam and Ben 


Itkin Bros., Inc., Opens New Showrooms 


Itkin Bros., Inc., 290 Madison Ave., has announced 
with pride the opening of one of New York City’s finest 
showrooms, devoted to the display and sale of office 
furniture and equipment. 

Officers of the firm are Ben Itkin, president; Abe 
Itkin, vice-president and treasurer; and Sam Itkin, 
secretary. 

The opening of this new, modern and exciting show- 
room marks the culmination of 18 years of continual 
progress for Itkin Bros., a firm that has devoted its 
efforts to the betterment of the office equipment in- 
dustry. 

Itkin Bros. originated in an upstairs loft in Septem- 
ber, 1934, at 20 E. 46th St., in a space of 1500 square 
feet, with exactly a handful of samples and approxi- 
mately $30 worth of shop equipment and three able 
pairs of legs. 

This new showroom is a far cry from the early days 
of selling in an upstairs loft. 

A glass front, 40 feet wide and 25 feet high, enables 
the passersby to visualize a complete panorama of the 
latest designs, various styles of office furniture and 
decorative accessories. 

The main floor features executive office furniture in 
individual settings and correlated groupings in typical 
office settings. Backgrounds of matchstick panelled 
bamboo screens, framed clear glass partitions made to 
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simulate a panelled wall and exciting draperies en- 
hance all the groupings. 


Also featured in the main floor showroom. is one of} 
the finest and newest fluorescent lighting installations) 


in New York City today. Accessory lighting plays 4 
very important part in dressing up the individual 
office suites. 

Overlooking the showroom is the mezzanine, where 
the general offices are located. Here, Itkin Bros, spared 
no expense in setting up two private offices, which alse 
serve as model offices. One of these offices is done if 
the modern design and the other in traditional period 

In these offices, emphasis has been placed on drapery 
covered walls, grass cloth walls and built-in wood units. 
In other words, the offices are an advertisement in 
themselves as to the scope of service Itkin Bros 
affords its clientele. 

The rest of the mezzanine is devoted to the seating 
of the outside salesmen, the bookkeeping, shipping and 
decorating departments. The remainder of the space 
is used for a display of a complete line of reception 
room, den and library furniture, complete with acces 
sories, such as end tables, pictures, lamps and bars. 

The basement display room is not only a most beau- 
tiful selling floor, but an example of what can be done 
to ungainly space. The ceiling is 20 feet high and 
every conceivable type of piping and air conditioning 
ducts are visible. 

However, with the lighting job done by a competent 
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Thomas Furniture, Series No. 1700, covered with Kalistron* . 


See how you profit ways... 





with Thomas Furniture covered with Kalistron 


' 


Kalistron’s completely different “color- 6 Kalistron’s amazing ability to STAY 
depth” beauty attracts customers, starts > new-looking helps clinch initial sales 
selling for you at once! (““ ... leads to profitable repeat business! 





The unique beauty and durability of this Thomas Furniture 
result from Kalistron’s decorator colors being fused to underside of clear, 
super-durable Vinylite sheet. This undersurface is never touched, so 
Kalistron’s beauty never shows wear, And color glowing 
through guarding Vinylite creates a “richness in depth” 
‘ that’s breathtaking and sales-making. 


Learn more about Thomas Furniture covered with Kalistron. Send coupon 
for sample of Kalistron, Nail-File Proof Test and complete data. 


Dept. 
as Furniture — 
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specialist and the proper use of paint, this is one of 
the smartest selling units seen anywhere. In this 
space is featured complete lines of executive and com- 
mercial office furniture in both wood and steel, as well 
as a comprehensive display of filing equipment and 
accessories. 

To cap all of these features, the entire premises are 
air-conditioned to give maximum comfort at all times 
to employees, as well as customers. Itkin Bros. now 
maintains a staff of 40, which includes one of the 
finest service departments in New York City or per- 
haps the country. 

The roster of lines which the Itkin Bros. carry spells 
the “who’s who” in the office furniture and equipment 
industry. The following is a list of their manufactur- 
ers: All Steel Equipment Co., Alma Desk Co., Art Steel 
Sales Corp., H. O. Atwood Associates, Bright Chair Co., 
Cole Steel Equipment Co., Columbia Steel Equipment 
Co., Commercial Furniture Co., Corry-Jamestown Mfg. 
Corp., Excellent Cabinet Wks., Harter Chair Corp., 
High Point Bending & Chair Corp., Huntington Chair 
Co., Imperial Leather Furnityre Co., Jasper Desk Co., 
Lyon Metal Products, Myrtle Desk Co., National Desk 
Co., Ridgefield Furn. Co., Security Steel Equipment 
Co., Shelbyville Desk Co., Taylor Chair Co. and Vogel- 
Peterson Co. 





Burroughs Makes Appointments, Opens Branch 

Two appointments and the opening of a new branch 
office have been announced by Burroughs Adding Ma- 
chine Company. 

Louis A. Hagman has been named manager of the 
Seattle branch. He replaces C. C. Terry, Seattle man- 
ager since 1943, who retired March 1 of this year. 

Mr. Hagman, who has been assistant manager of the 
Los Angeles branch since 1945, joined the company in 





G. E. Caswell 


Louis A. Hagman C. C. Terry 


Seattle in 1936. He was a salesman and bank specialist 
in the Salt Lake City branch in 1945 and went to Los 
Angeles late that year. 

He attended Yakima Business College and the Uni- 
versity of Washington. 

Mr. Terry had served in many Burroughs branches 
since joining the organization in 1917. These included 
Yakima, Tacoma, and Akron, Ohio; Rochester, N. Y.; 
Detroit and Chicago. 

Named manager of the New Haven, Conn., branch, 
George E. Caswell joined the company in 1936, shortly 
after graduation from Brown University. He began his 
career as a salesman in Providence. In Boston, he was 
a retail specialist and a supervisor, later becoming 
divisional sales promotion representative, then regional 
sales promotion representative 

He joins the New Haven office after serving as gen- 


eral regional sales promotion representative in the 
northeast regional headquarters in Old Greenwich, 
Conn. 

Sales and service facilities have been opened ip 
Phoenix, Ariz., at 702 N. First St. The 50-foot by 60- 
foot one story brick and stucco buiiding, which wil] 
also accommodate demonstration rooms, is air condi- 
tioned and has modern fluorescent lighting. Parking 
facilities are located at the rear of the building. 

Branch manager is R. E. Burris. 





Zac Smith Company, Inc., Promotes New 
Account Contest; Winner Goes to Florida 


Robert C. Carter of the Zac Smith Company, Ine, 
Birmingham, Ala., attended the NSOEA regional con- 
vention April 3-5 in St. Petersburg, Fla., ‘‘on the house.” 
He was the winner of a novel new account contest 
conducted by the Zac Smith firm. 

This contest was planned last November to promote 
a spirit of friendly rivalry and to increase sales. Be- 
ginning December 1 and running through March 21, 
for 95 working days, the contest had every salesman of 
the firm entered and the free regional trip was given 
as a prize. 

A new account was defined as either one never before 
on the company’s ledger, or one that had not made a 
purchase during the 12 months preceding the start of 
the contest. Total purchases of more than $20.00 were 
necessary during the contest. 

Every day the bookkeeper made a listing of each 
new account and the amount of the first purchase. 
Each week the contest manager posted progress on a 
chart on the firm bulletin board, using two graphs for 
each salesman. One graph line indicated the total 
number of accounts opened (regardless of amounts 
sold each); and the other graph indicated the number 
of fully qualified new accounts. Each month the ledger 
was checked for the small first purchase accounts that 
had bought enough to “qualify” them above the $20.00 
minimum. 

As the contest proceeded, interest grew and the last 
10 days were tense as first one and then another of the 
three closely-bunched top standing salesmen would go 
out in front with one or two more new accounts. Not 
only those three but other men made special calls on 
their “under $20.00” new accounts to induce them to 
buy more. 

The winner, Mr. Carter, had a score of 21 new 
accounts. 

Within two days after an account’s first purchase a 
formal card of acknowledgment and appreciation 
was mailed. 

These new accounts were assigned to the outside 
salesmen according to the territories’ plan and were 
also added to the direct mail list. 

“We feel that it was one of our most satisfactory 
contests,” declared Zac Smith, the firm head, and C. P. 
Watson, secretary. They pointed out that a total of 
389 accounts were opened in all amounts and that 135 
of these qualified with total purchases of more than 
$20.00 to count in the contest. 

“We were surprised to find that adding the initial 
purchases and only $20.00 each for those that qualified 
later, that the 389 total new accounts averaged a few 
cents under $40.00 each. Since the total of 389 aver- 





Occupy New Plant ._. Aetna Prod 
ucts Co., manufacturing typewriter and 
other business machine inked ribbons, has 
moved to a new plant at New South Rd., 
& Commercial St., Hicksville, N.Y. Albert E. 
Rusie and Fred Newman are partners in 
the business, also makers of Del-e-tape, 
eradicable typewriter ribbon. 
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SURNAMES MAY BE DIVIDED BY 
FIRST OR CHRISTIAN NAME INITIALS 
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Ist STEP—The Primary 


or Basic alphabetical index 
—in the 1st position —Blue. 


When cards increase in 
quantity and a finer distrib- 
ution is necessary—the 


2nd STEP—Auxiliary 
guides, dividing the main al- 
phabetical sub-divisions are 
placed in the 2nd position— 
Orange. They maintain con- 
trol of the number of cards 
behind each guide. 


3d STEP—Common or 
Surname guides, 3d cut, last 
position—Black, are inserted 
to index like names when 
they occur in large numbers. 
These may be broken down 
into smaller groups by using 
Christian name initial guides 
— Orange, in last position. 
End guides show the term- 
ination of Common name 


groups. 
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ORIGINATED BY SMEAD’S CRAFTSMEN... 


WCU MANUFACTURING CO. Inc. 


HASTINGS, MINN. 
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You, too, will find Rose ‘‘Sta-Clean” Spirit Carbons and Master Units* turn out better 





work on any duplicating machine. You get clean, sharp impressions, longer runs, complete 
freedom from staining, bleeding and offset. No. soiling of hands or clothing, thanks to 
our protective metallic coating and Gold Sealed edges. 

Remember, Rose specializes exclusively in Duplicating Carbons and Master Units. Rose 
research means dependable /aboratory-tested products which have repeatedly established 
new performance standards in the field of spirit duplication. 


You follow the leader—when you specify “ROSE” 
“Available in Black, Blue, Purple, Red and Green 


R45SE RIBBON & CARBON 
9) MANUFACTURING CO., INC. 





GENERAL OFFICES AND FACTORY HARRISON, N. J. 
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aged a little over four new accounts per day during 
the contest time it meant that we averaged about 
$160.00 per day in new or revived accounts business 
and believe me, we are going to do our best to hold 
onto and add to that nice revenue,” declared Secretary 
Watson. 





Fort Myers Business in New Location 

One of the most handsome in Fort Myers, a modern- 
istic store front is a customer’s introduction to the 
family business concern of the H. L. Nathursts, which 
is conducted under the name of the Office Supply 
Center. 

Owners of the corporation are Mr. and Mrs. H. L. 
Nathurst and Mrs. Nathurst’s father, who is now 
retired. 

Opened in Fort Myers about three years ago, this 
new location was taken over after two years. The store 























ee 
Two Views of Office Supply Center 


is 100 feet deep and 18 feet wide. Steel shelving painted 
to match the gray walls runs along one wall and across 
the store about half way back. Show cases are red 
mahogany with matching cabinets. The mahogany- 
flecked tan asbestos tile floor ties in the color scheme. 

The rear of the store is used for offices and storage 
space. 

The Office Supply Center has the Underwood Corpo- 
ration and Sundstrand agencies in Fort Myers and is 
also the sole distributor of Shaw-Walker furniture and 
MasterCraft forms, columnar sheets and so forth. 





Capt. J. A. Smith Serves in Japan 

Captain James A. Smith, formerly associated with 
his father in the J. Andrew Smith Company, San 
Antonio, Tex., has been placed on active duty with 
the Air Corps in Tokyo, Japan.—_JHR 
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Shaw-Walker Appoints Shields Sales Manager , 


James A. Shields was recently appointed sales man- ~ 


ager for the dealer division of the Shaw-Walker Com- 
pany, in which capacity he will direct the sales of 
the division. 

The appointment follows 26 years of Mr. Shields’ 


James A. Shields 


activities in developing advertising, merchandising and © 


educational programs for the company. 


Mr. Shields joined the company in 1926 as a sales- 


man specializing in the bank and accounting machine 
fields. In 1932 he became education director and tray- 
eling representative. 

Since 1937 he has held the position of advertising 
manager. During this period Mr. Shields used his 








knowledge of Shaw-Walker’s “time-engineered” equip- ~ 


ment, systems and supplies to organize and conduct 
frequent sales schools and to produce the 300-page 
Shaw-Walker Office Guide. 

Mr. Shields succeeds Shaw Walker who has been 
elected executive vice-president of the company. 





H. R. Russell Named by Powers-Samas 


H. R. (Hal) Russell, known for many years in the 
punch card and accounting machine field, has been 
appointed management consultant, according to an 
announcement by J. M. L. Muir, manager for North 
America for Powers-Samas Accounting Machines 
(Sales) , Ltd. 

“Hal Russell,” said Mr. Muir in his announcement, “is 
an old-timer in the punch card and accounting ma- 
chine field. He pioneered tabulating sales for the orig- 
inal Powers Accounting Machine Company which led 
to that corporation being merged with Remington 
Rand Inc., in 1927. 

“In 1929 he was called to England by the Prudential 
Assurance Company of London which many years be- 
fore had acquired the patent rights for the British 
Empire et al from the American Powers Company. The 
British Powers expansion had been so rapid it was felt 
advisable by the Prudential to organize and establish 
a world-wide sales program. Under Mr. Russell’s direc- 
tion the new organization grew fast, and rapidly be- 
came the leading tabulating company in the British 
Empire. 

“Later Mr. Russell returned to become general man- 
ager of the Powers Division of Remington Rand Inc. 
He was active for many years in the Office Equipment 
Manufacturers Institute, and was president in 1934-35. 
In 1941 he became vice president and general sales 
manager of the Commercial Controls Corporation, 
Rochester, N. Y. He is president of the Rite Line 
Corporation.” 

Now, 20 years later, Powers-Samas Accounting Ma-7 
chines (Sales), Ltd., a company of the Vickers Group,) 
has entered the U. S. market with new small punch 
card accounting machine equipment. 3 


Mr. Russell says, “I have always advocated the intro-¥ 
duction of smaller cards and low priced tabulating™| 


equipment to the American market. It is greatly 
needed here. There are thousands of firms who have 
desired its use but until now it has been beyond their 
reach—too large and too expensive. 

“While I have been away from the industry for 4a 
short time, I have never been out of touch with its 
progress. I am particularly delighted to be associated 
again with Samas’ aggressive expansion plans here, as 
1952 
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CARBONS 
and RIBBONS 


ONGHOR 





















Longhorn carbons and ribbons give your customers 
top service...top performance ...and they give 
you top profits! 


LONGHORN PLASTI-CARBON_iakes more abuse 


than any other type carbon. Produces sharp, clean 
copies, won't slip, won’t smudge or “tree.” Lies flat, 
won't curl in any weather. Corner-cut for easy removal. 


LONGHORN WAX-BACK CARBON _ jong. 


wearing, non-smudging. Fast and clean to handle. 
Won't curl, sharp writing—second in quality only 
to Longhorn Plasti-Carbon. 


LONGHORN RIBBON __ vcore call it the “per- 
fect ribbon”—and it’s the perfect quality com- 
panion to Longhorn carbon. Non-filling, 
sheer yet tough. Types clean and 
sharp to please the most meticu- 
lous person. 





Amco Covers the Nation 
Wherever You Are 









AMERICAN CARBON PAPER MFG. co. Write for your 
Factories at Ennis, Texas e Chatham, Va. wpe Apert 

the complete AMCO 

Carbon and Ribbon line. 






Branches in Houston, Dallas, St. Paul, 
New Orleans, St. Lovis, Albuquerque, Los Angeles, 
Denver, New York, Birminghom. 


| Se” 
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they are the originators of these innovations in the 
punch card field. They are, in fact, the only corpora- 
tion in the world making four distinct ranges of tabu- 
lating equipment varying in capacity from 21 to 130 
columns.” 





Victor Appoints New District Sales Head 


The Victor Safe & Equipment Company, Inc., has an- 
nounced the recent appointment of A. J. D’Armond as 


A. J. D'Armond 





district sales manager, working out of the newly-estab- 
lished office, 444 N. Michigan Ave., Chicago 6, Ill. 

“Jim” D’Armond is well qualified to give dealers 
service and attention, having been for many years 
connected in a sales managerial capacity with one of 
the nation’s largest stationery and office equipment 
houses. Having been a dealer selling Victor products, 
he knows the dealers’ problems. 





Former Marchant Men Organize Business 

Harry G. Swift, well known sales representative and 
former agency manager and international representa- 
tive for the Marchant Calculating Machine Company, 





H. Swift 


has organized his own sales and distribution offices at 
555 Sutter St., San Francisco. Title of the firm is Harry 
G. Swift & Company. 

Associated with Mr. Swift, as vice-president of the 
company is another former Marchant man, Richard C 
Wagner. 

After being discharged from the army, in 1946, Mr. 
Wagner returned to his former job with a bank, but 
shortly afterwards became a salesman with Marchant. 


R. Wagner 





Lou Juster Marks Golden Anniversary 


As Lou Juster, of St. Lambert, Canada, celebrated his 
50th anniversary in the fountain pen business on 
March 17, he recalled some of the unusual orders he 
had for special pens. 

One was for a Chinese script, which “we had to make 
something like a paint brush.” Recently his firm, L. E. 
Waterman & Company, (Canada) Ltd., designed a pen 
for a man with a crippled hand. Another which always 
requires special treatment is that used by a stenog- 
rapher in the House of Commons. 

Now vice-president and director, Mr. Juster joined 
the company in New York City, on March 17, 1902, so 
the management and employees chose St. Patrick’s 
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Day this year as the proper occasion to entertain him | 
at a banquet in the Sheraton Mount Royal Hotel. The’ 
guest of honor received a silver salver and embossed ” 
scroll to mark the event. 

Starting as a pen grinder, he came to know every 
aspect of the business and has been responsible for 
many modifications which have improved the fountaip 
pen. 

Mr. Juster came to St. Lambert in 1908 and helped 
establish the plant there, which at the time, employed 
about a dozen people. Today there are more than 309 
employes. 

His plans for retirement are far off. 

“T’ve been with the firm for 50 years now,” he said 
“That is surely just the groundwork for my next 5 
years.”—RC 





McBee Company Names District Managers 


Two district managers have been named by The 
McBee Company, Ltd., of Canada. They are J. W. 
Bryers and Charles W. Doulton. 

Mr. Bryers replaces E. H. Gibson, who was recently 
appointed to a post in the United States, at the Mont- 








Cc. Doulton Cc. W. Bryers 

real office. He joined the company in 1947 and after 
a short stay in Toronto as a salesman, was moved to 
Montreal as district manager. 

Mr. Doulton is successor to Mr. Bryers as district 
manager of the Montreal office where he had been 
assistant manager. He joined the organization in 1949 
as a salesman. 





ae — 





Meilink Safes to Cuba .. . Aetna Safe Co., New Yor 
City, export department for the Meilink Safe Co., recently 
shipped two carloads containing a total of 50 safes to Aetnas © 
dealer, Bolsa de Muebles de Oficina, Havana, Cuba, for the 
Ministry of Finance of the Cuban government. Pictured is a) 
open safe with Sr. Miguel Plasencia, purchasing agent for the 
Ministry, touching a shelf. Next to him are Sr. Luis Pernande 
y Perez Oquendo, owner of Bolsa and Sr. Tomas Fernandet 
Cigona (extra right) manager of Bolsa’s supply department. 
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7 (ease a= ONCE AS A SALESMAN HE BURNED UP THE TRACK 
: Z } «ONCE A GO-GETTER... HE'S NOW A HAS-BEEN 

_ —WAITED FOR THINGS TO GET “NORMAL” AGIN! 


@ 1500 standard items of steel equipment are still 
rolling off Lyon production lines. We’re not pro- 
ducing as much as we’d like. Deliveries aren’t as 
fast as we’d like them, either. Whose are? But the 
fact remains—we’ll make a lot of steel equipment 
in 1952 and it will be sold, at a good profit, by 
dealers who keep selling instead of waiting ‘‘for 
things to get normal agin.” 


The 


itly 
nt- 


2 STRATEGIC PLANT LOCATIONS... AURORA, ILL, AND YORK, PA. 
~ LYON METAL PRODUCTS, INCORPORATED 


General Offices: 528 Monroe Avenue, Aurora, Illinois 
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James McCoy to Head New Royal School 

The appointment of James McCoy as supervisor of 
a newly formed training school for servicemen of the 
Royal Typewriter Company, Inc., has been announced 
by F. P. Ryan, president of the company. 

Mr. McCoy became associated with Royal in 1950 as 
special representative working on special assignments 


James McCoy 





for D. B. Starrett, vice-president in charge of sales for 
the company. 

He was educated at the University of Pennsylvania 
where he majored in business administration. 

Previous to his affiliation with Royal he was assistant 
sales manager for the Lanston Monotype Company. 
Mr. McCoy has also had extensive engineering ex- 
perience. 

His special assignments since joining Royal have 
included liaison work with the factories at Hartford 
and Montreal, contacting various branches of the Fed- 
eral government and Royal branches throughout the 
country. Mr. McCoy’s engineering experience has 
acquainted him with the many mechanical details 
required in the development of the company’s new 
operation, “Training School for Servicemen.” 





Melbourne Steil Promoted by G-W 


Melbourne H. Steil has been promoted to factory 
manager of The Globe-Wernicke Co., it was announced 
in March by A. C. Howard, president and general man- 
ager. 

Mr. Steil joined the company in 
superintendent of factory operations 


1951 as general 
His new posi- 


M. H. Steil 





tion places him in charge of all factory operations, 
including maintenance, production, material and per- 
sonnel. 

Prior to joining Globe-Wernicke, Mr. 
general factory superintendent for the 
Morse Company in Beloit, Wis 


Steil was 
Fairbanks- 





Bainbridge Service Goes South 


A recent announcement by Bainbridge, Kimpton & 
Haupt, Inc., of New York indicates that, beginning 
May 1, the stationery and office supply dealers in the 
southern states will be the beneficiaries of a new 
service. 

Located at 19 Hasell St., in Charleston, S. C., Bain- 
bridge-Southern, Inc., wholesale stationers, will feature 
Boorum & Pease lines, Oxford Filing supplies, Master 
Products, Eazy-Vision lamps, Arrow stapling machines 
and staples, Noesting clips and fasteners, Ever Ready 
calendars and Art Steel products. They will carry a 
complete line of standard commercial stationery and 
office supply lines, as well as widely-known specialties. 
The firm will render a complete wholesale service to 
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the marked advantage of its many customers a 
friends in the South. 

Prompt service to customers and definite savings 
transportation costs and in delivery time will 
among the positive benefits which will result from t 
new development. 

The states to be served primarily will include Ala 
bama, Arkansas, Florida, Georgia, Louisiana, Miss 
sippi, North Carolina, Oklahoma, South Caroli 
Tennessee and Texas. 

William J. Schroeder, for seven years associated wi 
Bainbridge, Kimpton & Haupt, Inc., and for the p 
six years sales representative in the southeaste 
states, now vice-president of Bainbridge-Southe 
Inc., will direct the Charleston headquarters as gen 
eral manager. 

The president of Bainbridge-Southern, Inc. is Morti- 
mer H. Chute, who has been president of Bainbridge, 
Kimpton & Haupt, Inc. for the past 12 years. He wilf 
continue his direction of the older Bainbridge firm. 

For 16 years, Mr. Chute was the Bainbridge repre- 
sentative in the southern territory. From the first 
years of his activities in the south, he has looked 
forward to the establishment of such a service as ig 
now in operation. Expressing his appreciation of the! 
loyalty and good will of the many Bainbridge custom- 
ers in the South, Mr. Chute has voiced his satisfaction 
in the final fulfillment of plans so long under consid- 
eration, now meeting a need apparent for many years. 





Corry-Jamestown Appoints Pat Whitesides 


Pat Whitesides, well known to the industry in the 
southwest, has been named by Corry-Jamestown Manu- 
facturing Corporation as factory representative in the 


Pat Whitesides 





states of Oklahoma, Texas and Arkansas. A resident 
of Dallas, Tex., Mr. Whitesides has travelled in the 
southwest for the past ten years. 





(HE TYPEWRITER DOCTORS 


OADWAY “NEXT TO BREUNERS 
MACHINES SALES «SERVICE STANDS CHAIRS 





Typewriters at Home Show ... Shown is the exhibit of 
The Typewriter Doctors, Oakland, Calif., at the California Inter- 
national Home Show held March 8-16. The firm exhibited a full 
line of new portable typewriters and adding machines and as a 
special attraction displayed a gold plated Smith Corona and a 
gold Royal machine. This was the first time that typewriters were 
exhibited in a home show in the Oakland area and the public 
response far exceeded all expectations. Pictured left to right are 
Don Gilbert, T. C. Gilbert and R. W. McAllister. The latter two 
are co-owners 
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... handsome IS, 
and handsome DOES! 


TwistinG the old adage serves G/W Techni- 
| indeed — for this modern 
ment has the smart, stream- 
that is requisite in the 


pian very Wel 


tional equi} 


I Extension of the same arrangement 
run pictured above. 
lined appearance 


truly efficient ( ffic e 


ITS PERFORMANCE is likewise streamlined, 
placing each worker in a comfortable, time- 
wing position—work facilities within easy 
each. The scientific %-turn work station 
eliminates half the usual motions. 


office looks orderly because 
lelivering daily savings of 
oney. Space savings range 


THE TECHNIPLAN 
is orde rly 





space, time 
om 18% ti } ‘ ; 
Series of separate office areas, 


nterchangeable standard oud GaN oenderd ouiliens te 


INTERLOCKING — 


units offer any desired combination of work decived privacy. 
stations, and work facilities — individually 
b fitted. A) Techniplan equipment is CHECK this LIST for 
eadily rearrange for expansion or chang- e e 
Fsastih--awithout: apockdl: lls er abel wanted information 


itural walnut enrich the 


promptly furnished : 


WARM GRAINS 
frank fechniplan design—true 


rank § my 
stinctior ‘ from consummate good [] TECHNIPLAN Facts 
ste and superb craftsmanship. [] Modern Filing Methods 
GET THE FACTS—use the convenient check list a Visible Record Facts 
TECHNIPLAN 1000 other ways to better [] Special BIG Papers System 
isiness orig ite with Globe-Wernicke; are 3-OA 
Id and ser\ ced he oe wees ree check above, attach 
ealers sted n Classinec e 
ler “Office Equipment.” to your letterhead— 


and MAIL—TODAY! 
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Engineering Specialists in 
Office Equipment, Systems, , 
and Visible Records Cincinnati 12, Ohio 
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GOOD APPEARANCE— 
SELLING POWER! 


An aggressive Techniplan dealer 
stated, the other day, “Just let a 
smart business man take a good look 
at Techniplan, and the sale is half 
made.” This deep respect for good 
appearance is modern and wide- 
spread. The day of the fusty-musty 
office is gone. 


The original concept of Techni- 
plan was rooted in the general 
need -for saving costly office 
space, and for greater working 
efficiency. But in developing 
the design, with many revisions 
and refinements, Techniplan 
emerged a smart, modern ex- 
pression of flawless simplicity 
in lines and mass. 





This story of good appearance is told 
in the accompanying ad, appearing 
in 7 leading national business publi- 
cations, reaching millions of readers 
and ALL of the business men in 
your community. 





But 


to demon- 


the best 
strate the striking beauty of 
Techniplan is on your display 


way 


floor. There the richness and 
quality of Techniplan become 
self-evident. G/W advertising 
is generating tremendous in- 
the country. 
Only your presentation of the 
actual product can convert this 
interest into profitable sales. 


terest—all over 







Cordially 


yours, 


Eimer G. Rahe 
Vice President 
Sales 
Globe-Wernicke 
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Name Royal Portable Representative 

John F. Lonergan is the new portable district repre- 
sentative in the New York City area covering Brooklyn 
and Long Island, announces W. H. Beckwith, Royal 
Typewriter Company, Inc., portable typewriter sales 


manager. 
Mr. Lonergan comes to Royal with six years of pre- 
vious selling and merchandising experience, specifically 


John F. Lonergan 





in the industrial equipment field. This experience will 
stand him in good stead in his new duties as portable 
district representative which include the helping of 
dealers in his territory with their merchandising and 
selling problems. 





Hicks Named President of All Star Club 


E. W. Hicks, sales agent at Auburn, N. Y., for the 
Underwood Corporation, has been named president of 


E. W. Hicks 





the company’s 1951 All Star Salesmen’s Club. Mr. 
Hicks received the honor as a result of attaining 
421.6% of his 1951 sales quota. 





Weber Costello Appoints Representatives 


The Weber Costello Company of Chicago Heights, 
Ill., announces the appointment of two new repre- 
sentatives to handle the school supply items, globes, 
maps and Alpha color line. 

Robert D. Cass of Los Angeles will cover the states 
of California and Nevada. Mr. Cass is coming to the 
company with a wealth of selling and dealer relation 
experience. 

Edward L. Robinson of Denver, Colo., will work the 
states of Colorado, Utah, Wyoming, New Mexico and 
Arizona. Having traveled this area for several years, 
he is well acquainted with the dealers in this territory. 
Mr. Robinson will handle the complete line of Weber 
Costello products. 

The oppointments became effective as of April 1. 
After a training course in various phases of the Weber 
Costello items at the plant in Chicago Heights, IIl., 
both men will be out in their respective territories 


May 1. 





New Office Equipment Firm for Birmingham 


The firm of Bodine-Bryson & Rolling, which will 
specialize in the layout, design and sale of business 
furniture, equipment and supplies, and furnishings and 
equipment for laboratories, libraries, hospitals, banks 
and schools, was organized in March. 

The new firm is located at 719 S. 20th St., Birming- 
ham 5, Ala. 

The partners are J. Robert Bodine, Carl Bryson and 
Fred Rolling, who have between them a background of 
45 years experience in the business. 
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3-M Executive W. L. McKnight Sells Stock to — 
Safeguard Other Holders Upon His Death | 


W. L. McKnight, chairman of the Minnesota Mi 
& Manufacturing Company, disclosed March 24 that he 
is arranging to sell a large block of his family’s stock 
holdings in the company because of what he called 
the “confiscatory” nature of federal estate and state 
inheritance tax laws. 

The executives told stockholders and employees jp 
a letter he had been advised that within a year afte 
his death it would become necessary to sell a much 
larger block of the company’s stock to pay taxes. He 
expressed concern that this might have a depressing 
effect on the price of the company’s stock. 

In his letter, Mr. McKnight said his family would 
remain the largest stockholder of the company. He 
told stockholders and employees he took the step with 
“deep regret.” 

His letter said in part: 

“I am arranging to sell to the public through a group 
of underwriters a block of stock in our company rep- 
resenting less than 20% of my family holdings, and 
I particularly want you to know that this sale is made 
with deep regret on my part as I feel strongly that 
our company is one of the finest companies in the 
United States with excellent management throughout 
the entire organization and that it has unlimited 
growth possibilities. 

“T shall have been with the company 45 years the 
13th of this coming May, and during those years, I 
acquired through the purchase of its stock a very large 
interest in the company. On the 11th of this coming 
November, I shall reach the age of 65. Because of our 
confiscatory federal estate and state inheritance tax 
laws, which will exceed 70% of my entire estate under 
existing tax laws, every man with substantial means 
should, under similar circumstances, give serious con- 
sideration to what will happen to his estate upon 
death... 

“After this sale is completed, my remaining holdings 
of company stock together with those of my family 
will leave me the largest stockholder in the company, 
which in itself is evidence of my faith in the company. 

“T expect to continue on as chairman of the board of 
directors as long as the board desires me to act in that 
capacity. My interest in the company’s affairs and 
in the employees of the company is in no way changed 
by this sale.” 





Announce “Brand Name Retailer of the Year’ 


Stewart Office Supply Company, Dallas, Tex., is the 
“Brand Name Retailer of the Year” in the office equip- 
ment and stationery store field. 

This was announced in a telegram to D. N. Seder- 
quist, Jr., of that company, from Henry E. Abt, 
the president of Brand Names Foundation, Inc 
The award was made in recognition of outstanding 
presentation of manufacturers’ brand names to the 
public during 1951. 

Mr. Abt also announced the names of other winners 
in the office equipment and stationery field section of 
the fourth annual competition sponsored by the Foun- 
dation. They are: The Howard Company, Midland, 
Tex., winner of the second place “Certificate of Dis- 
tinction:” Ivan Allen-Marshall Company, Atlanta, Ga. 
named third place “Certificate of Distinction” winner; 
The Diehl Office Equipment Company, Columbus, Ohio, 
and Belcher & Schacht, Long Beach, Calif., awarded 
“Certificates of Distinction.” 

The Foundation’s fourth annual “Brand Name Re- 
tailer of the Year” plaques and citations were 
awarded to merchants in 20 fields of retailing a 
the Brand Names Day—1952 dinner, Wednesday, April 
16, in the Grand Ballroom of the Waldorf-Astoria in 
New York City. 

This year’s competition, according to Mr. Abt, saw 
the Foundation’s staff almost snowed under by entries 
from more than 6,000 retailers, triple the total of last/ 
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vet on the track to real pencil profits 


Get rolling right now with the fast-moving 
new Super Velvet... the pencil designed to deliver 
multiple sales with multiple profits for you! 
Super Velvet is selling big across-the-counter, 2 for 15c 
or 8c singly... selling to offices at a higher profit 
on the gross ...showing the way to new retail profits! 
It’s selling because it’s a better pencil . . . smoother, with 
homogenized lead*. . . stronger, with pressure-proofing* 
... longer-lasting, more economical in the long run 
(writes 39,000 words in actual tests). 











A new super promotion is scheduled to take Venus 
Super Velvet even further... sustained ad campaigns in 
Saturday Evening Post, Time, Business Week, and Purchasing 
magazines ... and all the selling aids you could want. See your 
American Pencil representative today ... 
and get headed for a solid profit in pencils! 


promote the Super velvet ' 


American Pencil Company * Hoboken, New Jersey « Makers of famous Venus Pencils and Venus Pens *Exclusive Venus process, 
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QUESTION: 
HOW FAST IS THE 


ANSWER: 


The Old Town COPYMAKER 


gives jet speed reproduction for 


all business duplicating purposes- 
It's a ONE-WRITING SYSTEM 


for offices, industry, schools and 


institutions. Its operation is sim- 
plicity itself ! 

HUNDREDS of crisp, clear 
copies LIGHTNING FAST froma 
SINGLE sheet of carbon paper 

_ and up to SIX COLORS in 4 


the same operation. 
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MANUFACTURERS oF 
DUPLICATING MACHINES AND SUPPLIES 
CARBON PAPERS ° RIBBONS 


ecring more about your 







I'm interested in bh 


Old Town COPYMAKER. 


Nome: 





Address: —_——_ 
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: FRANCHISE INFORMATION 
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DUPLICATING MACHINES 


ind SUPPLIES « RIBBONS 
CARBON PAPERS 


750 PACIFIC ST. * BROOKLYN 17, NEW YORK 
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year’s entries. The size and weight of the presentations 
submitted by the 345 finalists necessitated the con- 
struction of an extra storeroom in the Foundation’s 
offices. Presentations ranged from an essay to a 300- 
pound book 





Chicago O.F.A. Nominates Officers 

New officers for the Office Furniture Association of 
Chicago will be chosen at the meeting on Monday eve- 
ning, May 6, at the Charles P. Harrison Restaurant. 
At this time the following slate of nominees, plus any 
names from the floor, will be considered: 

Chairman the board—Norman Ginsburg, Jos. 
Ginsburg, In 

President—Henry 
House 

Vice-president 
Johnson 


Otto, Office Furniture Clearing 


Martin Hilmer, Weber, Hilmer & 





In Appreciation Norman Ginsburg 


right), president of the Office Furniture Assn., of 
Chicago, is presented a plaque by Hy Natovich in 
behalf of the organization. This presentation was 
made to President Ginsburg for “his untiring devo- 


vice to the office furniture industry.” 


Secretary—William Wolf, Chicago Office Furniture 


Company 
Activities Secretary—John Smythe, Geyer Publica- 
Treasurer—Al Lipsky, Business Furniture Company. 
Directors—I Farber, Louis H. Farber Company, 
and Sid Stein, S. Stein & Company. 
These neminations were made by committee headed 
Harry Hofherr, Kendrick Furniture Company. 


Official delegates to the NOFA convention were 
named as Hy Natovich, John Smythe, Bob Hofherr, 
Lou Farber, Herman Spak and Norman Ginsburg. 
The association at its meeting on April 7 heard as 
speaker Robert Carmody, crime reporter of the Chicago 
Tribune, substituting for Stanley Johnson, war cor- 
respondent, who was ill. Mr. Carmody described what 





goes on in j reporting and suggested that behind 
the finished product, news, is a lot of hard work and 
persistence 

The speaker as presented by Abe Golden, Royal 


Metal Manufa ring Company, who announced that 





movie Man’s Confidence in Man,” secured from 
in & Bra reet, would be shown at the May meeting 
OL Doc Stork 
A son, Brad, was born March 26 at West Suburban 
Hospital Oak Park, Ill., to Mr. and Mrs. Dave Rucker. 
ihe proud father is with Bert Hallin & Associates 
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We salute 


IVAN ALLEN, Jr., 


“Brand Name Retailer of the Year 


9 


By the time you read this ad, the Annual 
Brand Names Day Dinner will have been 
held in the Waldorf-Astoria, New York, 
and Ivan Allen, Jr., president of Ivan Allen- 
Marshall Co., Atlanta, will have formally 
received a “Certificate of Distinction,” pro- 
claiming his store as a winner in the office 
equipment and stationery field in the 
“Brand Name Retailer of the Year” na- 
tional awards competition. 


The citation will be “for outstanding 
service during 1951 in interpreting the 
story back of America’s brand names to 
the public.” 


We believe that all H-H-M dealers will 
share our pride in the fact that one of the 
brands which Mr. Allen has so effectively 
promoted is Herring-Hall-Marvin—“A Safe 
Name All Over the World.” 


Herring -Hall-Marvin Sale Co. 


HAMILTON, OHIO 






Main Offices and Factory in Hamilton, Ohio. 
Sales and Service Representatives in All 
Principal Cities. 
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There’s only ONE 





THE MARKING PENCIL THAT 





EVERYBODY wants LISTO 


That's why a small investment means BIG PROFITS! 


“Nobody wants anything but LISTO!,” dealers report, “That's 
why we feature LISTO exclusively.” That's the story everywhere 
—for there's only one LISTO... the best advertised, the biggest 
selling marking pencil in the world. National magazines, as well 
as leading trade publications tell the LISTO story millions of times 
a year. Cash in... feature LISTO! 
Only LISTO has the patented 
Grip Type Sleeve” that grips the 
entire length of the lead. Prevents 
breakage, the leads do not fall out. 


EXTRA HEAVY LEADS 
THAT DON’T BREAK in 
6 CoLors 


Black Blue 
Red Yellow 
Green Brown 








SOLID COLORS 
TO THE BOX 





Yi) LISTO™: 


n Extra Sleeve in Every Box of Leads 


LISTO PENCIL CORP., Aiomedo, Colif 


in Conado: LISTO PRODUCTS, LTD., Vancouver, 8 ¢ 
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The Ad-Viser 


(Continued from page 23) 





Some time ago, William Grand, of the Grand St# 
tionery & Supply Company, Yonkers, N. Y., submitte# 
to this column a series of layouts for a proposed blo 
At the time, we offered Mr. Grand a complete anal 
of his material. js 

A current letter from the Grand Stationery & Sy 
ply Company has provided us with the complete 
blotter plus thanks for our “valuable suggestions.” @ 

We are grateful for the complimentary though 
expressed and should also like to offer our comme 
on the finished product. 










our pnger 


Typewriters end office 


Wherever your offices re- 

quirement slenenery or 

office Squipment rowre 

ewre te be supplied end 

seristied, when yew cott 
The friendly store 











48 WARBURTON AVE. YONKIGS 7, NiW 


We find that Mr. Grand has produced a fine ex 
ample of effective sales promotion. The blotter per. 
forms its job very well by reminding the recipient @ 
the Grand Company. Simplicity of layout plus th 
striking attractiveness of arrows and dial, makes th 
mailing piece particularly effective. 

The blotter was printed in two colors, blue and blac 
and carries an institutional message. We feel sur 
that Mr. Grand’s business will benefit considerably 
from this excellent mailer. 





Baseball in League with Office Furniture 

The multitudes who tune in broadcasts of the Phillie 
and Athletics baseball games are learning plenty abow 
Frank Wolf Company, Inc., Philadelphia office furni- 
ture store. 

The Frank Wolf story is being told on a 10-minut 
baseball warm-up show that immediately precedes al 
major league play-by-play broadcasts. 

Reasoning that radio baseball, perennial leader & 
attracting large audiences, will number among its lis 
teners many of the store’s customers, Mr. Wolf is sel: 
ing services and equipment to them. He is also reaching 
a@ mass audience with news about the many item 
carried in the store that can be used in the home 
stores, garages and so forth. 

Mr. Wolf says that there is already evidence to tet 
tify to the effectiveness of the program. 





Celebrates Quarter Century of Business 

March 12, 1952, marked the 25th anniversay of t& 
opening of the Office Stationery & Supply Company ¥ 
Mr. and Mrs. Sam Colton. The business has occupit 
the same location at 115 W. Main St., Medford, Ore 
during the 25 years. The only change has been to tripk 
the size of the store. 

Besides carrying a complete stock of commercit 
stationery and office supplies, the company sells the 
products of Rayal Typewriter Company, Victor Addin 
Machine Company, The General Fireproofing Com 
pany, Herring-Hall-Marvin Safe Company and the 
United Autographic Register Company. 
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THE FIRST TRUE DICTATING MACHINE APPLICATION 
OF “THE MAGNETIC PRINCIPLE OF RECORDING” 





REX RECORDER BEGINS...WHERE OTHER 
DICTATING MACHINES LEAVE _OFF...CHECK 
THESE FEATURES WHEN BUYING... 






Magnetic recording is free of surface or background 


noise. Magnetic recording is erasable, therefore DICTATING mh 


nplete with micré 


disc is re-usable 10,000 times or more and spot ‘ 
corrections can be made by dictating over 265.00 
mistake. Simplicity of construction, no TRANSCRIBING UNIT 
turntable, few parts and fixed recording nplete with ch 
head makes for repair-free operation. epee 
Simplicity of operation (see it and operate it) 265. 00 

-as simple as that. COMBINATION UNIT 
All true dictating machine features: » dictates: 
1. Immediate access to all parts of recording. 200. 00. 


2. Perfect marking of length of letters and corrections: 
3. Word, phrase or sentence backspacing. 
4. Stopping and starting without clipping of words or noise interference. 


DEALERSHIPS NOW 
AVAILABLE ... CONTACT 
US IMMEDIATELY FOR 
FURTHER INFORMATION 


Come to New York for... 


REX RECORDER WEEK 
JUNE 30th—JULY 5th 


For Demonsirations, Mechanical Instructions and Sales Help. 


AMERICAN DICTATING MACHINE COMPANY, INC. 


65 Madison Avenue e New York 16, New York e MUrray Hill 4-3554 
ESTABLISHED 1923 
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Wie keeps in step with dealers’ needs : 


Evver feel you’re getting left . . . that nothing’s a 

gi 

right between you and the manufacturer who sells you his line? p 
ti 

You can’t get him to hurry with stock you promised e 


a customer. Or to give you special packing, or an imprint, or information 


that means a great deal to you. He won’t cooperate 
-» and you get shoved out of step in the profit parade. 7 
Maybe by other manufacturers ... not by WRITE! p 
a 
WE HELP YOU PUT YOUR BEST FOOT FORWARD : 
tl 
WRITE knows that a dealer often needs more than stock. We take the time C 
vp 
to think about your problems. We believe it’s a 
A 

good business to help our dealers stay efficient, obliging, up-to-date. 
Try our excellent line of carbon papers, : , 
typewriter ribbons, Typ-Rol type cleaner ... try our service ( 
to dealers ... and see how we earn our good will. £ 

° 

write Ask us today for full information 7 
. 0 
incorporated 420 LEXINGTON AVENUE, NEW YORK 17, N.Y. © Factory: BRIDGEPORT 2, CONN. a 
g 
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1953 


in Other Lands 


Continued from page 78 


sales manager of the then Export Division’s adding, 
bookkeeping and calculating machines department. In 
1940 he became Caribbean district manager, Havana, 
Cuba. 

From 1942 to 1945, Mr. Seward was a member of the 
Board of Economic Warfare with assignments in Cuba 
and Washington, D. C. On his return to the company 
in 1945 he handled a number of special assignments 
and in 1946 was appointed sales manager of the Ex- 
port Division’s adding, bookkeeping and calculating 
machine department. 

Prior to joining the company, Mr. Seward repre- 
sented office equipment manufacturers in the export 
field in Latin and Central America. 

Mr. Rohman, who joined Remington Rand as a 
salesman in 1945, in Hartford, Conn., was transferred 
in 1947 to the then Export Division in New York as 
assistant sales manager of the adding, bookkeeping 
and calculating machines department. In this capacity 
he traveled extensively through Central and South 
America for the company. 

Announcement has also been made of the formation 
of Remington Rand AG, with headquarters in Zurich, 
Switzerland, for the sale of the complete line of Rem- 
ington Rand business machines, systems, office equip- 
ment and supplies 

The new branch combines the activities of the 
company’s present distributors in Switzerland, Kardex 
& Powers AG and Waltisbuhl & Co. 

Franz Mariotti, a director of the new company, is 


managing director, with Fritz Waltisbuhl, also a di- 
rector, as sales manager of the business machines 
livision 





News Notes from Australia 


W. BEECHAM, CORRESPONDENT 
BOX E265, G.P.O., PERTH, W.A. 

The recent drastic import cuts will affect importers 
of office appliances very severely. Cuts are in three 
categories: A. to be reduced in volume by 40% based on 
the 1950-51 figures; B. to be reduced by figure of 80%; 
and C. to be dealt with on a single-item basis. In cate- 
gory A are: paraffin wax, bookbinders’ cloth, gravers’ 
plates, adding and computing machines and parts; 
typewriters, electrotyping and stereotyping machin- 
ery; cash registers, printing type and printers’ mate- 
rials; school chalks and pencil slips. 

In category C are: stitching machines; linotype, 
monotype and other type-composing machines; printing 
machines and presses; paper pulp, paper shavings and 
waste paper for paper manufacturing; and unglazed 
news printing paper other than for printing or wrap- 
ping 

Imports in January were valued at £117,832,000, an 
all-time monthly high, but most importers here are of 
the opinion that the results of recent over-buying 
would soon themselves out. As it is, members of 
the importers’ section of the Melbourne Chamber of 
Commerce are protesting strongly against the cuts, but 
Prime Minister Menzies is determined that no allow- 
ances will be made until the overseas finances of 
Australia return to something like normal. 

* * 7. 

The Western Australian Government Statistician 
reports that during the three months ended September 
30, 1951, imports into that State included: 3,771 cwt. 
of 112 lb f writing and typewriting papers, £39,072 
3,746 cwt., £38,623 from overseas); paper stationery, 
£101,582 (£6,607) and other stationery, £46,997 (£15,165) . 

7 * > 


A leading publication circulating among retailers of 
Stationery, office appliances, and so forth, throughout 
Australia, heads a recent feature: “Does the Cost of 
Office Work Scare You?” It says, “There cannot be 
anyone ir isiness who has not felt scared at the 
growing t of office work. It is not only its high cost, 
OFFICE 
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Add the VICTOR Champion 
Line Now, and... 


YOU ADD .. . the same national advertised models 
featured in Saturday Evening Post, Pathfinder, 
Country Gentleman, and other leading magazines 
and newspapers throughout the United States. 


YOU ADD ... a popular low-priced line of pre- 
cision-built adding machines now in use by thou- 
sands of stores, offices, professional men, and other 
businesses. 


YOU ADD .. . a line of adding machines which 
offers your customers a choice of full key or 10 key 


keyboards. 
PROFIT-MAKING OPPORTUNITY 


AG! NOW Serer eee 


VICTOR ADDING MACHINE CO. 
Chicago 18, Illinois 
World's largest exclusive manufacturers 
of adding machines. Now in ovr 33rd year. 


P= ee ee ee oe 

| VICTOR ADDING MACHINE CO., Chicago 18, Ill. Dept. ©. A.-552 | 

" 1 am interested in the new Victor Champion line of adding machines. 
Please send details to: | 

| POD Dirteneeemenintnngin camenstiapegiitimommnts ee | 

| ee State : = _ 

, Territory where | am now selling: 
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TYPEWRITER @ TABULATING 
ADDRESSOGRAPH e@ TIME STAMP 
BOOKKEEPING MACH. @ ADDING MACH. 


CARBON PAPERS 


TYPEWRITER e@ BILLING 
FAN-FOLD @ PENCIL 
CARBON JACKETS @ REGISTER ROLLS 


HECTOGRAPH SUPPLIES 


CARBONS e@ MASTER UNITS 
Dt Se 
HAND-CLEAN CREAM @ CORRECTION PENCILS 


patter ov 


COLL “ASSURES YOU 


INCREASED SALES 
AND VALUE 


MFG. CORP. 


Factory: Coraopolis, Pa. 


Code 


401 Wood St. 
Pittsburgh 22, Pa. 


564 W. Monroe St. 270 Lafayette St. 


Chicago 6, Ill. 
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New York 12, N.Y. 





but its cost in proportion to productive work. The cost 
of government, which is all office work, has grown to 
catastrophic heights; and so has the cost in our and 
your office.” 

It goes on to say, “What an opportunity for the 
supplier of really efficient office aids! The business 
world must find ways of doing things quicker and more 
efficiently. It is up to the supplier of office equipment 
to show how it can be done. 

“Use the heading of this article to draw attention to 
your labor-saving devices and ideas. Display the 
goods, using descriptive matter to say how they will 
save. Offer to demonstrate. ‘We would welcome the 
opportunity to demonstrate these and other labor- 
saving appliances, without obligation,’ would be one 
way to do it.” 

“As most office appliances are now costly you might 
add a note: ‘It is probably costing you much more to 
work with less efficient equipment than it costs to buy 
the most effective aids.’” 

> + + 

Strange that one should have to continue to stress 
to the retailer of office equipment that it is necessary, 
these days, to go out after sales. Too many office 
equipment firm executives will complain that business 
is quiet without attempting to think out ways and 
means by which such quietness can be turned to 
busyness. 

As has been pointed out in many business journals 
today, the cost of office work is soaring, but it is pos- 
sible to reduce such costs and reduce them substan- 
tially, and here is the angle which will help the office 
appliance salesman more than any other. For while 
the costs of paper and envelopes, postages, printed 
matter and the like have soared and while the rate of 
wages has continued to increase, the application of 
efficiency will now save more money than ever before. 

The efficiency of modern office equipment can be, to 
the uninitiated, really amazing, and it is really re- 
markable how many office executives in Australia 
today are still uninitiated—unaware of the remarkable 
equipment which can be obtained to cut down labor 
and labor costs. It is the job of the office appliance 
salesman, wherever he may be, to enlighten these peo- 
ple as to what lies within their grasp. 





Report on Mexican Office Equipment Imports 


Mexican imports of all types of office machines, in- 
cluding typewriters, cash registers, calculating ma- 
chines, and so forth, reached an estimated value of 
$146,689,391 pesos (about $16,931,533 dollars) in the 
five-year period from 1947 to 1951 inclusive, according 
to data released by the official bureau of statistics. 

Of the total import value, approximately 47% was 
accounted for by calculating machines, 39% by type- 
writers, 10% by cash registers and the remainder such 
other equipment as mimeographs, multigraphs and 
multiliths. 

During the five-year period surveyed 110,343 type- 
writers were imported into the country, with approxi- 
mate value of $57,202,093 pesos (about $6,620,542 
dollars). Typewriter imports showed a slight decline 
in 1949 but recovered in the following year, and in 
1951 over 26,000 typewriters were imported with a 
percentage increase of 16.32 over 1947 imports.—EZ 





O.A. Vice-President Wins Contest 


H. L. Sime, vice-president of Office Appliances Com- 
pany, was the winner of a competition to name the 
house organ of Metalcraft, Inc., makers of Autographs 
metal name plates. 

Mr. Sime’s entry, Autographics, was immediately 
adopted by the company for its monthly messenger. 

Eight points behind Autographics was the suggested 
title, The Chrome Sheet, entered by Larry Neibergall, 
Kayenay’s superintendent, while tied for third place 
were Auto-grams by Milt Havlick and Metalcraft 
Memos, offered by Al Stickney. 
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Plastic Sturdwuave 
from NATIONAL LOCK 


Beautiful . .. Long Lasting ... Easy to Apply 


The many inherent advantages of NATIONAL 
LOCK plastic hardware, coupled with its prompt 


and probable-continued availability, make it a 


strong favorite with a great many office appliance 
manufacturers. Ask us, too, about many other tried- 


and-proven NATIONAL LOCK plastic items. 


If you are an original equipment manufacturer, write us for details. 





This modernly styled moulded plastic 
(cellulose acetate) label holder is 3-1/2” 
wide by 1-15/16” long. It holds a 3” 
by 1-11/16” card. Four .162” diameter 
bosses are provided for fast, simple at- 
taching. Excellent for use on both wood 
and metal cabinets. Standard color, light 


brown. Other colors on large orders. 


A moulded plastic. (cellulose acetate) 
knob for filing cabinets. Stem is 3/8” 
long and threaded 1/ 2-10 Acme thread. 


Knurled head, 23/32” in diameter. Knob 
is 13/16” high overall and is cored for 
either 1/4” or 3/16” diameter rods. Rods 
not regularly supplied. Regular color, 
light brown. Selection of other colors 


if ordered in quantity. Write us today. 


Two practical, attractive moulded plastic 
(cellulose acetate) handles for use on 
desks. filing cabinets, etc. Standard 
color, light brown. With quantity orders, 
these plastic handles are available 
in selection of other colors. Easily ap- 


plied on wood and metal office furniture. 
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No. 55-048 


No. 55-049 


‘ss 


s 


No. 55-047 


No. 61-273 





distinctive hardware...all from ] source 


HANDLES, LOCKS, LABEL HOLDERS, CASTERS, LOCKER HOOKS, 
HINGES, LIFT HANDLES EVERYTHING FOR OFFICE APPLIANCES 


NATIONAL LOCK COMPANY 
Rockford, Illinois 
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Meetings, Dinners, Conventions 

Continue ai IgE 88 
sponse, G Wahrman declared it was good to 
hehold fellowship shown by such a large 

tenda! ressing the regrets of Samuel S. Rosen- 

rf. Jr.. Southern Stamp & Stationery Company, Rich- 

»ond, Va vernor of NSOEA 3rd Regional District, 

being to attend the affair, he went on to 

ell of the upcoming combined Districts No. 3 and 13 

egional ention to be held on June 16-17 at Had- 
ion Hall, Al tic City, N. J., and invited all to attend 
Presiden ff then introduced his son Bruce, and 

hanked facturers who had contributed gifts 
shich we distributed. 

An exct floor show was then presented under 
the direct Lionel P. Stapleton, the well known 
producer sisted of a variety of acts both amus- 
ing and taining including a number of Irish 
songs appropriate to the occasion. Music was furnished 
by Al Pickar his orchestra. 

‘Officers of association are: President, Abe Simi- 
ff. Col Stationery Company, Newark, N. J.; first 
ce-pre Charles Charrier, Crescent Press, Belle- 
lle, N. J nd vice-president, Jerry Santry, Boorum 
&® Pease ( treasurer, Martin E. Escoffier, Clin- 

n Sta Company, Newark, N. J.; secretary, 

Rupert I Jacobus, Edward 


Mi Madison Company, 
Montclair, N. J 





Baltimore Stationers Plan Annual Celebration 


The Baltimore Stationers Association announce 
plans for the fourth annual dinner dance, to be held 
n Friday, May 9, in the Caswell Room of the Lord 
Baltimore H Baltimore, Md. 
Cocktail irtesy of the Penn-Mar-Va Travelers- 
ill precede dinner and dancing to the music of Harry 
Long and rchestra. 
It is hoped that everyone will join the party. 
Tickets $5.00 each, are available from Robert 


Widmyer, K 


Baltimore 


Office Supply Company, 108 South St., 





Great Lakes Travelers Club Has Fire 
and New Meeting Place on Same Day 





Selectio1 new meeting place for the Great Lakes 
Travelers Club and a fire at the Hamilton Hotel, where 
the travelers have been “dining” previously, came 
imultane Friday, March 28. 

The fir by spontaneous combustion in a 
torage 1 the third floor of the Hamilton dur- 
ng the business meeting. As smoke poured 
nto the GLTC quarters, a waitress announced that 
he hotel fire. GLTC members left in haste as 
the fireme: ved to put the blaze under control. 

Not wis] eat smoked omelet a la Hamilton, 

membe rprised the Elks Club at 3 No. Clark 

St., by p for lunch a week early. With little 

ging a re ion was passed approving this new 
eetir future meetings at 12:15 each Fri- 
ay noo! 

This lowed investigation by a committee 
mposed President Don Sharpe, Gordon Kickels, 
John Smythe, Ray Eichenlaub, Ben Powell and Bob 
Reynell 
Giving ¢ tic approval to the new site, which 
rovid 1, television, catering and air-condi- 

ning é nearly 40 members and guests 

ends April 3 meeting 

At thi n GLTC congratulations were issued to 
forme Ralph Maish, when it was learned 

wi be leaving for the East to assume a 
W positi listrict manager at New York City 
r Der nufacturing Company 
Barns Print-O-Matic Company, has been 
ted i member of GLTC 
The ere happy to learn that Harry Balch, 

Quality | Envelope Company, and Mrs. Balch, 
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EMEC 


CHAIR NO. 1006 


All aluminum. Com- 
pact design for 
maximum seating 
efficiency. ‘‘Eme- 
coated” anodized 
aluminum surface is 
diamond hard. Will 
not chip, scratch or 
corrode in any at- 
mosphere. 










forging ahead 


in aluminum furniture 


YC 


CHAIR NO. 1003 


All aluminum. Up- 
holstered seat, top 
and arms 
green, 


in 
maroon, 
brown or gray 
plastic coated 
fabrics. “Scuffless”’ 
aluminum base is 
diamond hard. 
Most handsome 
executive chair 
made. 


<< 
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Leader ir 


Aluminum Office Furniture. Emeco Corp., Hanover, Pa 








AND LOOK 
FOR THESE POINTS 


@® BLUE 
@ FREE 


WHITE PAPER 
OF LINT 


@® WOODEN CORES 
@ FLAGGING IN EVERY ROLL 
@® SLIT TO ACCURATE DIMENSIONS 








THE WARSHAW MANUFACTURING oO, INC. 
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escaped injury when their new auto was wrecked in 
an unavoidable accident on the highway near Nash.” 
ville, Tenn. Mr. and Mrs. Balch were returning from? 
Florida when the mishap occurred and had plannedg™ 


to attend the regional convention at Louisville. 

A GLTC member, Roy Hansen, The Globe-Wernicke 
Co., has been recuperating from a serious throat op: 
eration at Edgewater Hospital. 

In accordance with the established policy there wag) 
no luncheon meeting of GLTC on Good Friday, April 115 





Stationers of Chicago Hear Van Buskirk 

At the regular monthly meeting of the Stationers” 
Club of Chicago in the Merchandise Mart, Monday 
evening, March 17, M. G. Van Buskirk, executive seg 
retary, Illinois Dairy Products Association, was the) 


late lidihadiniadunsinniadeiteidie ak eae 


POW Gabba 








. Art Olsen (right), Olsen’s Office Supplies, Inc., Forest Park, I= 
new president of the Stationers Club of Chicago, receiving com) 
gratulations from Immediate Past-President Ed Hooper, Stuart) 
Hooper Co., Chicago. 5 
Jess Peck, Springfield Staty. Co., Springfield, Ill, lieutenant) 
governor of NSOEA Dist. No. 7; M. G. Van Buskirk, executiv®® 
secretary, Illinois Dairy Products Assn.; Ed Napp, Napp Offi) 


& School Supply Co., Manitowoc, Wis., governor of NSOEA} 
Dist. No. 6. 
. New officers: Seated—Edward T. Cassin, Johnson-Stack Co 


Chicago, secretary; Art Olsen, Olsen’s Office Supplies, Ine 
Forest Park, Ill., president; Sid Allen, Chicago Stationers, Ine 
Chicago, treasurer. Standing: Ed Hooper, Stuart-Hooper Co 
Chicago, director; Harcld Rossuck, Better Office Supply Co} 
Chicago, director. ' 
1952 
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Says MR. McKEE SMITH, partner in Smith Brothers, outstanding Portland, Oregon, dealer 


“Get an interested prospect in front of a Mosler safe, insulated record 
container or money chest... and simply pointing to the name Mosler 
gets you a long step closer to a signed order. For Mosler is not only best 


known, but known best by almost every businessman. Naturally, that 


makes Mosler the easiest and most profitable line to sell.” 


1. Mosler means profits! It’s the largest-selling 
ne in the w 1. That kind of leadership helps 
a dealer write es easier. And easier sales 
mean more sale and profits. 


3. Mosler helps train your salesmen in every 4, Mesler backs you up with proved promo- 
phase of the selling job. Regular training tional material . . . mailing literature, ad mats 
schools are maintained in every part of the and window displays . . . to help you sell 
United States for this — Just part of effectively. And Mosler men call regularly, 


Mosler's effort to help dealers in every too, to help you with your sales problems. 
possible way. 


ind, despite today’s production obstacles, Mosler is keeping you supplied—so you 
can sell with confidence . . . and immediate profits. Want more facts? Write or wire 
The Mosler Safe Company, Hamilton, Ohio. Do it now, while you're thinking of it! 
2. Only Mosler has a regular program of power- 


| ivertising—both local and if IT'S MOSLER .. . IT’S SAFE 


il, well-aimed 

national. That means a lot to a dealer. It means Ye bo 

more customers with their sales resistance e aoMnyfediny 
jown read ynvinced. Since 18648 
World's largest f safes and bank vaults Mosler built the U. S. Gold Storage Vaults at Ft. Knox and the famous bank vaults that withstood the Atomic Bomb at Hiroshima 
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Precision Locked 
STANDARD HEAVY DUTY OFFICE STAPLER 


Preferred in 
modern offices 
everywhere 





. Ente 
pCi 
© bers 
> were 
the | 


SY ARROW FASTENER COMPANY, (NC. \EE 





ONE JUNIUS STREET, BROOKLYN 12, N. Y. an 
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principal Despite an engagement to speak 
arlier in the evening, Mr. Van Buskirk arrived at 
the Merchants & Manufacturers Club restaurant at a 


ttle before o’clock and delivered an inspiring 
.ddress under the title, “You’re It, Mister.” 
Asserting tl business men are the biggest buck 


nassers in the world, Mr. Van Buskirk revealed how 
most of us have seemed to sink to the level of assum- 
ng that all problems can be solved by the “gov- 
ernment ” We are giving our freedom away and paying 

the “priv to the tune of a 40 cent tax on each 


rned dollar. We complain and blame everyone else, 
the fault lies within each one of us. We fail to 
we a no civic responsibilities. In the old 
iavs all a , wanted was a chance to do a job: 
today the goal appears to be summed up in the word 
security.’ We have forgotten how to work. Yet, as 
he speaker indicated forcibly, our only hope for solv- 
ng our current problems is for each individual to 
vork out” hi wn salvation. 
Followins introductions, President Art Olsen, 
Olsen’s Office Supplies, Inc., Forest Park, IIl., intro- 
iuced Don SI e, Rayburn Manufacturing Company, 


Great Lakes Travelers Club, and 
Office & School Supply Company, 

W governor of District No. 6 of the 
National St & Office Equipment Association 
Mr. Napp spok ithusiastically about the coming con- 
tion of District No. 6. Jess Peck, Springfield Sta- 


president , 
: T. " 
Ed Napp, N 


Manitowoc 


ionery Com] Springfield, Ill., lieutenant governor 

f NSOEA Dist No. 6, also spoke briefly. 

During the ening the following committee chair- 
en were ap] ted: Harold Rossuck, Better Office 
Supply Cor entertainment; Phil Sol, Sol Office 
Supply Company, program; Bill Bruner, Office Sta- 
tionery & Equipment Company, publicity; Clarence 

nolds, Re is Office Supply & Equipment Com- 
Lansil Ill., grievance. 

The nev I of the club, elected at the February 
neeting, aré follows: Art Olsen, Olsen’s Office Sup- 
lies, Inc., Fore Park, Ill., president; Phil Sol, Sol 
‘fice Supply Company, Chicago, vice-president; Sid 
Allen, Chica Stationers, Inc., Chicago, treasurer; 
Edward Ca Johnson-Stack Company, Chicago, sec- 





New York bemercre: Show Scheduled 


With a1 ted registration of more than 3,000 
buyers rc m the nation’s leading stores and buying 
vanizations, the sixth annual New York Stationery 
S is sche ed to open on Sunday, May 18, at the 
el Nev and to continue through May 23. 
The initial offering of space to exhibitors who par- 
ipated i t year’s event met an immediate re- 
ponse with 92 renewing contracts. Among those 
ns exhibit this year are Parker Pen Company, 
terbrook | Company, and Minnesota Mining & 
Manufacturil Company 
There will bi dinner dance held in connection 
th the sl n Thursday evening, May 22, at the 
Show hou hy 
Sunda 1:00 p.m. to 9:00 P.M. 
Monda 10:00 a.m. to 6:00 P.M. 
Tuesd 10:00 a.m. to 6:00 P.M. 
7 Wedns 10:00 a.m. to 9:00 p.m. 
Thur 10:00 a.m. to 6:00 P.M. 
Frid 10:00 am. to 1:00 P.M. 





patortain Clary Producers Club in West 


Eighte lesmen and six top servicemen, mem- 

f wl sified as the Clary Producers Club, 
ere give! to Los Angeles from various parts of 
le count. vere royally entertained in a gala 
elebration for four days—March 6, 7, 8, and 9. 
The ce marked the keeping of a promise 
ude last yi y the company that if gross sales ran 
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AROUND 


_ THE 


WORLD 


DATING STAMPS 


MAKE FOR MORE EFFICIENT BUSI- 
NESS OPERATION 


SUPPLY THE DEMAND 


HAVE A GOOD ASSORTMENT ON 
HAND FOR IMMEDIATE DELIVERY 
WHEN WANTED. 


SALES — PROFITS 
ORDER YOUR SUPPLY TODAY! 


Write today! 
for Our 


Handsomely 
Illustrated 


CATALOG No. 96 
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b Molt] miaele(-Ma-telef 


ADVERTISING 
every month in 


_—. THE OFFICE” 


Be ready with ample stocks 
for BULLETINS, INTER-OFFICE FORMS, 
PRICE LISTS, MEMOS, ANNOUNCEMENTS, 
MAILING PIECES, etc. 


Standard since 1936 
now also available to you for 


PRIVATE LABEL PACKAGING 


WRITE TODAY FOR DETAILS 


on packaging with your own trade name and 
label for prestige 


INK SPECIALTIES CO., INC. 


Dept. 0 519 N. HALSTED STREET @ CHICAGO 22, ILLINOIS 
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above $6,000,000 double the number originally suggestel 
would be invited this year. The goal was achieves 
hence the celebration. 


It would be a long story to detail all the variog 


phases of entertainment provided by the home offi! 











Clary Top Producers Welcomed... 


l 


W. J. Funke, Clary Minneapolis salesman, is giseted by be 
girls at the Los Angeles International Airport 


2. Ray Kiedrowski, leading Clary salesman for 1951, is adorm® 


with a Hawaiian lei. 


. The nation’s 24 top Clary salesmen and servicemen gather on @ 


steps of Pasadena’s Huntington Hotel during their mid-winter i 
tivities. 


. W. S&S. Wootton of Washington, D. C., first salesman to earn m@ 


bership in the 1951 Producers Club, is congratulated by Presid# 
Hugh L. Clary (right) and Robert Pratt, assistant scales mana} 
(center). - 
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HIS beautiful and efficient Executive Desk is one 
big reason why more and more dealers are join- 
ing the swing to Steel Age. For every detail of its 
clean functional design reflects the pride and preci- 
sion craftsmanship that have made Steel Age one of 
the nation’s fastest selling families of quality office 
furniture. 
But quality is only one part of the Steel Age 
success story. Corry-Jamestown has been a recog- 
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Today, more than ever... 


/ 
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nized leader in steel office furniture for over a 
quarter of a century. Steel Age sales are backed b 
consistent, month-after-month advertising in lead- 
ing business magazines. And Corry-Jamestown is 
known as “a good company to do business with.” It 
honors the friendship of its dealers and, in turn, is 
respected by its dealer friends. Prepare for the days 
ahead by writing for the details on a Steel Age 
dealership now! 


CORRY-JAMESTOWN MANUFACTURING CORP. 
Corry, Penna. 





ARE oAeaeres 
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Now is the time 
to order floor samples 
for Hot Summer 


Keep your customers comfortable this 
summer. Recommended upholstered 
White in Goodall’s Claremont, Gros Point, or 
DuPont's Fabrilite over foam rubber. 
f , The*Taylor Chair Company 
C alalog Bedford, Ohio. 


1p, CHAIRS 


"Tay lor " ayntB 1816 
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headed by Hugh L. Clary, president of the Clary M 
plier Corporation, San Gabriel, Calif. All the men 
met when arriving by a large home office delegation, 

The Ambassador Hotel in Los Angeles was h 
quarters for the club members during their stay, w 
the Huntington Hotel in Pasadena was utilized 
business meetings and luncheons. Both hotels 
nicely located and equipped for this type of gra 
entertainment. Various places of interest were visi 
including the most famous restaurants in Hollyw 
The complete membership of the Clary Producers’ Ch 
follows: 


SALESMEN \. Bender, Chicago 

Ray Kiedrowski, Los Angeles L. Bartosik, Philadelphia 
W. S. Wootton, Washington W. Lucas, Houston 
3. J. Leavitt, Oakland W. Jaworski, Philadelphia 
W. J. Boylan, Detroit \. Yaremcho, San Francis 
L. W. Domreis, Portland R. Gahan, Philadelphia 
J. J. Blum, Oakland W. Borlace, Detroit 
W. G. Watts, New York R. Carter, Cleveland 
L. J. Wood, Phoenix W. Parsons, Kansas City 
W. J. Funke, Milwaukee KE. Craig, Cincinnati 
W. A. Joyce, Boston H. Hinchman, Phoenix 
Mark Saville, Philadelphia J. Harteloo, Portland 
Cc. J. Blum, Seattle P. Eddleman, Oakland 
D. J. Kintner, Youngstown H. Lescher, Chicago 
G. C. Davis, Los Angeles T. Gore, Oakland 
A. J. Dalton, Detroit W. Marseilles, Houston 
R. W. Rengo, Detroit M. Nudera, Los Angeles 
A. T. Macaulay, Newark A. Brown, Detroit 
F. E. MeGlynn, New York L. Koehler, Chicago 

SERVICEMEN lL. Weedon, Dallas 
Herb Gents, Phoenix (. Ketrem, Minneapolis 
M. E. Wilson, Kansas City M. Kaul, Portland 
I, Fittro, Dallas J. Hueter, Seattle 


The 24 visitors were as follows: 


L. J. Bartosik, Philadelphia R. A. Kiedrowski, Los Angel 
\. W. Bender, Chicago D. J. Kintner, Youngstown 
C,. J. Blum, Seattle B. J. Leavitt, Oakland 

J. J. Blum, Oakland W. L. Lucas, Houston 

W. J. Boylan, Detroit 4. Macaulay, Newark 

A. J. Dalton, Detroit F. E. McGlynn, New York 
Geo. C. Davis, Los Angeles Ray Rengo, Detroit 

L. Domreis, Portland Mark Saville, Philadelphia 
Ivan R. Fittro, Dallas Warren G. Watts, New York? 
W. J. Funke, Milwaukee Maro E. Wilson, Kansas City} 
H. CC, Gents, Phoenix L. J. Wood, Phoenix 

W. A. Joyce, Boston W. S. Wootton, Washington j 


The longest jaunt was to Palm Springs. Every effert! 
was made to make the visit to Southern California Tl 
both instructive and entertaining. 





Hold Session of Stationers 12:30 Club 
Some 60 members and guests attended the regular’ 
monthly meeting of the Stationers 12:30 Club of New} 
York, N. Y., held on Monday evening, March 31, at 
Rosoff’s Restaurant with President Philip G. Tagley,} 
Consolidated Loose Leaf, Inc., presiding. : 
President Tagley announced that the joint meeting! 
with the Stationers Square Club held on Thursday 
evening, March 20, was a huge success. A large at-} 
tendance from both clubs heard the guest speaker,? 
William H. Gove, Minnesota Mining & Manufacturing 
Company, give his talk on “Serve & Sell.” For the 
benefit of those members who were unable to attend, 
Mr. Tagley gave a brief summary of Mr. Gove’s tak j-—_~ 
and remarked they had missed the opportunity of 
hearing an excellent speaker and absorbing many 


worthwhile points of salesmanship. 

Treasurer Dwight N. Briggs, Sun Rubber Compangif BE 
then introduced the following members and made} 
them welcome: Alan Seff and Jack Mintzer, both of 
Speed Products Company Inc.; Mack Gaves, LePage! 
Inc.; Leo Berg, Aigner Index Company, and Philip 
(Nat) Drate, Rubin Corporation. . 

David T. Pomerantz, A. I. Goldberg, New York, N. Y, 
chairman of the outing committee, announced that 
arrangements have been completed to hold the club’ 
annual outing on Thursday, June 5, at Schmidt’s Farm 
Westchester County. The day’s activities will consist 
of the annual baseball game between dealers and? 
manufacturers, handball, horseshoe pitching, golf at 4a} 
nearby golf course and card games for those who dd} 
not care for the more strenuous recreations. Refresh 
ments will be served during the day, lunch at noon) 
and dinner in the evening. 

Declaring that indications point to a record attend 
ance, he urged members to make their reservatio 
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This is a popular selection from the famous Alma 1100 Economizer Series. 
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™ THE MORE YOU KNOW 
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Pe Because-ALMA Desks are built 


to please the most critical. 
ting 
say — 
a-- STRENGTH , 
"er f . . 
ket 4 Those who know construction best agree there is no better 


desk than Alma for enduring strength. 


Choice of designs—each one answers in full a demand that 


brings volume sales. 


Within that satisfying price range which lies between 
penny-wise and pound-foolish. That’s Wise Economy. The 


more you sell, the more you profit. 


BETTER DESKS ARE MADE OF WOOD if you would tike te share in 


this simple formula for success, write today. 


LMA DESK COMPANY 


HIGH POINT, NORTH CAROLINA 











PARKER line of VALUES! 


STEEL OFFICE EQUIPMENT 


STEEL 
BOOKCASE 


The Bookcase is of 
standard size with disap- 
pearing glass front panel 
for clear visibility. Avail- 
able in three different 
sectional sizes: 


H WwW D 


12" x 35%" x 11" 
15" x 35%" x 11/4" 


18" x 35%" « 11" 





STEEL 
TRANSFER FILES 
FOR YOUR FILING NEEDS 





LEGAL AND LETTER SIZE 
SPECIAL SIZES MADE 
ON REQUEST 





THESE STURDY 
STEEL 
TRANSFER 
FILES 
CAN BE 
STACKED 
TO ANY 
DESIRABLE 
HEIGHT 





ALSO STORAGE e WARDROBE and COMBINATION 
CABINETS e COUNTER HIGH and DESK HIGH 
CABINETS e SECTIONAL BOOKCASES 
Made of heavy Gauge Stee! . . . Electrically welded 
construction and completely reinforced throughout . . 
Baked-on enamel! finish in Green or Grey. 

Write for catalog and Dealer price list. 


PARKER STEEL PRODUCTS INC. 


Manufacturers of Stee! Office Equipment 
56 COLUMBIA STREET ° BROOKLYN 2, NEW YORK 
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as early as possible so that the committee can 
adequate arrangements for their accommodation, 
the close of the meeting members of the commits 
Harry Sills, Commercial Stationery Company, 
York, N. Y., and Herbert Grayson, Ace Fastener 
poration, were on hand to receive a number of r 
vations. 





Plans Set for District No. 14 Meeting 


Plans are just about complete for the regional m 
ing of District No. 14 of the National Stationery 
Office Equipment Association to be held at the H 
ington Hotel in Pasadena, on Thursday and Fri 
May 8 and 9, according to Russell W. Davis, Alham 
district governor. 

The Golden State Travelers Club is sponsoring a 
tournament for the previous day, Wednesday, May 
Highlights in the entertainment program are 
ladies’ style show and luncheon at Bullock’s, Pasad 
department store, on Thursday and the tour for eve 
one of the Huntington Library and gardens on Fri 

The program in detail follows: 


FRIDAY, MAY ® 


0:00 a.m F.C. (Chet) WR 
liams, Vice President, Fie¥ 
Division, NSOEA, Yawma 
and Erbe Manufacturing 


THURSDAY, MAY 8 
10:00 a.m Registration 
Coffee, doughnuts. 


12:30 p.m Luncheon 
Gov. Russell Davis, Pre 


idiz Co Seattle Washington 

Sit 7 4 ‘ 'T* w< > rm T s 

W elcome to Pasadena by A Prave le I ralks to the 
Ted Brodhead rrade 

Speaker—Grant Howard, ‘orl W > riasing 

Howard and Stofft, Tucson a = +. ee ori 

Arizona, President, NSOEA ice Fresident, Americas 
“Balance.” Lead Pencil Co Hoboken 

New Jersey 


2:00 p.m.—Kenneth F. Davis ut Tt on the 
Vice-President, Gunlocke 
Chair Company 
“With Office Equipment It 
Pays to Pac kage.” 


Line.” 


Reports of Committees 
Election of Governor. 


4) 


00 noon 


William K. Wilson, Sales " 
Manager, Systems Division, Luncheon 
Diebold, In Speaker Paul E. Burbank 
“Build a Fire Under Your General Manager, NSOEA 
Protection Selling. Washington, D. C 
6-7:00 p.m Friendship Hour _ 2 , 
“the . ; z 0 p.m Tour of Hunting: 
Courtesy of Golden State \ 
Travelers Club. Pool Ter ton Library and Gardens 
race. Tickets at Registration 
= Desk 
7:30 p.m Dinner and danc- ¥ 
ing in the Pool Gardens. 7:30 p.m Banquet 
. 





New York OEA Has Busy Month 


A talk by David H. Fulton, assistant treasurer @ 
Eastman Kodak Company, spoke on “A Developmen 


and Training Program for Office Supervisors” befor | 


140 members and guests at the February 20 meetin 
of OEA, the New York chapter of NOMA. A series @ 
slides added interest to the talk and discussion. 

Before the meeting broke up Windsor Frost, com 
vention manager for the United States Travel Agency 
showed two color films, “Yosemite National Park” ant 
“Shining Mountain” to whet OEA appetites for t 
May trip to the San Francisco conference. 

Instead of the usual luncheon meeting on March $ 
trips through the reproduction departments of tw 
member companies were organized. The 105 membe 
and guests saw how the work is done at Shell Oil Com 
pany, while 45 more were conducted through a simi 
department at Consolidated Edison Company. 

A special “custom tailored” service to the membe 
of OEA has been in progress under the sponsorship 
the Methods and Procedures Committee since Ap® 
1951. This has consisted of a series of seminars ¢ 
work simplification, forms, filing and the office, wit 
three sessions on each. 

At present 96 members and 119 guests are registere 
Most of the guests are employees of member co 
panies. Average attendance at individual sessions 
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LOWER PRICES 
HIGHER QUALITY 


MADE POSSIBLE BY STREAMLINED 


PRODUCTION METHODS IN THE EXPANDED 
Grammer KANSAS CITY FACTORY. 











i BONDED FOAM LATEX 


for cushions instead of the old hair 





‘ker x7 cushions make these popular models 
’ even a better buy than before. And 
on top of this increased quality 
the price goes DOWN! We pass our 





lower production costs along to you... 



































































OEA ; and can give you prompt delivery too! 
Model 2251 
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Volume Sales & Profits 


with 


Casters 


for office 
furniture 





@ Attractively packaged, with new black satin 
“Dulite” or bright cadmium finish, Colson casters 
for office furniture offer you profitable extra sales. 
Millions are needed every year for typewriter stands, 
executive and posture chairs—all kinds of portable 
equipment. Colson’s new merchandising plan can 
help you get your share of this sales volume. 


In 1-5/8” and 2” sizes with adapters for wood and 
metal chairs—plate type adapters for portable equip- 
ment. Cushion rubber tread for use on linoleum, 
wood, tile or composition floors; hard tread wheels 
for use on deep pile carpets or rugs. 


rT 

| THE COLSON CORPORATION 
| ELYRIA, OHIO 

| Please send data on Colson Casters for office furniture — also 
| information on Colson’s new profit-producing merchan- 
| dising plan. 
| 

| 

| 

| 

| 

! 


Nome 


Address 
Scamidaeennness Zone State 


| 
| 
| 
| 
| 
| 
Company | 
| 
| 


ELYRIA, OHIO 
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year has been more than 45. Attendance at the sems 
inar on forms, conducted by Frank Knox of Cleveland) 
totaled 78. 

Discussion periods follow the formal meetings ang 
an opportunity is afforded to see equipment on display 
in the offices of member companies in whose quarters 


meetings have been held. These include Remington: 


Rand Inc., The Globe-Wernicke Co., and The Genera] 
Fireproofing Company. The meetings are preceded by 
“Dutch treat” dinners. 

OEA members responsible for the planning and con- 
duct of the seminars are Bob Cockrell, chairman, M. W. 
Kellogg Company; and Bill Cook, vice-chairman, 
Equitable Life Assurance Society 





1.B.S.A. Awaits Convention in Peoria 


A Peoria committee headed by Hugh G. Reeves, 
Jacquin & Company, is making enthusiastic plans tg 
greet the Illinois Booksellers & Stationers Association 
in annual convention at the Pere Marquette Hotel May 
18, 19 and 20. 

Assisting Chairman Reeves are Phil Kellstedt, Kell- 
stedt & Son; Arnold Lawrence, Will Harms Company, 
Pekin; W. C. Jacquin, Jacquin & Company, Peoria, and 
Gene Crone, Business Equipment Company, Peoria. 

This group has the backing of the I.BS.A. officers 
who are Walter Wagner, University of Chicago Book- 
store, president; Richard K. Corlett, Haines & Essick 
Co., Decatur, executive vice-president; Hugh Reeves, 
Jacquin & Company, Peoria, vice-president; Tom Gil- 
lice, Rockwell-Barnes Company, vice-president repre- 
senting the manufacturers, and Homer Jacquin, Jac- 
quin & Company, Peoria, secretary-treasurer. 

The program will be opened with a hospitality party 
on Sunday evening. Convention banquet is scheduled 
for Monday night and the sessions will close Tuesday 
forenoon. 

A principal speaker will be Dr. Nicholas Nyaradi of 
Bradley University faculty and author of “My Ringside 
Seat in Moscow.” Joe Meek, long a favorite with 
I.B.S.A. audiences, will also be on the program. 

This will be the 37th annual convention of the 
organization and, incidentally, it is the 37th wedding 
anniversary of Dan Hansen of Carlson Brothers, 
Moline, an oldtimer in the organization and president 
in 1940 when the convention was held in Rockford. 





New York OMDA Sees Telephone Film 


The March meeting of the Office Machine Dealers 
Association of New York City was held on March ll 
at the Gramercy Room of the Hotel Governor Clinton. 
The members enjoyed the film, “Telephone Courtesy,” 
shown by the New York Telephone Company and heard 
a charming guest speaker, Miss Marian Jensen. 

Topics of vital interest including price control and 
uniform parts discount were discussed 

Plans were announced for the April 8 meeting and 
for the May session at which Larry Taylor, general 
manager and vice-president of Friden Calculator Cor- 
poration, will be the guest. In June, Dick Button, 
world Olympic figure skating champion, will be present 
to tell of his interesting experiences 





Rand McNally Plans Move to Skokie, Ill. 


Construction of a $2,000,000 building at Skokie, Ill, 
has been started to house general offices, offset and 
other departments of Rand McNally & Company. 

The new facilities being erected on a l6-acre sit 
will replace those now located in the plant of W. B 
Conkey Company, book manufacturers, owned by Rand 
McNally, in Hammond, Ind. 

The New England Mutual Life Insurance Company 
of Boston purchased the Skokie site and is building 
the plant to order at a total cost of $2,300,000. The 
plant will be leased to Rand McNally for 35 years @ 
a term rental of around $5,000,000 
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The “JUNIOR” File $52.00 
Small enough to fiPany n large enough 
to keep letters, bil and pers@pal papers or- 


derly. A steel saffty vault protects valuables 
fonly YOU know@he combinatid@). Two ball- 
bearing letter filgs. 37 2” high, ¥," wide, 
17%" deep. C@fe gray baked endihel finish. 


With plunger-typ@ifock for both drawers. 4 197Y-PL 
$60.00 





The ““SALESMFAN’S”’ File No. 960Y 


A drawer f rospects’ and customers’ na 
Holds 320@3 x 5 or 4 x 6 cards or cancel 
checks. TW ball-bearing letter files for letter 
and ee A steel safety vault seatnanailll 
by a conmibination dial lock. 43” high, 154%" 
wide, 17f'2” deep. Cole gray baked enamel 
finish, 
With ger-type lock which automatically locks all 
GrawerSl No, POO PL... ccccccccccnceneeceeeeseeeeeeeeee-v--- Gf 65.00 








Prices#Mlightly higher in Texas, Colorado, 
~~ of the Rockies. 


« -_" 
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C @) L F STEEL EQUIPMENT COMPANY 
285 MADISON AVENUE, NEW YORK 17, N. Y. 
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OLE 


STEEL 





CABINETS 


with the 


built-in... 


AFETY VAULT 





The “AUDITOR'S” FILE No. 478 $72.50 


Contains: Two ball-bearing letter size drawers; two double index 
drawers for 3x5 or 4x6 cards (6400 capacity) or by removing 
the partitions, for cancelled checks; one safe compartment with a 
combination lock (no key necessary — only YOU know the com- 
bination); also three adjustable storage compartments under lock 
and key. 37%” high, 30%” wide, 17%” deep. Cole gray baked 
enamel finish. 

With plunger-type lock which automatically locks all drawers. No. 478-PL....$81.00 


The “PRESIDENT’S” FILE No. 474 $77.90 
Contains: Four ball-bearing letter size drawers; two double index 
drawers for 3x5 or 4x6 cards (6400 capacity) or by removing 
the partitions, for cancelled checks; one safe compartment with a 
combination lock (no key necessary — only YOU know the combina- 
tion). 37%" high, 30%” wide, 17%” deep. Cole gray baked 
enamel finish. 

With plunger-type lock which automatically locks all drawers. No. 474-PL....$86.40 


Prices slightly higher in Texas, Colorado and West of the Rockies. 
CUTS OR PHOTOGRAPHS OF ALL COLE PRODUCTS ARE AVAILABLE ON REQUEST. 


STEEL EQUIPMENT COMPANY 


of 0} 5 - 













285 MADISON AVENUE, NEW YORK 17, N. Y. 










STORAGE FILES 20 


SIZES 











LETTER 
SIZE 












LOCATE YOUR RECORDS EASILY—No more 
need of fussing and fuming. With Pronto files you 
can get at all records just as easily as in your regu- 
lar active files. 


SAVE FLOOR SPACE—Constructed so that they 
interlock into solid units and stack as high as the i 
ceiling, saving valuable floor space. F 


STURDY CONSTRUCTION—Prontos are built of 
275-lb. test corrugated fibre board and reinforced i N Vo I Cc e a 













with steel on the shell and the four corners of the 


eg SIZE 


_ BEAUTIFUL APPEARANCE — Pronto files are beavu- 
titul in appearance, finished in an attractive olive 
_ green. The steel drawer front matches your regular 3 


active office files. CHECK 
SIZE 






SIZES AND PRICES 





Inside Dimensions FIBRE BOARD STEEL 


| 
| cn | DRAWER FRONT DRAWER FRONT 
uggeste ses : . 













i 





1] File PRICE File PRICE 
|| Width Height Length! No Single Carton No Single Carton 
——————— - ne 
j {letter Size i} 12% 10'/, 4 E210 $3.55 $3.45 i210L. . $4.45 $4.35 
| fletter Size 12% 10'/, S E2105 3 45 3.35 1210S 435 4.25 
| thkegol or Cap is% 10'/, 24 ESIO 435 4.25 ISTOL 5.60 5.50 
/ Invoices i} 10% 8% 3 E109 3.20 3.10 109L 3.95 3.85 
|} | %2 Rows 8x5 Forms |} 10% 8%, 24 £108 3.50 3.4 | 108L 4.25 4.15 
"Invoices or 2Rows 8x5 || 10% .. 8% 8 EI08M 3.45 3.35 108M . 4.15 4.0 
i Freight Bills ~ I] % 7 24 £97 3.00 2.90 1971L.. 3.55 3.45 
|} Checks | 10! 4%, 24 | E104 3.05 2.95 104L 3.95 3.85 
i Drafts or Checks W/5 44. . 24 E94 2.40 2.30 1941L 3.00 2.90 
' _— or Checks | % 4%, .. 18 E94M 2.35 2.25 1941M . 2.95 2.85 Mai 
x orms } 8) 53 24 Ess 2.70 2.60 18SiL 3.30 3.20 
Deposit Slips (2 Rows) || 8, Sy, 1S Ess 2.60 2.50 1851S 3.20 3.10 Gul 
] Deposit Slips 8), 4% 24 E84 2.40 2.30 1841L 3.00 2.90 att 
i | Tabulating Cards 7% 3% 24 £7 2.40 2.30 173IL 2.95 2.85 
| | %3x5 Cards (3 Rows) 16'/> 4'/, 24 £44 4.35 4.25 1645L 5.60 5.50 ' MA 
"4x6 Cards (2 Rows) | 12% 5 24 E24 3.20 3.10 1245L . 3.95 3.85 : 
10% 33 24 | E103 3.05 2.95 103L 3.85 3.75 ; 
Vouchers (Upright) _ || Si 10% |. 24 | E592 335... 3.25 || i892L.. 425... 415 = 
| tledger Sheets 9/ 12 24 E9 4.05 3.95 912L 4.90 4.60 
tledger Sheets || 12% 12% 2 E12 5.15 5.05 1212M 6.70 6.60 


*These numbers have removable divider partitions tPacked 6 to a carton—all others 12 to a carton 
44E 





: *3x5 Cards (2 Rows) 






pronto FILE mali 


85 MADISON AVENUE, NEW YORK | 


Prices slightly higher in Texas, ( — ‘ eee 













PUSH-BUTTON MULTIPLICATION 
| makes the figures fly 


| FASTER-SURER- EASIER 


FASTER—because Marchant’s mechanism operates at 
speeds ranging up to twice those of any other calculator. 
















SURER—because Marchant is the only American 
calculator with dials for verifying the keyboard entry. 


EASIER—because Marchant saves the operator at 
least one step in every multiplication problem. 





3 PUSH-BUTTON MULTIPLICATION 
Merely enter multiplicand in key- 


Since more than half of all calculator work is multi- 

plication, experienced office workers everywhere choose 

the calculator that multiplies faster, surer, easier. The Marchant 

Man in your phone book will prove this by a demonstration in 
your office—call him today. 


board and answer appears simul- 





taneously as multiplier is entered 
in Automatic Multiplier row. 








ow 


i 
x 
L 





AMERICA’S FIRST 





Mail this Coupon with your business letterhead to get our free 
GUIDE TO MODERN FIGURING METHODS 

+ ILLUSTRATED B KLET ABOUT MARCHANT CALCULATORS a 

MARCHANT CALCULATING MACHINE COMPANY 

DAKLAND 8, CALIFORNIA P7 
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The new, 
automatic, vin 
electric Avplied Fo 
= SH . only 
=) 105° 
opens 200 to a [=| F.0.B. Factory 


plus excise tax. 
300 Letters al as nominal price. (Prices 


subject to change 


per minute without notice.) 


built right — priced right 
for thousands of smal! and 
medium-sized businesses 
NOTHING ELSE LIKE IT! Opens letters 30 times faster than * 
by hand! Gets the whole office staff into high gear 
— fast. Designed to handle from 100 to 200 up to 
2000 letters per day. Small, compact — readily 


used on any desk or table. ‘Scottie’ weighs only 
9 pounds, — it’s easy to carry from desk to desk, 
can be put in any convenient corner when not in 
use. Opens oll sizes of envelopes,— no clipped 
corners or damaged mail. Takes a clean slice off 
tops of envelopes, with adjustment from 0 to %” 
for width of trim. 


OPENS A - HUGE NEW MARKET — The Scottie Letter Opener 
does a lot more than open mail — it opens the huge 
market of middle-sized offices where the time it 
saves makes it very profitable. It is needed by 
banks, stores, wholesale houses, insurance offices, 
mail order businesses, factories and dozens of other 
lines. 


OPENS A RARE SALES OPPORTUNITY — A careful survey has 
indicated a market potentic! 12 times greater than 
for larger and more expensive letter openers. The 
Scottie, while new on the market, is well-proven by 
3 years of field testing and development. If you are 
experienced on specialty equipment sales — write \ 
or send coupon today. Prompt action is advisable! 


ARNOLD MAC KENZIE, Inc. 


3133 OVERLOOK DRIVE, MINNEAPOLIS 20, MINN. 


?~ 


ae 












Street Address ~~ 


City - P 
ee@eeeeeooeoeoeeeeeseseeeeaenen ee ee2e20eeee 





@ ARNOLD MacKENZIE, INC. 
- 3133 Overiook Drive, Minneapolis 20, Minn 
I am experienced in saics of specialty office equipment Send full 
@ information on Scottie Letter Opener My territory ts 
e 
e Name — 
* 
& 
o 
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Wholesale Stationers Convention 
(Continued from page 49) 


Singing by strolling entertainers while being served 
refreshments. 

Among the attractions were numerous guessing con- 
tests, country store, grab bag, photo shop and portrait 
sketching with ample awards for those fortunate 
enough to guess correctly. Promptly at 10:30 P.M. aj 
contests were closed and a delicious buffet supper wag 
served cafeteria style. Concluding entertainment wag 
by the strollers and the glee club. Committee members 
in attendance at the various attractions in each cafe 
wore smocks in the French manner. 


Thursday, March 6 


The concluding session was called to order on Th 
day, March 6, at 9:45 am. by President Jensen wh 
called upon Marion E. Springer, American News Com 
pany, and Mortimer H. Chute, Bainbridge, Kimpton 
Haupt, Inc., New York, N. Y. to lead the question an 
answer forum. 

The subject of discussion was what'll we do abo 
fixed margins and rising costs? Small order problen 
Rising transportation costs? Returns and allowance 
Poor packaging and breakages? 

After a brief summary of the subjects to be discusse 
by both Mr. Chute and Mr. Springer, the meeting wa 
declared open and comments were invited from th 
floor. Considerable interest was shown in these vi 
problems with many of those present participating f 
the discussion which followed. 

In concluding the forum, Mr. Chute emphasize 
some of the services wholesalers provide for manufaé 
turers. They are: Economical and more complete sal¢ 
coverage better than would otherwise be possible 
warehousing for many manufacturers; protection @ 
manufacturers’ markets; proper distribution to m 
dium and small-size retailers; reduction of packagin 
handling and transportation costs; less work, le 
time, fewer workers and less expenditures, also sim 
plified credit problems. 

The next feature was the presentation of a neé 
promotional program, “School Roundup,” by Haro 
C. Whittemore, who outlined the latest proposals. H 
displayed and described a complete package deal, con 
sisting of one large heavy-duty cardboard displa 
piece and four smaller pieces. Also included will t 
numerous banners featuring manufacturers produc 

The entire promotion is to be displayed in sho 
windows and throughout stores. The articles to bh 
distributed by wholesalers to their dealers will 2% 
ready for distribution about June or 30 days afté 
orders are received. 


Increase Board Membership 

Mr. Whittemore then announced a _ proposal 
amend the charter of the association to allow for ¢ 
increase in the maximum number of members on th 
Board of Control from 21 to 25. A motion was regu 
larly made to that effect and passed. 

The auditing committee report was then given bt 
Ralph Soulby, Eberhard Faber Pencil Company. 


Herbert Held, Blackwell-Wielandy Company, S&S 


Louis, Mo., chairman of the necrology committee, 
ported on the death of the following members: H.& 
Dennison, Dennison Manufacturing Co.; Maurice 
Levine, Reliance Pencil Co.; N. C. Phillips, LePag 
Inc.; M. Kieswetter, Antietam Paper Co., Inc., Hage 
town, Md.; W. B. Read, W. B. Read & Company, Bloom 
ington, Ill.; Charles Schwarz, Schwarz Paper Co., Lit 
coln, Nebr.; Mrs. Dave Koeller, Blackwell-Wielanq@ 
Co., St. Louis, Mo.; Louis Bloch, Crown Zellerbae 
Paper Manufacturing Co., and Bruce E. Adam 
Pelouze Manufacturing Co. At the close of Mr. Held 
report the entire assemblage stood with bowed heag 
in respect to the departed members. 

The report of the nominating committee was the 
heard and the board of control for the coming yéi 
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\ H.C.Allen 


CASH REGISTERS 


designed to protect 





Popular because if can be used for adding and mul- 
tiplying os well as for protecting cash . . . extremely 








low priced. 
: every business transaction ec 
, 








w >» ... all 16 R. C. Allen Cash Register moc 
MODEL 201A Upright Service Station Mode! most in protection and information 


e Brand New .. . has all the famous R. C. Allen pro- 
ek lective features. Especially designed for operators 


who prefer the upright type cash register. _all 16 are famous for “9 in 1” 


 § — and cash register operation within o: 
bs > 


Sega 
“4 ... and you can add new customers — new pr 


me 


with our liberal “partnership” discount 


Spring is HERE! 





R.C.Allen 


Protects both stock and money. Designates merchan | a 4 
dise or kind of service and attendant. Accumulates Business Machines Inc. a 
° cae 


. 
<H% 


MODEL 511 __ 








locked in totals of gallons of gos sold as well as 
money values. Handles cosh ond charge sales, re. 680 Front Avenue, N.W. Grand Rapids, Michigan 


ceived on account and ‘paid out transactions. 











Oma 


7— if’ <a 
Y, tewvler Veil S 





K.C.Allen Business Machines. Inc. 


680 Front Avenue, NW. 





Grand Rapids, Michigan 





MMONME 7 Zr MET 0 


MODEL 611 


(Six carriage 
widths available) 
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Next on the program was the installation 


was elected 
if officers as follows: 


president—Edward W. Blevins, Caldwell Sites Com- 
pany, Roanoke, Va 
' First vice-president—Mortimer H. Chute, Bainbridge, 
Kimpton & Haupt, Inc., New York, N. Y. 
vice-president—John H. Chipman, Brown 


Second 
Bros., Ltd., Toronto, Canada. 
Third vice-president—C. W. Lofgren, Sanford Ink 


Company 


Fourth vice-president—Harry Litzenberger, H. H. 
Tammen Company, Denver, Colo. 
Secretary-treasurer—H. C. Whittemore, national 


Representatives National Society— 


chairman. Sales 
Eberhard Faber Pencil Com- 


J. Howard Shoemaker, 
pany 


After the convention 


the officers were introduced, 
was declared adjourned. 

At 12:30 p.m. the Sales Representatives National So- 
ciety held its annual meeting in the East Room, where 
luncheon was served 

The following officers were re-elected: National 
chairman, J. Howard Shoemaker, Jr., Eberhard Faber 
Pencil Co.; national vice-chairman, Herbert C. Hooks, 
Moore Push-Pin Co.; regional vice-chairman, eastern 
district, Harry Fensterheim, S. E. & M. Vernon, Inc.; 
regional vice-chairman, New England district, John B. 
Dwyer, manufacturers’ representative; regional vice- 
chairman, Mid-West district, Fred C. Schaefer, San- 
ford Ink Company; regional vice-chairman western 
district, Joseph D. Hale, manufacturers’ representa- 
tive: regional vice-chairman, southwest district, John 
Hendrick, American Crayon Company; regional vice- 


chairman, southeast district, Jim Cooper, manufac- 
turers’ representative; secretary, H. C. Whittemore, 
Wholesale Stationers Association. 


430 Attend Annual Banquet 

A reception was held in the North Ballroom prior 
to the banquet where guests assembled for an hour 
of cocktails and good fellowship. At 7:30 p.m. the doors 
of the grand ballroom were thrown open and more 


than 430 guests partook of a turkey dinner with all 
the trimmings 

At the conclusion of dinner, General Chairman 
Marion E. Springer introduced the newly-elected offi- 


cers of the association and their wives seated at the 
head table 

He then called upon general co-chairman, J. Howard 
Shoemaker, Eberhard Faber Pencil Company, who pre- 
sented a handsome perpetual clock to Retiring Presi- 
dent Lothardt M. Jensen on behalf of the association 
in appreciation of his two years’ service as president of 
the association. The following past presidents were 
then introduced by H. C. Whittemore; Edgar M. Berry, 
Loring Short & Harmon, Portland, Me.; David Koeller, 
Blackwell-Wielandy Company, St. Louis, Mo.; Max A. 


Goldstein, Rochester Stationery Company, Inc., Roch- 
ester, N. Y Herbert F. Held, Blackwell-Wielandy 
Company, St. Louis, Mo.; Lawson Long, Practical Draw- 
ing Co., Dallas, Tex.; A. L. Salomon, A. L. Salomon & 


York, N. Y.; H. L. Chandler, Adams, 
Boston, Mass., and M. G. Pierpont, 
any, Inc., Baltimore, Md. 

Each was presented with an “Oscar” suitably en- 
graved with name and years of service as officers of 
the association. Entertainment was provided by Ben 


Company, Nev 
Cushing & Foster 
Lowry Drug Com] 


Yost’s Viking 1 good music was furnished by Bert 
Knapp’s entertaining orchestra for dancing between 
courses and for the balance of the evening. 


Exhibits at Wholesale Stationers Convention 


Following are brief descriptions and listings of per- 
sonnel at th: rious convention exhibit booths: 
: Acme Shear C Bridgeport, Conn fir howed mplete line 
tve ’ 7 £ . 
ry os 5 ve a 
All-Rite Pen Ir Ridgefield Park, N.J Dicsola ere was a new 
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No. 1001 


LAWSON 
TORPEDO 
RECEPTACLE 


Invites cleanli- 
ness. Glistening 
white enamel 
with steintess 








office equipment 


When it comes to know- 
ing a sound buy — choos- 
ing the anocal products 
which serve best — we 
take off our hats to Pur- 
chasing Agents of office 
equipment, They are the 
men who put a big, em- 
phatic stamp of = 

wson 









SMOKURN 


Hot-dipped, galvanized. 
Inner container holds 
water or deodoront. 


steel trim. Gel- on dependable 
ses ae eng y for office use. 
moisture. ost P.A.’s prefer Law- 
son products. 
No. 2900 
No. 2990 SQUARE 






BASKET 


Continveus rubber 
bumper cround the 
top. For Executives. 
The finest. 


No. 34 


STEEL 
PANELLED 
WASTEBASKET 


—sturdily constructed 








No. 2850 
DESK 
Fl 





Attractive vertical steel desk file. 
Rounded corners. Olive green, wol- 
nut, grey. 


No. 1 CUSPIDOR 


Heovy stee!. Wal- 
nut ond green. 





Write or wire for literature today. 


THE F. H. LAWSON COMPANY 


850 Evans St., Cincinnati 4, Ohio 


Established 1816 


No. 6100 
SANDURN , 


Stainiess steel top 
ond trim. Block, red 
ond rich Terrazzo 
grey bodies. 





No. 110 
. HIGHBOY 
RECEPTACLE 


Rust-resisting, beked 
enamel steel. 











136 YEARS 
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the finest tradition in 
WOOD OFFICE CHAIRS 


for prestige, for elegance, for the 

very best in luxuriously comfortable 
seating and enduring service, American 
business looks to MILWAUKEE 


for its office chairs .. . ' 


The 
“Patrician” 
Group 





MILWAUKEE Dealers call this group “the aristocracy 


of fine chairs’”—destined for proud service in top- 
level executive offices. Here is unexcelled richness 
of design and master craftsmanship, incorporating 
every advanced comfort principle. Here are chairs 
that create a deep desire for possession truly 
office heirloom furniture prized by the important 
people in business. The group includes Executive 
Swivel Armchair and DeLuxe Side Armchair 


a lkemited number of MILWAUKEE 
Wood Chair franchises are open 
at present. Write for details 


makers of fine chairs for over half a century 





THE MILWAUKEE CHAIR COMPANY 


Milwaukee, Wisconsin 
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f opaque plast hexagon ball point ¢ ‘ J 
plastic ball point pens in four-color she using blue and red 
new Dual-Writer pen with blue ink at e end and red a 

own. Attending were V. H. Lust, M H. Se L. W. Rums 


saies 


‘* + 


4 


i box file At the 


Amberg File & Index Co., Kankakee, |// 


brief covers, per sl files ap books and 
booth were B. |. Amberg L. Seaver, P. H 





' A a 
American Crayon Company, Sandusky, Ohio. splayed w he reg 4 
f Crayonex ay Prang water rs alk ar t t rs 4 

plet n ndustrial crayons ided was the N 322 24-colge 

kage of Cray retailing at 30 and DEK-ALL rs for painting 
SS hina new Day-Gl tempera or attendance wen 
rd E. James and Bernard D. Tripp : 


American Lead Pencil Co., Hoboken, N.J.—Featured we Venus 


fy es of office penc we 
pany s ¢ ' nftain pens, ba r ft pens and mechanics 
ets jance were H. W. Bow } uis Wat 


Hehner 


Aristocrat Leather 


Walter P. C 


r and sd 
Products, Inc., New York, N.Y¥.—Shown was a line 


wallets, teatu } the Croydon plastic w “ Jesigns and patterns 
c sddition to Aristocrat sther inner sanctum wallets 
f New Neolite wallets t royd and r en-like plage 


Art Steel Sales C 


orp., New York, N.Y jisplay wer ast 


e Deskmaster desk sssifier Rotarian desk trays @ 
esk Swe Other items were Hanafil unit € cies il 
Mold tion metal and t f ELE-MEM@ 
k ; Joseph Burger, ¢ B easurens 
Beck, Harry i jtz, W. |. Lampel and Sa e| Katz w tendancay 
Automatic Pencil Sharpener Co., Rockford, III.—The Apseg 
' sha P nbering more than |4 jels, w t Speci 
” the Chicaag y 5! modele 
j friends were Joseph C. Stra jer; Philig 
we Ed. B s Harold Rice 
Baehr & Sons, Eugene B., New York, N.Y pper ring 
Jers “ 1 and plast rulers r é 


Raehr 


ed thumt 


Binney & Smith Co., New York, N.Y 


nNarking crayons 


were R. T te ‘ M ‘ R 


nw - 
E. B. Skedde snd H. J. MacNeil 
C-Thru Ruler Co., Hartford, Conn.—E« ted was s fy 
f ruling and drawing device sare 
sngles. Answering we R. Zach 
Carter's Ink Co., The, Boston, Mass.—! plete ‘ 
A. E. Bourassa and member t New were 
Cellulose & Paper Converting Co., Inc., Philadelphia, Pa.—Adding 
er ‘ teletvoe ft helt :, the = 1 ticous 
. Block. sa . . Mal WW acheuaill 
Chicago Printed String Co., Chicago This wed a 
ety t RIPPL-TIE and Ribt tt the ribbon 
tw etal st hold Att “ Ce 
en and hn Anderses 
Cooke & Cobb Co., The, Brooklyn, N.Y we snding 
s envelor 1 wallet . A an P oul 
; f assifier brief 
s files. envelope i, we were 
Harry eha s. Wexelbaur snd 
Crystal Tissue Co., The, Middletown, Ohio ft w da 
i b tmas time, was shown in a } f pa gs 
hand w Richard K » Hugh N vy MacAu 
Cushman & Denison Mfg. Company, Inc., New York, N.Y J an 
jer strated Ff ster, aiso king B. t f punchle 
s and +t Ke-Master key f : ; atte e were R. E 
rooley, sales manager; D. L. Parke, advert } ; Owye 
Delta Brush Mfg. Corp., New York, N.Y how artists 
and typewrit brushe plast handie wa? } m plete 
stat nery deals A+ na t+ t ‘ were J s 


3 | r 


Dennison Mfg. Co., 


Framingham, Mass.—A 


w w nciuging a4 A 
“ papers ea 
; wels Answerir } : were eR A MM 
K e F. €. Barry, § R 


Dixon, Joseph, Cru 


” 


Eagle Pencil Co., 


Eastern Bag Mfg 


Ed-U-Cards, Inc., 


gttendan “ 


syed sca 


cible Co., Jersey City, N.J.—Exhibit was 


ssec penciis 
na pencils. protra 
were H. B. Va 


A 


New York, N.Y. play were the Esale 


se and Prizma 


pen penhe 
e were A. H. Berw E 
berg and H. Maede 
Corp., New York, N.Y.—Featured » . 


portfolios and 


ted by Ben Sonk 


New York, N.Y.—Childre jucat sr 


e- 


ving Bramt er M tra 
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Primarily, almost 70 years of Cabinetmak- 
ng Experience, resulting in the production 
of over 2,500,000 units backed by the 
reputation that has established “the Stand- 
ard for Comparison” throughout the world 
in Wood Office Furniture! And... 





Constant application of latest 
technical developments thru 
the use of newest equipment 
and materials available... 





x 


equipment where production and product- 
mprovement will benefit most... 


M6) aR Bt bel lad h ih 
= <i. n ; 
a Lu 


Ultimately, the vast resources of Standard 


ar Ingenious innovation of materials and 
‘a 





T¥ 


incessant standardizing of 
workmanship and _ utilization 
of material, and rigorous in- 
spection, with customer satis- 
faction the only goal... 








fon repeatedly prove themselves in the prod- 

se uct which the customer receives . . . real 

igs evidence of the true control over the pro- 

4 duction of our units — “from Forest to Fin- 
shed Product. 
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| Basic in design and appearance but 
deceptively so, because the 2100 Group 
is high Quality of material and workman- 
ship in simple attire! You will be amazed 
at the wealth of good features available in 
all of these units at such a reasonable cost. 


es iy, 


Economy in Office Furniture investment is 
measured not only in the actual cost but 
also in the intrinsic value and character 
of the product: the 2100 Group meets the 
Challenge! 











1's TP é¢'¢ Manufactured by the Standard Furniture Company, Herkimer, N. Y. 
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this means 


* Flagship is curl-proof, 
not just curl-resistant 


* Flagship's metallic back 


meons extra wear, easier 


handling 


* Flagship makes sharp, 


permanent copies 


* Flagship allows smudge- 


less erasures 
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ALLIE 


Mr. Dealer: ip 





or yOu 


FLAGSHIP carbon paper has one feature of the greatest im- 
portance that makes it different from and superior to all other 
types —its revolutionary new metallic back. 





This development has vast significance for the user . . . and 
equally great meaning for the dealer. Because of its exclusive, 
patented construction and pigmentized ink formula, FLAG- 
SHIP has greater versatility than the kind you may have 
“always bought.” 


In the past, each new carbon paper development has 
added numbers to already bulging retail stocks. Here at last 
is a development which allows you to cut inventory. No more 
overstocking of weights and writes— FLAGSHIP meets the 
needs of more people with fewer numbers. 


Gone with the overstocks are the “mysteries” of carbon 
paper merchandising. Here at last is a line that non-technical 
minded people—on either side of the counter—can understand. 
Selling the Flagship line is easy—even for new personnel! 


And Flagship’s distinctive metallic back means more cus- 
tomer satisfaction and ever-increasing repeat business. For 
everyone recognizes Flagship’s superior writing, handling and 
lasting qualities —and remembers its silvery gleam! 


Have we got something? You bet —and there’s still more 
to the story. Well be glad to tell it all to you. Make it a point 
to write today! 


CARBON AND RIBBON MANUFACTURING CORPORATION 
General Offices and Factory: 165 Duane Street, New York 13 
Western Office & Warehouse: 1629 So. B’way, Los Angeles 15 
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* high-style 


* tough-built 


* super-value 


METAL-LUX 
CLERICAL POSTURE CHAIRS 


MILWAUKEE METAL-LUXx is a solid selling 
success. Trade and users alike take to 
METAL-LUX functional design and matchless 

high-styling. Add out-of-this-world 
posture seating comfort, dreadnaught 
construction, surprisingly low cost—and 
you have the kind of metal chair value that 
sells, if you haven't yet shared in METAL-LUX 
profits, get the full details now. 


Send for complete descriptive literature 


MILWAUKEE METAL FURNITURE COMPANY 
120 S$. La Salle Street Chicago 3, I! 
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abels, tickets, gift and money folders, luggage tags, file folder roll labels 
and Christmas seals was on display. Frank May was in charge, assisted by 
Martin Brown, Myron Davis, George Krans, Dan Coffee, Anthony Kmite 


Lou Weinste and David Tuchman. 

Mayer, A. G., Co., New York, N.Y.—Featured was the Handy Holster for 

and per sets and Handy Pockette shirt protector. Otto Mayer was 

charge 

Mystic Novelty Mills, Wakefield, Mass.—Showed novelty and Christmas 
wrappings, twine »phane paper, Christmas rd ellophane ribbon 

ristmas tree Gecorations including ribbor es and spwu 3'ass ange 
ha Harry S. Epstein was in charge. 

Mystik Adhesive Products, Chicago, II!.—This firm featured red pres. 
sure sensitive th tape, paper masking tape, paper freezer tape in red 


blue and natural for book repair, passepartout work, mending plastics and 
yeneral mending. P. J. Indence, J. A. Fisher, N. Alger and H. Waltz were 





3 3 
National Leather Mfg. Co., New York, N. Y¥.—Scho bags, zipper ring 
portf snd brief cases in th, leather and simulated leather 
were featured, 4 Walt Disney and Lone Ranger schoo! bags. An wering 
siries were Benjar B. Chwat and L. Schwarzwelder 
Noesting Pin Ticket Co., Inc., New York, N. Y.—The company's complete 
ne of paper ps, paper fasteners, straight pins, thumb tacks, frozen wire 
es and pin tickets was exhibited n attendance were G. F. Griffiths 
>. F riffitt and Jack G. Bainbridge 
Norma Pencil Corp., New York, N. Y.—Showing the complete line of 
Norma mechanica! per s in chrome, silver and gold, writing in three or 


if rs, were Samuel Jacobs and Martin M. Greene 
Nesbit Industries, Inc., Chicago, IIl.—Shown here were Christmas decora 










ns onsisting tree ornaments and table decorations of Snow Foam 
sn expanded plast J. R. Nesbit was hand 
Paulmay Co., New York, N. Y¥.—Featured here was a line of vinyl! plastic 
t folds for me snd women in a variety of rings and grains; pocket 
taries t k wallet snd memo pads attendance wa Maynard 
dechunns 
Peerless Pen Co., Inc., New York, N. Y wed its line of fountain and 
; f t per pe Jesk sets, combination waliet and pen sets, com- 
nat pen and pe sets, gift boxed, and key chain flashlights. May 
srd Deutschma wa attendance 
Plymouth Rubber Co., Inc., Canton, Mass.—Shown was the company's 
f rubber band J. J. McDonough was at the booth. 
Prudential Paper Products Co., Inc., New York, N. Y. n display was 
rtment of paper products, including writing tablets, writing paper, 
3 machine file folders, index ard blotters, tiss wrapping 
af and twine In attendance were Samue! Hyman and Mrs. Ethel Bell. 
Puritan Stationery Co. of New York, Inc., New York, N. Y Dn exhibit 
was the Tir plete ne of social stat ery n charge were Herbert 
K. Wald, Ivan Mahoney >. William Wils snd G. L. Aremar 
The pad that Rainbow Ribbons & Fabrics, Inc., New York, N. Y. n exhibit was the 
' takes ink perfectly : npany e ? git? wrap ribbons and sea Ww am RMorowitz presi- 
| Mart Savada, vice-president: Edward A. Sweeten and W W. Her- 
j OR were hand ¢ jreet friends the industry 
tt Reliance Pencil Corporation, Mt. Vernon, N. Y.—Shown was the firm's 
f wood-cased lead per snd per boxe Featured was the new 
; nar Jispe s 7 machine wh nm Ww T | epr siug Larry Levine, 
Albert McLane, A! Harris and Dick Sanger were attendance 
¥ Rite-O, Inc., Martinsburg, W. Va.—Displayed the new Rite mechanical 
The pad whose sheets pe wit ble action propel and repel from either end, refill kits 
tear clean and easy D ’ mteunng Weds and areeere, Piaeh-rep Tamed ums teem, mes ae 
ependable quality and pers and Debonair manicure implements and sets. On hand were Seymour 
. Weinstein, Stanley Weinstein and Irving Kaplea 
2. proven service stand as Ritepoint Co., St. Louis, Mo.—Exhibited was the mpany ne of me- 
Y the reasons why Mohawk hanical pencils, the jetfeed pen line in all styles and @ cigarette lighter 
is the largest and most with visible fuel supply. A complete line of mechanical pencils wes gives 
f 31 empha harge were Henry Hirsch, [ Keefe and Matt 


outstanding manufacturer Ties 
of scratch pads. Carloads Sanford Ink Company, Bellwood, Ill—Featured were the impulse mer. 
f h di handiser N 360 and Sanford Airfoam stamp pads yrippit paper cement 
of merchandise are pro- "ig eRe attendance were W. Lofgren, president; Gor. 

duced and shipped daily Steinmetz easte jivision manage b McQuaid and Ralph 

to wholesalers and sta- Seeaidh Gesilieits Cin; tem, teat Rien tin. Ch. ¥ ~The — 

The pad that keeps tioners throughout the taplers, staples, fingertips, binder clips lex tabs, paper and file fasten- 











paper firmly in place United States. Let the brs, ORE pressDoare ers was shown to the Swingline Self-% 
. acting staple and the Tot 50 Midget staple ts plastic kit, Swingline 
Mohawk Chief tell you Me. 22, Jock Minter was essidded by Me Rosefield. Irving Schneidal 
HOW to increase your Art Carrow and Peter Hexter 
Spencerian Pen Co., New York, N. Y lisplay here were Spencerian 
paper sales and paper sak init, Midean teiie ate Unite: elle row Quill cies! pene, ann 
profits. ecery r per ets. fountain pens and Sette perforators sttenda e were 
V A. McLeod and M. Clark 
Standard, The Diary Co., Cambridge, Mass.—This exhibit jed a com- 
ete gift e featuring photo albums, autograph t ks, address books and 
telephone book vers. Also shown were five-year diarie 953 line of 
Jard calendar pads and the Standard calendar e sttendance were 
Lee Paddock, Lester Madans and George Dykemar 
Stratford Pen Corp., New York, N. Y jisplay were the Regency and 
| Packed in cartons of 25 pounds in all Warwick assorted ¢ t fountain pens and set The new Stratoflame butaine 
| Standard Sizes 138 yarette lighter was shown. Attending the booth were sr M. Blum. 
| 8%) x1! 4x6 542 x 814 sales manager; Irw F. Saiz, executive v president; Kurt Marcus, James 
442 x 52 5x8 3x5 Russell and | goog , 
Write today for information. b naapicengp 7 oo we yo al ‘the one Magic Slate wa a 
1 Magic Cart slate. On hand were W. Watkins and MW. C. Richards. 


af TABLET Death Mie, Co. Kansas Git, Mo-—On edit was 0 tine of bal 
together with writing ¢ + Present at the t th were M. H. Blake, 
COMPANY i tadae haere od a ene 


CHICA GO H EIG HTS, ILLIN OI1S F Saaemnen,. Semel, -d eae eta ig “ here we : on e senda 





wa n hand ¢ jreet fr end 


Testri Co., | New York Y.—Displayed were the 
1703-19 East End Avenue Faaaiae tated alate tintin thea te ie on ae 
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H ow to make 


a good seller 


a best seller 


NASCON PRODUCTS 
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division of Eaton Paper Corporation 





I, stores with thousands of items to sell these merchandising units 
are making Nascon Record Books best sellers. 


Stores everywhere have enjoyed fast turnover, more sales by using 
the Nascon Selling Unit with Recommended Assortment No. 51. Built 
on the self-selection principle, it’s a colorful eye-catcher, a constant 
reminder inviting people to buy and it tells them what and why. This 
unit works hard every hour your store is open, and stays tidy and 


attractive with a minimum of housekeeping. 


You can make Record Books best sellers in your store by featuring 
Nascon, styled and produced by Eaton. 


The complete line of Nascon Record Books for Home, Office and Per- 
sonal Use is shown in the 1952 catalog. Send for your copy today. 


nee. uv. &. Pat. OFF, 
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er No 
¥aSs 


TT) Mal as he eh ae a 
PL anLil Me il lal Ls ae ik a ee 


Pittsfield, Massachusetts 
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SPOTSEALD | = 


Adding Machine Rolls v 


NON-SKID 


Easel Notebooks v 


EYE-TINT 


Scratch Pads a 











Eye-Tint paper products, 
exclusive with Rockwell- Ro 
Barnes Company, are de- 
signed to make paper work 
“easier on the eyes’’ and lea 
deliveradded workingcom- 45: 
fort. Eye-Tint papers offer vel 
a restful, delicately green- m¢ 
tinted surface that elim- an 
inates high reflection and 
resultant eye fatigue. its 








SPOTSEALD Eye-Tint Adding Machine Rolls. The “‘spot”’ seal, a patented 
feature, eliminates loss of time and paper waste when starting a fresh roll. 
And every roll is marked with a red warning signal near core end. Hard 
wound, without breaks or patches, SPOTSEALD Eye-Tint rolls are indi- 
vidually sanded, vacuumed and brushed—reducing lint to a minimum. 














NON-SKID 
Easel Notebooks 


First choice — 
everywhere!!! 





Eye-Tint paper 
ruled in green 





EYE-TINT “ 
Scratch Pads wr 





WSSSSSSSSS\ 


Eye-Tint Scratch Pads are uniform in quality, made 
with well-finished sulphite grade paper. Each pad op 
contains 100 sheets with board back. Banded pack- Su 
ages of 12 pads each are packed in cartons of ap- En 
proximately 50 lbs. each. Complete range of standard 
pad sizes available. 


NON-SKID edges on each cover keep notebook up- 
| right at any angle, prevent creeping or collapse. 
Patented special wire binding allows pages to turn 
easily without tearing—permits book to open fiat. 
{ High-quality sulphite Eye-Tint paper well fin- 

ished for pen and ink or pencil notes. Each book 

contains 72 leaves. 


l 
| 
| 
| 
| 
| 
| 
| 
| 
| 
] 
| 
| 
| 
| 
| 
| 
| 
| 
| 











Write for samples or catalog of COMPLETE line of Office Papers and Paper Specialties. 
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neters fer indoor and outdoor use. S. 8B 


The Tuttle Press Appleton, Wis.—-Gift wrappings for all occasions were 


w 30-inch cutter matched paperwear for 
paper, plain and fireproof streamers and 
n attendance were Joe Jaret and W. O 
United Leathe Co., Brooklyn, N. Y.—Zipper ring binders, zipper 
f were n display Rubenstein, A. Blanck and 
Vernon E.&M New York, N. Y jisplay were lines of loose 
} k pers alized school binders and 
th bound and se leaf, in attractive 
‘ Je address and men 
in atfengance were 
Kuehne assisted by men 
Wallace Pen t. Louis, Mo.—Featured was the line of wood-cased 
ee F McCully 
Westcott Ru Seneca Falis, N. Y.—The mplete line of office 
; fr 3} new piast rulers, Simplex and 
sles printed in red and black. P. R 
, J and Leo J. Cohen were in attendance 
Ww & Ba sndie Company, iInc., Syracuse, N. Y.—Exhibited wa 
two-pack hand-dipped candies with four 
harae was Nerenberg 
Wilson Jone Chicago, IIl.—Iincluded exhibit were students 
f attractive rs, zipper cases and diaries 
books, the Tatum aluminum stapling 
e M.10 lette pener were also shown 
Samuel Reese, B. Saltzman, Marcus Mar 
were on hand to answer inquiries 





Royal Metal Leases Space in New York City 


Royal Metal Manufacturing Company, Chicago, has 
leased the entire second floor of the Knox Building, 
452 Fifth Ave t 40th St., New York City, and is con- 
verting the 3,200 square feet of floor area into a 
modern new showroom and sales headquarters, it is 
announced Hobart A. Green, president. 

New York offices of the company formerly were in 

: its seven-story building at 25 W. 26th St., which has 
been sold. The new quarters will provide about 50% 
more showroom spaee than the old, it is said. 

A dramatic feature of the new showrooms will be a 
series of model rooms, furnished in complete detail, 
illustrating the use of Royal Metal furniture in a 
variety of settings. Included will be two model office 

modern hospital rooms, a first aid room, 


interiors 


beauty shop area and a special room for the display 
of factory seating and metal shelving. Movable par- 
titions will separate the model rooms to provide greater 
flexibility in effective display. 


on the 40th St. and Fifth Ave. front- 


Window 


ages will be utilized with inclined window displays 
easily visible from the street level. 

It was planned to open the new showrooms at the 
end of Apr service Royal’s New York area cus- 


tributors. Ben Kramer, who has been 
| for 25 years, will be in charge. 


tomers and 


with Royal Me 





Clarence Sellars 30 Years in Business 
A busin«s vhich started with a screwdriver, a pair 


of pliers old, used, adding machine, recently 
elebrated beginning of its 30th year. 

The owne! Clarence Sellars, of the Sellars Type- 
writer Exchange, in Mitchell, S. D. 


s been a resident of Mitchell since 1910 
ended Dakota Wesleyan University. Before 


Mr Se l] i! 
when he 


opening hi siness he was employed by the Educator 
Supply Col for five years and also managed the 
Emery Enterprise for over a year 
In the Mr. Sellars’ business was hit by the 
depressio1 it he pulled in his belt another notch 
nd, with the same screwdriver and pair of pliers, but 
h a diffe t adding machine, he started over again. 
He succes building his store into one of the most 
successf ffice machine and supply businesses in the 
area 
The vices business places, schools and county 
: ffices in 1! inties with Mr. Sellars doing all the 
road work. Mrs. Sellars looks after the store in his 
absence with the help of a bookkeeper, Mrs. Larry 
Smythe. The store also has a repair section for all 
makes of business machines. 
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LEATHER CASES OF TOP QUALITY 
AND VALUE SINCE 1918 


Nothing sells business cases like QUALITY. And you can’t 
offer your customers better leather cases than STEBCO. 
Thirty-four years of leather-working skill and know-how 
go into each stTeBco case. It’s the /ook of quality . . . the 
smart STEBCO styling that cinches sales for you. There’s a 
STEBCO case for every business need—skillfully made of 
top grain, selected leather. Feature stesco—first in 
quality; first in value and sales; and backed by 
powerful sales-making national advertising. 


id 


Tare teetiva es 


1401 W. JACK 
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e SEE... 
e FEEL and 
e MEASURE 


IN THE NEW 


KAM 


CONFERENCE MODEL 950 \ 
Sy 


OU see the quality of the new 

Rest-All Model 950 Aluminum 
Armchair—at a glance—in its beauty with rug- 
gedness, in its perfection of detail. You feel 
this quality in its deep, foam-rubber-cushioned 
seat and back . . . or when you run your fin- 
gers over the sleek finish and smooth, con- 
cealed welds. The unmatched quality, too, can 
be measured —in years of lasting beauty and 
comfort, years free of maintenance and repairs. 
The Rest-All 950 is a BETTER CHAIR THAT 
COSTS NO MORE—which is typical of all Rest- 
All models, and which reveals the special niche 
the Ohio Chair Company is carving for itself 
in the seating equipment business. If you would 
like a more complete story, 


please write. 





28 W. MADISON AVE., YOUNGSTOWN, OHIO 
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Edward S. Towne, 


85, vice-president of the National Blank Book Com- 
pany of Holyoke, Mass., died in March at his home, 
1021 Northampton St., Holyoke. 

Connected with the National Blank Book Company 
since 1888, he held the presidency of the concern from 
1919 to 1948, when failing health caused his retirement 


The Late 
Edward S. Towne 





from active participation in company affairs. As he 
relinquished the head office to his brother, Joseph M. 
Towne, he was made vice-president, a tribute to his 
long and faithful service as head of the company. 

Upon his retirement he was presented with a set of 
engraved resolutions by the board of directors naming 
the progressive steps which the company had made 
under his management. It was noted in the records 
that the company sales increased from $375,000 to 
over $8,000,000 a year under the leadership of Mr. 
Towne. 

Born in San Francisco, Cal., in 1866, Mr. Towne was 
the son of James W. Towne, who acquired a substantial 
interest in the National Blank Book Company in 1888. 
Later in that year Edward S. Towne entered the 
employ of the company after having had several years 
of business experience in New York City following his 
graduation from Williston Academy. 

His first duties in the company were as a member of 
the stockroom staff and after a training period in that 
unit he was promoted to the position of purchasing 
agent. In time he was advanced to the office of vice- 
president and after the death of his father in 1917 
was elected president. 

In addition to industrial affairs, Mr. Towne partici- 
pated in many civic enterprises. Between 1921 and 
1947 he was treasurer of Holyoke Hospital and for 50 
years was active in the affairs of the Second Congre- 
gational Church in the town. 

He had many fraternal associations, including that 
of the Masons. In addition, he was an honorary mem- 
ber of the local Rotary Club and a life member of the 
Engineering Society of Western Massachusetts. 

One of his most cherished clubs was that of the 
“Old Timers” Club made up of veteran employees of 
the National Blank Book Company. This club held 
periodic meetings and, with his brothers, President 
Towne and the late Frank B. Towne, who was treasurer 
of the company for many years, always took an active 
part in the programs. 

He leaves a widow, Mrs. Maude Towne; a son, 
Herbert Sands Towne of Pasadena, Calif., and a 
brother, Joseph M. Towne of Holyoke. 


+ + + 
Mrs. Zora E. Horning, 
partner with her son, Claude L. Horning, in the Horn- 


ing Office Supply business at 1114 Oak St., Kansas 
City, Mo., died on Saturday, March. 22. 
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there’s a market for offices like this 


Planned, designed and equipped by the Browne-Morse Company, this office provides the 
blue-print for a new dealer service. It enables the progressive dealer to offer a 
planning service that will help secure a bigger share of the fast-growing market caused 
by the decentralization of business into the smaller rural and industrial areas. In 
this office, created for the Greenville Finance Company, Greenville, Michigan, 
maximum efficiency has been combined with unusual customer convenience, 

The complete office plan, including the decorating, was carefully worked 

out to eliminate as much lost motion as possible and still portray 

maximum friendliness and cordiclity to patrons seeking the 

company's services. The natural result is that business 

has increased tremendously. 

Use this office as an example to increase unit sales. 


rchitects of Efficiency for America’s Offices 


Browne- Morse 


MUSKEGON MICHIGAN 


Manufacturers of steel office furniture — files, desks — oluminum 
chairs and filing supplies for over 45 yeors 
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Yan CASH DRAWER 
REGISTER 
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7 for 
“loss-proot record 
‘des a‘ loss-pr 
¥ Fit handwritten transactions 
convenient, modern, 


Includes h drawer 


aluminum cas + 
of 45/16. nal 


For forme ot g/2" wat 
up to g-1 /2" long 


Uses less counter $P 
units combine 
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im le, accure 
dj ime d_keeping for 
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@ Just one of the 
many AMO registers 


ye 


INC. 


Write for your copy of 
“Handwritten Records” 
today 











PHILIP 


HOLYOKE MASSACHUSETTS 


Established stationery dealers wanted 
in South, Southwest and Mid-west 
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James S. Cushman, 


president of the Cushman & Denison Manufacturing 
Company, realty operator, tennis official and philane 
thropist, died March 19 in the Harkness Pavilion) 
Columbia-Presbyterian Medical center, after an illness 
of several months. Mr. Cushman, who was 80 yes 
old, resided at 815 Fifth Ave. He was associated with 
the stationery field for more than 55 years. 

Descended from Thomas Cushman, who came ft 
America in the Mayflower, and a grandson of Don 


The Late 
James S. Cushman 





Alonzo Cushman, a wealthy New York merchant, Mr, 
Cushman was born in New York City. 
Mr. Cushman started as a salesman for his older 
brother, who had possession of many valuable patented 
stationery specialties. Among them were the Gem 
Paper clip, Ideal, Owl, Star, Ring and Standard clips, 
Later, Cushman & Denison acquired the Niagara Clip 
Company and the L. E. B. Manufacturing Company, 
The L. E. B. Binder clip is still a big item of the Cade 
line. 
Mr. Cushman made a trip to England in 1897, at 
which time he introduced the Gem Paper clip to that 
country very successfully. After the turn of the cen- 
tury, many products were added both domestic and 
imported. Best known of these were: the inkwell sets 
-Capital, Gem, Liberty, Ideal, Mason; daters and 
numbering machines—Reliance, Ideal Multiplex; fast- 
eners—Anchor, Crown, Pinch. In 1912, Mr. Cushman 
took over the sole interest in the company, and re- 
mained president and director until his death. 
Mr. Cushman was a founder and former head of the 
Allerton chain of moderately-priced club hotels for 
“white collar” men and women that began in 1916. The 
chain was named for another Mayflower ancestor of 
Mr. Cushman, Mary Allerton. 
He severed his Allerton connections more than 1§ 
years ago. He was regarded as a pioneer in improving 
the New York skyline because the Allerton structures 
were built so as to hide their water towers. 
As director of Brooklands, Inc., a realty concern, 
Mr. Cushman was president and a director of the 
Longacre House Company, a realty management firm, 
and vice-president and a director of the Plastik Corpo- 
ration, which manufactures plastic lettering. 
He was president and a director of the Intelligence 
Publishing Company. 
Mr. Cushman gave generously of his money and time 
to various charities. For many years he was chairman 
of the tennis committee of the Newport (R.I.) Casino 
and in his younger days he was an excellent tennis 
player. 
Surviving are two sisters, Mrs. Hervy C. Parke and 
Mrs. Joseph P. Robinson, both of Amherst, Mass. 
Mr. Cushman’s wife, the late Mrs. Vera Scott Cush- 
man, who died in 1946, was an international vice- 
president of the world council of the Young Women’s 

Christian Association. 
+ + + 

George W. Carlson, 
48, inventor of the Robotyper automatic typewritef 
and-of other office aids, died in March at Henderson=- 
ville, N. C. Mr. Carlson, a native of Sweden, wa 
vice-president of the Robotyper Corporation. Surviv- 
ing are his widow, Harriet; his mother, Mrs. Hild 
Carlson: a sister, Mrs. Maja Stark of Sweden; thre 
brothers, Ernest and Gustav of Chicago, and Sven @ 
Sweden. 
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 _ STEEL TABLES 








HASKELL 


Office life can be more beautiful... 

















MODEL L-540 
54” x 30” 


MODEL L-540 
(back) 












et quality, beauty and efficiency throughout! Unusual 































MODEL L-423 
42° x 30 












LUXURY J 


LINE Y a 


SPECIFICATIONS FOR ‘‘L” LINE 


Haskell classics—with the reflection of custom-built 


values at budget prices. They offer all the features of 
Haskell’s PR-Line (see opposite page) plus the fol 
lowing 


Center drawer with full size pencil tray 


Each pedestal equipped with a strong dictation 
slide 


Adjustable glides—from 29'/, to 30/2" 


A positive compressor in file drawer 


Recessed back on double pedestal model 


Personal locking drawer on top right 


Smooth island base 


Detachable islands on double pedestal models 


* Hood on center drawer rear — to prevent papers 
from falling out 











HASKELL’S 


PR-JUNIOR 
36°'x 18 











: PR-230-LH 
42" x 30” 
also 
’ PR-130 
36” x 24” 
' PR-324-S 
: 36'' x 24 
eee ieieiies 
' 
BUDGET be > 
NS FOR 
LINE 
° the t ow! The quality exceptionally , 
high for moderate price range. By any compari 
son, natior best values. Check these features 


Heavy furniture steel 

All rounded corners 

Standard linoleum tops bound with aluminum 
Baked enamel finish 

All drawers fitted with heavy channel run- 
ners that float over flat nylon bearings for 
smooth, quiet operation 

Complete dustproof bottom 

Standard colors: Gray or Green with match- 
ing or contrasting linoleum tops 
* All PR Models availabie with center drawer 
and pencil tray at slight extra cost 


-_— | PR-430 
* Attractive satin-finish hardware _— 54" x 30" 


All models available left hand 


* All pedestal drawers interchangeable 

































PR-130 
(back) 


























HASKELL all-steel, all-purpose office tables 








TABLE SPECIFICATIONS 











HASKELL STEEL DESKS AND TABLES 
SOLD BY BETTER DEALERS EVERYWHERE 








E. CARSON STREET, PITTSBURGH 19, PENNSYLVANIA 


Here's a PROFIT TIP ! 
Sell tape as a vacation need | 


> _. Wie 


USE THIS SPECIAL display material for extra sales...two 
colorful window streamers, counter easel, novel Scotty 
MacTape figures, jumbo dispensers. Your ‘“‘Scotch’’ 


cellophane tape salesman has them! 
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FOLLOW UP this big national 
advertising campaign with reminders 
to your customers that “Scotch” 
cellophane tape is a mighty handy 
thing to take along on vacations for 
on-the-spot sealing, holding, mending. 
Big color ads in COLLIER’S, LIFE, 
LOOK, SCREENLAND, SILVER 
SCREEN, BETTER HOMES will 
pave the way for you... follow through 
with this suggestion to every custom- 
er: “WHEN YOU GO ON A TRIP 
... PUT A ROLL IN YOUR GRIP!” 


The term “SCOTCH” and the plaid design are registered trademarks for 
the more than 200 pressure-sensitive adhesive tapes made in U.S.A. by 
Minnesota Mining & Mfg. Co., St. Paul 6, Minn.—also 2 
makers of “‘Scotch’’ Sound Recording Tape, ‘‘Underseal”’ 

Rubberized Coating, ‘“Scotchlite’”’ Reflective Sheeting, 

“Safety-Walk” Non-slip Surfacing, “3M” Abrasives, “3M 

Adhesives. General Export: 270 Park Avenue, New York 17, 

N. Y. In Canada: London, Ont., Can. 
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. . . SIMPLEST OPERATION YET! 


Model 3—$140 
Mode! 13—$160 


PY 
f 


(Mullo 


MULTO is an amazingly low-priced calculator, 
ideal for small offices, stores, accountants, insur- 
ance men, etc. It is lightweight, ruggedly built, 
designed for all-around service. 


Features: 
e Rapidly handles all fundamental 
operations. 
e Quickly checks invoices and state- 
ments. 
e Instantly calculates cost and sell- 
ing prices. 


MULTO opens up a new field for sales of popular- 
priced calculators. Find out about it TODAY! 

Model 13 MULTO Calculator, similar to Model 3 includes “Back 
Transfer” feature, permitting continuous operation without re- 


setting figure in keyboard—another 
great time-saving feature! Price $160. 


Telephone: Circle 5-6940 


e NEW YORK 19, N 


Fred W. Ahern, 


42, vice-president and general manager of the H. 
Crocker Company, San Francisco, died suddenly at } 
home on March 17. 

His death, of a heart attack, came as a great shog 
to all who knew him. 

Born in Sacramento, Calif., in 1909, Mr. Ahern 
spent most of his business life in San Francisco. 
first became associated with the H. S. Crocker Cog 
pany in 1932 as a salesman in the school departmeg 
In 1942 he was made sales manager in charge of 
by the school, retail, wholesale, city and country qd 
partments of the merchandising division. From th 
position he was promoted in 1947 to general manag 
of the merchandising division. 

In 1948 Mr. Ahern was appointed a vice-president 
the company. 

During the time he served as vice-president and gen 
eral Manager many progressive improvements af 
innovations were instituted under his guidance. 
also devoted much time to trade association work an 
the betterment of the industry and had just conclude 
his second year as president of the Stationers Assoc 
tion of Southern California. 

Surviving are his widow, Mrs. Corinne Ahern; tw 
daughters, Barbara and Marianne; a son, Frederi¢ 
William, Jr.; his mother, Mrs. Ethel Ahern; and 
brother Charles J. Ahern, who is southern Californi 
representative for Binney & Smith Company. 

tr bt + 
Allen Palmer, 
office supplies salesman in Louisville, Ky., for mo 
than 50 years and more recently connected with Gum 
derson Office Supply Company of that city, died Mar¢ 
12 at St. Anthony Hospital. 

The decedent, 69, had been employed in Louisvill 
by the John P. Morton Company, the George G. Fette 
Company, and more recently by the A. J. Gunderso 
Company, formerly the Meffert Equipment Compan 

His employer, A. J. Gunderson, said, “Mr. Palmer \ 
one of those very quiet, very loyal, hard-working, pe 
sistent salesmen who called on his accounts wil 
exacting regularity. He had a complete knowledge ¢ 
almost every item in the stationery field. He was love 
and respected by all of his customers, as well as fh 
fellow employees.” 

Surviving are five daughters, seven sons, 24 grand 
children and two great-grandchildren. 


+ tf t 


| Mrs. Howard D. Kilham, 


79, for many years a distinguished leader in the s 
tionery field, died in March at her home, 3535 N 
29th Ave., Portland, Ore. 

Mrs. Kilham had managed Kilham’s Stationery 
Printing Company, of Portland, with considerat 
executive ability and cordial good will since the deat 
of her husband 22 years ago. She was active in 
business almost to the time of her death. 

Daughter of Oregon pioneers, Mrs. Kilham was bo 
in Jacksonville, Ore., and went to school in Portlan 
where she was graduated from St. Helen’s Hall. 

Surviving are her son, Horace; two daughters, ME 
Howard H. Hymes and Mrs. Albert Stebinger; a sisi 
and five grandchildren, all of Portland.—CML 

+ + + 
George D. Emtage, 
who spent most of his business life in the office furt 
ture field, died on March 22. He is mourned by mal 
business acquaintances. 

About 1925 Mr. Emtage joined the sales staff of 
Columbia Steel Equipment Company, Philadelph 
Pa., with whom he was connected in various capaci 
until his death. For years he worked closely wif 
OFFICE APPLIANCES in preparation of the compan 
advertising. 
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THE DOORS ARE OPEN! 


Come and see the largest, most modern 
stapling machine plant in the world! 


The plant is built to accommodate highly 
specialized machinery of huge propor- 
tions with ingeniously devised conveyer 
systems and amazing, electronically con- 
trolled, automatic equipment. A _ giant 
neon replica of a Swingline Stapler load- 
ing staples on the roof of the building 
lights up the sky as a symbol of the 
active growth of the Company 


Behind this growth lies a pioneering spirit 
and the determination to produce the 
finest stapling equipment possible. Behind 
our success stand our customers, whose 
acceptance of Swingline products and 
whose persistent efforts to promote them 
have made our growth possible. We are 
happy that this big new plant, employing 
the most modern manufacturing tech- 
niques known, will make it possible to 
increase our production and speed up 
our deliveries to you. 
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Kopt-SpoT is a unique method the 
of making two or more clear, " - 
sharp copies of business hte 
forms. Master-Craft dealers wd Ce 
are making more profits by thon 
selling tax bills, note notices, tinu 
payroll checks, trust tickets, a wo 
requisitions and many other ng the 
multiple-copy forms. Only > aan die 
Kopi-Spot is permanent, expe 
clean to handle and has oy 
‘ : cas REMITTANCE - RECEIPT ONLY : 7 
uniform copying qualities. ™ 
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Master-Craft Franchise Is Worth Asking For. .. a 


responsibility is to our present estab- 2.43 per 
lished dealers. We help repay their 
loyalty to us by serving them first. The 


Master-Craft’s emblem of loose-leaf 
quality on every package, on dealers’ 


store windows and counters represents a 





combination of — (1) The highest qual- 
ity staple merchandise, (2) Profitable 
fast-selling loose-leaf specialties, and (3) 
Exclusive territory rights with 100% 
protection on repeat business. 

During this difficult period our first 
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acceptance of new dealers depends upon 
our ability to increase production beyond 
the needs of present dealers. Ask now, 
about the Master-Craft Seven Point Extra- 
Profit Franchise. It may now be avail- 
able in your city. Jt’s worth asking for. 


OFFICE APPLIANCES, 


MASTER-CRAFT CORPORATION 


LOOSE-LEAF DIVISION OF SHAW-WALKER KALAMAZOO, MICHIGAN 
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American Duplicator Supply Com- 
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A New 
Addition 
to the Growing 


Family 


The IDEAL 
CLAMP No. 2 


Here's another ARMA 
product ‘‘to help hold 
your business together’’ 
the Ideal Clamp #2. It’s a 
giant of a clamp that will 
answer the need for a 
heavy-weight fastener for 
those bulky, out-sized 
briefs and files. 


And don't forget the other 
quality ARMA clips... 


standard staples 

gem paper clips #3 

gem paper clips #1 
snagproof paper clips #1 
giant gem paper clips 
tag wire 





“to help hold 
your business together” 











1120 GALVESTON AVE., 


PITTSBURGH 12, PA. 
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Bank by Mal 
ENVELOPES 
ONE PIECE STYLE 





Cembines deposit slip-acknowledg- 
ment and return envelope in one 


unit. 


You Can Sell Your 
Bank Customers and 
Reap the Repeat Orders 





Compact sample sets are ready for 
your sales force. Use the coupon 


below or write us on your stationery. 


Northern States Envelope Co. 
The Justrite Envelope Linc 
CHICAGO — ST. PAUL 








NORTHERN STATES ENVELOPE CO 
300 B. Fourth St., St. Paul 1, Minn 


Send Price Lists and Sample 
Envelope Line 


Address 


’ 
| 
| | 
| 
| 
| Name — | 
| 
| 
| | 
| | 


entures to provide funds for 
a statement meade by Remin 
h institutional investors and 
retire the $40 000,000 sinking fund 20-year debent 
Jebenture bond issue. Since Apri! | 947 the c 

f approximately $51,200,000 
uding expenditure for land, buildings 
Part of this was paid for from the 
pan, and the remainder from earning 


20-year term, maturing February | 7) with caliee 

und tec begin n February |, 1956 : 

nancing are Equitable Life Assurance Society and 

surance Compan Under the sinking fund r 

edie annudliiy beginning February 956 

yearly payments up to $1,000,000 are payable t of 25 

et profit excess of $8,000,000 for the preceding fisca 

on, Remington Rand may et its option retire 

each year be ng February |, 1953 through Februar 

000 annua b nn ng February |, 1956. Tr e 
redgemp? whole o n pert fror 

prion, af premiums as stated 





UNITED STATES EXPORTS OF OFFICE 

MACHINES, EQUIPMENT AND SUPPLIES 

Figures for December, 1951, Released in March, 
1952, by the U. S. Department of Commerce 


(A breakdown by countries is available from the Foreigg 
Trade Division of the Bureau of the Census, United State 
Department of Commerce, Washington 25, D. C.) 


Quontity 

Net 
Machines Bookkeeping Nondescriptive New 680 
Machines Bookkeeping Descriptive New 674 
Machines Listing—Adding New 4158 
Machines Calculating Non-Listing New 2438 
Machines Card Punching, Etc., New 219 
Machines Accounting, Ete., Nes. 706 
Machine Parts Accounting, ‘Ete. 
Machines Addressing _... 214 
Equipment & Parts Addressing Machines 
Machines Dupliceting Ex Lithographic 219 
Machines Duplicating Lithographic Offset 63 
Parts for Duplicating Machines 
Cash Registers New 834 
Cash Registers Used Rebuilt 467 
Parts for Cash Registers... 283235 
Typewriters Standerd New 12530 1391705 
Typewriters Portable New 9492 Siii@ 
Typewriters Rebuilt - 800 4018 
Typewriters Nes. Inc. Used 1828 95347 
Parts for Typewriters... 202323 
Staplers & Staples Office 117923 
Machines & Parts Dictating 160433 
Machines & Parts Mail Handling 6413 
Machines & Parts Check Handling 6788) 
Appliances & Parts Office Nes. 227525 
Mechanical Pencils All Materials (Doz 24768 143707 
Mechenical Pencil Parts... 13935 
Mechanical Pencil Refill Leads (Gr.) 8387 6004 
Pencils Ex. Mechanical Black Lead (Gr. 67808 194586 
Pencils Ex. Mechanical Ex. Black Leads (Gr 112506 49138 
Pencil Leads Nes. (Gr.) 62323 23933 
Pencil Ports Nes. 19060 
Crayons (Gr. 33296 35437 
Fountain Pens Ball Type (Doz. 21043 5560 
Fountain Pens Ex. Boll type (Doz.) s98is 613064 
Ball Pen Refill Ink Cartridges (Doz. 3481 4670 
Fountain Pen & Ball Pen Parts Nes. 136397 
Fountain Pen Points (Gr.) 22832 77179 
Cerbon Steel Pen Points (Gr.) 5546 756 
Desk Pen Sets 9260 315% 
ink Writing 94545 
ink Nes. 11119 
Carbon Paper (Lb.) 110413 99375 
Typewriter Ribbons (Doz. 17157 esi 
Office Supplies Nes. 272658 


Nes.—Not elsewhere specified 
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THIS ADVERTISEMENT APPEARING IN BUSINESS WEEK, NEWSWEEK, TIME AND U. S. NEWS 





oll on a secon —Joe gol u puightt fine,” 





25 
07 
35 
| ERE’S one executive who isn’t simplifying office work, thus adding —chairs, desks, Fire Files _ filing cabi- 
; caught without the facts when to the productiveness of workers and _ nets, loose-leaf and payroll equip- 
: something big the making. He releasing the most valuable time ment—each “time-engineered” for 
WI knows that isiness today, time there is, the time of management. the needs of every job and worker. 
7 s the most crit factor. He’s taking This experience is yours for the If you are setting up a new office, 
%1 nochances on missing a sale or dam- asking—to speed your record keeping or merely wish to modernize, make 
~ aging customer relations because of or to time-economize any office oper- sure you use Shaw- Walker through- 
~ lelay in locating correspondence or ation. For Shaw-Walker makes every- out. It will help you make the most 
7 ther records thing for the office except machines of every minute, every working day. 
st That’s why he likes his new Shaw- 

Walker filing system. For it has been [4 


time-engineered’”’ to 
assure split-second finding. And that 
s true of all Shaw-Walker systems. 
hey are expertly simplified for speed 


nd easy use 


leliberately 


Ever since 1899 Shaw- Walker has 


een helping An 


erican business by 


Finding is fast because papers 
are automatically classified as 
to importance .. . top-ranking 
customers, active correspond- 
ents and infrequent corres- 
pondents. 


Mistake-proof guide headings 
eliminate figuring and guessing 


wie for a? 





Positive control over all papers 
out-of-file, and simple automatic 
follow-up of letters in file. 


This is only one of Shaw-Walker’s 
eight “‘time-engineered” finding 
= systems for records of any kind, 
whether in one drawer or 1,000. 


The booklet,“ Time and Office Werk,” ic packed with ideas for stretching office 
time. A wealth of info 
equipment. 36 pages! Many color illustrations! Write today, on busi- 
ness letterhead to: Shaw-Walker, Muskegon 4, Michigan. 


ion on “time-engineered ‘office systems and 


Largest Exclusive Makers of Office Furniture 
and Filing Equipment in the Worid 


Executive Offices at Muskegon, Michigan 
Branches and Dealers in All Principal Cities 
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Yes, there’s fine appearance that catches the eye 


Ther Xs More and makes this chair easy to sell. But more than that 


there’s the correct rigid back posture design 


Her e aye n M a3) KS that enables the Harter E 15-R to fight office fatigue. 


Th E / Five simple handwheel adjustments fit this secretarial 
c ye * chair exactly to the person using it. With the E 15-R 


- you deliver increased office efficiency. Durability of 
Harter all-steel construction will please the man 
who pays for the chairs. You can get the E 15-R 
in finishes and upholsteries to go with any office 
and you'll be pleased with delivery. 
HARTER CORPORATION, 525 Prairie, Sturgis, Michigan 


Harter | T 
ca “HARTER 


Posture Chair 
POSTURE CHAIRS 


STURGIS, MICHIGAN 
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News Notes from NSOEA District No. 4 


g. E. HILBURN, CORRESPONDENT 
644 N. HIGHLAND AVE., ATLANTA, GA. 

This one must be some kind of a record. At least 
it’s THE record in my book and until some of you guys 
come up with something to beat it, it will stand. 

E. R. “Sammy” Eldridge of A. R. Taylor Company, 
Nashville, Tenn., will be 90 years old in April and is 
still active with the firm. Sammy is the first man on 
the job every morning, checking in around 7 a.m. come 
rain, snow, ice, sleet or what have you. He opens the 
store and gets things set for the boys and girls a bit 
later 

Not only that but Sammy was an “outside” man up 
until two years ago, calling on his regular customers. 
I maintain Sammy is the oldest “active” stationer in 
the country. Anybody think he can shove Sammy 
off his perch? 

- * . 

Ever see a “big game” hunt smack in an office supply 
store? I did. “Sahib” Dutch Akers organized and con- 
ducted one in S. C. Toof’s, Memphis. The “game,” the 
last time I saw it, was still eluding the hunters behind 
desks, tables, files and so forth. Before disclosing what 
said game was I'll have to get a late report from Dutch. 
He may have come up with something else. 

* 7 > 

A good many of you people already know of this 
item but I mention it here because there may be a few 
who have not yet heard it. Bob Gill, Gill Printing & 
Stationery Company, Mobile, lost his wife last January. 

* = *. 

Bumped into Ellis Ryan, of the “globe trottin’” 
Ryans, over in Nashville and must say that she looked 
mighty fetchin’ in that genuwine “Hawaiian sun-tan.” 


* * * 


Malone Office Equipment Company, Columbus, Ga., 
has recently “done over” the store and taken on addi- 
tional display area. The old office area at the rear is 
no more. Everything is out front and with the new 
paint job and new lighting the effect is very pleasing 
indeed. Mr. Malone says the job cost him plenty 
‘rasbuckniks” but it was worth it. 

> * « 

Hugh O'Neil, the manufacturers’ representative, 
made a trip to Columbia, S. C. last January, but as the 
date would indicate it wasn’t an “office supply” trip. 
This time Hugh was bent on getting married and as 
he reported “mission accomplished,” the next time 
you run across him you can ask him, “How’s Thelma?” 


> e * 
See where The Review Company, Savannah, Ga., has 
finally made it to a new home and had the formal 
opening on April 1. Along with this was celebrated the 


33rd anniversary. Congratulations boys, am anxious 
to see your new diggins. 
. * * 

Heard about another new re-decorating job but 
haven’t seen it yet. Sanford-Hall Company, Jackson- 
ville, Fla.. has done over the furniture display room. 
Understand the new job is top-bracket stuff. Con- 
gratulations Bob. 

7 * . 

Do you have a little “fire bomb” in your family? 
The Irelands, of Chattanooga Office Supply Company, 
do. On March 22 Mr. Ireland’s little four-year-old 
grandson couldn’t see what he wanted to so he got a 
match to help. The end result was that the warehouse, 
which is part of the store, took on a perfect imitation 
of a London “blitz” and burned around $18,000 worth 
of merchandise, all insured. 

. > * 


This column do get around. Just received a nice 
letter from Jack Autry from out California way telling 
me that he likes to read it and keep up with the “old 
guard” and especially the “Atlanta Clique.” Jack ex- 
tends best wishes to the “old Dixiecrats” and asks to 
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The famous eagle, 

long known as the Hall's mark 
of quality in the safe business, 
spreads his wings over the world’s 
most complete line of Protective 
Equipment and Office Systems. 
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DOUBLE 
DOOR 
SAFES 


1, 2 and 4-hour fire- 


resistive 








SINGLE DOOR SAFES 
‘ 1, 2 and 4-hour fire-resis- 
tive construction 








‘ MONEY CHESTS 


Bank type circular 
door 


_ 4 ENCASED 
MONEY CHESTS 





ROTARY 
4 RECORD 
FILES 


Floor and 


STEEL 
STORAGE FILES > 


4 finde and 
— double door 
INSULATED dh Do) meee 


SAFE constructions). 


RECORD 


eb} ~ | @ The 
\—+ @ Hall’s 
Well-established Safe Co.. Ine. 


office appliance 


dealers are in- 808 - 10th Se N.E. 


vited to write for 


details of an ex- CANTON 5, OHIO 


tra-attractive, 

sales-making, 

money-making Successor to The Hall's 
proposition. Safe Co., Cincinnati. 
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To such spotless folk, dirt’s no joke. Nor are carbon smudges 
and mistakes in handwriting and typewriting, made worse by 
messy erasing. That’s why, every day in a big, big way, the 
Dutch go for neatest of all erasers — Weldon Roberts — for 
their spotless-clean results, their super-quality rubber, their 
convenient shapes. Your many customers are just as eraser- 


conscious. That’s why you should feature — and profit from — 


this world’s foremost eraser line! 
















1010 HEXO CLEANER— 
Handy hexagonal shape 
plus resilient pink rub- 
ber give splendid work- 
ing qualities: broad 
sides clean even the 
thinnest papers; edges 
ond ends “pick out” 
details and line work. 


399 TRI-PLY—The original, superior, 
3-layer eraser for typists. Two 
outer plies of red pencil-rubber, 
for smooth, clean erasures on 
originals and carbon copies, cen- 
ter ply of soft gray ink-eraser for 
a single letter or a complete line. 


WELDON ROBERTS RUBBER CO. 
6th Ave. & No. 13th St., Newark 7, N. J. 
World's Foremos! Eraser Specialists 


Eyuanau> 


Correct Mistakes in Any Language 














be remembered to one and all. From what he says 

about his new connection, The R. L. Smith Company, 

and the territory he is covering, he is kept plenty busy. 
* = 7” 

Guess all my “loyal” frenz who occasionally send in 
a bit of news were too “took” up with the income tax 
man this past month because nary a one came through. 
Therefore, as you can easily see, the column is a lil’ 
bit on the short side. 

” ~ ~ 


“Huncan Dines Again” 


Tallahassee has always been a rather poor “eatin’” 
town but there is at least one restaurant there you 
can’t go wrong on. This is Joe’s Spaghetti House, 
located about three miles out on the Jacksonville High- 
way on the right hand side. Although “Joe’s”, as it is 
more familiarly known, is primarily an Italian restau- 
rant, they serve a steak that ranks right on the top. 
If you care to, ask “Pat,” he is Joe’s successor, to let 
you go in the “cooler” and pick out your own steak. 
He will be glad to do so or let you look over his kitchen 
any time. Small, private rooms are available and you 
will find the girls, Arlene, Martha or Winnie, flying 
low to see that you are properly and promptly served. 
Prices, too, are in line. The best steak, filet, sirloin or 
T-bone will run you $2.25 to $3.00. 





Minnesota & Mining Opens Boston Office 

A new branch sales office and warehouse has been 
opened in Boston by the Minnesota Mining & Manu- 
facturing Company. A one-story structure, featuring 
modern exterior and interior design, it is located at 
1330 Centre St., Newton Center. Facilities include truck 
docks and railroad sidings. 

W. M. Hobelsberger is the branch manager. Other 
branch officials who will headquarter in the new office 
are J. H. Hargreaves, abrasive sales manager for in- 
dustrial and refinish trades; A. S. Drew, sales man- 
ager for general line tapes; H. B. Kosanke, sales 
manager for retail cellophane tape, and J. E. Warner, 
sales supervisor for reflective sheeting. 

The new warehouse will also stock adhesives and 
electrical tapes. 





Royal Announces New Tulsa Location 


M. A. Kenney, district manager for the Royal Type- 
writer Company, Inc., in Tulsa, Okla., has announced 
the removal to new quarters at 14-16 E. Second St., in 
that city. 

At the new address approximately twice the floor 
space will be available as at the former offices. 

The move, according to Mr. Kenney, was necessitated 
by increased business.—EEG 





STATIONERS 
parmTems 41S LIBERTY ST — LE 2770 
ENORAVERS 





Pencil on the Move... The Griffith-Koch Co., Baltimore, 
Md., had a 10-foot Venus Velvet pencil] made and mounted on the 
roof of the firm's delivery truck in order to tie-in with national 
advertising by the American Pencil Co. With the truck touring 
the streets of Baltimore daily it was discovered that this was 
smart promotion. 
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ACE scout 






ACELINER 


ACE STAPLE STAPLING EQUIPMENT 


REMOVER 
Dealers everywhere prefer comm © 

ACE STAPLES 
quality line. They know that it will giv 


TohitpiclailelsMemiilela-m Ze] itl-Memiilelg-Ma-tele 





service .. that it will bring consistent 
profitable repeat business! 


ACE CLIPPER 











SOLD EXCLUSIVELY THROUGH DEALERS 


LOS 
natant Cachines for Punse and Purpose 


ACE FASTENER CORPORATION + 3415 NORTH ASHLAND AVENUE «© CHICAGO 
IN CANADA @ ACE FASTENER (CANADA) LTD., 1 NOTRE DAME ST., WEST MONTREAL 
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“ 
“fill d finding’ 
* 8 j rn 
FL 
Is your business, too 
9 & 
sl 
ri 
Keeping your customers’ records safe as well as instantly d 
accessible is a fundamental and vital function of your busi- r 
ness —as well as ours. If you haven’t made a recent survey p 
of the record making, filing-and-finding methods and equipment 
of your customers — so that you may know whether you are : 
serving them well —it will pay you to do so. And the survey fc 
will probably show you a veritable gold mine among these 
customers you serve regularly. At least, this has been the ex- : 
perience of many of your fellow dealers. 
= Guide-O-file 
Everywhere records are kept, Guide-O-folders will increase li 
the speed, accuracy and facility of “filing and finding”. Because : 
they hang, they reduce the tedious manual labor to a minimum. O! 
Always in an upright position, Guide-O-folders glide along m 
on the metal frames with finger tip ease. Because the metal tabs . 
are adjustable, Guide-O-folders fit right into every filing sys- 
tem. The metal frames upon which Guide-O-folders glide are O 
adjustable to every standard filing drawer. Just demonstrate p 
them. Let your customers buy. a 
D 
The Guide-O-tray — a complete filing and finding outfit made 
to fit into the deep drawer of a desk — will help introduce this H 
modern method. It is a boon to every desk user because it keeps re 
valuable papers, price lists, etc. instantly available — right at - 
your finger tips. rd 
Make your customers’ filing and finding paramount in your Guide-O-folder 
business. You will find it very profitable — especially if you 
sell the complete GUSSCO Line. 
M 
 : WRITE FOR CATALOG, TODAY C 
Lan e t S sco Mats of these cuts are available | 
for your local advertising. 
; y a pi 
C 
FILING SUPPLIES 
In the GUSSCO Catalog you tk 
find a complete line of index D 
cards, folders, guides, etc., 
for every standard filing sys- : 
tem. The line is priced to Trademark te ve By} wowe ree of 
bl om- reintorce stee wel 
Sable Won gee eovesre: TRANSFILE — 2 she Ses. drawers and cos C 
tion, not competition, when 3 13 shelving cost. TRANSFILE tu 
you sell GUSSCO filing Files can be stacked high . 
supplies. STYLES SIZES and wide 
te 
in 
GUIDE SYSTEM & SUPPLY CO. I 
: of 
335 CANAL STREET NEW YORK 13, N. Y. gr 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL 
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News Notes from District No. 5 
FLOYD E. ZINKHON, CORRESPONDENT 
6740 ELWYNNE DR., CINCINNATI 36, OHIO 

The kick-off regional is over and to say it was a 
success would put it mildly. The convention was ter- 
rific. Governor “Pat” O’Connor and his committees 
did a superb job, all of whom attended will agree. 

When they said, “Come to Louisville and Revel with 
the Rebels” they meant it. The meetings were well 
planned and the speakers were to the point and good. 

Entertainment was tops with real mountain music. 
The Brown Hotel staff did a good job for this meeting. 
Your reporter heard nothing but praise for the service, 
food and courtesy 

If there were prizes for the best regional meetings 
the Fifth District would win in a walk. Next year’s 
committee will have a hard time to top this one. 

. - i 

The new officers elected for the Travelers Club are 
listed elsewhere in this issue. To the retiring officers 
all we can say is “Thanks fellows for a good job. Under 
your leadership and hard work we have a membership 
of more than 200. What say, all you members, let’s 
make it 300 by 1953. By the way, have you paid your 
dues for °’52 

> . - 

Jerry Inwood of Office Outfitters in Middletown, 
Ohio, wants to thank one and all for the flowers and 
cards he received while he was in the hospital. As 
Jerry says, and I quote: “It is truly a pleasure to be 
associated with a fine group like you folks in the Fifth 
District.” 

> - * 

C. W. Roth of Dayton is still at the Miami Valley 
Hospital in Dayton but well on the way to complete 
recovery. When I saw him the other day he was sitting 
up and beginning to look like his old self again. C. W. 
wants every one to know he has appreciated the 
thoughtfulness 


> 7 > 
Cleveland reports? What happened, Pat? 
. > ” 


DETROIT NEWS 

Election of officers for the Detroit Chapter was held 
March 3 and the following were elected: 

Chairman, Scott Purvis, Joseph Dixon Crucible Pencil 
Company 

Vice-chairman, Don LaVigne, Rockwell-Barnes Com- 
pany 

Secretary-treasurer, Joe Stukart, The Carter’s Ink 
Company 

Publicity, John Wakeland, Esterbrook Pen Company. 

Mr. & Mrs. Roger Young spent four weeks in Florida 
this winter and he is back on the job for the Jasper 
Desk Company 

Mrs. Roland Hammer cf the Kress Stationers is out 
of the hospital 


It’s a boy for the McPike’s. Congratulations, Jack. 
Could this be a future salesman for Weiss Manufac- 
turing Company 

Ralph Young of the Lynn B. Emery Company en- 
tered the hospital March 6 

Gene Grennon of Detroit visited Uncle Sam while 
in Louisville, along with Jos and Benny Rabault. I 
wonder if they got home O.K. How about it, Benny? 


Cal Long reports Jerry Miller, the stationery buyer 
of J. L. Hudson in Detroit, was married April 19. Con- 
gratulations 


Scott Summerville and his lovely wife of Akron just 
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Another “Natural” that you can sell fo... 


RAISE THE OFFICE 
STANDARD OF LIVING 








Sanhordis Xit 
New Instant INK ERASER.. 


No metal to cut 
office workers’ fingers! 








It’s so easy to apply Sanford’s Ink Eraser . . . just 
a matter of removing handy glass rod applicator 
from top of ean. No sharp-edged tin exposed to 
cut fingers or hands. 


Stands secure— 
in non-rolling 
metal box 





The Sanford Ink Eraser metal 
container is square and stands 
ready for use... no roly-poly 


bottle to roll off desks. Always Stands up on desks... the 
handy for immediate use. metal container protects solu- 


FASTEST SINGLE SOLUTION INK ERASER 
ON THE MARKET! 


Sanford’s New Instant Ink 
Eraser eliminates four time- 
consuming steps in eradica- 
tion. You don’t have to take 
off and put back the cover of 
the can or remove and re- 
place the bottle. Apply with 
the accessible glass rod... 
and one, two, three, you're 
off to a clean start! 





FITS RIGHT IN 
DESK DRAWER. 





Desk workers can write 100,000 words 
from these desk-size bottles—all the 
ink an average person can keep fresh! 
Each % oz. Sanford PENit Ink Bottle 
is a fresh clean inkwell—and fits the 
center drawer! 


9 


4. 
SANFORD INK COMPANY « BELLWOOD, ILLINOIS 
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aluminum 
chairs 


PROOF OF THE PUDDING 


Over the past months we have constantly extolled the 
virtues of FINE-REST chairs. Rather than take our word 
for these claims, why not prove them without cost and 
without obligation. 


Just call your FINE-REST dealer and have him send over 
a chair or two for a free trial period. He will gladly 
cooperate by letting you try the best—letting you try 
FINE-REST. 


Write for free descriptive literature and the name of 
your nearest FINE-REST dealer. 


ALUMINUM SEATING 


17 $8. CHERRY STREET * AKRON 6,OHIO 


Dishibulor AETNA SAFE CO., 46-50 W. 29th St., N.Y. 
METROPOLITAN N. Y. & EXPORT DISTRIBUTOR 
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returned from Florida. On the way back they stopped 
off at Beckley, W. Va., and visited a while with Ellen 
May of Mays Office Equipment. 

* ~ * 

Cal Long was a busy boy in Louisville but he tells 
me it was worth it. The pictures turned out very good 
and are available for showing any time or place, ac- 
cording to Cal. Just let him know and he will bring 
them along 

* + * 

George Long has been ill with a severe case of virus 
infection such as has been prevalent through the Mid- 
West this Spring. Take it easy, George. 


ae a” * 


GOLF! GOLF! GOLF! 

This looks like a banner year for the golf parties 
to be held by the various chapters of the Fifth Dis- 
trict Travelers Club. 

The first will be held in Cincinnati Tuesday, June 10, 
at the beautiful Maketewah Country Club. The Cin- 
cinnati stationers and travelers have a great program 
lined up and the list of prizes looks like the mint was 
robbed. The travelers intend to see that all who attend 
get something to remember the day with. 

Remember you can play golf, swim, enjoy cards or 
anything you desire within reason. Even with the rain 
last year the 140 who were present had a fine time. 
The party will start about 11 a.m. and wind up ?????, 

Cleveland has set the date of Thursday, June 26, for 
use of the beautiful Chagrin Valley Country Club. 
They tell me that this is one of the nicest layouts 
possible for a party in northern Ohio. Chairman Frank 
Graham and his committee are working hard to insure 
that all who attend have a good time. 

Details of the golfing set for Detroit in July and in 
Columbus in August will be in the next issue 


* * * 


Why don’t we all plan our trips to be in these towns 
the day of the parties and lend our help to insure their 
success? Remember, fellows, when you hit the towns 
on party days you get an order. That alone should 
make our slave drivers happy. 

= * * 

Well fellows, this is 30 for the month but be sure and 
let me hear from you with news notes or comments by 
the end of each month. Your notes will be published. 

If you know of a good place to stay or eat let us 
know. Remember, this is your column and we will 
put in what you Say. 








Victor Visible School Held in Seattle .. . Pictured at 
the Victor Visible Training School held at the Hotel New Wash- 
ington, Seattle, Wash., February 11-15 are: FRONT ROW—Jack 
C. Miller, Miller's Office Supply, Puyallup, Wash.; W. W. Gag- 
non, Charles R. Barry Co., San Francisco; Carl E. Jones, Yakima 
Bindery & Ptg. Co., Yakima, Wash.; John M. Griffin, Charles R. 
Griffin Co., Seattle, Wash.; SECOND ROW-—H. W. Barnes, Victor 
Safe & Equipment Co., New York City; Robert W. Hoyt, Kilham 
Staty. & Ptg. Co., Portland, Ore.; Byron W. Hess, Shields Book & 
Staty., Inc., Pasco, Wash.; Waler E. Owens, Business Equipment 
Bureau, Portland, Ore.; Jack Key, Kershaw’s, Inc., Spokane, 
Wash.; THIRD ROW—Gene D. Aris, Spokane Office Supply, Spo 
kane, Wash.; Vaughn W. Dieterle, Wayne E. McMullen, Lowman 
& Hanford Co., Seattle, Wash.; William A. Hancock, Trick & 
Murray, Seattle, Wash.; Robert M. Church, Jr., R. M. Church OF 
fice Equipment Co., Wenatchee, Wash 
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build extra business, 


bigger profits ... with 


; 4 OPOla cic furniture 


Outstanding 
Leopold Features 


ROUNDED CORNERS 


clothing snags 
scuffing, marring 





BALL-BEARING SUSPENSION 


4 wers to open and close 
easily regardless 
e weight of contents 


DENSIFIED LEGS 


Densiwv ter legs are hard and 
sn stubbornly resistant to 
impact ind wear 
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First National Bank of Peoria, Peoria, Illinois. 


Leopold Installation by 


Business Equipment Co., Peoria 





Leopold dealers from coast to coast enjoy extra sales, more 
profits, greater selling prestige with business-building Leopold 
ofhce furniture tops in quality and value for over 76 years. 
Handsomely styled Leopold installations give your customers added 
beauty and comfort plus the money-saving advantages of rugged 
durability and time-saving utility . . . helps you turn even tough 


“bargain-hunters” into well satisfied Leopold users. 


Your in-the-store selling job is made easier, more profitable 

through effective advertising in American Business Magazine, a 
dealer promotion plan with complete sales helps including newspaper 
mats, radio copy, advertising blotters, printed folders, displays and 


a presentation portfolio. 





nt Leqpold/ vonran 


BURLINGTON, IOWA 


MEMBER OF THE WOOD OFFICE FURNITURE INSTITUTE 





175 











Recommended 


You will sell two staplers Retail Price 


for every one you sold y] 5 
before by stocking the € 
Universal Office Stapler 
because—its simplified 
design gives top notch 


performance at lowest 
possible cost. 


Sold Through 
Dealers Only 


wt 


a 


ag! 
Pr i 
i val 


xyes ¥ 
Check These Features Be. 
om 


: All steel excepting cap 

‘ Smooth, unfailing operation 

* Holds up to 100 staples 

‘ Penetrates up to 30 sheets of paper 


Write for Complete Details & Discounts 


Weight 4% oz 

Length 5% 

Reach 3% 

Telephone Black Finish : 
he ie 
ha : =" vite 

Were eannnerien + 


PRECISION st4pte corr. 


3 WAVERLY PLACE, NEW YORK 3, N. Y. 


News Notes from NSOEA District No. 7 


MERRILL D. HASTY, CORRESPONDENT 
7 CENTRAL AVE., WAYSATA, MINN. 
“Our Latch String Is Always Out.” 

7 ” 7 

Vacation this time of year? That’s customary for th 
northern folk! The Paul Ridley’s, of Ridley’s Offig 
Equipment, Moorhead, Minn., are driving to Acapule 
Mexico. I’m told this is the garden spot of Mexico. 

* . . 

Here’s good news for you—Harry Webster of Mille 
Davis is feeling much better and is back at work me 
of the day. He’ll soon be on a regular schedule. 

+ * . 

“Dance Me Loose” is the latest hit with our famo 
musician, Warren L. Carlson who represents Wilso 
Jones full time and plays several instruments off tim 
I understand he will favor us with the latest hit ¢ 
our evening of entertainment. It’s a date! 

= * . 

Jim Gaffeney of Fargo is home after undergoing ¢ 
operation at the Mayo Clinic in Rochester. The Crys 
North Lake of the Woods will have a long season 
that’s just where Jim intends to do his recuperati 
None of us feels too well when we hear of your vacatior 
land. We are very happy that you are greatly improved 

* * * 


When you are in North Dakota, stop to visit wi 
Bob Eastburn, manager of Haroldson Office Suppl 
Valley City, N. D. This is the branch store of Harold 
son Office Supply, Jamestown, N. D. 

* ” . 

Mount Olivet Lutheran Church of Minneapolis wa 
the scene of a beautiful wedding on Saturday, March 
when Miss Lula Jean Hansen became the bride of 
Thomas George Frick. Lula Jean is the daughter ¢ 
Mr. and Mrs. Ed M. Hansen of 4740 Harriet Ave. South 
Minneapolis. Lt. and Mrs. Frick will make their hom 
in St. Louis, Mo., where he is stationed with the U. § 
Army. 

oF * * 

Christian Book & Gift Store, 425 Dakota South 
Huron, S. D., is the new name of the former Ja 
Knaube Office Supply. Clifford T. Hoper is the new 
owner. He will continue with office supplies but wil 
add religious books and music. Jack Terney of Huron 
bought the machine department and will operate if 
separately. 

* 7 * 

Carl Sprunger is very busy buying our office supplie 
and equipment at Educator Supply Company, Mitche 
S. D., but he never loses sight of the Boy Scouts. He 
a Scout master and is always willing to help feathe 
the Eagles. 

+ + . 

Al Hanson of Brown Saenger started on his wa 
south just after the blizzard that blocked everythi 
in South Dakota. His whereabouts could not be learned 
he was just headed for good old Southern Comfort. 

* ” 7” 

No news, only Mel Sowell passing out cigars. 
doesn’t look so old but he had another birthday. Con 
gratulations Mel, and many happy returns. 

After our March winds you will find the Mel Sowe 
in their new home at 5424 Oliver Ave. South, Minne 
apolis. Just ask those Texans how it is done. 

The Northwest Travelers Club monthly meeting wa 
another success. Our Regional Governor, Jay Parro 
from Waterloo, Iowa, was there in person. Our Presi 
dent, the Rev. Jack Berry, held a meeting to comple 
the final touches for our 25th Northwest Travele 
Club anniversary. 

Also attending were Clarence Benson, Farnham’ 
general chairman ef the Regional District Seven 
Convention; Roy Clarke, F. S. Webster; Warren 
Carlson, Wilson Jones Company; Mel Sowell, Ester 
brook Pen Company; Jack Guntrum, Eaton Papé 
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rue finest RUNNING MATES 


7 A 


cV 
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ANY TYPEWRITER COULD HAVE 


From M & V’s modern laboratories and completely 
new manufacturing facilities, has come a new line of vastly 
improved carbon papers and inked ribbons 

that are unsurpassed in the industry. Every recent 
carbon paper and ribbon improvement has been 
refined by M & V to the utmost degree. 

There is a new M & V carbon paper and inked ribbon 
to meet the most critical demands of every 

job- from the toughest, to the routine— 

and to deliver superlative performance, and the results 
you want, with maximum economy. Remember, 

there is a difference in carbon papers and 


inked ribbons. Step ahead, with the M & V Line! 


MITTAG & VOLGER, INC. 
Park Ridge, New Jersey 

















MM 


THESE NEW | © J | cARBON PAPERS 







Give vou THE Plus features You WANT! 


Here is a line of new and sensational carbon papers that have every characteristic needed 
for the finest work. All have the advanced M & V improvements that mean exceptional 


manifold ability, cleanliness, ease of handling, long wear, and dependable 


service—all the qualities demanded by the most particular typists. 


M & V carbon papers are available to meet every 


carbon need and every budget. 


SILK SPUN CARBON PAPER 


Premium quality for the discriminating 
typist. Made with imported tissues of the 
finest texture, to reproduce the 
greatest number of clean, 


brilliant copies 


M&M CARBON PAPER 
lop Quality, yet in the medium price 


range. M & M carbons are outstanding 


for uniformity and density of color 


give clean impressions without 


offset or smudge 





ore gE 


PLENTY CO? RBON PAPER 


Here is I ie ely-priced carbon 
paper that will tently deliver top 
results lities and low 

price f y Copy an 
ulue. 


M &V TACKLESS 
PENCIL CARBON PAPER 


Brilliant in color and performance, with 
deep-down manifold ability, M & V 
Tackless is all that you could ask in 
a pencil carbon. Non-smudging, 





durable, curl-less. 


sER CARBON PAPER 


h-quality tissues, chosen 

ind absorbing properties, 
r-priced Tagger is ideal for 
who require maximum 


e from each sheet. 





CHECK THESE M&V FEATURES- 


THEY MEAN Outstanding Value | 


Better Manifold Ability—\mproved carbon formulas give many more sharp, readable copies. 
All M & V carbons have the convenient CLEAN-EDGE that eliminates 


Greater Cleanliness 
soiled fingers and smudged carbon copies—saves time and tempers. Better Durability —Finest 


tissues give added strength without weight—superior ink formulas have longer life. 
Wrinkling and treeing are minimized. More Eye-Appeal— Miracle-Tone curl-less back 


and colorful back imprints make M & \ carbons more attractive to users. 


MM MITTAG & VOLGER, INC. 
EV Park Ridge, New Jersey 




















M&V SILK SPUN TYPEWRITER RIBBON 
Made of finest silk fabric, to give 


premium performance ita times 














MIRACLE NYLON TYPEWRITER RIBBON 
Here is Nylon inked the right way 
the M & V way, for finest results 






















EUREKA 
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EUREKA TYPEWRITER RIBBON 
Made of special thin cotton fabrix 


gives results similar to silk 


a 


M&M TYPEWRITER RIBBON 
A quality ribbon for legal, 


ymimerci il 
and general correspondence work 


THE NEW 














LINE GIVES YOU 


a a 
THE Bec Inked Ribbon 











FOR EVERY JOB 


No matter how good a typewriter is, the 
quality of its work depends on its ribbon. 
These new M & V inked ribbons are 
outstanding for their beautiful, uniform 
print and lasting service. Made to exacting 
specifications, they will stand up 

under the most trying conditions. . . 
possess maximum recuperative ability. There 
is an M & V ribbon for every machine, 

and for every application. Try the New M & \ 
line—vyou'll be satisfied with nothing less. 


Call or write your nearest M & V branch office. 


MITTAG & VOLGER, INC. 


Park Ridge, New Jersey 


BRANCH OFFICES: 


SAN FRANCISCO 5, CALIF 
591 Mission Street 


NEW YORK 7,N. Y. 
261 Broadway 


KANSAS CITY 6, MO. 
1013 Grand Ave. 


CHICAGO 6, ILL. 
558 W. Washington St. 


BOSTON 10, MASS. 
75 High Street 


LOS ANGELES 13, CALIF. 
406 So. Main St. 


TAGGER TYPEWRITER RIBBON PLENTY COPY TYPEWRITER RIBBON 


{ splendid ribbon for general office 


work. Long-wearing and economical. that will take plenty of hard use 





An oe ribbon of unusual qualit; 
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“Besmudged, Bothered and Bewildered,"’ is this secretary's . 
melancholy theme song. All too often, she’s come out the loser after 

battling with smeary, old fashioned spirit duplicating carbons. - 

4 

But there’s a happy note in this cheerless dirge—because - 


eventually she’s bound to find out about 


queen ‘protect-o-coat " | 


coated by a process that safeguards hands and clothing from smudges : 
and smears! And Oteat insures sharp, 
clear copies on long runs, too! 





Ask your boss or purchasing agent to 


u de 
get some free samples of " coal 
available in flat sheets or master unit R. 
forms—plain or pre-printed. RIBBON & CARBON CO., Inc. hi 


128 re Ave. = M1, N.Y. ps 
Ir 


Manufacturers of: INKED RIBBONS, CARBON PAPERS, MASTER UNITS, CARBONIZED ROLLS, SPIRIT and HECTOGRAPH DUPLICATING CARBON 
FACTORIES: Brooklyn, New York * Chicago, Illinois * Atlanta, Georgia 
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Vic Lydon, manufacturers’ representative, and Berk 
Ertl, American Pencil Company. 
7 ca 7 
Harry Woodmansee and wife, of the Woodmansee 
Stationery of Bismarck, N. D., who last year sojourned 
a number of weeks in Phoenix, primarily to get the 
low-down on the pre-season prowess of some Major 
teams, finds oilmen of North Dakota 
more interesting and profitable this year. You 
will find “Papa” Woodmansee at home calling the 
scores on the diamond of oil rather than baseball. 
> * ao 
And wouldn’t you know! The Earl Ericksons of Hib- 
bing Office Supply just took off for Florida. The pleas- 
ant winter Hibbing with very little snow wasn’t 


League baseball 


enough. They had to add summer the whole winter 
through 
> 7 > 
Speaking of Cadillacs—I know of one that’s going to 
Sweden. It will tour all of Sweden and will be driven 


by none other than the Ben Gustafson’s of A. & E. 
Supply Company, Duluth. How many spare seats? 
Wouldn’t we to know! 
* > * 

Ray Hammond of National, and yours truly, enjoyed 
ir winter vacation in Duluth. We both gambled as to 
when the ice would go out of Superior. We also enjoyed 
the sport of writing orders. Hospitality is certainly 
leluxe in that northern country 


. * - 


Fellows ficial photographer, Harry E. Berg- 
quist, is always present at our monthly meetings and 
parties. Come on out and feel and look your best-— 
always a good time on the last Saturday of the month. 

. . o 
Lyle V. McManus of the Fergus Specialties, Fergus 


Falls, is a newcomer in the industry and full of charm 
nd what it takes to do the kind of job we all like to 
have done. There’s a lot of pep in that boy and you 
travelers sho look him up when you visit northern 


Arthur Bertelson, Jr., advises me that he has received 
he call to return to the Marine Corps flying service. 
After a few months’ briefing, he will have many 
months of overseas active flying service in the Japan- 
Korean area 

The Bertlesons, of Bertleson Brothers, Minneapolis, 
have contributed much more than their share to the 

od of thei intry. During the last war Arthur, Jr., 
vas an outstanding instruction pilot and Dick was a 
fighter pilot in all the major air battles in the South 
Pacific 

Our hats 


ied two 


ofl Mr. Bertelson, Sr., who has contrib- 
nding sons to give their country full 
measure ol 
> * > 
he fellow with whom we all love to work is about 
for his summer vacation to raise some of 
hose famous bronze breasted turkeys. He is none 
ther than the Honorable Turkey King, Gordon Wen- 
dell, a vete f 30 years with Bertelson Brothers. 
The best of k to you Gordon this coming year 


al . . 


Fargo is undergoing a major remodel- 


n and Stan Taylor’s plan, under the 

eagle eye of Major Domo Jim Gaffaney—it’s too cold 

for him to be iking care of the Lake of the Woods 
letails—looks ' interesting 
> > > 

North Dak losing one of its best loved friends 


Ray Goosen, 
nas accepte 
pany. He expr 
ana and Kent 


inager of the Minot Stationery Store, 
sition with the Wilson Jones Com- 
to cover major parts of Ohio, Indi- 
including in his travels Cincinnati, 
Louisville. I think all the travelers 
iss R ind his charming wife, Irene. Good 


> > > 


take these annual winter vacations 
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2 beautiful 


NEW 


join the famous line of 


VUI- Ci Waste 


Sa Baskets 
guaranteed 5 years 


New Square Top—2A 


HESE TWO new attractive, practical numbers, 
‘Laan of hard vulcanized fibre, like all Vul- 
Cots, complete a fine range of sizes and styles. 
Vul-Cots look better and last longer because 
colors do not chip off, double rolled tops do not 
break. They are lightweight, noiseless . . . exclusive 
bonded seam construction gives added strength . . . 
they don’t crack, splinter, dent, rust or corrode. 
Standard colors: maroon-brown and olive -green. 
Write today for catalog price sheet—Dept. OA-5. 






New Rectangular—5A 





New Rectangular— 
No. 5A (above) 15/4” 
long, 9” wide, 15” 
deep. 


New Square Top— 
No. 2A (above) same 
os No. 2, but with 
square 10/2" top. 


(Above) Square Taper, No. 5; Round 
Straight, No. 10; and Round Taper, No. 2 ° 


* 
* 
oe 


enegh > eea* 
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' men with 
SELL THIS PROFIT- | D E A S 
ABLE NEW BUSINESS 
NECESSITY!! 


La 






ROTARY CARD FILE 


@ Opportunity for aggressive dealer 
organizations to make satisfying, prof- 
itable sales with the new Joyce Rotary 
Card File, compact all-metal unit that 
makes record keeping easier, more 






IT TURNS! 


we, 


No effort, no wobble, 
easy access for finding, 
checking and posting. 


IT'S COMPACT! 


€s 


>I 


efficient. 

Used singly or in batteries of 3, 5 
or any multiple, Joyce Files hold up to 
15,000 8x6'%-inch cards within easy 
working range of one operator. Adijust- 
able segment bars can double this 
capacity for smaller size cards. 

Each unit, beautifully finished in 
Hammerloid Dove Gray Enamel, is 
unconditionally guaranteed. 

Get the full story today! Franchises 





Occupies 2%4-ft. area, still available in certain areas to 


holds 3,000 separate rec- 


sales-minded dealer organizations. 
ord cards. 


IT'S VERSATILE! 
“WHEREVER RECORD CARDS 


~s ARE KEPT, THERE'S A NEED FOR 
dn oyce ROTARY CARD FILES” 


es 
bn 





Three portable segments . 
lift out for inter-depart- 
mental checking. 


IMMEDIATE 
DELIVERIES 


JOYCE MANUFACTURING COMPANY 


YOUNGSTOWN 8, OHIO 
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all you have to do is buy a fruit ranch, like Carl Ander. 
son of Brainerd Office Supply, Brainerd, Minn. Yes, 
sir, we will soon operate on appointments as to when 
to sell him, too. 

o a * 

Don J. Bennyhoff of Brainerd has a new store giving 
him ample space for display and warehousing. It is 
at 717 Laurel, right on the main street of Brainerd. 
Congratulations, Don. 

. a * 

“Every time you help the other fellow up the hill, 

you get a little higher yourself.’ 





$100,000 Fire Destroys Treudley Store 


A spectacular fire which broke out after store hours 
on March 5, caused an estimated loss of $100,000 at 
the H. H. Treudley Company, Inc., office furniture and 
supplies business, at 123-15 E. Commerce St., Youngs- 
town, Ohio 

Although the blaze was brought under control within 
two hours, the building was gutted and all stock either 
destroyed or so badly damaged that it was turned over 
to salvage. 

The cause of the fire was undetermined at the time, 
but it is believed that it began on the first floor of 
the east wing of the building and spread to the second 
floor west wing 

Charles C. Rea, vice-president of the company, said 
that insurance would cover about half the loss on 
the stock, but did not know to what extent the build- 
ing, owned by H. H. Treudley, president of the com- 
pany, was insured. 

At the present time the company has no definite 
plans but hopes to resume business, according to Mr. 
Treudley. 





American Walnut Veneer Types Standardized 

There are many recognized principal figure types of 
American walnut veneers and these have been identi- 
fied and illustrated in a booklet published by the 
American Walnut Manufacturers Association 

This new guide and set of standard specifications 
for the selection of walnut veneers has been prepared 
especially for, and distributed to, architects, furniture 
manufacturers and those who specify cabinet woods 
for furniture or architectural woodwork. 

Photographs illustrate the variety of figures obtain- 
able by the same method of cutting and by a variety 
of methods. Because American walnut has more figure 
types than other cabinet woods, 40 plates are required 
to demonstrate the types now available in quantity. 
No attempt has been made to show unusual or freak 
types since these may be had in only limited quan- 
tities. 

Also illustrated are veneer figure types in a variety 
of popular finishes. 

Copies of the Walnut Veneer Types booklet may be 
obtained without charge from the association at 666 
Lake Shore Drive, Chicago 11, Il 





Remington Rand Shows at Institute 

An exhibit of equipment used in transmitting and 
reproducing information was displayed at the 15th 
annual meeting of the American Documentation In- 
stitute on February 25, 26 and 27, at the Library of 
Congress in Washington, D. C. 

Attended by representatives of 69 scientific and 
professional organizations, the American Documenta- 
tion Institute meeting invited manufacturers and 
dealers to display their equipment. 

In 80 square feet allotted for this exhibit, Reming- 
ton Rand Inc., displayed its microfilming, photograph- 
ing and plate making equipment and an electronic 
computing machine. Equipment was displayed on 
Remington Rand Inc. chairs, desks and tables. Four 
salesmen were on hand to answer questions and dem- 
onstrations were given of the plate-making equip- 
ment.—BM 
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\ ) Heo th Moth, 


€¥3 Chippendale . . . a traditional style that is always in good 
taste and is never outmoded. Now enjoying an unprecedented 
demand for the private offices of discriminating executives 


with a keen appreciation of impression values. 


Make this your featured “C)ipice-o the Mont,” for May. Set up 


a model office in your show room... or asa 
window display. Concentrate on this profitable market 
that is not influenced by price alone. 


The swivel chair in the illustration is the 3291% AF 
executive posture chair with deep, soft foam rubber 
in the seat. The guest chair is No. 2534. Other 
Chippendale patterns also available in a wide price range. 





. Gor such an intimate piece of furnilure at a chair, there i4 mo satisfactory substitute for woop! 


THE B. L. MARBLE CHAIR COMPANY Ledford, Ohia 
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ADVERTISING 


THAT WORKS 


Does your office 
‘talk the same language” ? 


Have you seen these ads ? 

They will be seen some 4,700,000 
times in 1952 . . . seenby 

the people who buy and 

the people who influence 

the purchasing of office equipment. 
Here is effective advertising 

at work for Security Steel 


Equipment Dealers nation-wide. 


aA 
£ 


t. . % nee a x 
ha tr ars ee a a 
ITY STEEL EQUIPM 






be 


Sate 
a 
FF; 
Ask a 
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AVENEL, NEW JERSEY 
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in and Around Eighth Region 
with Midwest Travelers 


sy E. J. MITCHELL, CORRESPONDENT 
329 BELT AVE., ST. LOUIS 12, MO. 


From reports received from visiting dealers and 
travelers the District No. 8 regional convention held in 
St. Louis was a terrific success in all respects. 

A complete account of the convention with listing of 
new officers for the Midwest Travelers Club and Dis- 
trict No. 8 appears elsewhere in this issue. 

* > . 

Word was received at the conclusion of the conven- 
tion that Dick Singer, Cooke & Cobb Company repre- 
sentative, who was injured in an accident early this 
year, suffered further injury because of a chair mishap 
at the convention banquet. He was sent to a local 
hospital for examination but apparently no critical 
injury was reported 

> * * 

Among the honored guests in attendance were Past 
National President Zac Smith of Birmingham, Ala., 
und District No. 7 Governor Jay Parrott of Waterloo, 
lowa. Among those missing this year were Past Na- 
tional President R. D. Latsch of Lincoln, Nebr., who 
vas ill, and Past Governor Ed Shelpman and wife who 
found it impossible to make the trip, and Past Gover- 
nor J. L. Wren Oklahoma City, who telegraphed 
his regrets 

. 7 - 


There seems¢ have been some desire on the part 


fa few Oklahoma dealers to withdraw the Oklahoma 
lelegation from the 8th Region, but after a vote on the 
question by Oklahomans present, it was their decision 
) remain in the 8th 

There was a large delegation registered from Okla- 
homa, headed by Past National President Fred Downs 


Tulsa. It luded Ted Warkentin, Winnie White 
and Bob Scott of the Southwestern Stationery & Bank 
Supply group; H. Dorsey Douglas and Al Cooke and 
Jimmie Grout Oklahoma City, and Al Steitz and 
George Constantine of Tulsa. The Northwest Travelers 
Club was represented by Members Vic Lydon and 
Merrill Hasty 

> * > 

The representative of the mayor of St. Louis, who 
gave the address of welcome to the convention on the 
pening morni! extended a special welcome to St. 
Louis to Rey S. Moreland, vice-president of Schooley’s 


n Kansas City d mentioned Roy’s honorable service 
over 40 yé his firm and to this industry. 
> > : 
Schooley Printing & Stationery Company, Kansas 


y, Mo., ani 
tne appointme! 
he president He 
Montgomery Ward 


es through its president, Jay Wilcox, 
of Vincent V. Musser as assistant to 
previously was an executive of 
Company in charge of operating, 
erchandising management in Fort 
Baltimore, St. Paul and Kansas City, 


personnel, al 


Worth, Chica 


and will have similar jurisdiction at Schooley’s. 
> >= > 
Lieut. Wm. James of James Bros., North Little Rock, 
Ark., office ipply dealers, has completed his 100 
missions in the Air Force over Korea and is now at 
home resting alling on all his old customers and 
friends. He reports soon to Austin, Tex., where he 
hopes he stays until July, when his time will be up. 
> > > 
On one of fternoons of the 8th Region conven- 
tion in St. Le several ladies joined Mrs. Mitchell 
for a short aut ir of the residential section of West 


St. Louis, wit] 
i the Mitchell 
Included in 1 informal party were Mrs. Dan Mac- 
Dougall, Mrs. Vic Lydon, Mrs. Harold Hoffman, Mrs. 
Roy Moreland, Mrs. Paul Burbank, Mrs. Fred Pfaff, 
Mrs. George Wilkerson and Mrs. Fred Downs. This 


gathering which formed when the 


ocktails following at the apartment 


Was a spontans 
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ILC 
litt 


DESK, TABLE 
OR PIN-UP 


LAMP 







U.S. PAT. PENDING 


$ 79 (ess BULB 





MODEL 500 


A new design by the creator of ILC’s famous 
DIRECTOR model desk lamp... so well-known by 
better dealers of the nation. This new lamp, the 
FLAMINGO, combines high style with functional 
efficiency. It concentrates light evenly, and 
causes no side glare. All metal construction, in- 
cluding shade...in lustrous gray or modern brown. 
Uses standard incandescent bulb. Height, 14”; 
weight, 5 pounds. Packed in individual cartons. 


SOLD DIRECT — WRITE FOR COMPLETE INFORMATION 
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INDEXES 4 waacins ! 


PUNCHED FORMS 


TAP A NEW RICH MARKET 


Customers have been clamoring for stock 
binders to house continuous and marginal 
punched forms that are used on tabulators, 
teletype machines, billing machines. ete. 
These binders ELIMINATE the custom- 
ary repunching of sheets that was for- 
merly necessary. This is a self-selling 
feature. 












3 Styles 
your customer can select from 
Post, Prong or Visible 
All are Cesco quality binders 
priced for profits and sales. 


Stock INDEXES to fit these 


binders also available. 


Jump on the Cesco Sales Wagon! 


WRITE FOR CATALOG “L”” 
THE C. E. Shep ard « 


LONG ISLAND CITY.N Y 








party of ladies was returning to the hotel from the 
radio broadcast. 
. 7 7 

The engagement was recently announced and ap 
early fall wedding planned for Miss Bernice Kotne, 
of St. Louis to Marvin Resnick, sales manager of Orne 
Metal Products Company of St. Louis. This is of inter. 
est to all of their friends, who extend congratulations 
and best wishes to the happy couple. 


* * * 


Fred Pfaff, sales manager of Omaha Printing Com- 
pany and immediate past governor of the 8th Region, 
was compelled to alter his plans to attend the Tth 
Region convention in St. Paul as guest of Governor 
Jay Parrott because of necessary business trip into 
Nebraska with the Omaha Chamber of Commerce 
during the same week as the 7th Regional convention, 
He, as well as the 8th Region members, regret this 
conflict of dates. 





Experience Plus .. . This picture represents 100 years 
of experience in the office supply business, both wholesale 
and retail. Left to right are four salesmen for the Carpenter 
Paper Company, shown at the annual sales meeting: J. 
Thane Noel, Oklahoma City, Okla.; John Ralson, Amarillo, 
Tex.; Albert S. Perry, Jr., Tulsa, Okla.; John H. Chowning, 
Little Rock, Ark. 


* * * 


The thanks of the entire 8th Region go to John 
Brain, Jr. for the very fine program of speakers he 
arranged for their convention last March. His effort 
was an outstanding contribution to the success of the 
convention. 

- 7. 7. 

The 8th Region was most happy to again welcome 
to its convention Mr. and Mrs. Vic Lydon of St. Paul, 
and 7th Region Governor and Mrs. Jay Parrott of 
Waterloo, Iowa. Mrs. Lydon, as most of us well know, 
is the very attractive daughter of Mr. and Mrs. Robert 
B. Valleau. The Valleaus were unable to attend be- 
cause of previous plans to vacation in Florida to avoid 
a few months of Minnesota’s winter. 

. - . 

Word from Arthur J. Walker, president of Farnham 
Stationery & School Supply Company, Minneapolis, 
states he has recovered sufficiently from his recent 
heart siege to spend a few hours daily in his office, 
although he still is compelled to “take it slow.” 

* . 7. 


Helper Dave Neuhaus reports 


CAUTION!!! — ALL MIDWEST TRAVELERS The 
following news item recently appeared in the Kansas 
City newspaper: “REPORTS THEFT FROM CAR”— 
“Salesman says clothing valued at $187.00 was stolen” 

“Clothing valued at $187.00 was stolen from the car 
of Joe J. Rock, a salesman of Wilson Jones Company, 
1817 E. 75th Ct., he reported to the police. The caf 
was parked at Truman Road and Harrison St.” 

> * 2 

The many extra hours of work spent by Richard 
“Dick” Fuller of Smead Manufacturing Company, and 
W. A. “Bill” Froehle of Boorum & Pease Co. on the 
ladies’ entertainment committee at the St. Loub 
regional evidently did not deter their efforts for their 
respective companies. They were both observed early 
the following week in Kansas City, alert to serve theif 
customers and with order books in their hands. 


* * . 


The Midwest Travelers Club would like to thank the 
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You read 
about 
your prospects 
every day 


TURN NEWS sToRIES into cold hard cash 
by becoming a Diebold dealer. 

Every loss story develops untold prospects 
for famous Diebold protection equipment, and 
you, as a Diebold dealer, can make such “ad- 
vertising” pay off in profits. 

In addition to safes, chests and vault 
doors fully tested and rated by Underwriters’ 
Laboratories, Inc., and Safe Manufacturers 
National Association, you can also offer the 
finest in modern record systems, Either line is 
a big business. 

Combined as the Diebold Line. they will 
form such a profitable section of your business 
you can't afford to overlook the opportunity. 

Right now there are a few choice territory 


franchises open. Write today for complete 


information about becoming a Diebold dealer. 


Diebold 


canton 2, ohio 


serving business for over 93 years 








steel storage files * safes * chests * vault doors 
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i fi m Chair. 
Gregson 50 series, Swivel and Ar 


nN WN . 
[Ry Eeg! York 





; i ir. >/ 
Gregson 50 series, Seat and Side Chai Uy ’ 7 = whi 
aie ll-ye 
EVERYONE'S HAPPY when you sell them Gregson Chairs . . . You make a fair No. 658 an | 
profit and your customer gets top value. Gregson Chairs are comfortable, well of 
tailored, and well proportioned with a distinctive styling. And they are economical torial 
too . . . reasonably priced and built to stand up under hard usage. with 
Yes . . . even the man who pays the bill is happy when you sell him 

Gregson Chairs. Ope: 
DEALER INQUIRIES INVITED Ear 
busin. 
GREGSON MANUFACTURING COMPANY awe 
Manefacturers of Office and School Chairs Mg 
LIBERTY, NORTH CAROLINA fe - 

branc 
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present District No. 8 officers and the convention com- 
mittees for the privilege of working with them in 
making the St. Louis regional one of the most suc- 
cessful and outstanding we have ever had—our sincer- 
est appreciation 
> . > 

Mr. and Mrs. Lyle S. Turner of W. A. Sheaffer Pen 
Company and Mr. and Mrs. Roy Edgar of Beck Planet 
pen Shop, Kansas City, Mo., recently returned from a 
well earned vacation in Florida. The trip included en- 
joyable visits with J. Graham Orr, former Chicago 
manager of W. A. Sheaffer Pen Company, at St. Peters- 
purg, with Lyle ther, who was celebrating his 91st 
birthday, at Bradenton and with Lyle’s sister who 
resides at Saras 

The party also enjoyed surf bathing and fishing and 
ther sports afforded in the Florida vacationland. 





Service Superintendent for Royal 

Gene Byrd has been named service superintendent 
for the Western division of Royal Typewriter Com- 
pany, Inc. The announcement came from J. S. Schil- 
linger general service superintendent. 

Mr. Byrd has been with the company for many 


Gene Byrd - 


years and, unti 
sition of service foreman at Royal’s Oakland branch. 


his recent appointment, held the po- 





Establish Knoxville, Tenn., Manufacturer 


A Knoxville, Tenn., firm, Southern Business Forms 
Corporation, has been recently organized to manu- 
facture multiple-carbon forms. The new firm has been 
capitalized at $50,000 

Negotiations a plant location had not been com- 
pleted when the mid-February announcement of the 
organization was made, but a $47,000 automatic press 
has been orders ind operations are planned to begin 
n May 

Harry Archer, Knoxville printing firm head, is presi- 
dent of the corporation and J. W. Elmore, former 
Knoxville mayor will be general manager of the plant. 

The firm wi naintain a sales organization cover- 
ng the soi uther1 tates.—EEG 





Veteran Sheaffer Salesman Retires 


J. Ed Sweeney, associated with W. A. Sheaffer Pen 
Company for 27 years, has retired as Sheaffer’s New 


York City territorial manager, according to R. H. 
Whidden, general sales manager. 
_In etiring this month, Mr. Sweeney is realizing an 
l-year ambition. When moving into the New York 
City territory in 1941, he set a goal of retirement in 


951 at the age of 55. He missed his goal by a year. 
He is succeeded by Robert F. Sullivan, formerly terri- 
torial manager for major cities in western New York, 
with headqual n Rochester. 





Open Woodhull, N. Y., Repair Shop 

Earl J. Pete Jr.. has opened a typewriter and 
business machine maintenance and repair shop in 
Woodhull, N. Y., to service the Cowanesque Valley, 
Jasper, Woodhul! nearby communities. 

Mr. Peters has | five years’ experience in repair 
ind service work in the repair division of the Elmira 
ranch of Remi! n Rand Inc. 
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e “1900 Line” offers 
you the ultimate in fil- 
ing ease, beauty, dura- 
bility. Its smooth, 
modern design, rugged 
construction and rich 
lustrous colors are con- 
vincing proof that the 
“1900 Line” will be 
your choice. 


Here is a worthy companion to the well 
known line of Anderson-Hickey filing cab- 
inets. The same meticulous engineering, high- 
est quality materials and fine craftmanship 
which have made the name Anderson-Hickey 
stand out in the filing cabinet field, have 
gone into the making of the “1900 Line.” 


Qealwurea 


THAT SELL?! 








ware — Thumb latch for added convenience 

Reintorced framework, positive side loc 
compressor -- Steel Channels, he nt 

vertical, spot welded into rigid frame 


SOLE DISTRIBUTOR 
5631 W. MADISON ST., CHICAGO 44, ILL. 
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Established 1921 





Barkley Plastic Tab Guides. 
Letter, Legal and Card Sizes. 
Durable black pressboard. 


Card Index Guides. Index 
Bristol, buff and colors. Gray 
Pressboard. 


Duratex File Folders. Single 
and Double-top. 8—9% and 11 
point. 


Pressboard Guides — (Gray) 
Metal Tab, Plain Tab and Cel- 
luloid Tab. 


Krafoltex File Folders. Single 
and Double-top. Eleven point. 


Index Cards—White and Colors. 
200 Line 110% White and 
Colors. 300 Line 904% White 


only. 







U. L. BARRLEY & CU. 


\Mianmufaciurers of Filing Sup pire 


Chicago 7, | 


1220 W. Van Buren St 
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Texas Travelers News Notes 
ART CARROW, CORRESPONDENT 

4423 N. ROSENEATH DR., HOUSTON 21, TEX. 
CONGRATULATIONS: 


To the Dallas ladies hospitality committee—Mrs, 
Harold Cude, Mrs. Jack P. Fleming, Mrs. Richard 
Buchanan, Mrs. Dave N. Reed and their co-worke 
for the wonderful program which the ladies enjo 
while attending the Dallas convention... . 

To all the stationers and travelers who were respe 
sible for the Ninth Regional meeting. They did a bay 
up job and every part of the convention started 
time and kept on schedule.... 

To the nice crowd of stationers who came fr¢ 
Arkansas, Louisiana, Mississippi and Oklahoma to 
tend the convention... . 

To San Antonio in the stationers’ desire to make 
1953 meeting a success. Incidentally it will be Fie 
Time in San Antonio and all the color of this anny 
period of glamor will be of interest to all.... 

To Alex. (Daddy) Hargrove of Hargroves Stationge 
Brownsville, Tex., for being elected president of Char 
Days, Inc., for the 1953 Fiesta at Brownsville, whe 
our own Bill Gigliotti was honored with the first p 
for the best-dressed tourist charro costume... . 

To the Stewart Office Supply of Dallas as being 
lected as the “Brand Name Retailer of the Year” f 
the stationery and office equipment classification ¢ 
the Howard Company of Midland being awarded gs 
ond place with the Certificate of Distinction. he 
selections were made out of 1,000 entries. 


* * ” 


NEW STORES AND LOCATIONS: 


Dave Myles and Henry Moore have opened the @ 
Coast Office Outfitters at 907 Crawford, Houston. Da 
was with Maverick-Clarke at Houston and Henry fe 
merly worked with The Steck Company at Houston.. 

Gateway Printing Service, Edinburg, Tex., is movi 
across the street to larger quarters. ... Delta Offigam 
Supply Company, Brownsville, Tex., has purchased By 
building near the present location which it will ocew 
some time next year... . Odessa Printing & Statione 
Company has moved into a new store at 115 W. Fiff 
Odessa, retaining the old location at 410 N. Grant f 
the printing business. ... 

West Texas Office Supply, Midland, Tex., is taki 
over the building next to its present location for adg 
tional room... . Lubbock Printing Company, Lubbo 
Tex., is remodeling its building and has added twi 
as much space to its operations. . . . Cathey Off 
Supply & Furniture, Dallas, has completely done o 
the store. ... 

Carpenter Paper Company, Houston, Tex., has mo 
into its new building. ... Texas Office Furniture Co 
pany, Dallas, is putting in office supplies as well. . 
Barefield & Company, Jackson, Miss., is doing likew 
... South’s Gift Shop has opened up at 3208 Wint 
St., Fort Worth. .. . Weldon R. Bailoff Company is 
new office supply store at 2202 Park, Abilene, Tex. . 
Daily Facts Review has added office supplies to its st 
at Freeport, Tex. ... 

Mayfield Paper Company, San Angelo, Tex., has 
new branch at 1020 N. 5th, Abilene, Tex. John 
field will operate the Abilene branch and Lee Mayf 
will remain at San Angelo... . Ray Gwyn Office St 
ply is now located at 110 S. Baird in Midland, Tex. 

> . * 
MERGERS, TAX EXEMPTIONS AND 
CONVALESCENTS: 


Miss Margaret Claire Jordan, daughter of Edgar 
dan, Sr., Standard Printing Company, Alexandria, 
was married to Chester Druin Wells in February. . 
A boy, John Walker Shelton, was born to Paul 
Letha Shelton at Lubbock, Tex. The father is b 
for Haygood Office Supply... . Albert L. Goldbl 
Royal Metal Manufacturing Company, Dallas, was pf 
sented with a boy, Joel Charles, by the B. W. in I 
ruary.... Frank Mills and E. M. Stewart of Stew 
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IF YOU WANT TO SELL MORE CHAIRS 




















Comfort, style and durability 
combine to make BOLING 
Chairs outstanding values 
which are quickly recog- 


nized by buyers everywhere! 


This solid worth has created 
a forty-five year old founda- 
tion of customer-satisfaction 
that today makes BOLING 
America’s fastest selling 
chairs...and places you in a 
preferred market position for 


fast turnover, higher profits. 


HIGH POINT BENDING & CHAIR CO. 
SILER CITY, NORTH CAROLINA 
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Office Supply, Dallas, have been hospitalized recently. 


> * > 
PERSONNEL CHANGES: 
Al Stacy has come into the traveling fraternity, hav- 
ing started out as a city salesman for the Carpenter 
Paper Company in Houston, Tex. . . . Calvin Vibbard, 


former assistant to Gene Glasgow at Carpenter’s Okla- 
homa City branch, has taken over the buying desk at 


the Houston office . Vernon A. Chatelain, formerly 
with Suggs Office Supply, is connected with the Jack 
Kern organization in Dallas. .. . Lydia Landry, who 


gave out the orders at Rollosson & Son in Crowley, La., 
is in the retail division of The Dorsey Company at 
Dallas Raymond Bailey, who worked for the Jarvis 
Office Supply at Sweetwater, Tex., is now an outside 
salesman for Dupree Office Supply at Hobbs, N. M.... 
Dick Prather will cover West Texas and New Mexico 
for the Dorsey Company, making his headquarters in 
Roswell, N. M 
> > - 

SEEN IN OLD NEW YORK: 

During the Wholesalers Association convention in 
New York City there were many former Texans who 
were pleased to have news from home: Gordon Stein- 
metz, Sanford Ink. who covered Texas for the same 


company McCluer Brewster, Ennis Tag & Sales- 
book Company, who is now eastern division sales man- 
ager John Corcoran, Joseph Dixon Crucible 


Company was among the Texans at the same meeting 
along with Al Eiseman, Maverick-Clarke Company, 
San Antonio; Lawson Long and Robert Putnam, Prac- 
tical Drawing Company, Dallas, and Art Carrow, Speed 
Products Company. Also seen were Louis Brown, Eber- 
hard Faber Pencil Company, Scotty Denny, Ennis Tag 
& Salesbook Company, and Harry Tehan, Jr., Cooke 
& Cobb Company 
> > > 

SIGNING OFF 

A new hotel has been planned at Tyler, Tex., and 
Johnny Wright, Story-Wright Company of that city, 
is the president of the hotel corporation. 





Two Named to Key Posts by IBM 


International Business Machines Corporation has 
announced the appointment of Charles J. Lawson as 
lirector of standards, and of Charles V. Boulton as 
manager of methods 

Mr. Lawson, formerly assistant general sales man- 
wer, will co-ordinate the activities of the several 
standardization groups of IBM factories and labora- 
tories. Mr. Boulton, previously manager of the machine 
methods department, will direct clerical and account- 

machine methods used throughout the company. 





Paper Mate Pen Opens Eastern Office 

The opening of an office in New York City, under the 
managership of Glen Nelson, has been announced by 
George J. Lewis, vice-president in charge of sales for 
the Frawley Corporation, manufacturers of the Paper 
Mate pen 

Located at 1608-9 Flatiron Building, 175 Fifth Ave., 
the offices are staffed for complete merchandising, 
point-of-sales, trade relations and sales service for the 


eastern coast markets 





Charles H. Lee Joins Duplicopy Company 


Charles H. Lee has been named assistant to the 
president in charge of sales of the Duplicopy Company, 
Chicago, it was announced by Richard A. Miller, presi- 
lent 

The appointment of Mr. Lee comes just prior to the 
ompany’s announcement of a new series of automatic 
feed, inexpensive spirit process duplicators. 

Mr. Lee is looking forward to hearing from his old 
Iriends in the industry 
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EXPEDITER 


(5300-5200 SERIES) 
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(WALNUT, SOFTONE OR LIGHT OAK FINISH) 


In beauty of design and finish—in the 
details of the sturdy construction—in 
the functional utility of every piece .. . 
your customers will recognize the 
Myrtle Expediter as sound value at a 


sensible price. 


For over fifty years Myrtle has been an- 
ticipating dealer needs with merchandise 
that meets current market requirements 
for value, quality and service. You can 
depend on time-tested Myrtle Quality 


and Service. 


Write Today For Literature 





BETTER DESKS 
ARE MADE OF WOOD 


MYRTLE DESK COMPANY 


HIGH POINT, NORTH CAROLINA 
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Imperial Quality 
DESK COMPANIONS 
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useful 


always 
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DESK LETTER 
TRAYS 


In rich oak, mahogany and 


walnut finishes. Letter and Z : 
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Golden Nuggets from the Rockies 


EDWARD L. ROBINSON, CORRESPONDENT 
2759 W. 34TH ST., DENVER, COLO. 


A new face was seen at the Pembroke Company, Salt 
Lake, that of Thayer Stevenson, who will handle safes 
and systems for the company. 

+ > + 


Keith Dawes, buyer for Weber Office Supply Com- 
pany, Ogden, is proud father of a baby boy, born 
February 22. However, his joy was dampened by his 
having to take a physical for the Marine Corps. He 
has been sweating it out. 

* + . 

Final plans and arrangements have been made for 
District No. 10 regional meeting at Salt Lake May 
1-2-3. Gov. Frank Creer tells me that notices and 
schedules have been mailed to all dealers and travelers, 

A special car may be made up from Denver with all 
going by rail. They could enjoy a beautiful ride over 
the Rio Grande on the Prospector. 

a” 7 - 

Andy Elzinga, for many years a familiar face at 
Mid-West Office Supply, Salt Lake, has left to take a 
position with the Ditto Company, traveling the north- 
ern half of the state. All wish him well in his new 
position. 

7 > ” 

Bob Kincaid of Commercial Products was away for 
a few days because of the death of his father. Our 
sympathies are extended to him. 

* - . 

Adrian Pembroke Sr. and Jr. of Pembroke’s, Salt 
Lake City, were both away, Ardian Sr. vacationing at 
La Jolla, Calif., and Adrian Jr. attending the NSOEA 
and Guild meetings. 

* * - 

The writer, Ed L. Robinson, would like to announce 
to all the dealers that as of April 1, 1952, he will be the 
representative of the Weber Costello Company in the 
states of Colorado, Wyoming, Utah, New Mexico and 
Arizona. He will be in and along to see all of his 
friends in the near future. 

* ” . 

The writer was saddened to hear of the death of 
Lynn H. Clayton of Pembroke Company, Salt Lake City. 
L. H., as he was known to his many friends and travel- 
ers, spent the best part of a lifetime with Pembroke’s, 
approximately 45 years as buyer and partner in the 
firm. Our sympathies are extended to all concerned. 

7 ” * 

The W. H. Kistler Company of Denver is making 
quite a number of changes on its first floor, due to 
the closing of the camera department 


oa a . 

Herb Johnson of Kendrick Bellamy is back on the 
job after a serious illness and is looking good and 
taking it rather easy at this time 

” * - 

Byron McGarvin, Eagle Pencil Company, is still busy 
at the work of making up a new roster for the travelers 
club, so Glen Barclay reports to the writer, and they 
have hopes of having it ready for distribution by the 
time the regional rolls around. 

* . . 

George Feeley of Dennison Manufacturing Company 
tells me of the firm being moved out of its loca- 
tion in Denver to a different floor in the same building. 
However at the time a definite location had not been 
made. 





San Antonio Firm Wins Merit Certificate 

The Typewriter Sales & Service Company, 111 Main 
Ave., San Antonio, Tex., has been awarded a certificate 
of merit by the Victor Adding Machine Company on 
the basis of its 1951 sales record. Frank Allen is sales 
director of the company.—_JHR 


OFFICE APPLIANCES, May, 1952 








ss. 


| & 





(esoejd eBod ey; usnj) 


eunyiuiny eunoy 


$,2y20]UNS 
j4eae uDYy 
jNyNDeq e0W Mou 


***uipbp as0y S, 


























EFORE THE WAR, the complete Gunlocke line in- 
cluded a group of fine lounge furniture for offices, clubs and 
institutions. You who remember that line, know well its repu- 
tation for styling and quality. 

Gunlocke lounge furniture is again available—now more 
beautiful than ever. 

Splendid new styling, in both contemporary and traditional 
motifs, upholstered in a wide selection of colors of top-grain 
steer-hide leather, this line will satisfy those customers who 
appreciate the very best at a price that is right. 

You can recommend this outstanding line with confidence. 
Its luxurious comfort and expert tailoring mean profitable sales 
and satisfied customers. 


The coupon below is for your convenience. Use it now. 






ee 
hier” W.H. GU 


WAYLAND, NEW YORK 


The W. H. Gunlocke Chair Company 
Wayland, New York 


Please send me your catalog illustrating Gunlocke’s 
new lounge furniture in full color. Thank you. 
Name 

Address 

City and State 
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ark WINS customer satisfaction and 


uality 


repeat business with Quality Products, Quality Service, Quality Packaging 





Top left) EXECUTIVE DESK FILE for efficiently 
organizing and classifying work. Tough, non- 
warping heavy black cloth covers, celluloid 
tabbed indexes, indexed A to Z and 1-31. All 
compartments expand %4”’. 


Lower left) COIN, POLICY, and CATALOG 
ENVELOPES in Cameo stock with heavy gum- 
med flaps and wide seams that give added 
protection to valuable contents. Wide range of 
sizes. 


% Sold Through Dealers Only! 


<p erg 2 


AN Y2 





(Upper right) C-PACK . . . The handy pack of 
100 plain white envelopes for home or office 
sale two sizes: No. 6% and No. 10. Also, 
the business assortment C-Pack of 3 sizes. They 
sell themselves. 


(Lower right) BLUE LINE AIR MAIL envelopes in 
lightweight Sulphite Bond, tinted on inside, red 
and blue air mail imprint . . . two sizes: No. 
6% and No. 10 . . . banded in 25's for con- 
venient handling. 


F i i 





Qusliry Pk 








General Office and Factory, Quality Park, St. Paul 4, Minnesota = 
Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 
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RECORD STORAGE 


PRODUCTS at your service... 
9 Bankers Box field men 


More sales, more profits are yours if you take full 
advantage of our complete ‘“‘dealer aid’’ service. 

At your request, our field service men will include 
your store on their regular itineraries to help you with 


special problems or to speak at your sales meetings. 


, —~ 


wy, 










our plans for 1952... 


stimulate sales for you! Tie-in locally with our national 
advertising campaign. Write for full information on 
(1) free two-color circulars with your firm's imprint, 
(2) free catalogs, (3) free consumer booklet 

‘‘Manual of Record Storage Practice,’’ (4) free 
newspaper mats and (5) free prepared ads or electros 


for your catalogs or direct mail pieces. 


7 Cee sy BOX COMPANY 


Record Retention—Our Business Since 1918 


720 South Dearborn Street 
Chicago 5, Illinois 
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LPOTLATCHING witht 
EGON ERAILHRAVELERS 


KEN DICKENSHEET, CORRESPONDENT 
1020 Y STREET, VANCOUVER, WASH. 


All roads lead to Yakima, Wash., on May 18 for the 
11th District Regional Convention. Governor Herb Pe- 
terson has a fine show scheduled so don’t miss it. Inci- 
dentally, Herb has sold his interest in Rosser & Sutton 
but will stay in Yakima until after the convention. 


* * * 


Our condolences to Ross (Autopoint) Hildreth. Ross’s 
father recently passed away, in Central Point, Ore. He 
was an old Oregon pioneer and will certainly be missed 
by his many friends 

a . * 

A letter from Sandy Haroldson informs us he has 
severed his connection with the Helena Office Supply 
Company in Helena, Mont., and is going into business 
for himself. At this writing we do not have Sandy’s 
new address in Helena but he won’t be hard to find. 
Best of luck in your new venture, Sandy. 

e . - 

“Very Good News” department. Wilson Turner now 
is representing the Craftint Art Supply Company, in 
11 western states. No word as yet when Wilson will 
make the Pacific Northwest territory, but we hope it 
Welcome back, Wilson, you’ve been missed. 

* > > 

Ray (Smead) Thompson has been working the Pa- 
cific Northwest, from his home in Wisconsin. Which 
seems to be doing it the hard way. I’m surprised that 
those two boosters for the Tacoma Chamber of Com- 
merce, Al Osborn and George Abelsett, haven’t sold Ray 
on the many benefits to be had by living in Tacoma. 

> > > 
Notes on combining business with pleasure.” Chet 
Williams and George Simmons, in Boise, having a very 
fine time at the home of Bob and Gretchen Strawn. 

Bill Joost, selling a line of ski wax to the Sun Valley 

Lodge, then deciding to stick around for a couple 


is soon 


of weeks of skiing—and Augie Ericksen making the 
rounds in that new Buick Riviera 
> > > 


Dave (Joe D. Hale) Rudnick was in Seattle recently 
and, being a very proud father, was showing pictures 
of his son and heir to Dick and Valerie Vaughn. Dick 
let Joe rave on about his only child then stopped him 
cold by announcing that the Vaughns are now expect- 
ing their sixth! A very courageous couple, the Vaughns. 
Say—Valerie—how about presenting Dick with another 
set of twins! 

> . > 

Eddie (Vernon) Cooper was in the Northwest re- 
‘ently with his new line and looking very happy about 
the new deal. Best of luck, Eddie, on the new venture. 
Just go easy on the National dealers, will you, Ed. 

> - > 

You'll have to get the details from Clint Martin but 
t seems that Clint’s dog “Shottze” really let him down 
recently. “Shottze” is not the hound that I thought 
he was, Clint 

> > _ 
Dick’s brother, has left Van’s in Leba- 
started working for Sam (Your Of- 
Medford, Ore. Guess Eddie missed 


Eddie Zeisler, 
Ore., and nas 
fice Boy) Colton in 


wonderful fishing on the Rogue River. 
- . » 
Art Joy has unced that as of May 1 he will be 


working for Wilson Jones Company, with Charley 
Nunn. I’m wait to see how Art will look in one of 
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The Teacher 


coCce—- 


—One of your biggest | * 
markets for the sale of | §X7= | 


FLO-MASTERS FLASH CARDS __ 
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A recent letter-writing contest run 
in teachers’ publications revealed 
more than one hundred uses for the 
FLO-MASTER in schools. Of even 
greater importance—more than half | 
the letters referred to the saving of 
TIME effected by the Flo-master | 
with its magic felt nib. A typical | 
example — “gives a teacher more | 
speed in getting things ready”. 





POSTERS 





Here’s a golden opportunity for YOU! Get just 
one teacher to use a Flo-master and watch 
the others flock in. Better yet—demonstrate the 
Flo-master to the purchasing agent of your 
local school system. But don’t miss this big mar- 
ket for the sale of Flo-masters and a steady 
repeat business in Flo-master Inks. 


4 Teacher Publications | 


A regular schedule of Flo-master advertisements is 
appearing in leading national teachers’ magazines 
with a total of more than 1,600,000 individual ad- 
vertisements during 1952. 


Send for a copy 


A broadside with illustrated examples of the | 
use of the Flo-master in schools has just been 
published for distribution among teachers. 
Write for o copy to Cushman & Denison Mfg. | 
Co., Dept. H-4, 153 W. 23rd St., N. Y. 11, N.Y. 








Flo-master 


The “Miracle” Pen with the FELT TIP + 
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NO ONE 


can match this chair for 


VALUE! 


27 INCH SPREAD WIDEST 
— OF ANY METAL-BASE CHAIR 





Only the new SHEPHERD “800” 
series gives you all the features your 
customers want most. 


Here is the most beautiful, most comfortable line 
of chairs on the market today. Your choice of cover- 
ings . . . Dupont Fabrilite, Claremont, Gros-point 
or top grain leather . . . in a fine selection of colors. 
The “800” series is finished to match desks and 
files of most popular lines. It’s bound to be a sales 
leader ...s0 WRITE NOW for complete informa- 
tion including prices. 


Model illustrated: No. 830 — Executive swivel arm 
chair. Also available in side chairs and side-arm chairs. 


0) CHAIR JC OM PANY 


OFFICE AND FACTORY 
1916 MAIN STREET, MELROSE PARK, ILLINOIS 
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those big hats. You can’t let the old tradition down 
you know. 
> + . 

Latest news from Medford says that Walt & Dorothy 
Young have returned from Reno where Walt enjoyed 
his usual good luck. What I can’t understand is why 
he is so unlucky when he takes the Travelers to the 
Medford Country Club. 

* * * 

A spring blizzard caught some of our travelers in 
Southern Oregon. It seems that Jack (G-F) Boehne, 
Dick (B&P) Zeisler, Russ (Carter Ink) Stevens and 
Joe (Apsco) Dwyer were all involved. Jack was with- 
out his car on this trip and what with the bus strike 
and the storm grounding planes and stopping trains, 
he had his problems. However, by exhibiting some 
fancy hitchhiking ability, he kept most of his appoint- 
ments. 

One very interesting coincidence was the fact that 
the route followed by these boys was the same as the 
schedule of the World’s Champion Girls Basketball 
Team. This team, composed entirely of redheads, has 
a center who is six feet, four inches tall. 

As you might suspect, this is the gal that impressed 
Joe Dwyer the most. Put this gal in some high heel 
shoes and get her on a dance floor with Joe and you 
would have the most interesting couple of the year. 

Well, one thing about a blizzard—you meet such in- 
teresting people. 

* + * 

Bob (Oxford-Invincible) Davis is a man who really 
knows his way around with a knife and fork. Because 
of this talent we have decided to add a feature to the 
column by listing some of the better places to eat and 
we hereby appoint Bob as our Roving Gourmet. 

We will expect a report from Bob each month on 
the food situation in the territory. However, one 
word of caution. This is a honorary title so don’t send 
us any expenses that you have incurred in getting this 
information. 


* * * 


“Out Where the Handclasp is a Little Stronger” 





Dixon Crucible Appoints Harrer 

John R. Harrer has been appointed pencil sales rep- 
resentative in the Chicago area, according to an 
announcement made by Anthony J. Zino, general sales 
manager of the Joseph Dixon Crucible Company. 

Prior to joining the organization Mr. Harrer was a 
member of the industrial engineering department of 
Marshall Field & Company, Chicago, as work simpli- 
fication co-ordinator. He is a graduate of Northwest- 
ern University. 








i 


Invitation to Retire 


Appearing on Don McNeill’s 
Breakfast Club radio program March 14, Col. Irving Salomon, 
chairman of the board of Royal Metal Mfg. Co., talked about 
retirement in connection with his recent book, “Retire and Be 
Happy.” Shown presenting a copy of the volume to his host is 
the author (standing) and the Breakfast Club cast: Aunt Fanny 
(Fran Allison of “Kukla, Fran and Ollie” fame), Singer Johnny 


Desmond, Don McNeill, Singer Patsy Lee and Comedian Sam 


Cowling. 
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For construction features that attract customers 
let's bring up REINFORCEMENTS” 


Users of metal office furniture have a right to expect 
efficiency, comfort, economy and eye-appeal . . . and they 
get them all by insisting on INVINCIBLE. But Invincible 
also assures the all-important factors of STRENGTH and 
DURABILITY, through extra rugged construction as 
shown in the drawing at the right. Note how a 30” desk 
top is reinforced by 3 big box channels plus the 2 angle 
rims at the edges for a total of 5 supporting members. 


A 36” top has 5 box channels and 2 angle rims for a 
total of 7 sturdy supports. Each desk slide also has a 
rugged box channel support. Each desk island has 2 sup- 
porting box channels which combine the strength of 
the island intermembers with the vertical reinforcements 
shown at the side of the pedestal. Because these rein- 
forcements are placed on both sides of each pedestal, any 
shocks resulting from dropping or rough haadling are 
ibsorbed through the entire framework of the desk. For 
letailed information on other distinctive features which 
convince users that Invincible equipment is a wise invest- 
ment “for better business living”—write the factory direct. 


INVINCIBLE METAL FURNITURE 
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“FOR BETTER BUSINESS LIVING” 
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OPEN, SEASON ON 


@ MOTHER'S DAY—FATHER’S DAY 
@ GRADUATIONS 

@ ANNIVERSARIES 

@ OFFICE WEDDINGS 

@ SPECIAL AWARDS 

@ EVERY GIFT OCCASION 





















Now is the time to make Sheaffer's ue 
Desk Set sales! And these sales make 
money for you! With the proud prestige of 
the Sheaffer name it's a “natural” for 
every Spring gift event. So beautiful— 

so practical—so right— that your 


suggestion will be welcomed and appreciated, 


Try it and see! For group gifts such as 
office weddings and other events—for 
personal gifts from one to another, 
Sheaffer's i Desk Sets are custom-made 
to fit every requirement. Promote them 
with displays—through personal contacts— 
by mail—with advertising. This 

is the season for sales! 

Sheaffer's |||" Desk Sets from $10.50 


(Taxes Extra) 
S HEAFFE RS 


mere cor O\ 0% or ~ on 


W. A. Sheaffer Pen Co., Fort Madison, lowa, U.S.A. 
In Canada: Malton, Ontario 
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Pacific Northwest Notes 


C. M. LITTELJOHN, CORRESPONDENT 
918 12TH AVE. N., SEATTLE 2, WASH. 

Quitting business with a large book and allied stock 
is the Fouray Book Store at 1306 First Ave., Seattle, 
Wash. The firm wound up business with a “swan song” 
clearance during March. 

> > * 

Recently selected for membership in the Tacoma 
Chamber of Commerce were Norman E. Lee and Leroy 
F. Liles. They operate the Tacoma agency for the 
Monroe Calculating Machine Company, Inc. 

. - > 


Lowman & Hanford Company of Seattle has won an 
award for 544 pupils’ chairs to be furnished to the 
Board of Education at Everette, Wash., for its Madison 
School addition. Prices on the chairs ranged from 
$5.51 to $6.87, making a total for the Lowman organiza- 
tion of $3,370 

e + > 

John L. Matthiesen, who was struck by a car which 
injured his back, more than a year ago, has had an- 
other extended hospital visit this spring. John, with 
the firm of John L. Graham & Company, Spokane, has 
been in Deaconess Hospital, Spokane 

. . . 

Office furniture dealers and stationers will be among 
those members of the Seattle Chamber of Commerce 
who will take part in a program to help educate public 
school teachers appreciate the point of view of 
business men 1 those in industry too. 

. om * 

Vic Close, in the greeting card business for several 
years at Trent and Post Sts., Spokane, has recently 
moved to fine new quarters at the Main and Post 
Market, same 1 


. - - 

The annual education night dinner staged by mem- 
bers of the Seattle Chapter of the National Office 
Management Association and some of the city’s office 
equipment and office furniture dealers, was most suc- 


cessful 

Four different fields of office machines, as well as 
business education, were explored at this highly edu- 
cational night in the Windsor Room of the New Wash- 
ington Hotel 


There was a panel of four teachers and four office 
managers leading the discussion. Miss Leda Wilson, 
representing the Wilson Calculating School, and Lloyd 


Dodd, of the Seattle First National Bank, were the 

experts on the operation of calculating machines. Ad- 

visers on office behavior were Miss Frances Kwapli 

and Ford Quicsland; on dictation, Mrs. Gudrun Dun- 

can and Roy Rambeck of the University of Washing- 

ton; on typing, Atwolt Stoll and Robert E. Davidson. 
a ” * 

An interesti note—Francis J. Pelly, brother of 
Thomas M. Pelly of Lowman & Hanford Company of 
Seattle, is British Consul in Suez, Egypt, one of the 
present “trouble spots” in the world. Their father was 
Bernard Pelly, British Consul in Seattle for over 30 
years. While Thomas became an American citizen, 
Francis followed his father’s career in the Diplomatic 
Service 

* . . 

A new office iilding for Washington state govern- 
ment is contemplated. It would replace the many 
1round Seattle, but would be in addi- 
office building at Olympia. 


Offices scattered 


tion to the state 





Commercial Controls Opens Divisional Office 

The Commercial Controls Corporation, manufac- 
turers of office machines and equipment, has estab- 
lished a four-state divisional sales and _ service 
headquarters Dallas at 101 Reserve Life Building 
States to be covered from the office are Texas, Ar- 
kansas, Oklahoma and Louisiana. 

The district manager is Thomas B. McFarlin.—JHR 
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STORMS 


QUALITY PRODUCTS 


CARBON PAPER 
INKED RIBBONS 
CARBONIZED ROLLS 


“The Complete Line" 
DEALERS... 


INCREASE your sales. Compete with confi- 
dence. 


Sell highest grade merchandise produced and 
guaranteed by a reputable manufacturer with a 
thorough knowledge of DEALER requirements. 


H. M. STORMS COMPANY serving the DEALER 
TRADE EXCLUSIVELY for more than HALF 
CENTURY is exceptionally well equipped to 
provide everything required in CARBON PAPER, 
INKED RIBBONS AND CARBONIZED ROLLS. 


We have complete modern facilities for pack- 
aging and imprinting under dealers private 
brands. 


Investigate our PERSONALIZED service. Carbon 
paper permanently identified with your brand 
name printed directly on each sheet of carbon. 
A sure way to build repeat sales. 


Write NOW to Dept. H for details. 





H. M. STORMS COMPANY 


Storms Building, Brooklyn 16, N. Y. 
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Your guarantee 
of the finest 
in Leather Goods 


Add locomotion to your sales 
with DOPP-BILT . . . the 
fastest-moving line in fine 
leather! DOPP-BILT cases are 
streamlined for rapid turnover... 
powered with sales appeal! Don’t 
travel with slow freight ... let the 
DOPP-BILT line speed you to 


bigger and better profits! 1 ry 
~ 


qwerty . 


Free Mat Service to Dealers 
NATIONALLY ADVERTISED 


Charles Doppelt 


& Co., Inc. 


2024-26 S. WABASH AVE., CHICAGO 16 


A 
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SEEN AND HEARD IN 


SOUTHERN CALIFORNIA 


by J. Edward Tufft 
2012 Huntington Dr., South Pasadena, Calif. 


C. E. McNamara, branch manager for Remington 
Rand Ind., 711 S. Olive St., Los Angeles, announces the 
opening of the company’s new warehouse at 30th and 
San Pedro Sts., early in May. The new building which 
has floor space of 35,000 square feet is to be used asa 
warehousing and mechanical services center. 

Mr. McNamara also reports that the new Remington 
Rand office headquarters being erected on Wilshire 
Blvd., is scheduled for completion by September 1. 

Oscar Maier has been appointed district manager 
of sales and service activity in the Long Beach area, 
Mr. Maier, formerly a sales representative for the 
company, was assigned to his new position under Rem- 
ington Rand’s integration program, according to Mr. 
McNamara. 


* * * 


Otto Christiansen, sales manager for the Friden 
Calculating Machine agency, 836 Wilshire Blvd., reports 
that his entire sales force has met the high quota 
requirements qualifying them to attend the “Fiesta de 
los Conquestadores” to be held at Virginia Beach, Va., 
beginning May 4 and continuing throughout the week. 

Fiesta de los Conquistadores, “The Fiesta of the 
Conquerors,” was originated prior to World War II by 
the late Carl Friden, founder of the company, is con- 
ducted as a national sales convention and clinic for 
managers and salesmen. 

The Fiesta, which is a tribute to Mr. Friden, was dis- 
continued for a few years due to war conditions, but 
was resumed in 1951. 

Mr. Christiansen, as sales manager, will also attend 
the event. He expresses great satisfaction with the 
outstanding achievement of his sales force. 


* - ” 


Jim Ward of the Ames Supply Company, Chicago, 
was host and speaker at the March dinner meeting of 
the Southern California Office Machine Dealers Asso- 
ciation, held on St. Patrick’s day at the Rodger Young 
Auditorium in Los Angeles. 

Mr. Ward, who spent a month on the West Coast, 
spoke on conditions now prevailing in the office ma- 
chine industry and gave many helpful suggestions to 
dealers on how to increase sales. 

There was an attendance of 233, including members, 
their wives and guests. Mr. Ward presented collapsible 
nylon shopping bags to the ladies as mementos of 
Ward’s 50th anniversary. 

Harold Mann, secretary of the NOMDA, led the 
group in the singing of Irish songs. Jimmy Ravel, a 
magician, gave a presentation of legerdemain. 

Al Foxcroft, the president, presided. He announced 
that a joint meeting of the Southern California, San 
Diego, Bay Area, and Northern Associations was 
scheduled for April 18 at Fresno 

April 21 was the date set for the next meeting of the 
Southern association. 

Frank R. Marshall, manager of the Los Angeles 
Ames Supply office, 777 East Pico Boulevard, accom- 
panied Mr. Ward to San Francisco and other northern 
points. Mr. Marshall was co-host for the March 17 
event. 

* . * 

Harold Mann, secretary of the NOMDA, reports that 
exhibit space for the convention to be held at the 
Baker Hotel, Dallas, Tex., June 16, 17 and 18, is selling 
faster than for any previous convention. He reports 
that a very large number from the Southern California 
Association will attend. Mr. Mann also states that 
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Watson 


SINCE 1887 





True... 


We are producing 


Material for Defense, 


... But 


We are also producing 
Commercial Equipment 


such as 


Files, 

Court House, 

Bank, and 

Hospital Equipment. 


Contact your Watson agent 
for full information 
—or write direct. 





UPRIGHT FILES 
—2, 3, 4 and 5 drawer 


units 


COUNTER HEIGHT 

FILES—continuous lino 
leum tops and finished 
counter fronts, stock and 


special. 


HORIZONTAL FILING 

EQUIPMENT—for floor 
cases, omnibuses, safe in- 
teriors, vaults and book 


cases. 


TABULATING FILES 

—22 drawer units, built 
to definite specifications 
to give maximum capa- 
city and protection to tab- 


ulating machine cards. 


HIGH LINE FILES 
—stock units for roller 
shelf and document files 


in three standard heights. 


INTERIOR METAL CASE 
WORK—for banks hos- 
pitals, court houses, mu- 
seums and public build- 


ings. 


CUSTOM BUILT INSEC!I 
SCREENS—steel, bronze 
and aluminum framed 
screens for windows, 


doors and porches. 


ROL-DEX AND TRANS. 
DEX—active record filing 
equipment “that rolls rec- 


ords to aseated operator.” 


CONTRACT SPECIAL- 
ISTS—custom design 
and fabrication of: prod- 
uct cases, control cabi- 


nets, electronic equip- 


ment, and special built 


to order items. 





WATSON MANUFACTURING COMPANY, dnc., Jamestown 3, New York 
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THE NEW 
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SERIES 


MCO 








No. 5380 WE 
4 Drawer 
80 x 42 
Nothing achieves the popularity 
of the Conference type desk 


















ign idea in executive office 


ng of the richness of the 
a streamlined desk pattern. 


resu ‘is a group that has a sleek and graceful look — 
7 of the advantages of ample-sized pieces. 


CO DESK MANUFACTURING CO., INC. 


THE LEADER FOR HALF A CENTURY 
BLOOMFIELD, INDIANA 
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“Who's Who” fo! 


tribution abou 


All That’s Nev 
the Fifth Annua 
sponsored by the 
Association of C 


at the Biltmore 


Robert G. Chapman, of Ducommon Metals, who is 
publicity directo 


all exhibit space 





Business Show Ahead 


plans for the forth 


ness Show with R 


Miss Lohn of Beverly 


Ss 


umbia Broad 


assistant treasure 


number of Call 


at any previlou 
The office of 


moved to 7318 


the industry will be ready for dis- 


1e middle of May. 


> > > 


in 52” was selected as the theme for 
Southern California Business Show 

ss Angeles Chapter of the National 
st Accountants, April 15 through 18, 


tel, Los Angeles. 


the new show, announces that 
sold promptly and that there will 


. Queen Yvonne Lohn discusses 
; Fifth Annual Southern California Busi- 
E. McRann, business manager of the show. 
i is an assistant script girl for the Co- 
tem, and Mr. McRann is secretary and 

ck Mfg. Corp 


f new products and also a greater 
made products presented than 


Angeles Chapter of NACA was 
St. as of October 1. 


Roy E. McRann, secretary and assistant treasurer of 


the Bobrick Mar 
business manage! 


The office 
California repo! 
store at 1011 Pr 
The proprieto! 

J. A. Mote, in 


stationery stor 


thorne, Calif 


John M. Wilson 
the National Ca 
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Vanquet Spo! 
Los Angeles at 
Mr. Wilson 
Particularly in 
Said he found 
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i cash registe1 
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ver $211.000.000 
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turing Company, Los Angeles, is 
the show 
Stationers Association of Southern 
he opening of a new stationery 
t St., La Jolla, Calif., on April 1. 
H. G. Cady. 


itter part of March, opened a new 
04 South Hawthorne Blvd., Haw- 


* * 


president in charge of sales for 
Register Company, Dayton, Ohio, 
tional Sales Executives, Inc., was 
eventh annual Top Management 
the Sales Executives Club of 
lifornia Club on March 16. 
ted on the great development 
in the Los Angeles area. He 
e most modern ideas have been 
erchandising with the thought of 
ers’ needs. 
he said, ” his company’s sales 
ffice machines can be considered 
le sales reached a new high of 
Mr. Wilson reported, and since 
iness in the Los Angeles area 
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DRAFTING 
EQUIPMENT 
vA 


LIFETIME 


STEEL 


CONSTRUCTION 





Stee! Base Adjustable 
Drafting Tables with 
Selected Soft Wood 
Tops made in 4 stand- 
ard sizes. 


Sectional Planmaster 
Filing Cabinet in Sta- 
cor's exclusive ‘‘All- 
Purpose” design made 
in 5 and 3 drawer units 
—in 3 standard sizes 


The most durable steel construction, the most prac- 
tical modern design, the most economical in cost... . 
that's STACOR, the drafting room equipment which 
dealers find the easiest and most profitable to sell. 


You'll get the BEST sales results when you feature draft- 
ing equipment in STEEL by STACOR! 


NEW ITEMS! NEW LIBERAL DISCOUNTS! 
Write today fer iUlustrated catalog sheets. 


STACOR 


EQUIPMENT COMPANY 
770 East New York Ave., Brooklyn 3, N.Y. 
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@ You'll sell more chairs, 
better chairs, if you feature pos- 
ture-fitting styles with Seng Syncro- 
Tile Action Control. Office Chairs 
which are Seng Equipped promise dol- 
lars-and-cents benefits in improved 
working comfort and efficiency. 

Progress in seating comfort starts with SENG Precision Built 
Syncro = Tile Controls — designed for the right combination of 
smooth-operating swivel-tilt-reclining, and body-fitting chair ac- 
tion. That’s why SENG is an important sales-builder in executive 
chairs. USE this advantage on every sale. 

SPECIFY SENG CHAIR ACTION CONTROLS on the new 


executive chairs you buy — for easier selling, higher unit sale, 


greater customer satisfaction. 


The SEND Comaary 


1450 NORTH DAYTON ST - CHICAGO - 22- ILL. 


SINCE 1874 WORLD'S LARGEST SPECIALISTS 
IN FURNITURE HAROWARE 
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has jumped 450% and the number of new offices hag 
increased from four to nine. ; 

Lyman Dunbar, president of the Sales Executi 
Club, presided and Oliver M. Chatburn, vice-presid 
of the California Savings and Loan Association 
chairman of the Sales Executives Club speakers c 
mittee, introduced the speaker. 

” + + 

In recognition of the important part the wes 
states are being called upon to play in the natio 
economy, and in anticipation of the continued gro 
of the Los Angeles Area, the Western Division of A 
Supply Company is expanding its services. 

Announcement has been made of the appointm 
of Phil M. Chadwell as western service representa 
with headquarters in Los Angeles, according to Earl & 
White, vice-president, San Francisco, and Frank 
Marshall, manager, Los Angeles. Earl S. White, Jr 
will assist Mr. Chadwell in this territory. 

~ ” * 

David Ligon, proprietor of the Glendale Typewrite 
Exchange, 159 South Central Ave., Glendale, announces 
the sale of his store at 430 N. San Fernando Rd., Bur 
bank, to John Wyatt, formerly of Boston and nog 
proprietor of Harts Typewriter Company, Long Beach 

Mr. Ligon purchased the Burbank store late last year 
from Harley Townsend. He now finds that manage 
ment of the two places of business is just a bit te 
big a job, leaving no time for recreation. 

+ * ” 

Walter W. Morey, developer of the teletypsetter, g 
system of setting type by wire, died on Sunday, Mare} 
9, at his home, 3923 Stockbridge Ave., Los Angeles, 

Mr. Morey, who observed his 70th birthday on Marel 
6th, began his career as a carrier boy on the Dovey 
(N. J.) Journal when he was 17. He and his brother 
later operated printing plants in Morristown ang 
Newark, N. J. Later, he became a sales representative 
for the Lanston Monotype Machine Company. 

Revolutionizing type setting procedure, the tele 
typesetter sets lines of type automatically from a perf 
forated tape fed into it from a teletype machine. 

Mr. Morey retired from the Teletype Setter Com- 
pany in 1948 and established residence in Los Angeles. 
He leaves his widow, Mrs. Alice C. Morey; a son, Walter 
W. Morey, and a brother, Charles W. Morey of 
Nutley, N. J. 

Phil D. McHugh, proprietor of an advertising agency, 
was the guest speaker at the March meeting of the 
Southern California Office Furniture Association at the 
Rodger Young Auditorium. Mr. McHugh’s subject was, 
“Advertising Pertaining to the Furniture Industry” 
He stressed radio, newspaper, direct mail, and tele 
vision as important advertising media. His talk was 
followed by a question and answer period. The speaker 
was introduced by the president of the association, 
Herman Klein of the Miller Desk and Safe Company, 
219 W. 2nd St., Los Angeles. 

Irving Levy, vice-president in charge of sales for the 
Art Steel Sales Corporation of New York City, and Mm 
Levy, were also special guests at the March meeting. 
Mr. and Mrs. Levy stopped in Los Angeles on their way 
home from an extended trip throughout the United 
States and the Hawaiian Islands. 

Mr. Levy said he feels that now is the time for all 
retailers to get their houses in order for the sellers 
market is fast changing to a buyer’s market. Hf 
stressed the necessity of being progressive. He als 
emphasized the value of advertising and other modem 
methods of selling. With the steel market eased up@ 
bit the steel furniture situation is less critical, 
pointed out. Mr. Levy expressed optimism for the truly 
progressive office furniture dealer. 

Mr. Klein announced that the Southern California 
Association will be well represented at the national 
convention to be held in Atlantic City, April 23, 24 and 
25. At this writing the following members have 
plans to attend: Mr. Klein himself and Leo Miller @ 
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art steel co., inc. | 
170 w. 233rd street | 
new york 63, nm. y- 
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Twenty-three years ago, when a group of wood crafts- 
men and businessmen banded together, the infant company was named 
the New Indiana Chair Company. 


Now, with a background of outstanding continuous service, a host of suc- 
cessful dealers, and a name known throughout the wood furniture world, 
it seems a misnomer to continue as the New Indiana Chair Company. No 
longer are we new — but old! — and proud of it! We're proud of our 
record and every piece of furniture we have produced in those 23 years. 





So we are correcting our name. The quality products we have been pro- 
ducing will be the same . . . the same people, the same service, everything. 
But we're no longer New! Now — we're the Indiana Chair Company. 


4 
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the Miller Office Desk and Safe Company; Frank 
Ybarra of the National Office Furniture Company; 
Dennis O’Hern of the Hollywood Office Furniture 


Company; Louis Gold of the Gold Safe and Desk Com- 
pany; Mrs. Ann Schacker of the Atlas Desk Company, 
and Mike McMahan of McMahan Brothers Desk Com- 
pany, Inc 





Karr Leaves Retirement to Open Business 


After a two-year trial retirement, John E. (Jack) 
Karr is resumil business in La Porte, Ind. He had 
previously operated the Karr Office Furniture Com- 
pany in La Porte from 1947 to 1950, when he retired. 
Since that time however, one of the old-time stationers 


in the town has discontinued his business and Jack 
sees the need fo! commercial office supply and office 
furniture store in the community. 

Jack, an old in the stationery business, began 
his career as an after school errand boy with Brown- 
Blodgett & Sperry Co. of St. Paul, Minn. With this firm 
he worked his through the organization to floor 
salesman and \ serving in that capacity when he 
enlisted in the U. S. Marines in 1917 


After two yea! service he returned to Brown- 
Blodgett & Sperry Co. where he had the position of 
floor manager until he left to join Marshall Jackson 


nan and floor manager for 12 years 

With three iates he organized the Globe Furni- 
ture Company of Chicago, selling out his interest after 
a year to his two partners. He remained with the firm 
as an outside man for 12 years, after which he 
sstablished his business in La Porte after oper- 
ating Karr Office Supply Co. at Geneva, Il 


of Chicago as sale 





Sheaffer Appoints New York City Manager 


Robert F. Sullivan has been appointed territorial 
manager for New York City, it has been announced 
by R. H. Whid 


general sales manager of W. A 


Sheaffer Pen C ny 
Mr. Sullivan eeds J. E. Sweeney who is retiring 
after 27 years se! with the Sheaffer company. Prior 


to his appointment, Mr. Sullivan was territorial man- 
ities in western New York state, 
Rochester. 


ager for the 


headqual 
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Typewriter Serves, Too ... Mrs. Madeleine M. Low. 
president of the | f trustees of the Hudson Guild, watches 
Miss Sylvia Lewis 11 secretary, type on their new Under- 
Wood at the Neig House, 436 W. 27th St., New York 
City. The Hudsor which has been operating for 57 years 
has had a trem¢ y beneficial influence in the lives of low 


income people e neighborhood between 23rd St. and 
42nd St. Eact re than 10,000 people use the Guild's 
facilities 
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THE NEW LOW COST 
REMINGTON RAND 
CASH REGISTER 





Gives you more features to sell 


Every retail business in your area is a prospect for 
this modern, compact, low cost Remington Rand 
Cash Register. Here—in one machine—are all the 
features needed to help your customers record daily 
sales .. . simplify store accounting . . . safeguard 
funds. No other cash register offers the positive 
selling features you find in Remington Rand Top- 
flight Cash Registers. Ask your local Representative 
today for complete details. 


These four features alone 
will make sales for you 


@ Nine Department or Clerk Designations to sim- 
plify sales accounting. 


@ Paid-Out Charge Key prints distinctive symbol on 
the tape. 

@ Can be used as an adding machine with 7 column 
listing and totaling capacity. 

@ Has 10-key simplified keyboard, easy to operate. 


BACKED BY NATIONAL ADVERTISING 
IN LEADING BUSINESS PUBLICATIONS 
DIVISION 


DEALER SALES 


Remington. Mand 


YORK 10 N Y 


315 mehth a6. | AVENUE NEW 
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352 SENGBUSCH BUILDING 


i ti Ste 


fo speed your 


HANDI-PEN sales 


eg DSALLING advertising tells more than 

1,500,000 TIME readers each month about 
Handi-pen features—their unexcelled design, their 
good looks and attractive styling. It tells them how 
the famous Sengbusch “Capillary Action” inking 
principle prevents ink spoilage and waste — keeps 
the last drop of ink fresh as the first. This adver- 
tising means more customers and attractive profits 
for you. 

You get other sales-helps from Sengbusch, too 
— blotters, circulars, point-of-sale cards, etc. They 
make your sales job a real cinch. 

Feature Sengbusch — display Handi-pen Desk 
Sets — tell your customers about them. You'll be 
amazed at the volume you move. 

Stock up on Sengbusch HP 6 Handi-pen desk 
sets and be ready to make real money. 


REG. U. S. PAT. OFF. 
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MILWAUKEE 3, WISCONSIN 


News Notes from the Maritime Provinces 


W. J. McNULTY, CORRESPONDENT 
116 PRINCE EDWARD ST., ST. JOHN, N. B., CANADA 


Eustace Barnes, of St. John, N. B., who died recently, 
after about a year of ill health, was secretary-treasurer 
and a partner in the firm of Barnes & Company, 8t, 
John, office suppliers, from the founding of the firm > 
in 1909, until sale of the business several years ago. The 
founders were three Barnes brothers. Continuation of > 
the business has been by a succeeding firm of Barnes- 
Hopkins, Ltd., with H. F. and W. E. Hopkins, brothers, 
directing. 

Mr. Barnes was 87, a native of St. John, and had 
spent all his life there. He is survived by his widow, 
three daughters, five grandchildren, four great grand- 
children. The daughters are Mrs. F. L. Mitchell and 
Mrs. W. A. G. Bauld, both of Montreal, and Miss Doris 
Barnes, a school teacher at Nashua, N. H. 

The late Mr. Barnes was a pioneer golfer, having 
been one of the first residents of Canada to take up 
the game. Incidentally, he competed each year until 
1951, in a regional tournament to determine the annual 
champion of senior golfers in the Atlantic provinces. 
In church activities, he had been a leading worker for 
over 40 years. 

* * ” 

Vice-presidents of J. & A. McMillan Ltd., St. John, 
N. B., under a reorganization are: E. P. Mason, Mar- 
shall Urquhart and Robert Alexander. The secretary- 
treasurer is Frank Alexander. Laurance T. Allen is 
president, having succeeded the late Frank Alexander, 
Sr. One of the vice-presidents and the secretary- 
treasurer are sons of the late Mr. Alexander, whose 
death preceded that of Ira Rockwell his immediate 
predecessor in the presidency of McMillan, by about 
eight months. 

> 7. © 

Rex-Rotary duplicating machines now being dis- 
tributed by R. R. Colpitts & Son, Moncton, N. B., are 
being offered in hand and electric models. This old 
established office appliance firm services, as well as 
sells, this make of duplicator in the Atlantic provinces. 
Demonstrations are given in offices not only in the 
Moncton district but elsewhere in the east. The same 
service is given with Imperial typewriters. 

” - a” 

Seven makes of adding machines are being distrib- 
uted out of St. John, N. B. These are, National, by the 
New Brunswick branch of the National Cash Register 
Company; Sundstrand, by the N. B. branch of Under- 
wood, Ltd.; Remington by Remington Rand; Bur- 
roughs, by the N. B. Branch of Burroughs, and Allen by 
Soulis. W. C. Stirling also sells and services adding 
machines. Friden is handled by Marshall-Stevens and 
Monroe by J. A. Little. 

. ” + 

More office equipment was transported by air during 
the winter of 1951-52 than ever before. This is attrib- 
utable to congestion of highways and railroad lines by 
snow and ice. Some of the roads were unavailable all 
winter by the severity and frequency of the storms. 
From mid-fall to mid-May and later, planes only can 
be used for deliveries to Laborador, Greenland, and) 
most of Newfoundland. 

Use of typewriters, adding machines, duplicators, 
and so forth on Labrador has been greatly increased) 
during the past few years because of defense building} 
there by the U. S. and Canada. ] 


. . * 


Sales of office appliances made in England have been 
increased in the provinces over the past four years. In- 
cluded are typewriters, adding machines, duplicators 
check writers, dictaphones, safes, and furniture. Thi} 
is part of a campaign by the English manufacture 
and the government to improve the industrial ang 
financial status of the British Isles. Ports of entry for 
the British products during the winter shipping seasoz 
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NEW INK SENSATION” 
revolutionizes mimeographing — 


ame Hi Ss | 


ee 
DUPLICATING INK 


DON’T CONFUSE In- 
press “Formula 27” with 
any other ink you've ever 
seen! This instant-drying 
ink is entirely new—result 
of years of laboratory re- 
search! Works perfectly in 
all rotary stencil duplica- 
tors—open or closed drum. 
In %-lb. handy plastic 
“squeeze” bottle, or 1-lb. 
attractive metal container. 
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THE WORLD'S FIRST 
PERFECT DUPLICATING INK 





KEEPS HANDS NO SMUDGE— “TYPEWRITTEN” 











INSTANTLY CLEAN! NO OFFSET! LOOK! OR CLOG 
as it leaves the cylin Weoterproof, yet Sheets come clean Sharp, clear copies STENCIL! / 
der—no slip-sheeting never stains hands and stay clean! look like individually Won't herden doth | 
needed! ... washes off easily typed sheets! 






with soap and water. 

















A WORLD OF } New “TWIN-PAKT” PROTECTION 


—Every pair hermetically sealed 


° in air-tight envelope—stay factory 

NEW FEATURES in fresh until used! 
: x New PACKAGE APPEAL—A tri- 
umph of modern package design. 


/ Easy to open . . easy to close 
+ « + @asy to sell. 
New EASY COPY-FITTING—Pat- 
™ ented “ACCURA-SEE” Line Counter 
\ tells at a glance how many lines 
CELLULOSE > wvsed—how many left. 
<i New EYE COMFORT—Soft “NO- 
- GLARE” green color is easier on 
the eyes while typing—easier to 
proof-read, too! 
| New SUPERIOR QUALITY—Finest 
“PERSONALIZED” IMPRINT materials make IMPRESS more dur- 


a . . ° . won't “bleed,” smudge,,. 
RES y 
IMPRESS is making stencil news with dutty cencittl Qidmiain inane 


features dealers and customers want— Your name in gold on every New MATCHLESS PERFORMANCE— 
_ ‘ x s - ] IMPRESS cuts sharp and clear with 
features that will bring you new sales box ot no added cost. Write typewriter er stylve=rune cleener, 


—new profits! for full details TODAY. lasts longer! 


SELL THE BEST ... SELL IMPRESS! 


The PRINT-O-MATIC CO., INC. oo. 
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wiltshire modern 
helps to sell 
the new Ford 





This beautiful office is part of the Lubock Auto 
Company, the Ford distributor in Lubock, Texas. 
Thomas Brothers, Inc. of Lubock, installed the 


luxurious Wiltshire Modern wood office furniture. 


Wiltshire Modern, by Imperial, is a common sight in 


the offices of automobile dealers. This handsome, 
well-constructed wood office furniture makes a 
lasting impression on auto buyers, adds to the 
feeling of “Modernism” that goes with new cars. 
Your best suggestion to all your office furniture 
customers is Wiltshire Modern, by Imperial. 
Wiltshire Modern’s sleek beauty, its many utilitarian 
features, and its durability makes it one of the 
most popular lines of furniture sold today. 

If you are not now handling Wiltshire Modern, 
write today for information about how you can 


take advantage of this outstanding line. 
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Y VISIT OUR EXHIBIT 


AT NOMA EXHIBIT 
CIVIC AUDITORIUM 
POLK HALL 
SAN FRANCISCO 





National advertising each month in these publications 
pave the way for large installation sales for you. 
Through these ads your prospects come to know Imperial 
—want to buy it. 


desk company 


EVANSVILLE 7, INDIANA 
MANUFACTURERS OF WOOD OFFICE FURNITURE 


aay 


nd MEMBER OF WOOD OFFICE FURNITURE INSTITUTE 
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which prevails from late November to early April are 
Halifax and St. John 

Probably the best known of the overseas office sup- 
plies in the eastern provinces this year is the Imperial 


typewriter, now being sold and serviced through the 
eastern Canadian territory. 
> > > 
The territorial base of Underwood, Ltd., at St. John, 
N. B., is on the street floor of a building which has 
been used by the largest business school of New Bruns- 


wick province for the past half century. J. Edmund 
Cole is branch manager. Expansion and remodeling‘of 
the Underwood quarters involves a mezzanine floor 
in addition to the street floor. 





Rem Rand Offers Plan for Record Retention 
A Basic Plan for Record Retention and Destruction” 


is the subject of a new brochure just released by 
Remington Rand Inc. to aid management in the in- 
telligent planning for disposition of records at the 


time they are created, by destruction of useless rec- 
ords and the economical, safe storage of those that 
must be retained 

This 24 page “handbook for management” covers 
such subjects as classification of business records, effi- 
cient record handling, how to organize a retention 
plan, how to operate a plan, and the tools for effective 
record retention. Included is a case history of a record 
retention program of a large utility corporation. 

Profusely illustrated, with actual reproductions of 
various forms used for record retention and destruc- 
tion, the handbook contains a checking chart listing 
the various types of records and the time element in 
their retention 

Copies of the handbook “A Basic Plan for Record 
Retention and Destruction” No. 1200—can be obtained 
by writing Remington Rand Inc., 315 Fourth Avenue, 
New York 10, N. Y 





Wilkes-Barre College Sponsors Business Show 


Business machine manufacturers, their representa- 
tives and efficiency experts of business houses in the 
Wilkes-Barre-Scranton region, participated in a busi- 
ness show at King’s College, Wilkes-Barre, Pa., March 
21-22. Sponsored by the college’s Business Administra- 
tion Club, the two-day show featured displays in the 
Kine’s College auditorium. 

Among companies represented were Todd’s Business 
Forms of Scranton; Ediphone, Woodstock, Victor, 
Allen-Wales, Ditto, Underwood, National Cash Reg- 
ister, Royal Typewriter, SoundScriber, Executone, Bur- 
roughs Adding Machine and Pitney-Bowes.—GET 








For Loyal Service More than a century and a half of 
loyal service to the L. E. Waterman Co., was rewarded when 
Frank D. Waterman, president, made presentations to three execu- 
tives, at a “Gold Jubilee Dinner.” Mr. Waterman is shown 
presenting gifts to Martin I. Donnelly, wholesale department man- 
iger, now retired, while William L. Riemann, manager of the 
service department, at extreme left, and William H. Kernan, export 
lepartment manager, who has also retired, look on. 
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B] ELECTRIC PRINTING CALCULATOR 
CAPACITY 9,999,999.99 


A REAL DEAL 
for the Retail Dealer 


Because of certain important and exclu- 
sive features, Barrett Printing Calculators 
require a minimum of sales effort, and 
under the BARRETT EXCLUSIVE SALES 
AGENCY PLAN the business you build is 
YOURS. 

Some territories now open for exclu- 
sive assignment. If interested in securing 
our exclusive and profitable agency, 
write for full information. 


BARRETT ADDING MACHINE DIVISION 


LANSTON MONOTYPE MACHINE COMPANY 
Twenty-fourth ot Locust Street Philedeiphie 3, Pa. 











B19? HAND OPERATED PRINTING CALCULATOR 
CAPACITY 9,999,999.99 
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RED BORDERED 
GUMMED LABELS 


30 POPULAR SIZES 


%& BEST QUALITY WHITE PAPER 
& FINE, SMOOTH WRITING SURFACE 
%& STICK QUICKLY AND PERMANENTLY 


*® BOXES 





THE REYBURN MANUFACTURING CO., INC. 


PHILADELPHIA 32, PA. 


(4048 W. POLK ST., CHICAGO 24, ILL, 
WAREHOUSES) «19 & SECOND ST.,FT. WORTH, TEXAS 
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Canadian News Notes 


S. J. LUDDINGTON, CORRESPONDENT 
BOX 421, POSTAL TERMINAL A, 
BAY & FRONT STS., TORONTO, ONT. 

Kenners Office Supply Centre opened for business 
recently at 38 Wellington St., Stratford, Ont., with a 
large stock of furniture and equipment. In addition 
to a full line of supplies, the firm is featuring Preston- 
Noelting office furniture and equipment which is pro- 
duced in Stratford. 

> * © 

The National Office Furniture Company, 28 Welling- 
ton St. West (room 503), opened for business recently 
at that Toronto address. The firm has representatives 
who will promptly call on business firms desiring their 
services or quotations. 

7. ~ = 

The Hay Stationery Company, Ltd., London and St. 
Thomas, Ont., was awarded the contract for furnishing 
the Locke’s public school, St. Thomas, which was 
recently opened following enlargement of the building. 

- 7 a 

Thirteen employees of the W. A. Shaeffer Pen Com- 
pany Ltd., Malton, a suburb of Toronto, recently were 
presented with five-year service pins. Two other em- 
ployees received 10-year pins. Presentations were made 
by W. A. Saunders, president. 

Officials state that 25% of manufacturing time in 
the Sheaffer pen factory is spent on inspection and 
that 300 individual operations are required to make a 
single pen—which usually takes about six weeks. Close 
to 200 persons are employed in the Malton plant. 

- 7 ” 

J. Vere Carmichael has been appointed to the sales 
staff of Eversharp Inc., to cover the Province of Alberta 
and northern Saskatchewan for the Eversharp Schick 
injector razor division and the Eversharp writing in- 
strument division. Mr. Carmichael, native-born 
westerner, has been in the consumer product business 
for many years and is very well known to the trade. 

> ” - 

Jeffrey Preston, general manager in charge of sales 
of the Preston-Noelting Company of Stratford, Ont., 
recently gave a most interesting illustrated talk on 
modern office efficiency compared with that in the 
olden days, to members of the Kiwanis club in St. 
Thomas, Ont. 

Mr. Preston prefaced a film with a short talk on the 
new concept of the business office where the produc- 
tion actually starts today. 

- . « 

Remington Rand, Windsor, Ont., was recently 
awarded the contract te supply a $4,600 accounting 
machine to the Windsor Board of Education which is 
streamlining its business practices. The bid of Rem- 
ington Rand was approved at a total cost of $4,605.40 
which includes trade-in of a cheque writer. T. Roy 
Nobel, business administrator, stated that the account- 
ing work is very heavy and the board’s staff exceeds 
700. The board also has more than 700 vendors’ ac- 
counts. With a manual staff, Mr. Noble said, it was 
almost impossible to get quick, accurate results 

* * - 

Lowerys Ltd., dealers in several leading lines of office 
equipment, plans to make a separate entrance on 
Park St. to its present store in Port Arthur, Ont., and 
to divide it into separate office supplies and china 
stores. 

Andrew S. Christie, owner and manager of the store 
situated at the corner of Park and South Cumberland 
Sts., states that the office supply business would be 
located on Park St. 

The business was established by the late Samuel M. 
Lowery in 1905. Mr. Christie, a son-in-law of Mr. 
Lowery, has been connected with the firm since 1934 
and purchased the business in 1946 


* - > 


The Willson Stationery Company Ltd., which opened 


OFFICE APPLIANCES, May, 1952 











OF 

















1S HOOSIER DESKS o/so Exce// 
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Avon Products Inc., Atlanta, Georgia . . . Manufacturers and Distributors Mg Cosmetics and Toiletries. 
installation by—Braun & Rutherford Co., New York, 


There are beauty aids for the office too. Hoosier Desk Company proves that fact 
in the refurnished offices of the Avon Products Inc., Atlanta, Georgia—foremost 
manufacturers and distributors of cosmetics and toiletries. 

With HOOSIER desk beauty, of course goes HOOSIER desk efficiency . .. a 
combination that makes a HOOSIER dealer franchise so desirable. 

The Empire No. 1000 series illustrated above offers a complete matching line of 
desks for executives, general office, clerical and special purpose. 


WRITE FOR LITERATURE 


me HOOSIER DESK COMPANY 





J 
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Grtiad of perfect protection 








Meilink proudly presents 


the ALL NEW SVERLOZLE: 


The new Hercules “C” label safes combine the latest in streamlined appearance and 
the rugged dependability that has been characteristic of all Hercules safes for the past 
half-century. New sizes of our popular numbers provide added capacity. 


“C label safes 





The all new Hercules “C” label safes offer low cost protection from fire and theft... 
Each safe bears the Underwriters’ Laboratory and Safe Manu- 


facturers National Association “‘C’’ one hour labels . . . plus 
the T-20 Burglar label. | LLAALGZ* 


Write today for the latest catalogue describing this new, Tote MAERINK STEEL SAFE COMPANY TB 


fabotatorirs 
SAFE 





profit making line. Underenriters, 


A 
nN 
fret 6 ¥ 


sxaamexemme S/EEL SAFE COMPANY - Toledo 6, Ohio 


WAREHOUSES and DISTRIBUTORS in: NEW YORK—Export Dept. ~ PHILADELPHIA e BOSTON 
WASHINGTON, D. C. e CHICAGO @ DETROIT e FORT WORTH @ SEATTLE © LOS ANGELES ¢ SAN FRANCISCO 


Wn, 











A COMPLETE LINE OF INSULATED PRODUCTS, INCLUDING: A, B, C-LABEL SAFES, HOME VAULTS, 
CARD AND LETTER FILES, BUSINESS MACHINE AND TYPEWRITER STANDS 
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a street-location store in Port Arthur, Ont., at 18 South 
Court St., last summer, reports that business has been 
improving ever since. The firm now has two stores in 
Port Arthur and its twin city of Fort William. 

Al Blight, manager of the Port Arthur store states 
that the company, with branches across Western Can- 
ada, was founded 51 years ago in Winnipeg, Man. In 
addition to a large variety of office furniture, equip- 
ment, and stationery it is also agent for Royal portable 
typewriters 

> * > 

Card’s furniture, Tillsonburg, Ont., is now selling 

office equipment and furniture. 
. * . 


W. B. Berk and Company Ltd., Kirkland Lake, Ont.. 
wholesale distributors, carrying a complete line of 
school supplies, stationery, and so forth, will open its 
head office in North Bay, Ont. It will occupy about 
6,000 square feet of space in the Sibbitt Building on 
Main St., West 

W. B. Berk, president of the company, started the 
business in Kirkland Lake in 1946 after service with 
the Royal Canadian Air Force. The change in location 
of the head office was due to that city’s central loca- 
tion in respect to his customer area 

> > . 


Members of the Winnipeg Stationers Association re- 
cently elected: president, Jack Malcolm, Commercial 
Stationers, Ltd.; past president and auditor, J. H. 
Francis, Reliance Ink Co., Ltd.; treasurer, F. J. Dool, 
George R. Bradley & Co., Ltd.; secretary, Noel Filbey, 
Peerless Carbon & Ribbon Co., Ltd.; representative of 
the Stationers Guild Club, Walter Craig, Luckett Loose 
Leaf, Ltd 

- > * 

The new president of the Hamilton Stationers As- 
sociation for 1952 is Walter Jones, Robt. Duncan & 
Co., Ltd. Lorne Slattery, of O’Dowd & Co., continues 
as secretary; Robert Nichols, of H. P. Nichols & Son. 
is again treasurer. J. S. Luckett, president, Luckett 
Loose Leaf, Ltd., Toronto, one of the honorary life 
members of the Hamilton association, presided over 
the installation ceremonies. 

* * > 

Toronto Commercial Stationers Association members 
recently saw some of the beauties of Newfoundland. 
The film which was in natural colors, was presented 
by James Reader, president, National Wholesalers, Ltd., 
Corner Brook, Nfld. The guest speaker was introduced 
by Roy Hill, Canadian Pad & Paper Co. Chairman was 
V. L. Balfour. 

* * > 

George Swan, Systems Equipment Ltd., Winnipeg, 
was recently re-elected president of the Graphic Arts 
Association 

> . * 

J. M. Forsyth, general manager, Bindon’s Ltd., Van- 
couver, B. C., stationers, was recently elected a member 
of the executive of the advertising and sales bureau, 
Vancouver Board of Trade. 

. > ” 

Paul C. McCabe has been appointed Montreal dis- 
trict sales manager for International Envelope, Ltd., 
Montreal, according to an announcement by F. Ad. 
Senecal, president and general manager of the firm. 

. * - 

Maurice “Pat” Paterson, active for a long period in 
the stationery field in Western Canada, is now asso- 
ciated with the Esterbrook Pen Co. of Canada, Ltd., 
Toronto. Mr. Paterson, who is thoroughly familiar with 
the stationery business and the territory he will be 
covering, has moved to Vancouver and will represent 
the firm between the head of the Great Lakes and the 
British Columbia coast. His Vancouver headquarters 
are at 112 Highcroft Towers. 


° * * 


John A. Elder, president of J. A. Elder & Cc., Mont- 
real, veteran of 60 years in the office equipment 
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tHis AD SHOUTS “sates ror You” 


The Kil-Klatter advertisement reproduced 
below is currently appearing in national 
Office and Business magazines. It tells how 
“quiet offices are more efficient”—and by so 
doing shouts “sales for you.” 








use KIL-KLATIER PADS 


FOR A QUIETER | 
MORE EFFICIENT OFFICE! | 
A quiet ofhce means a more ethcient office | 
Yes, stenographers and typists, as well as 
those who work around them, will do 
neater work and make tewer errors. | 
You can step-up the efficiency at your 
offce. and make it a more pleasant place | 
to work by placing Kil-Klacter pads under 
all typewriters ... they cushion the jar and 
deaden the noise of typing | 


~ 


4H Kt lig 


tad Sor ene 
°F MP ay "ke Me 





© Mode of genvine long-life OZITE felt 
@ Dent-proof ond shid-proof 
@ Fits mony other office machines, too 


$] ° 2 5 pod ng the my douter and these 


sales aids 
follow 
through 


r Kil-Klatter magazine advertising is backed-up with the 
following powerful sales helps that make your follow-up 
selling more effective: 

@ Catalog cuts 

@ Newspaper mats 

@ Two-color envelope enclosures 

@ Counter cards 

Place your order for Kil-Klatter typewriter pads and 


KIL-KLATTER 








| 
| 
| free sales aids today. 
A 


MERICAN HAIR and FELT CO. 


Dept. B-25, Merchandise Mart 
Chicago 54, Ill. 
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PROFITS MAKE A VERTICAL CLIMB 
WHEN YOU SELL 
ATLAS VERTICAL FILES 


ATLAS DELUXE 


For 300 offset plates, x-ray films, blue- 
prints or 500 stencils the DeLuxe is one 
of the many vertical filing cabinets man- 
ufactured by Atlas. Constructed of heavy 
gauge stee! with ball-bearing casters 
locking stop arms, piano hinge and sepa- 
rate hanger frame. Available in three 
sizes to accommodate the three widths 
of Atlas hangers. May be equipped with 
DSH, SH series, PSC series or GRIPDEX 


series hangers. 













DeLuxe Model 

25"' high, 13°" wide, 26'' deep. 
B DeLuxe Model 

25"' high, 15'/."" wide, 26° deep 
C Deluxe Model 

25"' high, 24'/,"' wide, 26"' deep 


JUMBO MODEL 


The two drawer upright Jumbo 
has an outer case constructed of 
extra heavy gauge steel. The two 
drawers are equipped with ball- 
bearing suspensions and a sepa- 
rate frame of heavy gauge steel 
with smooth runners on which the 
hangers glide. Capacity — 1400 
stencils, 700 to 1400 offset plates 


or masters. 





ATLAS HANGERS 
FOR EVERY VERTICAL FILING NEED 


SH Hangers for offset plates. 


GRIPDEX Hangers for 
and specialty filing. 


DSH Hangers for stencils. 

PSC Hangers for x-ray films, 
blueprints, stencils in file folders, 
etc. 


group 


Write for illustrated literature on the complete line 


Fh 
— TS 


ALLA 
| Ewa 


er 


¥ 
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on SE ea ee e 
STREET ADDRESS + 1662 E. 118TH ST. 
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STENCIL FILES COMPANY 
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business, was honored recently by friends in the in- 
dustry at a testimonial dinner held in the Ritz-Carlton 
hotel, Montreal. Mr. Elder began his career in 189] 
with the Office Specialty Mfg. Co., Newmarket, Ont. 
In 1918, after 27 years with this company, he estab- 
lished the firm bearing his name. Presentation of a 
silver tray was made to Mr. Elder by D. P. Cruiksank, 
president, Steel Equipment Co., Ltd., Ottawa. Percy 
N. Jacobson, president, Office Equipment Co. of Can- 
ada, Ltd., Montreal, acted as chairman. Among the 
guests were: Jas. E. Preston, president, Preston-Noelt- 
ing Ltd., Stratford, Ont.; Rudolph and John Krug, 
president and vice-president, Krug Mfg. Co., Kitch- 
ener; G. L. Manning, president, Office Specialty Mfg. 
Co. and P. R. Hilborn, president Preston Furniture Co., 
Preston, Ont. 
- - 7 

Minnesota Mining & Mfg. of Canada, Ltd., Box 
757, London, Ont., has placed on the market a new 
duplicating machine known as a “Thermo-Fax” brand 
duplicator. 

Four pages of solid typing—2,000 words—can be 
copied in less than two minutes on the machine which 
is described as about one-third the size of an office 
desk, and is used in normal office light. It needs no 
dark room, no special masters, no negatives, and no 
developing or drying of the copy. A single page to 
be printed is placed in the duplicator together with 
a single sheet of ‘“Thermo-Fax” copying material. The 
cover of the machine is closed, a button pushed, and 
in approximately 10 seconds the copy is produced. 

” - . 

Rexel Products of Canada, Ltd., New Toronto, has 
just placed on the market a new type of refillable 
tape dispenser for the trade. It is made entirely of 
plastic, in five different colors. 

> * * 

Eclipse Fountain Pen & Pencil Co., Ltd., Toronto, 
has introduced the “98 Retracto” and “59 Retracto” 
to the Canadian market. Both pens are refillable with 
blue or red ink cartridges. 

* * * 

Lou Juster, vice-president and director of L. E. Wa- 
terman Co., Ltd., St. Lambert, Que., is one of the true 
pioneers in the fountain pen industry having become 
an apprentice half a century ago when he left his 
Woodhaven, L. I. home to become an apprentice in 
the then new industry in New York City. Six years 
later in 1908 he first set up the factory as a new in- 
dustry for Canada and the first for St. Lambert. 

e * ~ 

The executive group of the Montreal Stationers 
Association for 1952 was appointed as follows: Im- 
mediate past president, L. G. Hetu, C. F. Dawson, Ltd.; 
president, Ed. Gariepy, Granger Freres, Ltd.; vice- 
president, H. Barshaw, Office Systems & Supplies Co.; 
secretary-treasurer, Armand Toupin, Thos. Bell, Ltd.; 
directors, O. H. Manning, O. H. Manning & Co.; Jack 
Lord, McFarlane Son & Hodgson, Ltd.; E. B. Charters, 
Charters & Charters, Ltd.; Hugh Kennedy, L. E. Wa- 
terman Co., Ltd.; W. S. Pennycook, Index Card Co., 
Ltd.; T. G. Conoley, Dawson Bros., Ltd.; liaison repre- 
sentative to the Stationers Club, S. A. Redwood, Kruger 
Paper Co., Ltd. 

* * 7. 

Many leading members of the trade in Canada were 
in attendance at the 36th annual convention and trade 
show of the Wholesalers Stationers’ Association held 
in New York last month. They enjoyed the fine 
speeches from members of the industry as well as the 
exhibits. 





Microfilm Service Opened in Dallas 


The Chapman-Breen Microfilm Service has been 
opened by Tom Breen and M. B. Chapman, with offices 
in the Rio Grande National Building, Dallas, Tex. Mr. 
Chapman is owner of the Chapman Printing Com- 
pany.—_JHR 
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“Why not shoot for the top? Maybe you can 
set the Mosler line!” 











for information 
Mosler 


openings! 





Mail Coupon, Today, 


Dealership 
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%* A limited number of Mosler dealerships are still available . . . for merchants who 
want to handle the world’s leading line of record safes and money chests. Find out, 
today, if there’s one open in your town! 


You'll have good reason to congratulate 
yourself if you land a Mosler dealership. 
Mosler is the Jeader. The largest-selling 
safe line in the world. And that makes a 
world of difference to a dealer. It means 
Mosler safes and chests are easier to sell 

. more profitable, too! It means you’ve 
got the full weight of Mosler’s unparalleled 
national advertising behind you. Millions 
of dollars have been spent in the last five 
years making new customers for you every 
day. It means thorough Mosler training, 


IF IT'S MOSLER . . . IT'S SAFE 


both in the factory and the field, for your 
salesmen .. . plenty of promotional back- 
up ... personal sales help from Mosler 
representatives. It means, in short, that 
the leader is behind you all the way! 


These are just a few of the reasons a 
Mosler dealership is worth shooting for. 
Why not check on it right away? Wire, 
phone, or mail the coupon below, right 
now, for further details! You'll get an im- 
mediate reply! 


*” Mosler Safe “”” 


World's largest builders of safes and bank vaults. . 


at Fort Knox 


The Mosler Safe Company 
Dep’t OA-5, Hamilton, Ohio 


on NAME OF STORE 


TYPE OF STORE...........- 


ADDRESS . wc cccccccccscvcsesesscseseess 


CITY GR TOWN... cccccccccccscscsccecece 


1952 


sevens ; STATE 


. Mosler built the U.S. Gold ry * Vaults 
and the famous bank vaults that withstood the Atomic Bomb at 


iroshima 


Please advise me whether or not a Mosler dealership is open in my area. 
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Banking on Sane: 
JASPER DESKS & |B) | = 


...tS Good Business . pe Bi 
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NORTH SHORE NATIONAL BANK OF CHICAGO son, 
Installation , OFFICE FURNITURE CO There's a streamlined, modern look about the newly fu ony 
nished offices of the North Shore National Bank of Chicago. that 

These Cosmopolitan Desks by JASPER DESK CO. reflect Pete 

all the dignity, warmth and luxury that is inherent in wood to tk 
WELCOME . . . accompanied by all the functional features that have ica? 


dem« 
to the NOFA CONVENTION made JASPER DESKS so much in demand throughout “O 


EXHIBIT, April 23-25 the business world. eSSeI 


te? does! 
Visit our Booth O \ complete line of Jasper Desks is available for every busi tial : 




















ness requirement. Dealer inquiries invited. Frey 
a 

Th 

tecti 

safes 

Cis 


The JASPER DESK Company x 


SPER, INDIANA ; and 


witti: 
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District No. 5, NSOEA 


Continued from pc 


Registratio1 ipied the attention of the conven- 
tion on Monday renoon, March 17. The proceedings 
were Officially started with a noon luncheon addressed 
by the eloquent Rev. Dr. Herbert S. Waller, associate 


Rabbi, Temple Adath Israel, Louisville. 

This happene be St. Patrick’s Day and the style 
portrayed in two of the loudest and 
finest necktie played. They were worn by Rus 
Ragan, American Pad & Paper Company and Bill 
Small, Johnson Chair Co. Fred Chindgren of Watson 
Manufacturing ¢ any selected a Kentucky Colonel 
tie instead 
It was fittir that NSOEA’s polished and eloquent 
Howard, should lead off in the parade 
‘ing and planning together is the 

hoiding regional and national 


motil oI green 


convention erted. 

Developing his theme of “Balance,” the dealer from 
Arizona submitt ; counterbalances necessary to 
sustain the it y: 1. Education. 2. Operation. 3 
Participatio1 

Educatior aid, “is the means of preventing 
idea starvation In this respect he stated that the 


lucation as a tool by which to tell 


Stationer can 


others his stoi 


Turning to eration,” the speaker said, “there is 
more to it than nickel squeezing. Somehow, the cpera- 
tion must be cohesive we need a new look. We need 
more mirrors let a customer see how he looks 
behind one of lesks “i 


Regarding the of the three counterbalances, 


“participation aid, “Be identified with the forces 
that make the nunity strong. That is the bedrock 
of American | ness . I am afraid conscience is 
the voice we di ear very often. Where is our power 
of indignatio1 The most important entity today 
is the Ameri xpayer and he is threatened with 


y 
0 


“Easy Selling Days Over” 
The next speal was one of several from outside 


he industry ight worthwhile messages to the 
regional audience. Speaking on “Current Business and 
Economic Tre} Dr. William C. Huffman, director 
of adult edu University of Louisville, warned 
hat the eas) selling are over and asserted 
there is not to be a big buying splurge in the 
near future The going to be a shortage of cus- 


tomers and ! I ooas 


a healthy, skeptical look rather 


than one of pessimism,” he concluded 

Another able Louisville speaker was Thomas A. Bal- 
lantine, preside} f the Yellow Cab Company. 

Carrying out his announced theme, William K. Wil- 
son, sales mana f the systems division of Diebold, 
In really buil fire under protection selling. His 
was a dramati ess with spectacular sound effects 
that kept his ence alert at all times 

In this at age,” he declared, “records can 
ctually be il. Have you ever given thought 

hose reco! lich establish the might of Amer- 
rhey y necessary in our arsenal of 
( acy 

Our job i isinessmen that their records are 
essential,” he out, “if they are to survive. It 
( t take ng attack to destroy these essen- 

‘ord I 10 it 

He then wel! how that 43% of the businesses 
that iffer a fire never resume operation. 

The addre icked with suggestions for pro- 
tection sellin nspiration to the man who handles 
Salt ind prot abdinets 

Ci Gre consultant of the Louisville 
Courier-Jou! luded the afternoon of oratory 
and she prov pid-fire speaker with a flood of 
witticisms that herself and her audience panting 
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PLUS EXCISE TAX 


Mechanical Features. . . 


Front Paper Stop assures accurate registration. 
Automatic Roller Release eliminates smudged sheets. 
Automatic Counter counts only printed sheets. 

Open Drum—self-contained, internal brush inking. 
Automatic Feed — positive action. 

Selective inking by means of our ink dispenser. 


Paper Pusher is automatically lifted and carried back 
to feeding position. Eliminates lint on the stencil. 
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aaron No. | A quality line of Desks, 
Top 65!x42" Genuine Leather Chairs 
29" Height and Suites with warmth, 


loveliness and serviceability. 








242 ST — 42” x 32” 


242 ST 
42''x32" 
Our Secra Type typewriter 


desks do not restrict use to 
large size desks. 


For particulars or literature, 
write .. . Ask for new 


be * catalog. 


Worden Company 


200 East 17th a e Holland, Michigan 
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for breath. It was all highly entertaining with a basic 
thought of “We All Eat.” 

The Fifth District Travelers Club, hospitable fellows 
all and tireless workers for the success of the conven- 
tion, entertained during the evening with a “House of 
Friendship.” Once again, an orchestra was available 
and refreshments flowed. 

Tuesday morning’s program over which R. P. Lewis, 
R. P. Lewis Company, Flint, Mich., presided, featured 
Troupers Carl W. Priesing, Paul E. Burbank, Howard 
W. Gunlocke and Ralph A. Maish. 

Few troupers have captured a regional audience 
more than did the dynamic apostle of lead pencils, 
Carl W. Priesing. He literally put his address “on 
the line.” 

In rapid succession the clothesline at which the 
energetic Floyd Zinkhon assisted was adorned with a 
slip, bra, crying towel, housecoat and corset (‘To pre- 
vent an unfortunate situation from spreading ... 
maybe our selling has become a bit flabby and we 
need to tighten it up.”) 


“No Time to Go Asleep” 

“Let’s take a long and attentive look at our Sales 
operation. This is no time to go asleep,” warned Mr. 
Priesing. “Merchandising and good old-fashioned 
selling can do a lot in checking any slip in business. 
Under today’s conditions the stationer must do a lot 
better job.” 

“Who will get the largest share of business in the 
next 10 years?” he asked. “Will it be the five and 
dime, the mail order firm, the department store or 
the stationer?” 

The stationer, the speaker pointed out, is in the best 
position to gain this trade because he does everything 
his competitor does and besides he gives service 
through 1. Availability; 2. Product knowledge; 3. Sales- 
manship. 

To “trade up” a product, including pencils, he as- 
serted, it is necessary to put the emphasis on quality 
rather than price. 

NSOEA’s general manager, Paul Burbank, this year 
at the series of regional meetings is using a series of 
beautiful Kodachrome slides (taken by Homer Smith 
of the NSOEA staff) to tell what the National Sta- 
tionery & Office Equipment Association is doing for its 
1600 dealer, 450 manufacturer and 650 field members. 
These figures have already been increased by more 
than 100. 


Tells of NSOEA Service 


His was a recital of service. In lucid explanation he 
touched on the National Stationer and the work of its 
editor Rose Cushman (with NSOEA since 1928); the 
research of Dr. Ralph Cies (Main Street, U.S.A.); the 
legal department headed by Reuben Haslam; Govern- 
ment regulation painstaking interpretation, by George 
Fuller, aided by Attorney Haslam; the NSOEA desk 
sheet, now leaving Washington, D. C., earlier in the 
week; product training manuals, edited by Homer 
Smith; Who’s Who directory, and so forth. 

In conclusion he said, “We have in mind continued 
progress, keeping up with the trend of times. God 
bless you all for making this such a wonderful associa- 
tion going far beyond the horizon it had a few years 
ago.” 

“With Office Equipment it Pays to Package” was the 
theme of a notable address by the vice-president of 
the Manufacturers’ Division, NSOEA. This affable 
speaker, a man who grew up in the wood office furni- 
ture industry,” used Joe Doakes as a mythical char- 
acter in punctuating his message. 

With charts and pointed paragraphs, Mr. Gunlocke 
sent Joe Doakes through a series of skirmishes with 
sellers of office furniture. It all pointed up the fallacy 
of selling office furniture without “packaging” in the 
form of complete installation service. 

The speaker defined package selling as meaning “the 
offering by dealers of complete office interiors for both 
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Theres a shyle 
to please every one of 


your customers....5 


No. 1742F—A luxurious Executive Chair 


tion of gros point and genuine leather. 


Posture Chair, with large oval shaped 
“smoothly saddled" and cushioned for 


ong comfort Divided cushioned backrest 


eliminates tiring pressure on spine. 


The big JOHNSON CHAIR LINE offers you most every type and style of business chair 
that you need to pleas ur customers. It brings you everything . . . from the big rich 
executive masterpic e regular “work-a-day” office chair .. . in a wide range of styles 
and patterns to satisf e most discriminating buyer. Let us tell you the complete story of 
JOHNSON CHAIRS and how they can help you build your business. Write for catalog, today. 


JOHNSON CHAIR COMPANY 


4401 West North Avenue Chicago 39, Illinois 
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Driving More Sales to 





wr, Jackson Desk Dealers! 
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ape, KEEN JUDGES OF WOOD QUALITY 


Kansas City, Mon 
Installation of 1946 Jock 
"set eons GOOF Jackson Desks 
Co., Kansas City 

Small wonder that Jackson “Office plan your office layout for peak ef- 
Master’ Desks — rich in the natural ficiency. Count on your capable Jack- 
beauty and warmth of fine native son Desk dealer to help you. 
woods — were the exclusive choice 

of this major producer of timber and senpd NOW FOR YOUR 


lumber. You too will favor the smart, FREE GUIDE TO LOWER OFFICE COSTS 
and name of your Jackson Desk 


clean-lined appearance of Jackson 
dealer. Write Dept. D-2. 


Mastercrafted desks . . . they live up 
to their good looks in every way. Ww 

> MEMBER OF WOOD OFFICE FURNITURE ' 
There's no better time than now to 


JASPER OFFICE FURNITURE CO. 


\ eee e, «+e 0: dea. — 2. &« 











ACROSS THE COUNTRY ... in every desired market . . . convinc- 
ing advertisements like the above are building ever-greater 
preference for Jackson Desks. Month after month, these effec- 
tive messages are driving home—to over 3 million executives— 
the “gospel” of good office planning, with good desks from a 
good source. Such constant pre-selling is bringing more and more 
customers to Jackson Desk dealers. Their present sales are at an 
all-time high. Their future prospects are brightest in the business. 
In selected areas, some dealerships are still available to qualified 
office equipment retailers. Write today for details. 


JASPER OFFICE FURNITURE CO. 


JASPER, INDIANA - U.S.A. 
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the private office and general office. Included in such 


service are not only desks, tables, chairs, and the like, 
but also carpet raperies, and similar items.” 


He presented results of a nation-wide survey of 

y and office equipment dealers on package 
selling, quoting the umber favoring such selling, those 
who offered at le: a layout service, those who offered 
a complete packa without outside assistance and 
those who worked with decorators or house furnishings 
stores Ior accessory items. 

Ralph A. Maish, vice-president of the Field Division, 
NSOEA, concluded the series of talks by troupers. This 
personable representative of the traveler in the indus- 
try spoke briefly the importance of his division to 
the industry and NSOEA. He implored the dealers 
to be both frank helpful to the travelers calling 
on them 

Mr. Maish and “Chet” Williams, vice-chairman of 
the division, are dividing up the regional tour. Mean- 
while, they are rking diligently to promote the con- 
test for travelers bs in gaining new members. 


ry 
iy 


Hold Panel Discussion 


Following the 1 luncheon an afternoon panel 
discussion was held for dealers and the Fifth District 
Travelers Club held its annual meeting. 

On the discus panel were lieutenant governors 
of the district, Sid Butterfield, Indiana; A. J. Mayer, 
Jr., Michigan; Scott Summerville, Ohio; Hanly Morgan, 
West Virginia, and the District Governor, L. G. “Pat” 
o’Connor. They aided by General Secretary Bur- 
bank and President Howard of NSOEA 

The dealers ap] ded the work done at the Wash- 
ington, D. C. offic price control interpretation and 
praised the troupé addresses. The type of program 
best for regional discussed and in this respect 
Mr. Burbank sai The attendance at the regionals 
has shown spectacular growth over a_ three-year 
period. Apparently the type of program has been sat- 
isfactory and there has been sufficient worthwhile 
business to justify the expense of attendance in a 
period not as lush as before.” 

President Howal oncluded after a vigorous panel 
liscussion of as dealers’ problems, “These shirt 
lly ‘lay it on the line’ for us. One 
f the worst problems we face as dealers is that we 


sleeve discussions re 


are not articulate. We don’t get up on our hind legs 
and fight. As merchants we are too content in times 
if easy prosperit; 

Preceding the « tion of officers the convention 
heard a brief inv tion by Governor Allen Cammack 
to attend Distri N 4 convention in Florida. 


Harold Hampton Presides 


The concludin nquet with Harold J. Hampton, 
Hampton Printing Company, Indianapolis, Ind., presid- 
ing as toastmaste is a pleasurable affair. The menu 


featured breast 


entertainment “A 


on on Kentucky ham and the 
Evening in the Hills of Kentucky” 
tion WLWT-NC in the “Midwest 


stars Irom 5 


Hayride” Saturday evening broadcast. Bill Thall was 
master of ceremonies in presenting the fast-moving 
Square dancers al rful Kentucky music. 

Retiring Gover! O’Connor was presented a certifi- 
vate of merit f1 NSOEA and he modestly declared 
that any succe the convention wads due to the 
elp of the Lou tationers and the Fifth District 


i that the convention had been 


a marvelous experience and President Howard ex- 
horted his liste put the word “pride” back in 
their vocabulary pride in our industry, our people, 
ur products and place in the business world.” He 
took occasion of proud selling of Arizona 
as a place wher‘ can see farther and see less 
than any place world more sun and less 
shade more ind less milk a land of con- 
trast 
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SWIFT BUSINESS MACHINES CORP. 
Great Barrington, Mass. Dept. 05 


Send information about the Swift Adding Machine: 


NAME 
COMPANY 


ADDRESS 
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A human hair is about 4/1000’’ wide. And inspectors 
at Esterbrook split them every day... figuratively 
speaking. 


In fact, they do better than that. Take the case of 
Renew-Point 9550, one of the world’s finest “‘fine”’ 
points. It writes a line scarcely more than 1/100’’ wide. 
If it varies half a hair’s breadth, it is rejected. 


This kind of “hair splitting’, this strict attention to 
quality details pays off for you. It keeps your customers 
satisfied, keeps them coming back for more and more 
Esterbrook Pens, Pencils, and Desk Sets. 


**Choose the right point for the way you write” 


















TO SELECT OR 
REPLACE... HERE'S 
ALL YOU DO 





















FOUNTAIN PEN 


ESTERBROOK ... America’s Pen Name Since 1858 
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Fifth District Travelers Convene 


The annual meeting and election of officers of the 
Fifth District Travelers Club was held at the Brown 
Hotel, Louisville, Ky., on March 18. William R. Kane 
of Oxford Filing Supply Company, president, called 
the meeting to order. 

First on the program were brief remarks by Grant 
Howard and Paul Burbank, president and genera] 
manager of the National Stationery & Office Equip- 
ment Association. Reports were made by the various 
officers and committee chairmen. 

Announcement was made that the club included 205 
dues-paying members. Chairmen of local chapters re- 
lated activities of their groups during the year includ- 
ing golf outings and Christmas parties. 

Ralph Maish of Dennison Manufacturing Company, 
vice-president of the Field Division NSOEA, was invited 


Leaders of Fifth District Travelers ... 


1. Directors who spearheaded Louisville convention: Front— 
Frank Graham, Bates Mfg. Co.; W. R. Kane, Oxford Filing 
Supply Co.; Jim Gardner, Industrial Tape Corp.; Rear— 
Floyd Zinkhon, American Lead Pencil Co.; Harry Howard, 
Minnesota Mining & Mfg. Co.; Scott Purvis, Joseph Dixon 
Crucible Co.; E. L. “Tommy” Thompson, Eagle Pencil Co. 


2. New and old Fifth District Travelers Club officers: Lloyd 
Landenberger, Richard Best Pencil Co., secretary; W. R. 
Kane, Oxford Filing Supply Co., retiring president; H. M. 
Donisthorpe, Ace Fastener Corp., president; Frank Graham, 


Bates Mfg. Co., retiring secretary; W. G. Lashbrook, Ester- 


brook Pen Co., vice-president. 


3. Chairmen of Fifth District locals: Scott Purvis, Joseph Dixon 
Crucible Co., Detroit; Bob Beekman, All-Steel Equipment Co., 
Inc., Indianapolis; Floyd Zinkhon, American Pencil Co., Cin- 
cinnati; Frank Graham, Bates Mig. Co., Cleveland; Lloyd 
Landenberger, Richard Best Pencil Co., Columbus. 


to address the group and outline some of the advan- 
tages of membership in the Field Division. A wire 
of congratulations from Chet Williams of Yawman and 
Erbe Manufacturing Company, vice-president in charge 
of the Field Division, was read. 

As a recognition to Harry Nichols of Weis Manufac- 
turing Company for his efforts in establishing the 
Fifth District club and subsequent services, he was 
awarded a life honorary membership. 


On behalf of the organization President Kane 
awarded gavels to the five who preceded him in office, 
all being present at the meeting. In order of service 
they were Jack Clark, W. A. Sheaffer Pen Company; 
W. J. Carroll, Eberhard Faber Pencil Company; Ronald 
Douglass, W. H. Gunlocke Chair Company; A. C. Har- 








OFFICE APPLIANCES, May, 1952 


























PERSONAL 
FILES 


MODEL No. 705 


Similar to No. 775, but made of strong binders board, finished in long- 
wearing leatherette. Choice of three colors: red, green, tan. Equipped 
with the same 24 ‘‘cushion"’ corner folders and the set of 84 gummed 
captions that cover every conceivable subject, such as Bank Statements, 
Income Tax, Certificates, Recipes, Identification Cards, Maps, Patterns, 
P.T.A. Notes, etc. Size 7%." x 7%" x 5”. 

Packed 6 to carton. Shipping weight about 14 pounds. 

Choice of 6 of same color or assorted 2 of each color. 


MODEL No. 420 


Similar to No. 442 File, but made of strong binders’ board 

and covered with attractive leatherette. Foremen, secretaries, 

students, teachers, housekeepers all like this file because it 
eavnnnct is compact, with a place for every important paper and in- 
expensive. Comes with filing system, insides of folders ruled 
for budgets, addresses, expenses, etc. Size 10%" x 12%" 
x 6". COLORS—maroon, black, blue, brown, green. 


Packed 6 of a color to a carton, or assorted. 


gane sraremen? 


Shipping weight—55 Ibst per dozen. 


Write for prices and discounts 


AMBERG FILE & INDEX CO. 


Filing Specialties Since 1868 


4-1) 4:1 4 





G2 PERSONAL 
| FILES 


Every person, regardless of profession or business, needs a file to keep 
important papers such as receipts, bonds, certificates, credentials, leases, 
tax data, wills, etc. 


The five Amfile models illus- 
trated here offer the pur- 
chaser the ultimate in file 
utility and attractiveness. 


MODEL No. 442 


Made of heavy weight steel, finished in gray hammerloid finish 
. a sturdy file that will last a lifetime. Opens easily on 

piano-type hinge. Comes with key and heavy-duty lock that 

really stays closed. Size 10” x 124%2" x 5%”. 

No. 442 File is equipped with 20 letter size index folders, 

alphabetical, monthly and blank. Insides of folders are printed 

for budget or expense records, addresses and other pertinent 

data. 

Individually cartoned (suitable for reshipment) 


6 individual cartons to master shipping carton — Shipping 
weight 45 pounds 

















AMBERG FILE & INDEX CO. 
Filing Specialties Since 1868 


Kankakee, Ill. 
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LATEST DESIGNS 














Jasper Chair Co. Chairs 
give you ALL three 


Today’s Chair Buyer is holding out for all 
three, right price, top-quality, latest designs. 
The One Chair line that is delivering all three 
“right across the board” is Jasper Chair Co.'s 
Quality line of BETTER Chairs. 

Dealers from coast to coast report that this 
Chair line is “tuned-in” perfectly to today’s 


market requirements. 


“The 
RIGHT CHAIR 
at the 
RIGHT PRICE” 
a 


A modern plant manufac- 
turing QUALITY Chairs 
. of dependable WOOD. 


Jasper Chair 


JASPER, INDIANA 


REPRESENTATIVES: Geo. A. Litchfield, Sales Mer. 


No. 878 





Solid American Walnut 


Upholstered in Genuine Leather 











Fred Deutsch (Southwest) W. H. Brown, (Chicago-Midwest) R. J. Freeman, (Eastern) 
Route 7, Box 415, Northaven Rd. 666 Lake Shore Dr. 385 Madison Ave. 
Dallas, Texas Chicago. Ill. Space 844 New York, N. Y. 
James S. Fowls, (Southern) R. A. Browne, (West) Jack S. Doran, (Northwest) 
S27 Sunset Drive, North 2925 Revere Ave. 538 E. let St., 
St. Petersburg, Flerida Oakland, Calif. Seattle 5, Wash. 
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CREATE REPEAT BUSINESS 


Sell the 
Best 


Ames 


FUTURISTIC 


5-Star Platen 


Manufactured & Distributed to Office Machine Dealers by 


AMES SUPPLY COMPANY 


ATLANTA CHICAGO DALLAS LOS ANGELES NEW YORK CITY SAN FRANCISCO 
156 Alexander, N.W. 564 W. Randolph St. 1913'2 Commerce St. 777-779 E. Pico Blvd 37 Murray St. 583 Market St. 


EXPORT DISTRIBUTOR 
AMES INTERNATIONAL, INC. 
564 W. Randolph St., Chicago 6, Ill. Cable Address—AMESINTER, Chicago 

















WARDROBE RACKS jor IMMEDIATE DELIVERY 


ALSO MANUFACTURERS OF SAND URNS — SMOKERS —— 


COAT TREES —— WARDROBE RACKS — 

WALL RACKS —— UMBRELLA STANDS, ETC., IN 

CHROME STEEL 4no 
ALUMINUM 











SEND 
for 
OUR LATEST 
CATALOG 
| 
2 end’3 FEET WIDE 29-45 FEET WIDE 3-45 FEET WIDE 


GLARO MACHINE PRODUCTS COMPANY FAR ROCKAWAY, N. Y. 
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per, Wilson Jones Company, and George Long, manu- 
facturers’ representative. In turn Frank Graham of 
the Bates Manufacturing Company, secretary of the 
club, presented a gavel to Mr. Kane. 

Shortly before the election L. G. O’Connor of O’Con- 

& Raque Company, governor of the Fifth District, 

entered the room and thanked the travelers for their 
great contribution toward the success of the regional 
meeting 

New officers are H. M. Donisthorpe, Ace Fastener 
Corporation, president; W. G. Lashbrook, Esterbrook 
Pen Company, vice-president; Lloyd Landenberger, 
Richard Best Pencil Company, secretary, and Robert 
A. Riehl, the Columbus Blank Book Manufacturing 
Company, treasurer 

Chairmen of the local groups are Scott Purvis, 
Joseph Dixon Crucible Company, Detroit; Bob Beek- 
man, All-Steel Equipment, Inc., Indianapolis; Floyd 
Zinkhon, American Pencil Company, Cincinnati; Frank 
Graham, Bates Manufacturing Company, Cleveland, 
and Lloyd Landenberger, Richard Best Pencil Com- 
pany, Columbus 





District No. 9, NSOEA 


Continued from page 46 


Following a short recess, an excellent floor show was 
presented. For the remainder of the evening dancing 
was enjoyed to the music of Roland Drayer and his 
orchestra 

An inovation at the 1952 convention was the “Ladies 
Hangout,” a room on the mezzanine floor reserved for 


the ladies for informal gatherings. It was open Wed- 
nesday and Thursday afternoons and Thursday and 
Friday mornings. A luncheon and style show were on 
the ladies program Thursday and a card party was 
staged Friday afternoon at the Dallas Country Club 
for their entertainment. 





Needs in Electronic Business Machines 
Told by Burroughs President in Chicago 


It is true that electronic computing machines exist 
with internal memories that put both women and ele- 
phants to shame. The difficulty is that they are too 
big and expensive to be put to work in the average 
business office. It would be like using a steam hammer 
to drive tacks 

This comment on the use of electronic machines to 
help create a “push-button” office was made by John 
S. Coleman, president of Burroughs Adding Machine 
Company, when he spoke at a 16th annual group 
conference of the Investment Bankers Association of 
America held in Chicago in March. 

The computing machine is too powerful for general 
use,” continued Mr. Coleman. “A giant brain, with a 
voracious appetite for great gobs of figures, it would 


starve to death on a diet of the small scale figures pro- 
duced by the average business. 
We need a modest, junior size brain for the general 


run of business activities. For example, most of the 
work in an accounting problem is gathering and or- 
ganizing the information to be processed and then 
after simple calculations have been made, distributing 


the processed information in a form which could be 
used 

Accounting figures,” said Mr. Coleman, “require 
much less computing than scientific or engineering 


figures, but more handling on arrival and departure. 
So the designer of electronic business equipment will 
plan a computer of middling power. He will then give 
his best to building an input mechanism which will 
handle a great deal of information rapidly and an 
output mechanism which will take the information 
from the computer and rapidly make it available to 
the people who will use it.” 

Mr. Coleman added that electronic machines are ex- 
pensive and their cost at present levels might not jus- 
tify their use 
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Defense-time or Peacetime 
the YELLOW BOX LINE is best! 


Time-tried. . . quality- proved 
... customer- preferred! 


Oakville’s complete Yellow Box Line 
of paper-fastening devices simplifies 
your buying, streamlines your inven- 
tory, cuts your handling costs, saves 
you money! From one source — with 
one order — on one invoice you get the 
merchandise your customers want. 
One-stop buying — the Yellow Box 
way — builds sales and profits! 


Concentrate on the Yellow Box Line 
— the line that’s best for you! 





100% and 1504 
CANNIVERSARIES | 


f 
Oakville Scovill 


COMPANY DIVISION MANUFACTURING CO 
1852-1952 1802-1952 














OAKVILLE COMPANY DIVISION 
SCOVILL MANUFACTURING COMPANY 
Waterbury 2( @-y1111 141141 
New York @ Philadelphic © Boston © Chicag . 


In Canada: Brown Br Ltd Toror 
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DARNELL 


Office Chair 


CASTERS 


Recommend Darnell 
Office Chair Casters. 
They provide ease of 
movement, full protec- 
tion of floors, as well as 
eliminating damage to 
equipment due to 
wracking. 


Send for complete information 


DARNELL CORP. LTD 60 WALKER ST NEW YORK 13 WY 
44 CALIFORNIA 36 N CLINTON CHICAGO 6 iil 
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District No. 8, NSOEA 


(Continued from page 42 


“Everybody has money, there is no incentive to ask 
a man to buy products, but still merchandising today 
is just like it always has been—nothing happens until 
a sale has been made.” 

Joseph F. Holland, general counsel of the Pevely 
Dairy Company, St. Louis, spoke on “Third Base 
Coaches” and Joseph F. Moran, Jr., administrative aid, 
welcomed the conventioners for the mayor of St. Louis. 

A full program was enjoyed by the many ladies at- 
tending the convention. The events included a lunch- 
eon in the Colonial Room of the Melbourne Hotel, a 
theatre party at the Empress Play House, a luncheon 
in the Artophone Ball Room, attendance at a Radio 
Participation show and a tour of interesting places in 
St. Louis. 

In addition, the ladies attended the Paul Burbank 
Night and the annual banquet on the evening fol- 
lowing. 

One of the highlights of this “well fed” convention 





1. Lee Gamel, Bates Mfg. Co.; Bill Froehle, Boorum & Pease Co.; Jim 
De Vanney, Shallcross Ptg. & Staty. Co., St. Louis, Mo. 

2. William Back, H. B. Van Dorn, Howard Chase and Walter R 
Bryzek, all Joseph Dixon Crucible Co. 

3. Jerry Nicholson, Herring-Hall-Marvin Safe Co.; C. M. Webb, Webbs 
Office Supply, Ardmore, Okla.; Basil T. Lawrence, Herring-Hall 
Marvin Safe Co.; Fred Downs, Downs-Randolph Co., Tulsa, Okla.; 
Bud Griffin, Herring-Hall-Marvin Safe Co. 

4. Ernest Brickey, Joplin Ptg. Co., Joplin, Mo Herb Walsh, Ace 
Fastener Corp.; Gene Hays, Joplin Ptg. Co., Joplin, Mo 


was the St. Louis Hospitality Breakfast held at 8 a.m. 
Friday in the Chase Club of the Hotel Chase. This 
breakfast was by the compliments of the Stationers 
Association of Greater St. Louis, its dealer and associ- 
ate members. 

Paul Burbank confessed he was overwhelmed by the 
night given in his honor and he graciously accepted 
a beautiful wrist watch presented him by the Midwest 
Travelers Club through President Roy L. Wood. The 
banquet, held on Thursday evening in the Tiara Room 
of the Park Plaza Hotel, proved a highlight of the 
convention. 

Two former presidents of NSOEA, Fred Downs of 
Tulsa, Okla., and Zac Smith of Birmingham, Ala., were 
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FOR THAT dressed-up BUSINESS LOOK 
STATIONERS MFG. CO. 


| protents 
A Neu: SERIES OF SOFAS ceed CHAIRS 


featuring complete flexibility of arrangement, 
smooth styling, quality construction and price economy. 








Sectional furniture at its 
best. Absolute flexibility 
for the executive office, 
reception room, lounge, 
etc. Made in genuine wal- 
nut and oak. Big-Foam 
rubber seat over springs. 
Foam rubber back and 
arms. Available in a 
variety of upholstery ma- 
terials and colors. At- 
tractively priced. 


Two seater sofa and chair. 
Made in genuine walnut 
and oak. Big-Foam rubber 
seat over springs. Foam 
rubber back and arms. 
Upholstered in top grain 
or machine buff leather, 
Kalistron, Naugahyde, 
Madagaska and Fabrilite. 
Upholstered furniture 
tailored to the needs of 
the office equipment dealer. 
Attractively priced. 





Building upholstered lounge chairs and davenports for commercial use requires 
specialized knowledge. We know what these special wants are and we have 
designed a line that fills the bill for office equipment dealers. There’s a STA- 
TIONER’S unit for any business application you run into. So . . . boost your 
furniture sales and your store’s prestige the easy way by dealing with the 
“Upholsterers to American Business.” 





information 





MANUFACTURING CO. rout WORTH, TEXAS 3 





“Upholsterers Co write 
ee Business”” today for 
1414-20 W. TUCKER STREET complete 
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Exclusively 
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on hand to tell of the experiences gained in traveling 
with Paul. They disclosed a number of previously well- 
kept secrets and contributed much to the pleasure of 
the evening. Ted Warkentin, Southwestern Stationery 
& Bank Supply, Lawton, Okla., ably served as master 
of ceremonies 

Grant Howard complimented the travelers on their 
choice of a Paul Burbank Night and stated, “One of the 
top rewards in serving as president is the experience 





|. John Pydlek, manufacturers’ representative; Barry Spak and 
his father, Max Spak, both of Tops Business Forms. 

W. Clemer >. J. Aigner Co.; J. A. L. Haney, Eastulsa 
Office Supply C Tulsa, Okla.; G. Max Keating and Elmer 
Krumweide th of Elmer Krumweide & Associates. 

Ernest Brickey, Joplin Ptg. Co., Joplin, Mo.; or Queen, 
Sapitol Office Supply Co., Lincoln, Nebr.; C. Murray, 
Mittag & V r; Merrill Hasty, Acco Products, Inc., & Art 
Steel Sales Cory Clint Cooper, Esterbrook Pen Co. 

4. Walter R. Kane, National Blank Book Co.; H. Dorsey Douglas, 
H. D. Doug) I Oklahoma City, Okla.; Brewster Towne 
National Blank Book Cx 





l. John C. Hutchison and J. D. “Dick’’ Hennessy, both Standard Ptg 
a Hannibal, M 

2. M i Mrs Sheppard, Skans-Sheppard Co., Omaha 

3. Mr. and Mrs. I Pfaff, Omaha Ptg. Co., Omaha, Nebr. He 
erved as governor District No. 8 NSOEA 

4. Mr. and Mrs. Vaughan T. Williams, Schooley Ptg. & Staty. Co 
Kansas City, M He was general chairman of the St. Louis meet 


yj and is gov t District No. 8 NSOEA. (Photos by Dave 
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A Debutante! 


Auto-typist’s New 


Model 5216 


Compact—developed especially to meet the correspond- 
ence requirements of the smaller office. Flexible—pro- 
vides for 16 different letters or paragraphs selected 
instantly from push-button panel. Engineered for electric 
typewriters exclusively. 





I do the work of three typists 
and our letters are answered 
on time. Each one is perfectly typed, 
no errors, no erasures, 

no omissions. 


Auto-tyPisT 


“For really personal correspondence 
with my new Model 5216 Auto-typist, 
here’s all I do—touch the Selector button corre- 
sponding to the letter or paragraph to be typed, 
insert the letterhead in the typewriter and type in 
the date, name, address, and salutation. Then, 
with a touch of the ‘Start’ button, Auto-typist takes 
over, and types the entire letter—all the way 
through to the close, including the initials.” 


Mail this coupon Today for New Bullet 





World's Largest Mtr. of Pneumatic Typing Machines 


SesesSsoaecosese eesecesd 


DISTRIBUTORS 1 ' 
| American Automatic Typewriter Company '! 
NOTE... ; Dept. 75, 614 N. Carpenter Street : 
j Chicago 22, Illinois " 
Profitable territories i ' 
: 1 Nome ' 
for Auto-typist repre- 1 ' 
© ee ee, cliente ! 
sentation available. i i 
Oe ee ' 
Write for details. i ' 
1 City Zone State ' 
i , 
1 ' 
' 
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of working with a man like Burbank. Keeping up with 
him is like keeping up with a dynamo.” 

Mrs. Paul Burbank, who had carefully kept the de- 
tails of the night secret from her husband, graciously 
acknowledged the request of the audience for a few 
words. 

The convention’s closing banquet was another lavish 
affair held in the beautiful Starlight Roof room of the 
Chase Hotel. Roy L. Wood, retiring president of the 
Midwest Travelers Club, served as toastmaster. Braised 
beef with fresh mushroom sauce and grilled Lake 
Superior whitefish headed the banquet menu. Benny 
Rader’s string ensemble furnished music for the danc- 
ing which concluded the convention and the House of 
Friendship was conducted by courtesy of the Midwest 
Travelers Club. 

Among those introduced was Jay Parrott, Waterloo 
Office Supply, Waterloo, Iowa, Governor of the Seventh 
District. 

“It has truly been a rich experience to have been 
with you in St. Louis,” declared President Howard. 
“This has been an exhilarating culmination of a con- 
vention meeting,” asserted General Manager Burbank. 

Governor Fred Pfaff was presented with a certificate 
of merit in behalf of NSOEA. 

Midwest Travelers Elect Neuhaus 

Meeting during the St. Louis convention, members 
of the Midwest Travelers Club moved up their first 
vice-president, Dave Neuhaus, manufacturers’ repre- 
sentative of Kansas City, Mo., to the presidency. He 
succeeds Roy Wood, Esterbrook Pen Company. 

Tom Seward of Speed Products Company advanced 
to the rank of first vice-president and Lee Gamel, 
Bates Manufacturing Company, was elected second 
vice-president in a close contest. 

Dan MacDougall, Stationers Loose Leaf Company, 
and Fred Pitt, manufacturers’ representative, were 
named secretary-treasurer and auditor, respectively. 





New Officers of Midwest Travelers _.. Seated: Tom 
Seward, Speed Products Co., Inc., first vice-president; Dave Neuhaus 
manufacturers’ representative, president; Lee Gamel, Bates Mfg. Co., 
second vice-president. Standing: Fred Pitt, manufacturers’ representa- 
tive, auditor; Roy L. Wood, Esterbrook Pen Co., retiring president 


The foregoing officers, with E. J. Mitchell, director 
of publicity for the club, will form the executive com- 
mittee for the coming year. 

The club voted a gift to Mrs. Dan MacDougall for her 
long assistance with the duties of secretary-treasurer. 

Considerable time was spent in the approval of 
changes in the constitution and by-laws during this 
26th annual meeting of the Midwest Travelers by Carl 
Schutz, Eagle Pencil Company. 

Convention leaders were recognized for brief talks 
and Billy Schmiederer, Buxton & Skinner Printing & 
Stationery Company, St. Louis, honorary member of 
NSOEA, was recognized. Present at the meeting was 
P. F. McLaughlin, Allied Manufacturing Corporation, 
St. Joseph, Mo., first president of the Midwest Trav- 
elers Club. 

The new president, Dave Neuhaus, faithful servant 
of the club in many ways, received the congratulations 
and best wishes of the members. 
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Exclusive Features 


Strong, Lightweight Aluminum 
Double Locks and Clasps 

3 Popular Sizes 

Takes Any Type Index 

350 Card Capacity 

Rubber Feet & Studs 
Beautiful, Long Lasting, 


3021 CARROLL AVE. 








The EXCLUSIVE ORIGINAL 
- POSTING 
BOX 


Designed Especially for 
““HUSH-HUSH” RECORDS! 


Meets The Big Unfilled Demand For A 
Combination Safety Box & Posting Tray! 


Everyone with “Hush-Hush” Records 
Can Use One Of These New Trays! 


Your market is truly enormous. 

You have present customers by the hundreds who want their 
private records safe, secure, yet instantly available for inspec- 
tion, added entries; such as; salesmen’s earnings, employees’ 
payroll, personnel records, accounts receivable cards, accounts 
payable vouchers, other such confidential data. Closed; it’s a 
double-locked, portable container, you can take anyplace. Opens 





, Boze Grav Cette Rate Si a battens “¥" tae odin or tank gee ca 
From Box To Tray pass up this big profit maker, erder your sample today! ——~ hy —_ rn = 2 
ORDER YOUR SAMPLES TODAY! Delivery Still Prompt ~ 4 as ~~ £ C1 - 
Write For Full Details! Literature—Prices like. ns- cn & mee ee 


INTASCO CORPORATION 


e All Phones VAn Buren 6-0126 . CHICAGO 12, ILLINOIS 








PINS 
PAPER CLIPS 
PAPER FASTENERS 
STAPLES 
THUMB TACKS 





LARGEST 
PAPER CLIP 
MANUFACTURERS 
IN THE WORLD 





The Most Complete Line 


of High Quality Desk and 
Industrial Staples on Earth! 

















PICTURE OF THE ENLARGED VAIL PLANT 


The peoenety of MONARCH BRAND Paper Fastening Devices is predicated on 


many years of successful performance in the world of business. In these difficult days 
demand exceeds productive capacity but the trade we have consistently served in 
the past is assured that the unequalled facilities of the great, modern Vail plant 
pictured above are functioning at top speed to serve their needs. 


AIL MANUFACTURING COMPANY 








900 EAST 9STH STREET CHICAGO 19, ILLINOTS 
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LOSE A CUSTOMER? 





Well, don’t worry too much 
for that is a common occur- 


rence among PEERLESS 


competitors. 


Get on the PEERLESS "Band 
Wagon” and offer ”’Cus- 
tomer Making” office 


equipment. 


STEEL OFFICE FURNITURE AT ITS BEST. 








EEL EQUIPMENT CO. 


AVES.. PHILADELPHIA 11, 


PA. 


DALLAS LOS ANGELES 








CLARK LINE SHELVING 


Steol 


UTILITY TABLE 





LOW PRICE! 
HI-QUALITY! 








GREY COLOR 





SHIPPED K.D. 


. for use in office, stores, ship- 


ping room, etc. 


SIZES 


48" w. x 24" d. x 30" h. 
h. 


NC. 


a lw a te" d. 2 27 


R. K. CLARK CO., | 


19.50 
15.50 


STEEL SHELVING 


@ “W” BAR POST 


@ SUPERIOR QUALITY 


@ MORE ATTRACTIVE 


@ STRONGER 


@® HEAVY GAUGE 
STEEL 


WRITE FOR 
OUR CATALOG 


@ Immediate Delivery 
© Complete Size Range 


@ Colors: Olive Green, Harbour Grey 


2840 4TH AVE. SO. «© MINNEAPOLIS 8, MINN. 
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BERGER MFG. DIVISION, REPUBLIC STEEL CORP., 
CANTON, OHIO.—A new color guide has been announced 
by this firm for use by dealers, architects, contractors and 
salesmen, to show all of the standard colors used on Berger 



























































products. It replaces steel panels previously used. The guide 
may be attached to correspondence, or may be used as an enve- 
lope stuffer or a pocket piece. 


C-THRU RULER COMPANY, 827 WINDSOR ST., 
HARTFORD, CONN.—A compact display, measuring eight 
and one-half inches by 11 inches, that features the C-Thru 
slide rule, is being offered free with the purchase of 12 slide 





NE W easy-to-sell items! 
N E W sales helps! 


... from the makers of the fastest- 
moving, most widely advertised 
““window sleeve’’ album-binder line 


Send today for your copy of the big new Ful-Vu 
“window sleeve” album-binder-displayor catalog! 
New items galore—including fast-selling E-Z-slide 
industrial card and ticket holders. Many dealers report 
rules. It is presented in blue and red phosphorescent colors. A up to 6-time yearly turnover on Ful-Vu—with full 
convenient envelope is attached to the back of the display to protection from Ful-Vu on their profits! 


hold stock. 
FEATURE 












DIEBOLD, INC., CANTON 2, OHIO.—A comprehensive 
eight-page folder on money protection has been published by 









plus 
pRrorected } 





) GLORIFIES 






SYSTEMS OF 


DISPLAY 


CASANGARD 








this firm. The two-color folder features protection equipment a 
; 
for use wherever bulk cash is handled. The inside front ‘eele) 4 Inc., Camden, -N. J. 
Pages give specifications on all standard Cashgard chests bs f 
: nits 
ul including the latest addition to the line—the Super-Market Pioneers of “Window Sleeve” display and album uni 
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Mim-E-O 


NO. 52 


ALL STEEL STAND 


. a> 
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. 
Priced Right - Built Right 
FOR EASY PROMOTION AND FAST TURNOVER 
V Field tested by Dealers with outstanding results. 


V Ideal for Folding, Mimeogrcphs or Adding Machines. 


Vv Beauty plus Rigid Construction 
anywhere. 


without a single rough edge 


Vv Shipped completely set-up. All-welded construction—no screws 


—no bolts—no assembly. Weight 40 Ibs in carton. 


Vv Equipped with adjustable domes to compensate for uneven 
floors. 


Vv 2 locking and 2 non-locking casters can be supplied at extra 


PRICE... 
—_—_ LIST 


F.O.B. CHICAGO 


cost. 


SPECIFICATIONS 


20 ga. stee!, welded construction 
Height . . . 28/2" adj. to 30” 
Width 29”. Depth 1912" 


Finish: Hammerloid Gray Baked 
Enamel. 


Mim-E-O 


NO. 53 


CARRYING TRAY 
PRICE $3,75 ust 


® CHICAGO 
Steel—easy to stack—rubber covered 
bottoms — Height 49”. 
Width 834". Depth 14”. 
Gray Baked Enamel 
vidually in cartons 


Hammerloid 
Packed indi 





*prices slight! higher west of the 
‘ockies. 


ORDER TODAY 


HALVERSON SPECIALTY SALES 


1221 W. CHESTNUT STREET 
CHICAGO 22, ILLINOIS 
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Cashgard. The inside back cover explains savings in insur. 
ance premiums possible through the use of Cashgard pro. 
tection. The catalog has been designed so that the outside 
pages may be used as a separate piece of promotional literature. 


CHARLES BRUNING COMPANY, INC., 100 READE 
ST., NEW YORK, N. Y.—Booklet A-2027 is the number 
of a new publication by this company describing the Copyflex 
Tax Return System and how to use it. The brochure is wel] 
illustrated and attractively printed. 


THE ESTERBROOK PEN COMPANY, CAMDEN, N., J.— 
As the latest effort in a program of clerk education, this 
company has published a booklet to encourage retail clerks 
and outside salesmen to know the product they are selling. 
The five sections of the book give technical information on 





Esterbrook products, how they should be used and cared 
for. Desk sets and miscellaneous items are also illustrated 
and discussed. The publication is available to commercial 
stationers and sales representatives without cost from the ad- 
vertising department of the Esterbrook Company. 


MINNESOTA MINING & MANUFACTURING COM. 
PANY, 900 FAUQUIER ST., ST. PAUL 6, MINN.—This 
is deal “V,” a cellophane tape and dispenser combination 
designed for retailers. Sold as a complete unit, it includes 12 





one half inch by 2,592-inch rolls of Scotch brand tape and 
two heavy duty dispensers, the second dispenser being given 
free. The deal is being offered through jobbers nationally by 
the company. 


TODD COMPANY, P. O. BOX 910, ROCHESTER 3, N. Y. 
—Latest developments in payroll posting boards and their 
timesaving and error-eliminating advantages are outlined in 
a new brochure, “Cut Payroll Costs 50% and More” published 
by the Todd Company of Rochester, N. Y. The brochure may 
be obtained free of charge by writing for Bulletin FM-1. 


THE TOLEDO METAL FURNITURE COMPANY, 1100- 
1200 HASTINGS ST., TOLEDO 7, OHIO.—An attractive 
four-page folder illustrating the complete line of Uhl steel 
school furniture has been issued by this company. Grade 
school chairs and desks are illustrated and specifications are 
given. Prompt shipments are offered. 


OFFICE APPLIANCES, May, 1952 





C>~F 


Shi 
T 











OF 





sur- 
Dro- 
side 
ure, 


.DE 
iber 
flex 


well 


| ae 
this 
erks 
ing. 

on 







Office and 
Typing 


gfQ@r 4 
Yi" A at I 


bayer 
“4h | 






















Stronger . . . more beautiful ... . 
more useful than ever! At a new low price! 


America’s most profitable utility office 
table . . . the famous FOLD-A-WAY 
Table . . . ready now for immediate 
delivery, in unlimited quantities! 
New beauty—a choice of two hand- 
some colors*. New strength—a sturdy 
steel top on lightweight aluminum legs! 
New convenience for every use in 
offices, institutions and homes. 








SPECIFICATIONS = —_— Write today for prices, literature, 
Cards an Open, makes table 24°’ x 60°’, 30°’ } . 
other Games high. ‘Folds to 24° x 30", to fit in and our new promotional 
car trunk or closet. Weighs only } 
3 , 25 lbs., supports over 800 lbs. Top 

ee of 24-gauge steel, with 1"’ tubular | 

pine aluminum legs. 

J Bry: pins FOLDS TO CARRY 
‘ } } %& Colors—Dove Gray. Caribbean Blue LIKE LUGGAGE 

> a 


Sabie? SEs $9.95 wenses 
Table Retail e — $21.50) 


Feature These Other All-Luminum Products For Extra Sales and Profits 






on its own 
leather handle. 








ka 


Sport Seat 











Deck Chair 





Lounger Snack-Pak 





Products 




















Atlas Tables. Legs 


















365 quality plastic items 


to choose from! 





V.P.D. 


the best-known . . . most asked-for 
Plastic Displayers for over 17 years! 








Visrere 


PROTECTS. 153 W. 23rd St., N. Y. 11, N. Y. 


OisPr.ays. 





JOSHUA MEIER CO., Inc. 
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Steel Frame with 3 B 
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Adding-Calcul 
ing-Calculators NS ; 
Here’s a fine chance for wide-awake dealers to pick up a nice 

profit by stocking these universally favored calculators. All 3 
models and capacities — entirely rebuilt by experts and in tip-top Vik 
operating condition—are available in limited quantities. Rebuilt Cal 
Monroe Adding-Calculators are in demand. Dealers who want sa 
them should write now for full information and prices. | wv. 
Stat 

Inc. 

CALCULATOR EQUIPMENT CORPORATION Cal 
New 


Orange, New Jersey 
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REMINGTON RAND INC., 315 FOURTH AVE., NEW 
YORK 10, N. Y.—A six-page bulletin, KD610, which describes 





aah ¥ 
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— 
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the Flexoprint method of preparing directories, catalogs, in- 
dexes, price lists and so forth is available from this company. 
Attractively printed in blues and gray, the folder shows with 
illustrations, the steps of the process. Included are descriptions 
of files suitable for storing Flexoprint cards. 

WATSON MANUFACTURING COMPANY, DEPT. A, 
63 TAYLOR ST., JAMESTOWN, N. Y.—An attractive new 
16 page catalog of Rol-Dex filing method has been published. 
Besides illustrating the various units in which Rol-Dex may 





be obtained it gives detailed information on each piece, in- 
cluding jobs for which it is best suited, capacity and so forth. 
Accessories are also illustrated. 





J. Andrew Smith Company Names Salesman 

C. Lee Smith, formerly of Laredo, Tex., has joined 
the staff of the J. Andrew Smith Company, San An- 
tonio, Tex., as a salesman.—JHR 








Victor Visible School at Fresno Shown in attendance 


at the Victor Visible training school held at Hotel Fresno, Fresno, 
Calif February 25-29 are: FRONT ROW--Greeley Togni, Togni 
Branch, Visalia : Samuel P. Hardy, Valley Office Supply Co. 
Bakersfield, Calif John A. Steffon, George Stevenson, Bakersfield 
Stats., Bakersfield, Calif.; H. G. Ulmer, Morris Bros., Stockton, Calif.; 
SECOND ROW—Philip Brashear, Curtis Lindsay, Inc., San Jose, Calif.; 


Richard E. Wallace, Charles R. Barry Co., San Francisco, Calif.; George 
W. White, Ray Whit 


Sampson Typewrite 


; Son, Sacramento, Calif.; E. Robert Sampson, 

Santa Rosa, Calif.; William Marvel, Sierra 
Stats., Redding THIRD ROW—Brayton H. Burks, Curtis Lindsay, 
Inc., San Jose f *harles C. Van Valkonburgh, Healey & Popovich, 
Fresn Calif Dotty L. Hicks, Modern Office Supply Co., Vallejo 


Calif.; Louis R. Haaze. L. M. Morris Co., Modesto, Calif.; STANDING 
H. W. Barnes, ed tional director, Victor Safe & Equipment Co., Inc., 


New York City 
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It’s the TOPS in Master Units 


TOP PRINTED Master Units 





or Buy the 


DOZEN 


For greater sales, bigger profits, more satisfied 
customers, sell TOP PRINTED Master Units— 
the Master Unit with extra selling advantages! 


Yes, they’re TOPS in Master Units! Typewriter 
scales are clearly imprinted and in full view of 
the typist for spacing copy accurately. Num- 
bered lines on both edges tell you at a glance 
just how many lines have been typed, and is 
invaluable for laying out forms, drawings or 
color work. There are margin lines too, that 
indicate exactly where to place copy for post 
cards. We believe anyone who has once used 
these units will never again be satisfied with 
a plain master sheet. 


TOPS in Value! TOPS in Sales Appeal! 


Tops in value because these time-saving units 
are made with the highest quality carbon to 
give the greatest number of brilliant copies. 
Tops in added sales appeal with the new MAS- 
TER DOZEN PACK—a colorful, convenient 
folder for the small user. A DOZEN FOR A 
DOLLAR, this new package keeps units clean, 
wrinkle-proof, handy to use and handy to SELL. 
TOP PRINTED Master Units are also packed 
in the regular boxes of 100 units. 


NATIONAL ADVERTISING to help you SELL 


This month millions of readers will see Master Addresser prod- 
ucts advertised in SATURDAY EVENING POST; DUN’S 
REVIEW; INSTRUCTOR; THE OFFICE; CREDIT & FINAN- 
CIAL MANAGEMENT. 


fllcdlee rhdtdrede C2 


6500-D West Lake Street, Minneapolis 16, Minnesota 
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how to help 
business 
make a date 
witha... 





SELL 


STARK 


CALENDARS 


A quality line of stands and pads featuring all 


popular styles and sizes. write or 
Calendar pads are lithographed—on high-grade phone for 
bond paper with the date in red and the monthly 
calendar in black. complete 
Fast, 2-color lithograph printing enable us to details 


give you the best in quality and prompt service 


TARK CALENDARS <xcorporcted 


100-112 BISSELL ST. + PHONE 7557 + JOLIET, ILL. 
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The EYE-SAVER SIZE! 
49392 


Facsimile impression Roman style 


FORCE 
COLUMBIA 


bsmatic 


NUMBERING 
MACHINES 


Jumbo figures *;” high for time 
eards, filing jackets and where- 
ever large numbers are neces- 
sary. Sturdy metal frame, deep 
cut wheels give years of service. 
6 and 7 wheel medels. Consecu- 
tive, duplicate and repeat move- 
ments. Precision built for 








accurate, legible numbering. 


W M. 


A. FORCE 


MPANY Damen Baek 2 Oe ae 


64 White Street, New York 13, WN. Y. 
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How to Get More Out of 
Your Marketing Dollar 


(An address by Alexander D. Hollenbeck of Hollen- 
beck Marketing Consultants before the Office 
Equipment Dealers of New York, November 12, 
1951) 


m@ WHEN I WAS asked to address your association, it 
was requested that the subject be something of cur- 
rent interest, based on something near to your daily 
activities, and intimately connected with your life and 
livelihood. The more I thought about it, the more 
difficult the problem became—what would be the 
closest to you? 

Then suddenly all became clear, and I thought of 
something that is always with all of us—not office 
equipment dealers alone; something universal, some- 
thing of never-ending concern and interest, something 
we wrestle with every day, something that affects us 
waking or sleeping, a subject we can never forget, no 
matter how hard we try, in our business or in our 
pleasures. What else could that be but TAXES. 

But what is especially newsworthy about taxes at the 
present time? Just read your daily paper—within the 
past month, the third-quarter financial statements of 
various corporations, great and small, have been oc- 
cupying a prominent position. 


Sales Up, Profits Down 

And this year, as never before, the average state- 
ment shows a large sales increase over the previous 
year. But the same thing cannot be said for profits, 
either before or after taxes. In fact, quite the oppo- 
site is true, profits in some cases being as little as half 
of last year’s on a per share basis. 


There are several reasons for this condition: As no 
business man is likely to forget, the new tax bill is 
taking an increasing bite out of his income, in two 


ways, especially if his firm is a corporation. The first 
is in the form of regular corporation tax—30% is levied 
on normal tax net income, and 22% on income over 
$25,000. 

Second, if his corporation is so fortunate as to be 
operating more profitably than it has been for the past 
four or five years, the excess profits tax wants its share, 
too, with a basic tax rate of 30% of the adjusted excess 
profits net income. 

Of course, the corporation has some protection—they 
can’t take more than 62% of his total net income, but 
that is scant comfort when he looks at his steadily 
disappearing surplus over a period of several years. 

If his business is run as a partnership or individual 


business, the bite can be equally severe, as you all know, 


with a possible tax of as much as 92% when combined 
normal tax and surtax is included. As if taxes were not 
enough, operating costs have also joined in the upward 
spiral—this is again a matter of common knowledge. 


Reward for Efforts? 

Then you may ask, is it possible for us to keep any 
substantial amount as a reward for our efforts, after 
Government, materials, labor and service have had 
their share? 

The answer is that the business man must first study 
his tax situation. If his is a corporation, there is a 
limit beyond which the tax will not affect him. If he 
operates a partnership or individual business, since the 
Same tax applies to both, and becomes progressively 
larger, he should study the effect of any measures he 
may take on the bracket in which he will probably fall. 
He should certainly aim to get into the top of such 
bracket, rather than remain at the bottom since this 
tax rate is constant. 

To the extent that it will increase retainable income 
therefore, depending upon his form of organization, he 
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Store transferred records from floor 
to ceiling — without shelving —in 


Oxford’ 


IBERBOARD 


FILES 


Limited storage space sometimes requires stacking of 
transferred records all the way to the ceiling. You can do 
it with Oxford Steel Front or Steel Clad Files—yet have 
every record instantly accessible, without unpiling old- 
fashioned boxes to get at the ones underneath. 


STEEL FRONT 
FILE 











STANDARD 
FILE 


Instant accessibility! That’s the great advantage of pull- 
drawer storage files—originated by Oxford in 193], and 
brought to their present perfection in the three styles 
illustrated. 


STEEL CLAD 
FILE 


See back of this page for list of sizes 





KEEP YOUR TRANSFERRED RECORDS 
READY FOR INSTANT USE IN 


Oxford 


FIBERBOARD 











ILES - 


Why store records in inconvenient cartons or bundles, when 
Oxford Files give you instant reference at such low cost! 


LETTER 














There’s a size for practically every standard office form, 
from a 3x5 card to a big legal size sheet. 


LEGAL Files are delivered knocked-down. They are quickly and 
easily set up, saving your floor space until needed. 


Choose from the three models listed below. Select the 
handsome fade-proof Steel Front for front-office use, the 
Steel Clad for lower-cost heavy-duty service, and the 
Standard Series model for the utmost economy. No shelving 








3x5 CARDS - 
(2 ROWS) needed. They stack and interlock in solid batteries. 







INVOICE 































STEEL FRONT and STEEL CLAD FILES 


STEEL packed 6 to carton STEEL 
FRONT Drawer CLAD 
Stock Size measure inside Stock 
No. Ht. Wd. Dp. | No. 
7\A | Letter 10%, 12% 24 7IE 
72A } Legal 10%, 15% 24 2E 
73A *Invoice B% 10%, 24 73E 
75A Check 4", 9%, 24 75E 
76A Check 44%, 10% 24 76E 
77A Tab. Card 34% 74%, 24 77E 
78A 5x8 5 8%, 24 78E 
79A *4x6 44%, 127%, 24 79E 
710A *3x5 3%, 10%, 24 710E 

712A Dep. Slips 4 83%, 24 
713A 6x9 6. 9%, 24 713E 
734A 12x12 12, 12% 18 





ack 
STANDARD FILES °o‘K°o. 


—————_<4 


Drawer 
Stock Size | measure inside 
No Ht. Wd. Dp. 
| Letters 10% 12 24 
2 Legal or Cap Size 10%, 15 24 
3 “Invoices, 2 rows 8x5 8%, 10%, 24 
4 Checks or Vouchers 34/4 9 24 
5 Checks or Vouchers 4\ 9 24 
) Checks or Vouchers 4, 10% 24 ‘ 
7 Tabulating Cards 33/4 7%, 24 
8 5x8 Cards or Forms 5\/, 8Y, 24 
9 *4x6 Cards (2 rows) 4\/, 12%, 24 
10 3x5 Cards (2 rows) 3, 10%, 24 
12 Deposit Slips 4, 8Y, 24 
13 5x8. or 6x9 Forms 6 - 24 











* These files furnished with divider strip for 2 row filing 


Printed in U.S.A. 





OF 









Time-saving Convenience! . . . at Your Fingertips! . . . in your 


SHIPMAN-WARD TYPEWRITER PARTS CATALOG 


ww" ere 






. . @ complete library of parts and supplies for 


i machines in 7 SEPARATE VOLUMES 


for quick reference and easy handling. 





v4 VALS : Each volume plastic-bound in a different color 
Y ~lsye for instant identification. 
Zz \ 7 Catalog No. Description Cotelog No. Description 
- A GENERAL CATALOG for all B-2 REMINGTON: Standard, 
ia] . makes. A comprehensive list Noiseless and Portables. 
Ww ARD of fast-moving typewriter, B-3 ROYAL: Standard and Port- 
SHI PMA N - adding and calculating ma- ables. 
Your Best Source of Supply fer chine parts and supplies, rub- B-4 1. C. SMITH: Standard. 


ber products, dealer services, 


ICKEL PLATING ‘ B-S UNDERWOOD: Standard, 
o TYPEWRITERS loss pe yp and corbons, tools Noiseless and Portables. 
a nies sr. B-6 R. C. ALLEN-WOODSTOCK 
@ PARTS on” WELDING B-1 SMITH-CORONA: Portables. iy ; 
——* © REBUILDING Write for Information Today! 
@ RIBBONS . another dealer service offered by 





7 RECONDITIONING 










e@ CARBONS 


BFGoodrich SHIPMAN-WARD MFG. CO. 


_— OLLS 
PLATENS and FEED © 325 N. WELLS ST. CHICAGO 10. ILL. 





JEM PO DOES /T AGAIN / 
THE NEW 


“Perfectly Self- Controlled” 
TEMPO "700" INK 


The First High-Speed, Quick-drying ink recommended for 
both open and closed-cylinder stencil duplicators. 


Holds its place in the cylinder even at 
highest speeds. Costs no more than 
ordinary inks. Try it in your Duplicator. 





See your Tempo Dealer or Write us Direct 


OTHER FAMOUS TEMPO PRODUCTS 


Tempo Film Stencils . . . for the kind of copy you want. 





Tempo “500” Ink . . . for that press-printed finish. 





Tempo Electric Duplicator . . . Today's most 


progressive advancement in office printing. 





Milo Harding Company « 434 West Pico Boulevard « Los Angeles 15, Calif. 


ESTABLISHED 1904 




















OFFICE APPLIANCES, May, 1952 253 








FAULTLESS = 


dept 


all | 

FLEXI-POST 4 

EG. U.S. PAT. OF F. mus 
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NO. 278 tither 
But 


made 
Wood for warmth and dignity basis. 


all tir 


will appreciate fully this warm accent 
on comfort, dignity and distinction. 
They'll recognize readily the impressiveness 


of these fine wood upholstered chairs. 


WRITE DEPT. CL TODAY FOR YOUR COMPLETE 
MURPHY CHAIR CATALOG. 


Murphy (Bair Ompary 
dbenind 187 ¢ 


MANUFACTURERS 





NO. 279 


OWENSBORO , KENTUCKY 
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should employ all of the available devices to increase 
sales and to cut operating costs. 

In the office equipment business, as you all know, 
lepending upon the size and resources of the retailer, 
all the tools of good merchandising are brought into 
play in varying number and degree. The smaller firm 
must place more emphasis upon doing one part of the 
selling job well, rather than try to cover the water- 
front 

The large firm may have as its objective the develop- 
ment of all of the marketing methods related to sales 
rganization, advertising, merchandising and promo- 
tion. Generally, the larger the firm, the more activi- 
ties it can carry on profitably. 

On the other hand, the small firm will never be any- 
thing but small if it only does one part of the job. 
Therefore it must know when it has one activity under 
ontrol well enough to extend into another. So this 
avoidance of biting off more than you can chew is a 
good policy for the office equipment dealer. But the 
spirit of the popular song, “I can dream, can’t I” is 
more than just a dream in its application to the office 
quipment business 


implement Program 

If “dreaming” will take the form of planning for the 
future, of first establishing your objectives—your goals 
for a certain future year, then implementing these 


with certain policies within whose 
proceed—then you will find that 
become reality, and that reality 
terms of a profitable future, and 


table, surrounding it 
framework you will 
your “dreams” will 
vill express itself in 
xpanded operations 
And a not inconsiderable inducement to such plan- 
ning or dreaming, is the ability to charge off all ex- 
enses incident to such improvements either under the 
excess profits tax law or other write off tax provisions. 
The advisability of such a course is emphasized by 
the lasting nature of the benefits of your operations— 
yng after the excess profits tax law has expired. So 


present improvements will continue to pay off over 
4 period of years, in direct proportion to farsighted- 
ness 


As has been stated earlier, it takes a greater increase 
n sales than ever before to increase the net profit re- 
maining after taxes. Therefore, the forward-looking 
fice equipment dealer will study the possibility of 
wing all the sales producing tools, and plan for their 
adoption and development during a period of years, 
and schedule expected progress, and goals. 


budget Is First Step 

The first business planning is the budget. 
Starting with a forecast of sales for the coming year, 
tis an estimate of progresses from sales to cost of 
(including inventory changes and purchases) 
gross profit, selling, general and administrative ex- 
benses, operating other income and deductions, 
ind ends with income available for taxes. All these 
thould be estimated as accurately as possible. 

At that point, taxes should be estimated, based on 
the budgeted net income. If the result is not as favor- 
ible as it should be, in line with considerations recited 
earlier, the dealer should again review the budget, de- 
rmining to what extent the budgeted items may be 
favorable tax figure. These 
resolve themselves into increases 


step 


sales 


profit, 


aidiusted to proauce a 
hanges will 


usually 


n sales or decreases in expenses or both. 

The first way in which an office equipment dealer can 
increase his sales is to organize for outside selling. It 
8 quite possible that the average dealer is practicing 
r considering expanded canvassing outside the store, 
tither by personal contact or otherwise 

But this operation can be greatly facilitated and 
made more effective by conducting it on an organized 
Yasis. By following this seven-point program, you can 


control and direction of it at 
logical order, the points are these: 


ve assured of constant 
all times. In chr 
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Specialty Items... 
YOUR KEY TO MORE PROFITS 


be 
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“P & P” (press and peel) Carbon Paper 





Hot Wax Spot Carbonizing 
e One-Time Carbon Papers 
Carbon Rolls for Pattern Making 


Learn About “U.S.’’—The Profit Line! 
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U. S. TYPEWRITER RIBBON MFG. CO. 


621-623 CHERRY ST PHILADELPHIA 6, PENNA 


Genera 





A ready seller 
with 10” eye 
guide at 


od | y le 


TAX EXTRA 











Easy to Sell—Profitable to Handle 


There is a real demand for the RITE-LINE Copyholder because 
typists like it. Saves eyestrain and promotes accuracy and speed 
especially in copying columns of figures. Self-contained, all-metal, 
compact, attractive. Requires no installation or service. The above 
illustration shows the Copyholder with the LINE MAGNIFIER at- 
tached. Extra for magnifier $4.00. 

Attachments for copying from wider sheets 

15" extension eye guide $1.25 

20" extension eye guide $1.50 


For full particulars, discount, etc., write +o 
RITE-LINE CORPORATION - 1025 ISth St., N. W., Washington 5, D.C. 


i 
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TUBULAR 


PRECISION STEEL 
RECEPTION ROOM FURNITURE 


HIGH QUALITY AND EYE APPEAL 
AT AMAZINGLY LOW COST 


Maximum chair comfort as- 
sured by scientifically designed 
steel frame and resilient plas 
tic webbing. Ventilation fea 
ture prevents perspiring 

Webbing is stain-proof. 
Don’t absorb dirt. Washable 
Straps replaceable by simply de 
taching patent clip from frame 

Frames in Chrome or Baked 
Enamel. 

Plastic arm-caps. 

Can't mor walls, as rear 
legs contact baseboard, assur- 
ing space between chair back 
and wall 














$1995 List 


TIER TABLE — 


Pearl gray Formica shelves 
Leg finishes to match choirs 
Overall height 23 inches. 


PROMPT DELIVERY 


$1995 List 


Write for Photos, Literature and Dealer Discounts 


PRECISION MFG. COMPANY 


829 CHICAGO AVENUE * EVANSTON, ILLINOIS 














EXTENSION 


NON-SUSPENSION 
Production Line File 


@ All The Features Of A Fine 
Non-Suspension File . . . Plus 
The Finest Features Of The 
Finest Suspension Files. 

@ Beautiful Brass 
Hardware. 

@ Spring Type Fol- 

lower Block. 

@ 4 Ball Bearing 
Rellers Make The 
Drawers Roll Smooth- 

ly, Silently and Effort- 

lessly. 











This innovation in non-suspen- 

sion files with the “TOPCO” 

extension, eliminates fumbling 

for file folders, 3 or 4 inches —— 
in the back of the drawer. . . 

this new extension non-suspen- — 
sion allows the drawer to ex- 

tend completely out to the end 

of the case, giving you 24” of 

actual easy-to-get-to filing 

space. 


Size 52" high 26” deep 
No. 2051-4... - 4 drawer 
* | ae 2 drawer 


Manufacturers of the famous | 
25R Steel Transfer Case: ‘ ‘4 
Line’ Suspension Files: Tip Top 
Steel Lockers. Stee! Transfer NO. 2051-4 
Cases of every type and descrip- . - 

tion. Telephone WAlbrook 5-7100 


OP FLIGHT products company, inc. 
6224 S. OAKLEY AVE., CHICAGO 36, ILL. 
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1. Analyze your sales records, in order to know your 
present market. 

An analysis of your sales tickets can furnish yoy 
with summarized information on types of merchandise 
sold, your customer; characteristics, the profitability 
of various types of accounts, salesmen’s performance 
and geographical location of sales, all of which can be 
useful in planning your sales activities. Use of the 
various kinds of tabulating card systems will aid in 
quick analysis. 

2. Determine your customers’ buying habits. 

When the results of the sales record analysis have 
been compiled, and the various customer classifications 
have been established, the next step is to question an 
adequate sample of each major customer type, as to 
their buying habits, either personally, or by mail, or 
telephone. Information should be gathered on their 
average purchases, time of purchase as well as its 
frequency and the finishes, weights, styles and other 
merchandise characteristics preferred. 

3. Analyze market data to establish your potential 
market. 

It is assumed that your marketing area is part or al] 
of Metropolitan New York City. Having established 
the characteristics and buying habits of your potentia] 
customers, you are then in a position to determine how 
many of each type of potential customer there are in 
this area. 

The U. S. Department of Commerce, New York State 
Chamber of Commerce, and many other public and 
private market organizations have available such data 
of the type necessary to establish such a set of poten- 
tial figures. 

4. Establish sales territories for both outside and in- 
side selling. 

Geographical territories should be set up, based on 
the potential market for your merchandise, and the 
portion of that potential you feel you can sell. Each 
territory should be the exclusive responsibility of a 
salesman. 

It may be that some accounts in the territory should 
be reserved for inside the store, based on past con- 
tacts. That is a matter for individual judgment. Terri- 
tories should be set up so that each is equal in poten- 
tial sales 


Hire Suitable People 
5. If you have a sales force, organize it as a manufac- 
turer does. 

In the first place, hire a salesman suitable for the 
job, and if you haven’t got him, get him. Then each 
salesman should be uniformly trained in good selling 
methods, the firm’s background and policies, and the 
character of the market. 

He should be assigned a given territory or location, 
and held responsible for the business produced. He 
should be held responsible for constant reports on sales 
activities and progress, so that the common standard 
of performance may be raised. He should be taught 
how to co-ordinate with all the promotional activities 
of the firm, so that they can be fully effective. 

6. Assign quotas to each salesman consistent with rea- 
sonable goals. 

In establishing sales per salesman, the dealer should 
set goals based upon that portion of the territory 
potential sales which may be reasonably expected in 
the current period. The salesman is then graded on 
results. His future promotion or pay increases depend 
on his performance. 

7. Compensate your salesmen in terms of the job you 
want them to do. 

Both inside and outside salesmen can to a certain 
extent exercise control over the kinds of merchandise 
and customers sold. 

Therefore, by setting up an incentive system of pay 
which provides for a greater return to the salesmen 
for selling the more profitable lines, limited by the 
potential market, performing a certain amount of 
sales promotion, and holding down selling expense in 
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PROMPT SHIPMENT 
ELBE) PRONG FASTENER 


BINDERS 


Available with or 
without prong fasteners. 





Durable, all purpose binders. 
Complete range of popular 
sheet sizes and capacities. Red 
or Black Pressboard. 2 pieces, 


cloth or scored hinge construc- 





tion. Punched for all standard 


spaced fasteners. 


i—~——e PRONG FASTENERS 


Attachable prongs or 





continuous-base prong 
y) styles. Light-weight 
steel. Non-corrosive 
finish. All popular 


copacities and c. to c. 





Continuous-base style 
illustrated 


Write Today for Our 
Complete, 72-page, Illustrated 
NEW CATALOG No. 56 


ELBE FILE & BINDER CO., INC. 
P. 0. BOX 951 FALL RIVER, MASS. 























MORE MONEY 
%\ FOR YOU 


with 





The Writing 
Set that 


g Banks use 
GREGORY FOUNT-0-INK COMPANY 


LOS ANGELES 65, CALIFORNIA 








Sit-Well 
CUSHIONS 


Handsome Covering Material 
REVERSIBLE Brown & Green 


2” FILLER 


Foam Rubber 







. Bonded 
van No. 402 
$6.00 $5.80 $5.40 
17x18” 15x17” 14x15” 


Regular Dealer Discount 


GEO. E. FOX & CO. 


1051 NORTH THROOP STREET 
CHICAGO 22, ILLINOIS 





CUSHIONS 
Since 1911 























JOIN THE 
OPPORTUNITY 





Invest in 


U. S. 


SAVINGS 
BONDS 











————<: 
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terms of net sales, the dealer can make his salesmen 
want to do the selling job he wants them to do. 

The other way in which sales can be increased is to 
analyze and improve all your non-personal selling ac- 
tivities, including good public relations, advertising, 
sales promotion, merchandise and services. Here are 
some suggested ways of doing so: 


7%. 7 
1. Evaluate 


Examine 


idvertising program. 
past expenditures, in terms of net 


sales, and the ympare it to similar figures for all 
office equipment dealers, and your immediate competi- 
tors’ programs. Are you getting the most out of your 
advertising? St your media—what different publi- 
cations or other media are you using—how effective 
ire they 


of proof on the space salesman, or 
yr agency if you use one—within its lim- 
its of responsibility. Are there some forms of advertis- 
ing you are not using, and should investigate? 
2. Consider ut ing direct-by-mail to make your ad- 
ertising pros more effective. 
By mailing prints of your newspaper or other 
printed advert special sales merchandise, or other 
promotions leveloping a good mailing list, the 
effectiveness of that program can be vastly increased, 
tly to the real buying prospect. Re- 


and brought 


member that the direct-by-mail compaign is only as 
strong as its ling list, more than the merchandise 
ffered, so 1ins to keep the list current and full 


I prospects 


; Re view a7 
Any print 


displays in 


rpen your sales promotion devices. 
iterial furnished to your customers 
stores should be kept at maximum 


effectiveness. Merchandise sells itself better when at- 
tractively arranged, clean and in readily accessible 
store locatio1 A periodical review of such matters 
will help 


Add Merchandise, Services 


4. Consider ening your merchandise lines and 
f CeS 

Finally, some thought might well be given to the ad- 
lition of profitable lines and items of merchandise not 
now carried ilso to the furnishing of over-all office 
furnishing al oration counsel to your customers 

Another hel levice might be the assistance to 
istomer financil of purchases through one of the 
tL irms. 

The othe lf of the general program should be 
oncerned witl reduction—and our discussion will 
marketing side, and to those subjects 


en cal -_ ‘ 
nstaimen 


) 
Aiiidd 


reduction program is to invite the 
a program more related to a big 
lling of its manufacturing prob- 

directly related, and is an out- 
erowth of a1 tivity which is standard in manufac- 
and ¥ is known as industrial engineering 


Such a pl in the case of an office equipment 

ealer is ¢ with stocks of merchandise, and 

ed busine elling expenses, and involves four 

l. Analyze tories and purchases and establish a 
tL syste? ntrol 

The first st n controlling inventories and pur- 

hases is t readily available record of both, 

which will a1 e them in terms of profitability and 

n-and-out ement, based on sales and the poten- 

market. This may be done by a perpetual inven- 


me similar method 
ing a system of merchandise record 
is, invent ind purchasing policies should be 
l wit budgeted activity for the year 


Reduce ing and handling costs. 

I eviewil torage flow and handling of merchan- 
i in the wars ise, and effectiveness of warehouse 
personnel idopting modern mechanized han- 


inging other warehouse equipment 
| sums may be saved annually. 


lt la le lal 
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Rich 
Hammerloid 


GRAY or 


GREEN 
oven-boked 
finish 


LETTER 
& LEGAL 
SIZES 





VANGUARD 
Steel STORAGE FILES 


serve as ACTIVE files with 
positive, simple stacking 
provisions, plus 










A Sturdy Recessed 
Base with Toe 
Clearance at Front 


e Brass finish cardholder and handle 
IMMEDIATE e Four rollers for ease of operation 
DELIVERY @ Index guide rod with brass knob 

e Self-locking follower available 


"Vanguard 
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CE AVICE 





CORPORATION 


NEW YORK 1 ee 


SAXON 


240 WEST 18th STREET 
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Int gdlate Vellvery on a 


STEEL STORAGE CABINETS 


(ADJUSTABLE SHELVES) 


e COMBINATION CABINETS 
For Wardrobe and 
Shelved Storage. 


e WARDROBES 
For Clothing Only. 
Sizes on Storage, Combination 
and Wardrobe Cabinets: 18” 
to 24” Deep. 30142" to 78” 
High. Single or Double Doors 
Yale 3-Way Locking Device. 


e UTILITY RACKS 
No Doors. Adjustable 
Shelves. 12” to 24” Deep. 
3012” to 78” High. 


COLORS 


DuPont Gray or Green Baked 
Lacquer Enameled Finish. 


We or Wile for Out Price List 


\mntalht & 


STEEL PRODUCTS CORP. 























1112 East Cary St. ¢ Richmond, Va. 
PHONE - 7-6650 





CONVOY chew -Coard/* 
STORAGE FILES 


MAKE THE COST AND WEIGHT 
OF STEEL UNNECESSARY 


Convoy Chem-board Storage 
Files weigh little over half as 
much as steel files . . . are priced 
in the corrugated paper boara 
range—with serviceability in the 
steel range. . take less than 
10% more space than steel files 

. can be stacked to the ceiling 
without supports . .. mate to- 
gether top-to-bottom and lock 
together side-to-side ... have 
wax-like texture that makes 
drawers slide easily . . . are ship- 
ped assembled for easy installa- 
tion without tools ... are water 
resistant — moisture will not 
weaken them. 





540 pounds is only a part 
of the load these wonder 
files will carry and permit 
free operation of the 
drawers! 


(*) Chem-board is the product of Convoy’s exclusive chemical 
impregnation process that hardens the raw corrugated paper 
beard and thoroughly binds the fibers. It is widely used to 
replace steel and wood industria! tote boxes. 


J day 8 
14 standard sizes; and details board, 


about our dealer franchise. STORAGE FILES 
CONVOY, INC. e@ P. 0. Station 8, Box 216-6, Canton 6, Ohio 


You'll like Convoy quality and 
economy. Write today for de- 
scriptive folder and prices on 
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3. Review the conduct of used furniture and equipment 
business. 

By studying costs, profits and other elements of the 
used furniture operation, it is possible to decrease costs 
in this direction. 

4. Keep selling expenses in line with net sales. 

All selling expenses should be constantly reviewed 
and not allowed to exceed their proper relation to net 
sales, as determined by past experience, and by the 
experience of other dealers and other types of retail- 
ing. This includes sales expenses, advertising and sales 
promotion expenses, as well as administrative expenses. 

A word as to programming of these two general ac- 
tivities. The four steps necessary for the establish- 
ment of such a program are: 

1. Assemble all the facts bearing on each weakness 

which is discovered. 

2. Classify and analyze such facts. 

3. Formulate a corrective program. 

4. Schedule the program and put it into effect. 

This gathering and analysis of facts and the putting 
together of a program require great concentration and 
an intensity of thinking which is not always possible 
with one also responsible for the day-to-day conduct 
of the many operating details of a business. To secure 
this uninterrupted attention, to get an outside view- 
point and the common knowledge which comes from 
having handled similar problems for others, many 
companies have retained management consultants. 

Summarizing:—The new taxes increasingly take the 
income of both the corporate and individual office 
equipment dealer. Operating costs are also constantly 
increasing and are at the highest level in history. 

To offset this and to retain an equal or larger income 
after taxes the office equipment dealer should plan for 
two objectives: 

1. To increase his volume of sales, since a larger 
increase than ever before is necessary to retain a like 
amount. 

2. To decrease his operating expenses as much as 
possible, but in doing so to avoid any reduction which 
might adversely affect volume of sales. 

In carrying out all these programs, more than ever 
each expenditure should be carefully scrutinized so 
that it may be most effectively utilized. Because the 
same sum has been spent for many years is no reason 
it should continue. 





Saxon Paper to Distribute for Anchor Chemical 


Saxon Paper Corporation has been named distributor 
of Pam-X, a synthetic flexible padding adhesive made 
by the Anchor Chemical Corporation. The announce- 
ment was made by Ed Jasser, vice-president in charge 
of sales for the chemical corporation. 

Sidney W. Saks, president of Saxon Paper said, “We 
are delighted to add Pam-X to our list of items we 
distribute to the industry. Our men are highly confi- 
dent that Pam-X will be a welcome item to our 
thousands of printer customers.” 





New York Firm Incorporated 

Articles of incorporation have been filed for Utica- 
Pam Corporation, a design, adding and calculating 
machines, and general machine shop business. Capital 
stock is listed at 200 shares no par value. The di- 
rectors are Mary Miggins, Laura Krell and Natalia 
Jacobs, whose addresses are given as 11 East 44th St., 
New York city EEG 





SoundScriber Promotes Manager 

Barclay Curtis has been promoted from sales man- 
ager to branch manager of the Dallas branch of the 
SoundScriber Corporation.—_JHR 





Underwood Names Dallas Representative 


E. W. James has joined the Dallas office of the Un- 
derwood Corporation at 1310 Industrial Blvd., as an 
adding machine sales representative JHR 
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IT’S NEW! 





Simplified! 
Revised! 
CATALOGUE improved! 
ao 7 
SIMPLIFIED TOPS 
STOCK LINE OF 


BUSINESS 
FORMS 


STOCK 
BUSINESS 
FORMS 


All These DEALER ADVANTAGES! 


* Forms Boxed—Not Wrapped 





¢ Convenient Packages 
¢ Over 500 Forms In Daily * Top Quality Stock 
Demand * Priced to Sell 
* Reg. Dealers Discounts 
You'll 


in Sales— 


* Dealer's Name on Box 


This is the Line you have been waiting for 


ps in Profits Tops 


Send Your Sample —e yourself. Send us a sample order 


We'll ship promptly with your name 
Order Today! 


m each box Aiso ship you our catalog- 
“TOPS” BUSINESS FORMS, Dept.A 


It's a real 
ales maker. 





sample book and price list. 
107 N. Wacker Drive Chicago 6, Illinois 
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SPECIALITIES 
e arch files e letter openers 
e binder clips ® protractors 
z book supports e ring book indexes 
e clip boards * rubber sponge cups 
® compasses 
e erasing shields a ne ner peng 
® scissors 
e eyelets b 
@ glass sponge cups a 
© index tabs e thumb tacks 
e knife erasers ¢ tray supports 
e ledger indexes e typewriter brushes 
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nothing 
finer 
than 
STANLEY cna 
No. 201 '2 
fine 


LEATHER FURNITURE 


("}}s 
C TANLEY 

Write for descriptive literature and 
prices. 


STANLEY 


MANUFACTURING COMPANY 
2310 N. MAIN ST. © FORT WORTH, TEXAS 


The complete line of STANLEY Fine 
Leather Furniture includes Swivel 
Chairs, Side Chairs, Club Chairs, and 
Sofas in numerous styles and designs. 
Available in Top Grain Leather or Du- 
Pont Fabrilite. Wide choice of colors. 
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It's NEW! 

It's NYLON! 
It's A. P. LITTLE's 
longer wearing 


typewriter ribbon! 





Write for details. 
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No. 81 Executive Posture chair— 
rubber foam arms and back—seet 
with rubber foam over a spring unit 
base. Your choice of fine leathers 
or in Gropoint material. 





No. 21944RC 
(side chair to match) 





Styled for perfect harmony, fashioned for 
gratifying, luxurious comfort, customed for 
lasting wear and priced for every buyer's 
purse, these numbers like all BRIGHT 
creations are sure to give genuine satisfaction. In beautiful leathers of 
your own choice BRIGHT upholstered leather furniture enhances the 
appearance of every office. In the BRIGHT catalog you and your cus- 
tomer will find a wide range of styles and designs to meet every specific 
requirement. Write for the catalog today. 









No. 81 Executive 
Posture Chair 



















SEE US IN No. 667 Judges Chair, a truly distinc- 

ATLANTIC CITY tive number. Arms and backs of foam 
bber. Seat, f bi ' 

ru t. » foam rubber over a spring 

BOOTH NO. 9 unit base. Customed in the finest 

NOFA leathers, this chair is the last word 


in comfort and durability. 


CONVENTION 





133 BLEECKER ST. 


NEW YORK 12, N. Y, 





QOrisina( jouner 

— EE LE 
HANDY CALCULATORS 

‘“‘THE MACHINE TO COUNT ON'' 











The following example shows simplicity and speed of 
operation. ONLY ONE SETTING NECESSARY. Simply 
set levers at “68” and calculate the answer in 25 seconds 
without setting any other figures. 








68 units @ 1.75 ea............. .119.00 
15% discount........................ 17.85 
101.15 
Less 22% for cash................ 2.53 
$98.62 


Compare the advantages of this sturdy, low-cost, portable 
and efficient calculator with any machines in the field. 
Why pay more? 


WRITE FOR BULLETIN RO-53 


210 FIFTH AVE., NEW YORK 10, N. Y. 


CULOANTAL CARBON COMPANYS 


SOLE DISTRIBUTORS FOR US A 5150 Church St., Skok lim Telephone Skokie 7070-7071 











262 OFFICE APPLIANCES, May, 1952 





Hl 


iT 


52 


Recorder Department Proves 
Profitable Specialty 


@ WIRE AND TAPE RECORDERS, properly presented 
and energetically promoted for use by various types 
if professional men, have proven a_ surprisingly 
profitable alty at Curry Office Supply Company, 
Waco, Tex 

C. W. Hughes, head of the firm, has specialized in 
duplicating machines during the entire history of 
the modern office machine dealership, and placed his 


first wire recorder department in operation a few years 
ago, on a “test basis.” 
He was ‘prised to find the market far more fertile 


than was oO! nally anticipated, and sales have worked 
out so well tl Curry Office Supply Company has ex- 
panded its recorder department heavily. 

Carried tock now are low-priced, “popular use” 
wire recorders, tape recorders in all price brackets, 
ind an extremely expensive line of office-use wire 
desk-top dictation, which has sold con- 
sistently the year past. The Texas firm offers 
wire recorders or tape recorders in price brackets all 
the way f! $90 up to $430, and has found a definite, 
separate market exists for each. 

There is no doubt that the use of the easily-oper- 
is growing at every turn,” Mr. Hughes 


recorders 


ited recorde! 


c id 
9A LU 


Office Demonstrations 


We achieved our initial success by dint of taking 
the recorde! ut and actually demonstrating them at 
literally hundreds of offices throughout the city. We 
have fou! ular city salesmen, all of whom carry one 


lers with them in their automobiles, at 
each seizes upon every opportunity to 
ecorder, put it into operation, and let a 


more re 
all times 


trundle ou 


prospect hear the sound of his own voice. 

Demonstration, we have found, is the key to suc- 
cessful selling, and since wire recorders fit in so well 
with our line of duplicating machines, we have been 
able to sell several times the amount we had ex- 
pected 

The type vork in which the wire or tape recorder 
is to be ust lictates the choice, Mr. Hughes indicated. 
Where dictation which is to be transcribed by secre- 
taries, or to be used again for lectures, or sales meet- 
ings, is concerned, the wire recorder is best—due to its 


rapid start i-stop facilities, excellent reproduction 


of the human voice, and extreme sensitivity. 

Where music, plays, or various sounds other than 
voice are required, the tape recorder fills the bill best, 
the Texas retailer indicated—primarily because tape 
has a higher fidelity, but is not offered in the type of 
machine which is best suited for desk-top dictation. 

Both type f recorders have special points which 
are advantageous according to the circumstances in 


employed,” Mr. Hughes stressed. 


Clergy Best Costumers 
For example 


» Wetas 
ind i11Stel 


the pastor, who dictates his sermon 
back, without starting or stopping the 


machine frequently, will find that the tape recorder 
5 emine! itisfactory. On the other hand, the busi- 
nessman who employs the recorder to dictate letters 
r to make up sales lectures, will find that the more 
versatile wire will answer his needs more effectively 
Schools will usually be able to employ the tape re- 
order be irgely because the tape can be easily 
patched it it serious damage if it breaks, and be- 
cause of the wide range of uses, which it involves.” 
Asked for his No. 1 customer, Mr. Hughes was not 
esitant i jinting to the clergy. More than four- 
fifths of a e ordained ministers in the central Texas 
ity are now wire or tape recorder owners, and liter- 
ally swear by them” to make their sermons more 
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ELIMINATE 
TROUBLESOME 
MAINTENANCE 
PROBLEMS 


Foremost “Lobbyists” 
for the American Public 





* Pressed steel construction for 
greater strength. 


* Rolled inside top head for mex - 
imum rigidity. 


* 20 inches high, 10 inches in 







diameter. 
MODEL + Wesheble baked enamel! fin- 
209 ishes. 


* Shipping weight approximate- 
ly Fibs. 


No obligation: Write for 
Prices and Complete Data 
on other Compco Equipment 


Oa 


Dept. |. 2251 W. St. Paul Ave. CHICAGO 47, ILL. 





“OUR SEATING MUST 


LAST FOR YEARS é 


... that’s why we chose 
Krueger over all others! 


a 


4 


( 
som 
Sy, 
4h 
LOOK AT THESE FEATURES! / 


@ Double-beaded channel ; 
steel frame j 


Correct posture seat, 
backrest 


Positive acting seat guide 
Rigid leg stretchers, 
Rolled seat edges 
Extra strong seat brace 
Steel gliders or white 
tubber feet 

@ Joining and gonging 
features 










Exclusive Krueger features include: 1—Positive acting sect 
locks which insure against collopsing or frame spreading. 
2—Superior, sturdy rigid heavy gouge chonne! frames 
G—Transverse V-broce folding pivot within chonnel for 
double support — prevents binding or sticking. 











ONLY YOU KNOW YOUR — 
WN SECRET 
COMBINATION 


wet tor tx5, O08, 
on tot oo oe 


os 
awe 


vonane = ect 
orenars cen, ruameee Sees 
= os sane ovens © 


ONLY 


art steel sales corp. 
new york 63 n. y., U. S- a. 


Southworth 


The Typewriter Paper 


SPECIALISTS 


The Southworth Line is 
your guarantee of complete 
customer satisfaction be- 
cause Southworth makes only quality papers—a grade 
and weight for every typing need 






Remember, too, the Southworth policy of selling only 
through stationers is another profit-producing advan 
tage for you 

Keep your customers satisfied 
with the dest typewriter papers 
and the dest is Southworth. 


Inquiries invited on 
Southworth franchises. 




















WEST SPRINGFIELD, MASS. 
Chicago Office and Warehouse 


527 South Wells Street, Chicago 7, 


Illinois 
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dramatic, forceful and better-timed to fit the church 
schedule. 

Close behind, Mr. Hughes stated, are the claim of- 
fices of large insurance agencies, which have found 
that recorders save many hours of laborious shorthand 
in dictating reports on claims and decisions, endlessly 
through the day 

The small “package” which is represented by the 
spool of wire or tape, which can be easily mailed, or 
carried about, makes the machine almost indispensable 
to claim offices. 

Large oil companies which operate in the Waco area, 
likewise are utilizing wire recorders for filing reports, 
for taking down the notes of meetings, for ordinary 
letter dictations, and many similar purposes. 

Schools have come in prominently into the Curry 
Office Supply merchandising pattern, inasmuch as tape 
recorders are now used to record instruction for chil- 
dren, class plays, graduation exercises, and even for 
direct training of youngsters in the use of various 
words 


High Quality Preferred 

A surprisingly small amount of sales resistance and 
success with lower-priced wire recorders encouraged 
Mr. Hughes to go into one of the finest wire recorders 
manufactured, an expensive machine selling upwards 
of $400, which operates with a “magazine” containing 
two spools which can be simply plugged into the ma- 
chine, or removed, to continue on with dictation after 
the retentive capacity of first magazine is exhausted. 

Electronically perfect, easily handled, and requiring 
far less space than the usual type of lower price re- 
corder, this set has sold effectively in major business 
houses throughout the Waco-Austin area. 

For example, one of Mr. Hughes’ salesman made a 
call on the commander of Connally Air Force Base, 
large military installation to the north of the city, and 
demonstrated the recorder to the commanding officer. 

The latter, it developed, had already purchased an- 
other type of dictating machine, but upon using the 
wire recorder, was so pleased with its fidelity and ease 
in handling, that he put through a requisition for the 
wire recorder which was installed a few days later. 

This helped to set an excellent precedent, and since 
that time, the expensive wire recorder, plus a trans- 
criber to match, has been sold to lawyers, department 
store heads, salesmanagers, physicians and many other 
users 

One of the most important factors in guaranteeing 
a steady turnover on recorders of any type is a com- 
pletely-equipped service shop, a stock of replacement 
parts, plenty of extra wire spools, dictating heads and 
microphones, Mr. Hughes emphasized 

Since there are no long delays involved while a dic- 
tating machine is repaired, and a “loaner” is usually 
supplied while such repairs are carried out, the pur- 
chaser is assured of no damaging delays whatsoever.— 
RAL 





Form New Gretna, La., Business 
Charter of incorporation has been granted to West- 
side Office Machines, Inc., at 403 Newton St., Gretna, 
La. The corporation listed the capital stock at $5,000. 
The firm will be agents for Underwood Corporation. 
EEG 


Whdding Bells nama 


Miss Lillian Marie Langford and William Francis 
Vogel were wed on Saturday, March 1, in Philadelphia, 
Pa. The newlyweds were at home to their friends after 
March 15 at 2249 Garrett Rd., Drexel Hill, Pa. The 
bridegroom is a representative of the Sengbusch Self- 
Closing Inkstand Company. 
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These are your customers 
for Smo-King 
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vepoty stereee 
Ne. 45 SMOKERS @ SAND URNS ove 
FEATURES ASH TRAYS Sore 
Only one . Offices @ Homes @ Hotels @ 
sowes per Railroads @ Restaurants 
Large Ca : Theatres @ Showrooms @ Stores 
pacity : @ Institutions 


Prevents 


There's a Smo-King product for 


Odors every purse and purpose... 
ae all quality guaranteed. Right 
; now ... WRITE for the Big 
— : Smo-king Catalog . . . with 
Tray 10 prices and discount. 
‘ Member 
NOFA 


Designers and Manufacturers of 
Quality Smokers 


602 Wythe Avenue 
Brooklyn 11, N. Y. 


) SMO-KING PRODUCTS 











art steel sales corp. 
new york 63. y., U.S. a. 





, NG DOD iia temn Gatnesiilee atlueliatine CARBON PAPER 
For The Reception Room and O@isre- SHAVE SECONDS 


BUT NOT QUALITY 
TO CUT COSTS 






Beautiful Duran tailoring 

genuine Formica in 
a wide variety of colors 
. and quality chrome 
> plating ombine to make 
Ard's products practical, 
yet autifu and there- 
fore dec y pleasing to 


Anything in the 
modern office that 
saves time cuts costs. 
Corner-cut, NEV-R- 
KURL is just the right 
quality universal car- 


you 
No. 22C tLownge Chair. 
Deep wide heavily pod- 
ded no-sog spring seat 
assure the tmost in com- 
fort List Price $59.50 
No. 327 End Table. Plastic 
Duran oe Formica top 
available fr most any 
color. Standard height 23”". 
t Price $24.50 
No. 14CB 8-hook Revolv- 
ing Pedestal Costumer with : 
gleaming hrome column is slipping, it won't 
- ond 12 liameter wheel. 4 . eat 
Tall and graceful, but smudge. Its ease of handling under any condition 
wor topr ver with its P . 
ron base saves time. Try corner-cut NEV-R-KURL for added 
List Price $28.90 
No Double Lounge 
feoture jenerous seat 
width tor two persons , . 
Expertly upholstered and Phe, Users’ recommendations make NEV-R-KURL carbon 
luxur y podded a 


List Price $91.90 a | paper a profit-making addition to any dealer's stock. 


bon paper. Plastic- 
backed to prevent 


efficiency in making multiple copies. 


No. 66C, Avoilable, Seat 3 Why not write for more information? 
persons. List Price $119.00 
Send for Catalog 
Write for catalog sheets 
of ovr complete line of 
5 Quality Furniture for the 
Reception Room and Office. 
Sold through Dealers only 


: Ree enadoclating Company 











Trrewertee 
880N 


19 VINE ST., BOX 442, EVANSVILLE 8, INDIANA 
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art steel sales corp. 
new york 63 n. y., U. S. a. 


IMMEDIATE DELIVERY 





y With 
Stand 





EXPANDABLE 


POSTING 
TRAY 


Expandable to 9'2” 
Easiest to Sell 
Light Weight 
Big Time Saver 


Durable, 
Non-Corrosive 
® Holds up to 1900 sheets ° 7 weighs only 4 Ibs 
© Handles a variety of card sizes. © Snecial han keeps records 
@ 2-Position side arm for off so 
setting. . 


© Even pressure keeps records at ® Base 15 8 th 11% 
best posting angle and in per ; 
fect shape. ° | 


Write for Dealer Discounts, New Literature! 


Webor BrothersaA METAL WORKS 


106 N. JEFFERSON ST., CHICAGO 6, ILL. RAndolph 6-2187 


1 plate 
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A New Postal Scale 








MODEL No.158 








A handy postal scale that fills the need for an accurate 
low priced scale for the small office or home. Weighing 
mechanism is suspended on a steel channel independent 
of the Styron plastic case. This type of construction makes 
possible a very high degree of accuracy. Chart on platform 
computes postage up to 8 oz. for first class, air mail, and 
merchandise. 


This new postal scale has possibilities for 
volume sales at this price, list............. $3.25 


Onder from your jobber 
HANSON SCALE COMPANY (Fez /S77) 


525 N. Ada St., Chicago 22, Illinois 





VISIBLE FILING 


EQUIPMENT 


KARDEX-ACME-POST INDEX 
Etc. All types of panel equipment 
Thoroughly Rebuilt 
and Guaranteed 











BIG SAVINGS 





Surplus Equipment 
BOUGHT 


One of the oldest established 
dealers of visible filing equip- 
ment in the country. 


COMMERCIAL 
CARD SYSTEM CO. 






135 GRAND STREET 
NEW YORK 13, N.Y. 
CA nal 6-5728 
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Insurance Firms’ Office Needs 
By David Markstein 


m@ ONE OF THE MOST fruitful fields for the office 
equipment dealer is in supplying insurance offices. 


KOH-I-NOOR 


LEADS & HOLDERS 

















They use n nly the standard office machinery and 
equipment, but a heavy concentration of calculating, 
billing and a inting machinery as well. 

Just how big is this market? The answer is contained 2200 Koh-I-Noor Graphite Leads 
in a recent survey. The survey was made by The 17 
n Irve} Degrees of Accurate Grading 
Spectator, a business magazine devoted to insurance, tes 
which took a count of the office equipment used by its Recognized by Draftsemen the World Over 
readers. The results were contained in a recent report: | Peched Six of 

The 117 companies surveyed by The Spectator em- | ~ z bea — 
ploy 35,556 persons. They are divided into six size Eton er 
groups for purposes of comparison. The measure of Smoothness, Strength, Uniformity 
size is the number of persons in the home office. Table combined with long 
No. 1 shows how many offices own each of the 17 types lasting qualities 
of machine. The machines are ranked in order of fre- 
quency of occurrence in offices. 

Adding machines and manual typewriters head the 
list. They are found in all but one company that re- 
peer on this survey. ages or tong wary Boe Noses hor ws | 2200 KOH-I-NOOR 
macnines makes it seem a 1e one 

; 

be an error in reporting. FLEXICOLOR LEADS 

‘The next two types—rotary calculators and check ‘ . 

. - ae 

handling machines—are found in almost all offices. ‘The Lead That is Really Flexible 


UNSURPASSED BREAKING STRENGTH 
SEVEN COLORS AND COMBINATION OF 
RED AND BLUE — RED AND YELLOW 


* 


These machines are important enough to be required 
by six out of seven offices. 
lance at the ranking of machines shows ma- 






chines for general application or particular insurance 
needs at the top. Further down the list are more All the above leads for use in 
pecialized machines and those having a function 1504, 1511, 5611 or 5612 Holders 
which may also be performed by another type. Be an Make 

Larger offices own more types of machines as well v 4 rhe patty Xe 
as a greater number of machines (Table No. 2 and 3). | NON-1-wee aa oo. 
All the small companies need the machines at the top 


of the list. Fewer own the more specialized and costly 


installati 





Statistics on Machine Installations 


Table No. 2 shows the number and percentage of 
machines or installations in the six office size groups. 
The order of machines is alphabetical: 

“A dominant feature of this table is the picture of 





























concentration it shows. The 31 largest companies (316 
employees and over), which are one-fourth of the 117 
companies irveyed, employ three-fourths of total 
personne! 
Nine of the seventeen machines showed over 70% 
of their units in these 31 companies. Six have from go 
50% to 70% in these offices. Only two machines have ae 
inaer OU re The Acco Fasteners 
This concentration should not obscure the fact that Po ys ay ogg 
even smaller insurance offices own a quantity and sheets. Capacities 
, . from 1 to 6 inches. 
variety of office equipment that is high for offices gen- 
erally. When we recall that electric accounting ma- 
chine installations are not included in this survey, the 
investment and maintenance cost represented by the 
remaining 24,264 machines used by these 117 com- 7 
sases i very large BINDERS 
The machines having 80% of their distribution ? . 
among the top quarter of companies are not all similar Accopress Binders are the economical loose leaf—or 
types. Key calculators, billing machines and micro- permanent—means of binding business apers. Made 
filming equipment are low on the ranking in Table of fine pressboard. Long in life. Low in cost. Stack 
No. 1, while dictating equipment is relatively high. The flat. They insure permanent safety for all records— 
two machines with a low percentage here, mailing letters, orders, contracts, invoices, reports, etc. Choice 
scales and envelope handling, are likewise at different of many styles and sizes. See your Acco catalog 
ends of the popularity ranking.” , 4 
Table No. 3 shows how many machines the average ACCO PRODUCTS, Ine. 
office owns in six size groups. The differences between Ogdensburg, N. Y. 
the small offices with few employees and few machines Sn Canatia: Acco Conedian Ce., Leds Tevente 
and the large offices with many machines is distinct 
and clear 
Only two machines appear in quantity in the small- 
est size grou] They are adding machines and manual 
typewriter 
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atl BA Vex 


adjustable 


Extra Value Features 
To Help You Sell 


NEUBAUER “TWIN-POST” 
Adjustable Steel Shelving is 
stronger, more rigid at the vital 
points— corner posts. NEU- 
BAUER “TWIN-POST” de- 
sign is actually 2 posts with 3 
strong corners (see inset) 
Shelves fit tightly . . every 
thing stays in line. Smooth, 
beautiful and strong—adaptable 
for most shelving needs 





18 and 20 ga. steel shelves 
range in 25 sizes from 24”x9” 


48”x24”, 16 ga. posts from 


» 10°. Olive Green or Air- 
line Grey baked-on enamel 
Special colors available 


Built 


to last, prices 
mniderful repeat 


s€ ca a 
order builder 

















FREE ESTIMATES 


we'll quote pin a you 





Write today for complete in 

i nation 

4sk about NEUBAUER 

TWIN-POST” Basket Racks 
| factory locker 


for school a 


ms 


NEUBAUER MFC. CO. Minneapolis 18, Minnesoro_f 


POSTING TRAYS 
AND STANDS 









sight. with built 
ransfer drawer com 
with roller exten 


Mitel Melsle Mi lela 


lustrated, for 84% 

xl] ledger sheets. Othe 
P.E.C. Posting Trays and 
rawer Stands 

e for standard 

zes from 6% x 


i) 
x 4 


DISTRIBUTED THRU 
DEALERS ONLY 


For complete information on the P.E.C. line, write 


POSTING EQUIPMENT CORPORATION 











777 Hertel Ave., Buffalo 7, N. Y. | 
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_A Labor Management Quiz 
By Robley D. Stevens, J.D. 


(Former official representative, U.S. Department of 
Labor; author of The Writer's Search, Personal 
Recordkeeping, The Legal Field a Gold Mine, 
Grievances, and so forth) 


@ BUSINESSES BOTH LARGE and small are fre- 
quently called upon to cope with labor-management 
problems, and never before has there been such an un- 
paralleled opportunity to be accurately and adequately 
informed on these matters. 

Top flight management must handle the helm and 
not row the boat. Therefore it is necessary to evaluate 
past experiences and current practices in order to help 
management and labor to work together in harmony, 
especially under government rules. 

By being informed, management will make the free 
enterprise system work more effectively, in view of 
the 16 million unionized workers and the potential 
coverage of 35 million workers under the Fair Labor 
Standards Act, with the 1949 amendments. 

While no attempt has been made to present a com- 
plete summary, this quiz is offered to help the reader 
evaluate his knowledge of labor-management relations. 
It was prepared to aid in detecting and managing those 
problems which are so often masked by misunder- 
standing. 

Present-day conditions make it imperative for man- 
agement to “test” itself and to check the following 
information carefully. 


ASSIGNMENT ONE 


References Dougherty, Carrel R., Labor Problen Amer- 
ican Industry, Houghton-Mifflin Co., N. Y., 1941; Gregory, 
Charles O., Labor and the Law, W. W. Norton & Co., In¢ 
N. Y., 1946; Peterson, Florence, Surve; f Labor E nomics 
Harper Br Ns, Bee BOwe 

Questions 


1. When did “slave-labor” exist? State period covered. 

2. What is meant by “serfs’’? 

3. Cite date workers became 
employment 

4. When did the “Craft Guilds” operate? State period 

5. State period “apprenticeship” training started. 

6. What is meant by the “Commercial Revolution”? 

7. When did the so-called “factory system” start? 

8. What is the meaning of “mercantilism’’? 

9. What kind of Government control did 
want? 

10. Does the “commerce clause” 
of labor laws? 

11. Does the Constitution guarantee free-speech? Cite 


“free” to contract for 


Jefferson 


relate to enactment 


section. 

References—Raushenbush and Steir I r Cases and Ma 
terials, N. ¥ E S. Crofts & Co It 1941 Be Otto 
The Railway Labor Act, Proceeding of the Academy ol 
Political Sci« May, 1946; Mour j W La r Course, 


1947, N. ¥ Prentice-Hall, In¢ 


Questions 
1. Was the Railway Industry the first to develop on 
a national scale? 
What did the Erdman Act, 1898, cover? 
3. Was the Railway Labor Act, 1926, repealed? 
how and when 


i) 


State 


4. Who heads the National Railroad Adjustment 
Board? 

References Bulletir No 287 Bureau of Lal Statistics 
U. S. Dept. of Labor, Washington, D. C.; Steelman, John R 
Conciliatior the Prevention of Industrial Disputes, An- 
nual Report, 1940, U. S. Dept. of Labor, Washingto: D. C.; 
Witte, E. E., The Government in Labor Disputes, 1932, 
McGraw-Hill Book Co ae gulletin No. 82, Arbitration 
of Grievances, Bureau of Labor Standards, 1946, U. S. Dept 
of Labor, Washington, D. C Handbook of Federal Labor 


Bureau of Labor 
D. C.. 1am 
Mediation 


Legislation, Bulletin No. 39 (two parts) 
Standards, U. S. Dept. of Labor, Washington 
Bulletin No. 91, State Authorities engaged in 
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THE CHAIRS i 
OF THE MONTH. 


SE Buckeye 
STUDENT CHAIRS 
HAVE STRONG APPEAL CARBON PAPER 










NYLON Ribbons by 
BUCKEYE! 


The Last Word in 
Quality, Cleanliness 
and Durability 


pF odiaile 


DISTINCTIVE 
QUALITY ALUMINUM 
FURNITURE 
OF OUTSTANDING BEAUTY 


. 
4 





Write for illustrated catalog, dealer prices and discounts. 


Ask Us About Them 


THE BUCKEYE RIBBON & CARBON CO. 


Bloomfield, N. J. CLEVELAND, OHIO 
BLOOMFIELD 2-4120 MANUFACTURERS 


225 Belleville Avenue 
DIGBY 4-3245 









































| C-THRU SLIDE RULES 


OLD BOQ are fast selling— PROFITABLE 


It retails at 75¢—your customer's recog- 
nize it as top value the moment they see 
it, Alert dealers are selling thousands of 
them—just by display. 

Precision made with well known C-Thru 


a *You really lamination. . has decimal equivalents 
: multiply, . « « equivalents settings . . . and a rule 
i vp STO OR pogen with both inch and metric scales. A, B, 
Se perrorm CC, Ci and D scales on face side; log, sine 

A ozens 
A } f of ate and tangent on the back, Order now for 


operations quick delivery. 


| ttlee lo WiliiViyf 


~ 
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CLAR‘O:TYPE 


ES 
MATPING TIDY: 


Clean up your correspond- 

ence with CLAR-O-TYPE! It Ns 
sharpens dull, ink-clogged 
type, gives impressions that \\9/ 8\h4~ 
are clear, crisp and readable. 


e 
~ = 
a'® 





Quick — thorough — non- y Siti ; tie: 
inflammable. The sturdy | re 

dauber eliminates brush- - in, fF 
ing and spattering. / — =. | 


CLAR-O-TYPE evaporates 
slower, giving more clean- 
ings per bottle, so lasts Jonger 
and is more economical. 















THE CLAROTYPE CO., INC 
261 Broadway, New York 7 





PG S§ Hy, ton Basi 


Smokers-Ash Trays 
and Costumers 





















No. 155 


All steel cos- 
tumer. Sturdily 
constructed. Un- 
breakable hooks, 
ball turned ends. } 
21” spread. 68” Wu 
height. Satin 
chrome _ through- i | 
ovt and grey or 

, 

; 





' 
; 
’ 
| 


olive green with 


' 
; 
satin chrome- \ 


€ 


No. 150. Large size, No. 320. Snuffer type 
sturdily built for heavy smoker. By removing 
duty. 11” base, 8” top ring, the oversize 
amber glass liner, 1/2" inner ash receptacle 

st. Top held rigidly can be emptied, cleaned 
evel at all times with and replaced in a few 
patented “‘collar.’’ seconds. 


Both bases heavily weighted. Indi- 
vidually boxed. Finishes: bright or 
satin chrome and statuary bronze 


hooks. in Units 
of six, weight 
60 Ibs 











Write for Catalog. 


LA SALLE PRODUCTS CO. 


2216 N. Clybourn Avenue Chicago 14, Ill. 














THE POINTED END 
1S THE TYPIST’S FRIEND 


- 4 POINT 


a= IN A JIFFY 


< 


SAVES TIME 
STAYS CLEAN 


& Llaisdell 


KLENZO 


PAPER 
WRAPPED 
BLAISDELL PENCIL CO., BETHAYRES, PA. 


At all Stationers or write on your letterhead for Free Sampie 








sell sta ager LP) 
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WELHAM 


nonsuspension files 


4-3 and 2- 
Drawer Non- 
suspension 
Files in Letter 
and Legal 
Size. 


} FINISHED IN ATTRAC- 
TIVE OLIVE GREEN OR 
METALLIC GRAY BAKED 
ENAMEL 

} DULL CHROME FIN- 
ISHED HARDWARE 


write for information 


WELHAM acre aoa 
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2. 
3. 
4. 


Co ID 


© 


sew Ve SS | 





nd Conciliat 47, Bureau of Labor Standards, U. 8. 
Washington, D. C. 


Questions 
1. When was the U. S. Conciliation Service estab- 
lished? 


~ 


2. What are the functions of the Federal Mediation 
and Conciliation Service? 

3. Does arbitration have a legal status of enforce- 
ment? 

4. Was the N.1.B.A. constitutional? 

5. Cite purpose of the National War Labor Board of 
1942. 

6. State difference between conciliation and media- 
tion. 

7. Does enforcement of collective bargaining agree- 
ments relate to arbitration? 

8. What are the duties of an arbitrator? 

9. What section of the LMRA refers to conciliation? 


References Ar Reports of the National Labor Relations 
Board, 1935-48, Washington, D. C.; Rules and Regulations 
the NLRB, Government Printing Office, Washington, 
D. C.; Silverbers ouis G., A Guide to the NLRA, Bulletin 
No. 81, Bureau of Labor Standards, U. S. Dept. of Labor, 
Washinet« I 
Questions 


1. When was the National Labor Relations Act 

passed? 

Are “supervisors” covered by the LMRA, 1947? 

What is a “labor dispute”? 

Does the LMRA apply to “intra-state” or “inter- 

state’ commerce? State one example and why. 

5. Are public utilities affected by the LMRA? 

6. Can workers strike under the LMRA? State why. 

7. What Federal agency administers the LMRA? 

8. Does the “general council” of the NLRB make final 
decisions? 

9. Under the LMRA do workers have a “legal” right 
to organize? State section of labor law applicable. 

10. Must employers bargain collectively with organized 
labor? State how and why. 

11. Do collective bargaining contracts have to be “put 
in writing’? State how and why. 

12. Are rulings of the NLRB or Court decisions final 
under LMRA? 

13. What is meant by “labor injunction’? 

14. Are “retail” stores covered by the LMRA? 

15. Are salesmen subject to union contracts? 

16. Are “white-collar” workers excluded from collec- 
tive bargaining? 


m Cw bo 


References— r and Greene, The Labor Injunction 
cMillan ¢ N. ¥ 1930; Bulletin No. 79, Federal Labor 


Law and Age Bureau of Labor Standards, 1946, 
Wasl et ) President's National Labor-Manage- 


Bulletin No. 77, Bureau of Labor 


Conferet! 1u4 
Stand ds \ gton ~~ ¢ Bulletin No. 90, Annual 
ligest of S d Federal Labor Legislation, 1947, Bu 
reau of Lal Standards, U. 8S. Dept. of Labor, Wash- 
Questions 


1. When was the Norris-LaGuardia Act passed? 

2. Define the difference between a “jurisdictional” 
strike and a “secondary” boycott? 

3. Is “featherbedding” permitted under LMRA? 

4. Can a labor union refuse to bargain with an em- 
ployer? 

5. At what federal agency must unions file reports 
under LMRA? 

6. May Government employees join a labor union? 


7. What is meant by “union-security”? 


References—|)i! orders and opinions of the National 

\ Labor I ( ernment Printing Office, Washington 

C.: Bureau of Labor Statistics, Bulletin No. 714, U. §S 

it. of La : hington, D. C.; Bulletin No. 49, Outline 

f State A Administering Labor Laws, Bureau of 

Labor St I S. Dept. of Labor, Washington, D. C 
Questions 


1. When was the National Defense Mediation Board 
created? 

2. What executive order established the “old” Na- 
tional War Labor Board? 

3. When did wage stabilization end? 

4. What did the War Labor Disputvs Act, 1943 cover? 
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AFFORD COMFORT UNDERFOOT 
... retard fatigue for those working at 
files or office machines. 


SILENCE ANNOYING FOOTSTEPS 
... increase efficiency. 


STOP DIRT AT ENTRANCE 
. .. protect carpets, reduce cleaning and 
redecorating costs. 


AIR-TRED SPONGE RUBBER MATTING 
with resilient long-wearing top 

Softer than eupet runners. Costs much less. Does not mat down. Vermin- 

proof. Easily handled. Easily cleaned with vacuum or damp mop. Black 

or maroon. V4" thick — 36” or 48" wide — any length up to 60 feet. 


EZY-RUG RUBBER LINK MATTING 


Traps the dirt at the door. Prevents tracking throughout offices. Corrugoted 
ridges scrape the dirt from the feet, trap it in the openings, out of sight. 
Rolls up for easy cleaning. Non-trip beveled edges. Any width up to 
8 feet — any length. 


DO-ALL, ALL-PURPOSE RUBBER & CORD MATTING 


Hugs the floor. Beveled edges. Affords effective carpet protection at 
drinking fountains. Comes in rolls 35” wide by 20’5” long. Four mottled 
colors: Venetian Red, Erin Green, Delft Blue and Mosaic. 


Use coupon now to obtain literature and prices. 






% 
| AMERICAN MAT CORPORATION | 
| “America’s Largest Matting Specialists” | 
| 1722 ADAMS STREET TOLEDO 2, OHIO | 
| Please send literature and prices on floor matting for offices. | 
| Name oe ° . ceovesese . e° coeersesesesereeseeees | 
| Firm ° oes ececccecceercesece coeeeeeeeseseseeseeeeseeeees | 
; Street ° TreeTTi ry ecovccgce : Coeeevecseseesees | 
| Gites Ge GRD. c's Gen 0 40'50040005000000) 8 nenseNveneeeeneene | 


in Canada: American Mat Corp., Ltd., Canada Trust Sidg., Windser, Ontaric | 


[a ) 
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A NEW SERVICE CHAIR MAT SIZE 
CREATED FOR THE MODERN DESK 
34” Lip 


Greater 
Foot Space 













5 Colors 


EXECUTIVE MAT 
No. 1502—48x54” 


Protects carpets. Covers worn spots. tMade of durable 
Tempered fibre. Also available—Standard size 36" x 48". 
Colors: Brown, Green, Black, Maroon and Silver Gray. 


3 SHIPPING POINTS 


Long Island, N. Y. * Chicago, Ill. « Laurel, Miss. 


WoOoDALL [NDUSTRIES [NC. 





3500 OAKTON ST. 


Chicago Telephone CO 7-2600 


SKOKIE, ILL. 








Here’s the Lowest Priced 
QUALITY 
Island Desk in the Field 





ic loc 
‘ All-stee! 
island, adjustable as 
to height 


ing devic 


Let us ship you a PREPAID SAMPLE on an abso- 
lute 100% return guarantee. Freight charges 
invoiced to you after you say you’re completely 
satisfied. 


Write for Catalog of Complete Line 


DORO MANUFACTURING CO. 


220 W. INSTITUTE PLACE 
CHICAGO, ILL. 














CUT COSTS — PRINT WITH 


RUBBER PLATES 


MAKE THEM IN THE 
EASY-TO-OPERATE 


EVA-PRESS 






MATERIALS 
-_ 2 ~ COST LESS THAN 
~_ $1.25 FOR 
10°x 10” - PLATE 


BRIEF DIRECTIONS 


1. Insert type form and 
plastic sheet into hot Eva- 
Press, apply pressure, let 
cure for 10 minutes. 

2. Release pressure, extract 
all from Eva-Press and have 
finished matrix. 

3. Place (1) sheet of rub- 
ber on (2) matrix and in- 
sert both into hot Eva- 
Press, apply pressure, let 
vulcanize for 10 minutes. 


4. Release pressure, extract 
all from Eva-Press and 
have finished Rubber Plate. 
More detailed directions 
supplied with Eva-Press 


FOR MORE INFORMATION WRITE TO 


AMERICAN EVATYPE CORPORATION 
751 OSTERMAN AVE. DEERFIELD, ILLINOIS 


¢ PLATENS 11x13” 
e INSIDE CHASE 10x12” 








quality 
performance 


THE BENTSON 
“‘6op-F lite 


3200 Series FILE 


Guaranteed tung-lasting perform- 
ance is the only proof of master 
craftsmanship. Bentson Top-Flite 
filing cabinets have a reputation 
for highest quality performance 
effortless 











through the years .. . 
operation, enduring beauty, rigid 
stability. This high standard of 
dependability means satisfied cus- 





tomers and more business for you. 


“The Line of Most Assistance” 


(ohe BENTSON MFG. CO. 


MANUFACTURERS OF STEEL OFFICE EQUIPMENT 
AURORA . ILLINOIS 
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se See ee SSeS eee ee ee eee 
Representing Lines of Office Equipment : 
' 


J.R.GELLER 


osaaaezeeeeas(Of fers. ee : 
VALUES WITHOUT PRICE COMPETITION! : 


~ t; selected factory lines, 
& . 
Sutone Executive Sales Office, 
= 
cotering to your many needs. 


For many years enjoying 


complete eRRRINTETTET 


Exclusively! 












dealer 


TYPE & AUXILIARY TABLES 


confidence. PP wooo costumas | 
<> <> 


1 J. R. GELLER Direct Factory Agents Office & Sh 
LE P.O. Box 141 Oocklond Gorden Sta: Fivshing, WY. 1133 Br 
# Phone CHelsea 3-3600 New York 


WHEN IN NEW YORK VISIT OUR SHOWROOM 





PRECISION TIME STAMP 


FOUR STAR 
SUPERIORITY 


* 40 Hour Precision 
Clock Movement 


* Jeweled Clock 
Movement 


* Patented Universal 
Joint Absorbs Shock 


* One year guarantee 


GIVES YOU SALES AD- 
— VANTAGES THAT BOOST 
5 VOLUME AND PROFITS 


¥ 


4. D. JOSTAN wre COMPANY 


MANISTEE MICHIGAN 
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Smartly Styled 


CATALOG CASES 


ZIPPER RING BINDERS 
BRIEF BAGS + SAMPLE CASES 


A Quality Line, Carefully Fashioned for Business, 
School and Professional Use 







° 
many items. 






WRITE FOR 
ILLUSY RATED 
CATALOG & PRICES 


Spring Line includes Many New Popular Priced Items of 
Special Appeal. Wait for our salesmen, or write us 
promptly for details. 


CHICAGO SADDLERY CO. 


105 SO. JEFFERSON ST. . CHICAGO 6, ILL. 











740) te ea 


COPY HOLDERS.}.\. 


a . 


; SEE THE 
NATIONALLY ADVERTISED... ‘ 
NATIONALLY ACCEPTED, Pres: oli [¢ 
HOLDS EVERY TYPE OF READING " 
MATERIAL: STENO NOTEBOOKS, 


FOLDERS, CARDS, ETC. 


PROTECTED TERRITORIES FOR DEALERS 
NOW AVAILABLE 


PRES-TO-LINE CORP. OF A*MFRICA 


2339 COTNER AVE. * LOS ANGELES 64, CALIF. 


READING EQUIPMENT 
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Cushion your floors 





! with 
A master 
of NO-DENT 
FURNITURE CUSHIONS 
and GLIDES 


Make new business friends by 
suggesting MASTER No-Noise 
e No-Vibration furniture 
CUSHIONS and GLIDES. 





NOISE 
VIBRATION 
NO DENTS 
GOUGES 











~ WRITE FOR COMPLETE DETAILS 


Tia 








MASTER iirc st.onan ona 











four 


two hour 
one dajfed 














a complete line for Dealers... 


o SAFES e SAFETY DEPOSIT BOXES 
e VAULT DOORS e MONEY CHESTS 
e DRIVERS “after hours” DEPOSITORY 


EXCLUSIVE FRANCHISES AVAILABLE 


WRITE FOR CATALOG NO. 17 


UARDSMAN SAFE COMPANY 


John Robertion 


La Porte, Indiana 
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STEEL 
STORAGE 
CABINET 


(OR WARDROBE) 


will Sell 
on Sight! 
& 


Here’s a show 
piece of practical 
value with quick 
turnover and 
priced right for 
good profit. 
Made of heavy gauge steel with four adjustable 
shelves and a three-way lock in handle. 

Finished in olive green or gray baked enamel. In 
two sizes — 

36” wide, 18” deep and either 72 or 78” high. 

Shipping weight 150 pounds. 
Equally serviceable as a Cabinet or wardrobe, 


MIDWEST METAL MANUFACTURING Co. 
elias & AE 


1818 N. 18th ST.- ST. LOUIS 6, MISSOURI 


TYPEWRITERS 
ALL MAKES 


REGAL’S NEW YORK warehouse 
and 80 stock depots carry a re- 
volving stock of 10,000 machines. 


—THE LOWEST IN PRICES 


REGALRITE BRAND 
RIBBONS AND CARBONS 


PROVEN-BEST BY TEST-BEST FOR LESS 


REGAL TYPEWRITER COMPANY, INC. 


200 HUDSON ST. * NEW YORK 13, N. Y 
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‘able 


1952 


5. What was the purpose of the War Manpower Com- 


mission 
6. What is m 


References No. 66, The Foreman’s Guide to Labor 

I t I f Labor Standards, 1944, U. S. Dept. of 

dD. C Bulletin No. 60, Settling Plant 

Labor Standards, 1943, U. S. Dept. of 

! D. C.: Mounce, E. W. and Stevens, 

ns Mumbo-Jumbo, August, 1948, Manu- 

Baltimore; Mounce, E. W. and Stevens 

of Salesmen, Sept., 1948, Manfacturers 

Bulletin 909, Extent of Collective Bar 

‘ Recognitior 1946, Bureau of Labor 
Statist ept. of Labor, Washington, D. C 


eant by “tri-partite” in labor relations? 


Questions 

| Is collect 

LMRA 

Does the LMRA define collective bargaining? 

What is meant by “management prerogatives”? 

What is the meaning of “horse-trading” in labor 

relationships? 

». Does organized labor and management consider 
the BLS cost-of-living figures when bargaining? 
State how and why. 

6. What Fe Agency provides gratis booklets on 
labor lav . 


7. What is the 


bargaining compulsory under the 


— CW bo 


duty of a labor relations specialist; 
and industrial relations advisor? 

difference between “company-wide,” 
collective bar- 


labor lawve! 
8. What is the 
industry-wide” and “area-wide” 
conferences” in labor-management 
associat! 
10. List 10 
ganized ib 
How man) 


dispute 


is and phrases commonly used by or- 


tate labor departments handle “labor 


ASSIGNMENT TWO 


References Reports, 1938-1948, Wage-Hour & Publi 
! l S. Dept. of Labor, Washington, 
Bulletins, Wage-Hour Division, Wash- 

s, R. D., Wage-Hour Data, May-June 

International Correspondence Schools 
lounce E. W ind Stevens, R. D., Job 

{8, Industrial Relations Magazine, Ch 

Robley D., The Writer’s Search, August 

Vrite Magazine, Springfield, Mass.; Taft, Philip 
| blems of Labor, 1942, Harrisburg, Pa 
St Patterson, Wm. F., Setting Up An Ap- 
! t ram, U. 8S. Dept. of Labor, 1946; Inter- 
Legal Guide, Veterans’ Re-employ 
e of Solicitor, U. S. Dept. of Labor, 

Bulletin No. 78, State Workmen's Com 

if Bureau of Labor Standards, | Ss 

nezton, D.C 


Questions 
Is the I Labor Standards Act, 1938, constitu- 
tional 

2. List ving “little wage-hour acts”. 

3. What minimum wage rate under the Federal 
Wage-Hour law? 

4. When overtime compensation” be paid 


worke! ler FLSA? 


»5. Are executive, administrative, professional and 


sales em yees exempted from overtime under the 
FLSA 
6. What by “portal-to-portal pay’’? 


7. Are yntracts bona fide under the FLSA? 
If so, state how and where 


8. Are wo! vorkers affected by the Federal Wage- 
Hour A 

9. What is m by “child labor’? 

10. Are agri iral workers covered by the FLSA? 

ll. What federal agency investigates for compliance 
of the FLSA 

12. Are paid overtime after 8 hours daily un- 


ler the Walsh-Healey Act? 


Wha by “hot goods” under the FLSA? 

4. WI meaning of “restitution” and “liqui- 
What proposed minimum wage rate being 
advi te vy organized labor? 

16. Who i Secretary of Labor? 

17. How n serve on the National Labor Relations 
Boal 
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MONARCH 
Rubber 
LINE DATER 









@ Engineered with same skill 
that goes into the FORCE 
Hand Numbering Machines. 


Not just 3 or 4 but 6 full years of dating. Straight line 
impressions assured because precision-molded rubber bands 
self-align on bridge. Nickel plated frame. A high-grade 
FORCE utility for those who demand the best, with 6 full 
years on the year band. Popularly priced for volume sales. 
Monarch Line Numberers also available. Write for Catalog. 


THREE QUARTERS OF A CENTURY’S SERVICE 


A. FORCE 


64 White Street, New York 13, N.Y 


Le 












TEMPERED 


HARDBOARD CHAIR MATS 


ALL STYLES 
FIVE COLORS 


PROMPT 
SHIPMENTS 










FIVE SIZES 
No. 120—6"'x9" 
No. 121—6'/,""xil" 
No. 122—9"'xi2," 
No. 123-9 x15," 
No. 124—9"'x!7" 








} CIRCULAR—PRICES 
UPON REQUEST 












HARDBOARD FABRICATORS, INC. 


M/A 


59 BRANCH ST , 3 ee Ge 
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Here’s a Great Buy in 
WOOD TYPEWRITER TABLES 


sold with a Money Back Guarantee! 





Complete Satisfaction 
GUARANTEED 
or tables may be returned 
within 5 days—our expense 










Kingdom Typewriter Tables are sturdy, 
attractive and efficient. Top and leg 
edges are rounded smooth to prevent 
snagged hose and clothing. Available 
in either solid OAK or Walnut finish. 


Top is 7x31"x%”". Height is 27”. Legs are 15s” on out- 
side edges, shaped with metal guides. Drawer equipped 
with heavy duty guides. Writing pad is fully finished. 
Packed 2 to carton—K.D. 









. F.O.B. Factory 


MANUFACTURING CO. 
FULTON, MO. 


$18.50 Ea. List . 














! Jime after time 






All over the world, 
Higgins means drawing ink. 








The 
basic 
art 
medium 
No other ink has given so much 
satisfaction to so many ~ ae 


penmen, brushmen, architects, 
draftsmen, students. You 

sell more Higgins inks because 
they are the most widely 
advertised, most universally used . . 
because so many of your 

customers ask for them by name. 


1880 


HIGGINS. 


MERIC AN INDIA! 


SN 
HIGGINS INK COMPANY, INC. 
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33. 


34. 
35. 


36. 


What is the job of a “law-enforcement agent” and 
“labor organizer’? 

Are employers covered by the Walsh-Healey Act in 
contracts less than $10,000? 

List some of the records required under the FLSA. 
Does the Social Security Act cover all gainfully 
employed workers? 

Are all workers entitled to 
pensation”? 

Must employers re-employ veterans? 
and why. 

What is the monetary penalty for violation of the 
FLSA? 

List a few states that have 
laws.” 

Who heads the Women’s Bureau? 

Do all states have workmen’s compensation pro- 
visions? 

What federal agency set up apprentice-training 
programs? 

Does the United States Department of Labor 
handle all labor-management functions? 

Do state labor laws supersede federal enactments? 
Do employers prepare and file payroll data of 
workers with official offices? 

Can a layman handle and negotiate labor relations 
problems before various governmental adminis- 
trative agencies? State how and why. 

List six colleges and/or universities that have 
courses in labor economics, labor laws and indus- 
trial relations. 

List six labor union publications. 

Can employees sue employers for alleged back 
wages? State how and why. 

What is the general conception of 
prise”? 
What is a “ 
ment? 
Whet are pension-plans and profit-sharing plans? 
What is a morale survey? 

Is job evaluation a management tool? If not, state 
why. 

Who publishes “Who’s Who in Labor’’? 

Who started the multiple-management plan? 


“unemployment com- 


State how 


“anti-discrimination 


“free-enter- 


clause” in a collective bargaining agree- 


. Must employers pay employees for all legal holi- 


days? 

What is a “home-worker” 
Are learners, apprentices 
fected by the FLSA? 
What is an election in labor relations terms? 
Does the Federal False Information Act apply to 
everyone? 

Are there independent unions, excluding AFL and 
CIO? List three. 

What is a labor arbitration award? 

What is picketing? 

Who usually drafts a union contract? 

What is the meaning of a “union-shop”’? 

Who started the Knights of Labor? 

Who was Samuel Gompers? 

What is the difference between a national and in- 
ternational labor union? 

When was the Social Security Act passed? 

Do employees contribute to Federal Insurance 
Contributions Act? 

Is there any health and welfare service available 
under Federal law? 

What is the new proposed minimum wage rate 
under the FLSA, 1949? 

Has Bill S. 653, relating to the Fair Labor Stand- 
ards Act, 1949, been passed? 

Has Section 7 (maximum hours) of the FLSA been 
changed? 

Are “Wage Orders” under FLSA binding? 

Does Section 13 (a), providing for “exemptions” of 
provisions of Sections 6 and 7, apply to employees 
of retail and/or services establishments? 


pursuant to the FLSA? 
and handicapped af- 
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‘DAV-SON 


The Standard of 
Bulletin Board 
Quality 
Dev-Son Cork Back Bulletin Boards 


For Pinning Up Announcements, 
Photographs, Letters, etc. 


e Indoor and Outdoor Styles 
e Hardwood or Metal Frames 
e With or Without Locking Glass Doors 


e Many Sizes 


Dav-Son Changeable Letter Direc- 
tories For Lobby, Office or Outdoor 
Use. 


e Wide Variety of Styles and Sizes 

eGlass Enclosed Front 

e Hardwood or Metal Frames 

e Highest Quality Felt Background in 
Choice of Several Colors 

e Many Letter Styles and Sizes 





Dav-Son Name Plates For 

Desk, Door or Wall Mounting 

e Choice of Matching Wood Bases 

e Names May Be Changed at Low Cost 


SONG. 





WRITE TODAY FOR FULL 
PARTICULARS AND PRICES 


5. DAVENPORT & 























MANUFACTURERS OF BULLETIN eoanos FOR EVERY NEED 


_LLb-72 ire 
BALL POINT PEN 


THE reliable 

Writing Instrument, 
Outstanding for 
Excellent Performance. 


@ NON-SKIP 
@ LONG LIFE 
@ NO SMUDGE 


@ FULLY GUARANTEED 


Retails for 
only 


@ WRITES 50,000 WORDS 


@ TRANSPARENT PLASTIC 


C @ PRECISION ENGINEERED 
@ 4 TRANSPARENT COLORS 


@ 6 OPAQUE COLOR 


including tax 
@ IMMEDIATE STARTING 


@ INSTANT DRYING PERMANENT INK 


THREE DIMENSIONAL DISPLAY comes ready set 
up for either counter or wall Pens are clearly 
visible, allowing the beauty of the pens to sp« mak 
for themselves. Choice of two displays containing 
12 or 36 pens, available 


Write for illustrated literature and dealer prices 


OUT 2a a | 


RIDGEFIELD PARK, N. J. 
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Ti ESTABLISHED one 
SEIU 311 N. DESPLAINES ST., CHICAGO 6, ILL. 


| ae | 
ons a Vedlue | 


D E'S a 
Meee 





Send for Catalog. 
LEHIGH DESK CO., ime. 


106 Duane St., New York @ Factory: Bethlehem, Pa. 














frame 








* HAMMERED SILVER FINISH 
UTILITY BOXES 


HEAVY GAUGE STEEL 
CASH, BOND 












© 
© ) Popular Styles 


No. 10 SERIES—4 Styles 

Ne. 910—Key Lock, No. Tray 

No. 1910—Key Lock, 6 comp. steel 
tray 

No. 910CL—Comb. lock, no tray 

No. 1910CL—Comb. lock, 6 comp. 
steel tray 


No. 23 SERIES—4 Styles 


No. 923—Key tock, ne tray 
- 1923-—Key lock, 6 comp. steel 
ray 





No. 923CL—Comb. lock, no tray 


10 SERIES size. 11% «6« 24" | No. 1923CL—Comb. lock, 6 comp. 








steel tray 


All boxes are individually 
boxed. 


*@r 


ENTRAL 


CAN COMPANY 
7 








WRITE FOR 
MLUSTRATED CATALOG 








Export Representatives 
FRAZAR & CO., 50 CHURCH STREET, 











NEW YORK 7, N. Y. 
Coble Address ““FRAZAR™ New York 


23 SERIES 


Size: 11% x 6% 4%" 











- 
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“Acres of Diamonds” —\\34!// 
right in your own S phage 








has use for a 


PREMIER 


PAPER 
CUTTER 


Are you selling them? 


For the Best Cutting Edge . . 
Use PREMIER CUTTERS because — 


All boards are scored—criss/crossed '/2"' lines 
Permanent lock on guide 

All sizes of boards equipped with removable blades 
All blades of hardened stee! 

Precision ground blades 

Perfect cutting edge 

Rock maple wood base wil! not warp 

Cutting handle secured with safety spring—will not fall 


> W/ritle — for further information and prices. 








F Cc 334 N. Bell Ave. 
hole Mo tricl: @. Chicago 12, Ill. | 





REPRESENTATIVES 


MILTON STONE, 320 Broadway, JACK LUKE, 5240 Sheridan Rd., 
New York, N. Y. Chicago, tii 

S. LICHTENSTEIN, 223 S. 10th St., HARRY HENKEL, 439 Ellis St., 
ees a, Pa. San Francisco, Calif 

€. J. MITCHELL, 3290 Belt Ave., Henry Deutsch, Cox Lane Route 5, 
St. Louis, Mo Box 747, Dallas, Tex 


STAN MOLLERSTROM, South Eastern Atlantic States 


IMMEDIATE DELIVERY! 
PANELS e 


STANDS 


I-Line Reference Pan 




















els are largely used by 
public utility com- 
panies, depart- 
ment stores, large 
manufacturers 
wherever a quick 1- 
line reference to a 
large list is needed. 
ESPECIALLY DESIR- 
ABLE FOR CROSS 
REFERENCE FILE, 
CREDIT LIST, PARTS 
LIST, etc. Stands are 
made in 3 types— 
Rotary, Standing and 
Wall Bracket. THESE 
PANELS STANDS 
MAY BE USED ON 
DESK, TABLE, TOP OF 
COUNTER OR ON 


Panel lugs turn in unison for quick in- * 

sertion or removal of panels. Label TUBULAR STANDS 
holders, 100% visible, are adjustable 

to 8 positions on panel. 


NILSSON SALES CO. 


301 Park Ave. Bldg. Detroit 26, Mich. WO 2-9668-9 




















Designed and created by 


of 
Grand Rapids 






No. 940-P 
Revolving 
Chair 


Overall 
Height 35" 


Overall 
Width 27" 


Overall 
Depth 27" 


Seat depth 2!" 
between arms 20" 


Back height 
from seat 20" 
(adjustable) 


Side Arm Chair 
to Match 


Write for Illustrated Literature and Prices 


GRAND RAPIDS 


LEATHER FURNITURE CO. 


201-207 Front Avenue, NW. Grand Rapids 4, Mich. 
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Uncle Sam Says 








JOIN TODAY | 
fy SECURITY 








If it’s money worries that make 
you act peculiar, like on the day 
before pay day when your pockets 
are empty, here’s YOUR OPPOR- 
TUNITY to get on the sunny side of 
life. Save the simple, trouble-free 
way—with U. 8S. Savings Bonds. 
Automatic savings through the 
Payroll Savings Plan where you 
work, or, if self-employed, the Bond- 
a-Month Plan where you bank, is a 
sure cure for the between pay day 
‘*heebie-jeebies.’’ And—your money 
GROWS—S4 for every $3 you im 
vest, in ten short years. 

U.S. Treasury Department 
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64. Are employers who violate the provisions of sec- 
tions 6 and 7 liable to “equal” amount as liquidated 
qamages 

After testing yourself on the foregoing salient ques- 
tions, what is your score? Generally speaking, if it ex- 
ceeds 75 is indicative that you possess a famili- 
arity and comprehensive working knowledge of labor- 
management relations including governmental regu- 
lations 

Howeve! 


gested that 


your score falls below that, it is sug- 
you continue to explore the problems fur- 
ther for the purpose of obtaining a higher degree of 
correct answers. The advantage obtained from this 
quiz” is theoretical, but one of practical attain- 
ment 

The overwhelming increase in labor legislation along 


with labor disorders is a special and urgent problem 
which confronts “free enterprise.” Any single test 
presentation on this vast subject can only serve as a 
guide. If it stimulates a more profound interest in the 


inter-relationship of management and labor it will 
have served its purpose. 

Today, management and labor cannot be divorced 
in the mod economy, even though separate labels 
are used. The government (federal and state) recog- 
nizes this and it is primarily the responsibility of man- 
izement open the door to better understanding and 
co-operation Modern management does not stand 
wgainst any modification if it is well in- 
possesses adequate knowledge for a direct 
labor issues. 

Organize isable labor relations knowledge is a way 
and means to bring order out of confusion. The fact 
that management will read, study and explore labor 
relations problems is a clear indication that it wants 
to co-operate with workers in the cause of profitable 
yperation 


adamantly 
formed and 
approach 





Warns Against Defective Checkwriters: 
Average Life Span of Eight Years 


How old is your checkwriter? Possibly older than 


it should be according to the Bureau of Internal Reve- 
nue files ch estimates the life span of a checkwriter 
as eight years 

Safes Corporation, which has manufactured 


checkwriters since 1913, pcints out that this informa- 
tion should greatly aid in reducing check forgeries if 


owners checkwriters would take the trouble to 
have these machines either reconditioned or replaced 

The corporation’s experience shows that the greatest 
number of forged checks sent in for inspection shows 


defects of the amount line and registration plate in 
printing paper penetration. Forgers find it easier 
to do thei rk on a check on which the amount and 


name do appear clearly and neatly. 

Safeguard claims that if it were made a standard 
practice to replace checkwriters when fully depre- 
ciated according to the Bureau of Internal Revenue 
standard heck forgeries would be greatly reduced, 
since bank tellers can note a forgery more readily 
among a eral run of checks showing a high stand- 
ard of | tive printing. 

In order to prevent and to discourage forgeries, 
Safeguard Corporation, in addition to regular service 
calls, has established a test slip plan allowing for 
expert tion of test slips submitted to the factory. 





Sales Contest Winners Vacation in Nassau 


Two D representatives of Remington Rand Inc., 
Arthur H. Bard and Harvey S. Fields, recently en- 
oyed an eight day trip to Nassau, Bahama Isles, as 


the winne f a company sales contest—JHR 





Houston Firm Leases Floor Space 
Statione! Inc., a new concern, has leased 2,100 


square fer floor space at 1416 Fannin St., Houston, 
Tex., in Woodrow Hotel Building. W. C. Moore is 
owner a president of the business—JHR 
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Reminding Vou... 






































and MAPTACKS 











George B. Graff Co., Cambridge 40, Mass. 














no. 60 








*- 
Sell the PERSONAL FILE CHEST 


... Kati a “GOODFREND” 


For top quality and value it’s the No. 60 
*% Spill Proof Lock... Snaps * 22 Gauge Steel 
shut when cover is closed, * Full Piano Hinge 
prevents contents from spill- * Individual Cartons 
ing. 6 per shipping 
* Chrome Handle and lock carton. 
» @ write for literature 


GOODFREND METAL PRODUCTS 


1019 EAST 75TH STREET CHICAGO 19, ILLINOIS 
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Built for Action! 


HA RT Speedy & Automatic 
Electric 
MIMEOGRAPH 


Hairline Registration 


Deluxe Feed Assembly 


e 
* 
@ Full Ream Paper Capacity 
a 
@ Built-in Accurate Counter 
a 


Simplifies Filling-in Forms and 


Records 





HM 249 ELECTRIC 


LIsT 91252 om 


(Subject to OPS Approval) 






Line Up with 
HART’S Complete Line! 


@ Economical hand operated * 
mares mimeographs 

@ Efficient electric models 

Convenient spirit duplicators 


and supplies 


@ Top quality accessories and 
supplies 


ALL PRECISION-BUILT — BEAUTIFULLY 
DESIGNED — PROFITABLE! 


HART MANUFACTURING CO 
ST. PAUL 4, MINN 





Vlow, & NEW STAMP PAD FOR EASIER 


INKING, CLEANER, SHARPER, IMPRESSIONS 
THE 


NU-TYPE 
FOAM RUBBER 


STAMP PAD 








MADE FROM FINEST 
GRADE OF POROUS 
FOAM 





1. A light touch, and the stamp is inked—small and 
large stamps alike. 

Ink distributes evenly when applied to pad. 

Encased in smart, modern looking steel box, easy to 
open and close, yet lid shuts securely. Round cor- 
ners and rolled edges. Sizes: No. 0—S$5.00 per doz.; 
No. 1—$6.25 per doz.; No. 2—$9.00 per doz.—list 
price. All sizes are cellophane wrapped 

4. So absorbent, frequent re-inking is unnecessary. 


Order NOW . . Prompt Shipment . . Write for Catalog 


Fulton 


Equipment Co. 


wh 


82 Fulton Street Elizabeth 1, N. J. 
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Pens and Ink are Good 


Business Builders 


By Ethel Corbitt Pitkin 


mw WHILE EVERY stationer and office supplies com- 
pany carries pens and ink as a matter of course, not 
all realize the sales potentialities of these items as does 
Brady & Margulis, 138 E. Fourth St., Saint Paul, Minn. 

The store identifies itself with this merchandise by 
having a very large display at the front near a main 
entrance. Inks are shown in a large, handsome ma- 
hogany wall case, in open display, easily available to 
customers. Pens and pen cases are in counter cases 
at each side. 

The display of inks is set up with quart, pint, and 
half-pint containers on upper shelves and four end 
two-ounce sizes together on a separate shelf. Another 
shelf is devoted to stamp pads, numbering machine 
ink and ink eradicators. 

Pastes and glues are tied-in by having these assem- 
bled on one shelf. Blue, black and colored inks are 
shown. Each item is price-marked with tags at the 
front of the shelves. 

“The display is an excellent sales stimulator,” said 
Wallace Margulis, co-owner of the store. “It has more 
than doubled ink sales since it has been set up. It 
serves aS a reminder to those who have come in the 
store for other purchases and so brings many im- 
pulse sales. 

“It is also a time saver. If salespeople are busy, a 
customer may make his own selection. Often a cus- 
tomer will want a certain brand of ink but may not 
remember the name but, seeing it on display, will rec- 
ognize the kind and thus quickly get what he wishes. 
The large selection and ease of purchase brings cus- 
tomers back, for when supplies need replenishing our 
display is remembered and our store is identified with 
the product.” All stock is of nationally advertised 
brands 


Displays at Strategic Places 

Pens and pen cases are attractively displayed with 
eight nationally-known types of pens carried. One 
card of each is at all times prominently placed for 
easy inspection. At special gift seasons extra cards of 
pens are placed in rows on each side of the ink case 

During the Christmas season displays of pens are 
scattered at strategic spots about the store. With pur- 
chase of pens, ink is suggested by salespersons, as an 
additional item. 

“We don’t sell pens with every purchase of ink,” said 
Mr. Margulis, “but if we do not sell ink with a purchase 
of a pen, it is our oversight. This additional purchase 
can usually be gained by a specific suggestion.”’ 

Windows are used regularly for displays of ink and 
pens.«Located in the loop district in a section where 
there are many office buildings, the displays attract 
attention and draw in customers 

Desk sets are important accessories since they are 
part of the equipment of every office. By having a 
large range of styles and colors, appeal is made to in- 
dividual tastes with good results in sales 

The value of giving good service in items which 
bring customers to the store regularly is recognized 
by the firm. Traffic is built and visiting the store be- 
comes a habit with a large number of purchasers 





J. A. Smith Attends Dealers’ Schools 


J. Andrew Smith, president of the J. Andrew Smith 
Company, San Antonio, Tex., attended the dealers’ 
school of the Mosler Safe Company in Hamilton, Ohio, 
on March 5, 6 and 7. Before returning to San An- 
tonio he visited several office furniture plants in south- 
ern Ohio and Indiana.—_JHR 
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FOR 
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PURPOSE 





No. 17-33 


~ 








NOTCHING 
«<— PUNCH 


oe 


TICKET PUNCHES 










Nos. 17, 33—Notches eee, sheets, etc. No. 
17 dies not over 4%” wide, te” deep; No. 33, 
not over \%” deep 
No. 2—For %-'4” round holes; 1%” reach. 
No. 3, 1%" reach & No. 12, 2” reach, same 
style as No. 2. All will take special dies. 
Punch— Registers number of punchings to 
Punches 4%”, %%” or %4” round holes —also 
Same counter available in our Nos. 


speci al designs 
2, 3, 10, 11, 21. Write for circulars. 


Talley 
99999. 





THE HOGGSON & PETTIS MFG. CO., 141T Brewery St, New Haven, Cons. | 


as 








COTTERMAN 


WELDED STEEL SAFETY LADDERS 


For Filing Rooms—Stock Rooms 
—Vaults 


STRONG-EASY TO MOVE-EASY TO CLIMB 
Mounted on Swivel Brake Casters 
which allow the ladder to be rolled 
freely when no one is on it. When 
you step on the ladder the rubber 
cushioned legs rest on the floor and 
prevent rolling 


MADE IN 7 HEIGHTS: 


18” 2 Step 36" 4 Step 63" 7 Step 
27" 3 Step 45" 5 Step 72” 8 Step 
54” 6 Step 


2 Widths — 191" and 2512” 
Send for literature and prices on these 
ladders and our full line of Wood Roll 
ing Ladders 


Manufactured by 


1. D. COTTERMAN, 


4535 N. Ravenswood Ave., Chicago 40, I! 














ADDS 8 NEW MODELS 
With More Big Pius Features 


NOW .. . KING comple- 
ments its big fast-moving 
line with eight new sales- 
proven models of outstand- 
ing design. Trim, smart 
models of custom-built 
choracter . . . featuring 
new modern styling, new 
sales-tested fabrics, extra- 
wide seats and extro-deep 
cushiony live foam for ef- 
ficient working comfort. 
Write today for Our New 


Literature on These 
Outstanding Modeis. 


POSTURE CHAIR COMPANY 
953 S. RAYMOND AVE., PASADENA 2, CALIF. 


soRT()-FILE 


SAVES 20% TO 60% TIME 
30 Models. Systems Sorting Service 


THOUSANDS IN U 


<& 


For fast hand-sorting of cards, 
checks, letters, invoices, orders, 
business forms or public docu- 
ments. We make all types from 
tiny desk models to shuttle-carri- 
age machines. Write for illustrated 
circulars. 

Representatives everywhere. 
Associated Industrial Designers 


P.O. Box 12562, Los Angeles 39, California 
Plant: 1248 East Sixth Street 





The Sorter 
Veuve Alwey: Wented 














ATTENTION DEALER SALESMEN 


Calling on Banks @ Building & Loans Ass‘ns. @ Furniture 











@ Radio @ Appliance Stores 





as 
NALIZED om cove 


ENT SHE + xe asseoors 
InGs passsoons MACHINE = 
SAN PASSBOOKS . BooKs BILL ST RA DPERS 
- ALP on W RMS 
OmMERC cases c eo FO 
POCKET CHECK gLores PEN eR CARDS 
passe Ps SAVERS 
DEPOS!T SE AssBoOKs ot 
reyrer WALLETS 


> William lO xX LINE Tue. 








1270 Ontario Street Cleveland 13, 
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TNaiel Maid tale 
WORKS CO..°4x.72" 








TYPE CLEANING MADE 4 


with the amazing 


Nad 


CLEANS 
© Typewriters 
* Billing Machines 
© Adding Machines 








Typists and business 
machine operators want 
*Norta Plastic Type Cleaner 
—it's easy to use—no mess © Addressing Plates 
—no liquids to spill. * Marking Devices, etc. 
*NORTA THE ORIGINAL PLASTIC TYPE CLEANER 


Free somple sent upon request...write to 


NORTA DISTRIBUTING COMPANY 


1165 Broadway, New York 1, N.Y. 
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THE TRADEMARK OF QUALITY 


2830 Roberta Street 





Executive DESK TRAYS 


in 





STEMPEL MANUFACTURING COMPANY 


genuine WALNUT 


Hand 
Both letter 


Here’s the executive desk tray in genuine walnut. 
filled, finished and polished to perfection. 
and legal size. 


The Stempco Line includes chair mats, clip boards, arm 
blackboards, arch boards, costumers, and 
popular finished desk trays and check racks. 


rests, oak 


Dallas, Texas 










DIATE 
IMME ELI very! 





Write us when you 
have inquiries 
from churches, 





schools, clubs, etc. 


STEEL or WOOD 
FOLDING — NON-FOLDING. 
Save time! State type and 
quantity under consideration. 


ADIRONDACK CHAIR CO. 


Dept. B-22, 1140 Broadway (Nr. 27th St.) N.Y. 1, N.Y. 


All Styles of Ring and Post 


BINDERS 


A complete line of Binders for College and 
Commercial use 
Southern territories open. 


Write for Catalog 
NEIMAN LOOSE LEAF & BINDERY CO. 


1717-19 S$. HALSTED ST. * CHICAGO &, ILLINOIS 













The Original 
SINGLE - FLUID 
Ink Eradicator 


@ INK-OUT contains no free acid, 
leaves no brown stains. 

@ INK-OUT makes permanent eradica- 
tions quickly with one application. 

@ INK-OUT removes ink, iodine, fruit 
and medicine stains from paper, 
hands and clothing. 


RDINELL CORPORATION 








MONTCLAIR. NEW JERSEY 
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500 originals 
500 duplicates 


Receipt Books 
for the trade 
PREFERRED PRICES 


Net a neat profit with 





this sure repeat seller 
~ Receipt and duplicate on Bond paper. 
sturdily bound, with strong cover. 


Write for prices and catalogue 


DUPLICATE RECEIPT BOOK CO. 
Box 842, Birmingham 1, Alabama 


Jobbers, Brokers Wanted eg 


Book 











MARKILO” 
CEMLULO/O PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need 
Write us for details. 


Markile Company, Mfrs. 


8635 S. Racine Ave. Chieage 9, U. 8. A. 


THE MIDWEST PEDESTAL LINE 


FOLDING TABLES 
ing the 
““DUHONEY-20” 


AUTOMATIC LOCK 
End seating, 








giving 
more leg room; double 
brace; steel channel 
apron; plastic edge; 
only some of the many 
advantages of the 
Midwest Pedestal Leg 
Folding Table 

“DUHONEY-20” legs 
fold for easy storing; 
lock automatically in 
place can't collapse. 
CHOICE OF PLYWOOD, § 


MIDTEX, FORMICA 6& Bam 
LINOLEUM TOPS i 


DISTRIBUTORS IN ALL MAJOR CITIES 
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MASTER SPEED KEYS 


SPRING 
CUSHIONED 


Speed Keys 
spring cushions 
protect fingers 
and nails 
crease typing 
speed and pro- 
duce clearer 
sharper, more 
uniform type 
impressions 


SELL THE BEST 





PLASTIC 
TOPPED 


Attractive 
finger formed 
plastic tops are 
always legible, 
will not wear 
down on the 
edges or be- 
come dirty, 
sticky or gum- 
my. 


SELL SPEED KEYS 


_—- - . « Raise the headpiece to any desired 
OFFICES 
S pommirorus -P2Sition . . . It will automatically stay at 
+, aS that position . . . To release the “Magic- 
© GAME 
© DENS Hold,” raise the headpiece all the way. 


NIGHT CLUBS . ‘ 
> wanes it can then be lowered to the “flat” posi- 


® pocTors tion. Available in the finest plastic mate- 
e GYMS 


© INSTITUTIONS rials in a wide variety of colors. Show 
Leisurest for extra sales!ti 


WRITE FOR OUR NEW 1952 CATALOG OF LEATHER FURNITURE 





1k Potut MECHANICAL 
PENCIL LEAD POINTER 


FOR DRAFTSMEN, ENGINEERS, 
ARTISTS, ACCOUNTANTS 


Leads are pointed in a fraction of the time 
required by messy, old-fashioned methods; 
and, the TRU-POINT is fool proof — 
will not break leads even when an ex- 
tremely fine point is required! 

Puts perfect points on leads of mechanical 
pencils (draftsman type) and on wood 
pencils, after wood has been cut back 
with knife. Clean, easy to use. Guaran- 
teed mechanism. For literature and dealer 








ee rices, write today to 
Write for sample key, prices and dealers proposition. P Y 


SPEED KEY CORPORATIQN, 268N Chauncey St., Brooklyn 33, W. Y. 9 —_—. ELWARD MANUFACTURING CO. 


557 Paw Pow Avenve, Benton Harbor, Michigan 
FREE HAND BINDER: ACCURACY 


holder. When inserting means QUALITY 


and removing forms, in- - 
voices, loose papers, . Wi 
etc., one hand is always 
free. It locks positively 
and secures contents 
against loss and spoil- 
age. Thousands in use 
daily. 


























ins Blank Scored 
Card Stock and Lever Bin- 
der Cases are made for En- Cc 
gravers, Stationers and 
Printers who have reputa- 
tions to maintain. 

As to quality, neither can 
Here's a profitable item be excelled at any price. 
for every dealer. Write Samples on request. 

@ Carried by the following paper merchonts: 


for descriptive price list 
toda New York City Cineinnati Grand Rapids 
Y- Allan & Gray The Chatfield Paper Co Carpenter Paper Co 


Pi Detroit Housten 
FREE HAND Chatfield & Weeds Co. Seaman-Patrick Paper Co. L. 8. Bosworth Co., Ine. 


BINDER CO. THE JOHN B. WIGGINS COMPANY 
43 Fulton Street, New York, N. Y. 634 S. FEDERAL ST. . CHICAGO 5, ILL. 





ORIGINATORS 
SCORED CARDS 

















The NEW 





CASH REGISTER 
PARTS Gm 


Any Dealer can sell it... 


no installation involved, cus- 
tomer can set it up himself. 
4 Ask for new Catalog of Five 
Office Necessities, including 


Fluorescent Lamps and Mag- 
nifiers. Four ages, folded 
once, punched for ri binder, 
ideal for outside lesmen 
WORLD WIDE SERVICE HIGHEST QUALI UCT and store use. 


WRITE FOR OUR LATEST NT COPY RIGHT MFG. CORP. 


INTERNATIONAL CASH REGISTER PARTS COMPANY 8 erent. 


Succe s Canadian Agents 
2810 W. ADDISON ST ‘CHICAGO 18, ILL UNDERWOOD Ltd. Toronto |. 
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fashioned of U.S. Koylon molded foam rubber over flex springs for 
super comfort. Foam rubber arm rests, Long-wearing Royalpoint 
cloth fabric only. 


° - 
No. 890-892 DeLuxe Chair and 2-Passenger Settee—Seat and back mecnlig hl 
C 





the silver satin perfection 
of hand-finished V 


ROYAL SATIN CHROME 


It’s new...and so much finer than any metal 
furniture finish you've ever known! Our 
exclusive hand-finished Royal Satin Chrome 
accents the slim, smart lines of sturdy square 


4 wan tubing to bring lasting beauty and prestige 
wie = — ; : 
an * to every office grouping. Write today for 


No. 881-885 Chair and 3-Passenger Settee—Removable and reversi- free catalog 
ble seat and back cushions with coil spring construction and any S° = 


Royal upholstery. 
i LOUNGE AND RECEPTION ROOM FURNITURE 


Metal Furniture Since '97 





Royal... your only single source for over 
150 metal! furniture items. 





ROYAL METAL MANUFACTURING CO. 


No. 790 Sectional Series—Rol! front fle x-spring seats and tall flex- Jy ye : 
spring backs. Center, end and club air units in any Royal up- 175 North Michigan Avenue, Dept. 55 * Chicago 1 


holstery. 


New York ¢ Los Angeles © Michigan City, Indiana ¥ 
Warren, Pennsylvania © Preston and Galt, Ontario é 


FN ar 


ROYAL METAL MANUFACTURING CO. 


175 N. Michigan Ave., Dept. 55, Chicago 1 4 
Please send me a free copy of your new office furniture \ 
catalog. 
Firm Name : ; _ | 
Address 


City 














Cabinets Stools 





Folding Chairs 
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another 


value! 








0-S0-KLEEN 


a BS; 






@ Easier to Handle O0-SO-KLEEN will please you, 
; too— because it has longer shelf 
@ Easier to Stock life, and does not require special 


@ Easier to SELL! storage precautions. 








Unlike ordinary wax-coated 

spirit carbons, 0-SO-KLEEN has 

a metallic coating that separates 

carbon from master paper. Masters 

last longer because the metallic 

coating prevents carbon bleeding 
.and there are fewer smudges. 






Mr. Dealer—no matter how well 
you stand in with the office 
manager and the purchasing agent, 
the people you really have to 
please are the gals behind 

the typewriters. 










O-SO-KLEEN is moisture-proof. 
Surface and edges are sealed. 
It’s as safe, as easy, as clean to 
handle as bond paper. 





Here’s one sure way to please those 
all-important gals —make sure 
they’re using O-SO-KLEEN, 

the new Heyer Spirit Carbon that 
keeps their hands clean, O-SO-KLEEN is easier to handle, 
produces longer runs—and that’s easier to stock, easier to sell! 

so much easier to work with! Send for samples and prices. 


















Now, for the first time, you dealers can: 





Sell the adding machine that represents 35 
years of successful sales and perfor- 
mance the high-quality low-cost 






leader. 
Sell tlectric operation... faster, easier Oop- 


eration ... in a product that also fills 


out and completes your adding machine 


line. 
* 
you Can this . | the many unmatched features (check 
oes e them in our literature) ... including 3 


motorized keys that speed Addition, 


s 
Underwood Flectric Subtraction, Non-addition, Sub-totaling 
and Totaling. 
> ~ Sell the famous and original Underwood 10- 
Ca er Ing ac ine key Touch Method Keyboard 
. s $ | the machine that gives trouble-free per- 
In one demonstration! = =": 
2 


| the Underwood LEADER Electric Add- 
C ing Machine ... and add to your profits. 





oJ, One demonstration sells it! Order today! 


é ‘ 


UNDERWOOD 


. 


“ora Underwood 
. Sundstrand 
Underwood Corporation 17 ae 8 ae 9) One Park Avenue, New York 16, N. Y 
14) 9 16) Underwo d Lin ited Te ronto l, ( anada 
80e9 1952 
a Sales and Service Everywhere 


The Original 
Tewch Method 
Keyboard 


It will pay you to promote UNDERWOOD! 


Adding Machines... Accounting Machines... 
Typewriters ... Carbon Paper 








... Ribbons 





en 








